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LARGE 
ROTOR 
BEARINGS 


—the “hub” of 
proved performance 


in BRODIE BiRotor METERS 


Hundreds of millions of gallons metered with no measurable wear 
—no replacement or repair—has proved beyond doubt the rugged 
endurance of large rotor bearings in Brodie BiRotor Meters. 

Polished rotor bearing surfaces actually improve with use. 

Coupled with the BiRotor’s exclusive precision balanced per- 
formance and double case construction, heavy duty rotor bearings 
further account for Brodie’s outstanding record of high sustained 
accuracy, smooth vibrationless operation, low maintenance and 
long service life. For years of fully dependable metering, investi- 
gate Brodie BiRotor Meters today 


ALL. STEEL 


RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 


MT. VERNON, WN. Y. DALLAS 2, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. 


55@ So. Columbus Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Park, tl. 271 9th Ave. N. 
RMEPRESENTATIVES WITH STOCKS AND SERVICE ALL 


ERS 


LOS ANGELES 22, CALIF. 
5401 E. Sheila Street 
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Drive More going strong 
to help sell your products 


Program receives praise from trade press 


The oil industry’s active support has given 


Ethyl’s “Drive More” program a fine start. cee 

Your continued participation will make 
‘Drive More”’ a really effective long-range F | 
program—a program to increase all service- rd 


station sales. 


We at Ethyl are pleased with your enthu- 
Siastic response to the program. We are 
also pleased, and proud, to quote some 
comments on the “Drive More’ program 
from the trade press. 


“One of the biggest institutional ad 
programs in years, ‘Drive More’ is de- 
signed to get more motorists on the 
road more often.” 

— National Petroleum News 


“... don’t overlook this chance to make i 
profitable use of this advertising cam- @ Ethyl’s advertising support of “Drive 
paign...It’s smart to use it to help you More’”’ is in full swing. An eye-catching con- 
profit more.” sumer campaign brings the “Drive More’’ 
-Super Service Station story to the public. Extensive trade ads keep 


the industry “Drive More’’ conscious, 


‘*There are indications the basic thought 
here is so appealing to members of the 
industry that the principle of it may be 
put to use by many industry people.” 

The Oil Daily 


. one of the sweetest promotional 
programs handed to the oil and auto- 


motive industries we’ve seen in a long aes. 

i 
Chek-Chart Service Bulletin Ree: 


*... here for the first time is a unique @ A survey reveals that “Drive More’’ is hit- 


and impelling theme. .. with advertising ting home with motorists. 73%, of the motor- 


potentials in all businesses that might 
make profit from increased automobile 


ists interviewed about the Ethyl advertise- 


ments pointed out the economy of increased 


automobile usage. 62°) referred to the pleas- 


usage.’ 


ure and convenience of driving their cars more. 


The Publisher's Auxiliary 


“Ethyl’s nationwide campaign to in- 
fluence car owners to drive more miles 
is rapidly gaining momentum .. .”’ 


— The Supercharger ETHYL CORPORATION 


New York 17, N. Y. 
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REDUCE YOUR “DOWN-TIME” 


WITH & OPW 


“Down-time” frequency for valve repair is appreciably lessened 

with OPW Valves specifically engineered for hazardous liquid ser- 

G vice. They are ground tighter, engineered with larger stuffing boxes, 

OPW og ; machined to closer tolerances, and produced of the finest grades of 

¥ rise bronze and aluminum. Highest possible quality is reflected in the 

ruggedness and precise flow control of all OPW 
aives, 


fj 7 6 ‘ ih ening the need and answering the demand for a valve which 


would reduce the tare weight of truck tanks without sacrificing peak 
efficiency, OPW has developed the lightweight 676. After exhaus- 
tive tests, it has been added to the complete family of OPW Valves. 


CHARACTERISTICS OF THE 676 VALVE 


Flanged or screw body and bolted bonnet of OPALUMIN, as stron, 
as bronze, one third se weight. Interior parts of precision machine 

bronze. Ball and socket double discs, self aligning, tapered design 
seating against hand lapped renewable bronze seat rings for a sure, 
vopenalait, no-leak closure. Renewable seat rings ave threaded and 
seated against shoulder, so despite contraction and expansion of the 
body, the threaded ring remains: seated. Compound double acting 
threads allow closer clearance when valve is opened, require fewer 
turns to open and close. Strong, large diameter stems do not bend. 


Available in 3” size. 


CROSS VALVES @ CHECK VALVES @ GLOBE VALVES © PRESSURE A 


2735 COLERAIN AVE. @ CINCINNATI 25, OHIO 


RELIEF VALVES @ COMPRESSION CHECK VALVES @ LOADING VALVES 
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Greatest Ever... 


from Flying Red Horse Research! 


Mobilgas 


ERE’S the perfect pair to 
power and protect today’s 
modern cars... 


Mobilgas SPECIAL— 


Because high octane alone is not 
enough, Mobilgas Special also 
contains Mobil Power Com- 
pound—the most powerful com- 
bination of chemical additives 
ever put into any gasoline. Get 
the gasoline powered two ways 
— Mobilgas Special! 


2. 


Mobiloil SPECIAL— 


Here’s a motor oil that makes a 
difference you can feel at the 
wheel. With Mobiloil Special 
you can expect faster starts... 
more pep on acceleration ...a 
quieter, smoother running en- 
gine —even increased gas mileage! 


This mighty pair is the best yet 
from Flying Red Horse research 
—your promise of still better 
products when ear engine design 
demands them! 


Socony Mobil Oil Company, Inc. 


and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP 


2) Broadway ¢ CHICAGO 5, ILLINOIS KE. Van Buren St. ¢ BALTIMORE 18 MARYLAND 1914 North Charles St. MILWAUKEE | 
003 West Grand Blvd « LOUIS MISSOTRI 
Corp 612 8 Flower 


NEW YORK 4 N 

WISCONSIN 07 Mouth First Bt KANSAS CITY | MISSOUKI.-925 Grand Aves. MICHIGAN 

4140 Lindell Bivd. DALLAS |. TEXAS Magnolia Vetroleum Magnolia Bullding « LAS ANGELES “4 CAL. —4ieneral Petroleum 
Sooony Mabil maintatr many other conveniently located service offices to give you close and fast cooperation 
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RED-HOT ISSUE 


JROBABLY the hottest topic in wholesale marketing is 

commercial price-cutting 

On page 30 NPN details this situation in the first really 
comprehensive report since stormy complaints about price 
cutting created a national furor last year. The situation ac 
tually began to take shape long before that, when individual 
cases were reported in the trade 

Our report is based on a series of regional reports from 
NPN’s field editors. They met with scores of major company 
representatives, from district managers to home-oflice vice 
presidents, and talked to jobbers in all sections. Most marketers 
discussed commercial accounts freely. Only two majors 
deemed the subject so delicate that they declined to discuss 


the matter with NPN’s reporters 


SELL-OUT 


ROM the business office came this brief note: “PACT 
BOOK supplies are exhausted.” 

That means that the extra copies of NPN’s PACTBOOK 
issued last May as a statistical and reference data book for oil 
and TBA marketers, have been used up. We had ordered the 
extras to fill orders of readers who wanted more than one 

I'm sorry we underestimated the FAC TBOOK’s popularity 
All I can say is that it was our first issue, so we were being 


conservative. Next year, we'll print more of them 


BARNSTORMING REPORTER 


S FARTING on page 38 is an account of what the devastatiny 
“floods did to Northeastern marketers and how the mat 
keters are faring on the road back to normalcy 

During the week after the deluge, Cornelius Brodersen 
NPN’s East Coast editor, contacted jobbers throughout the 
stricken five-state area to gather preliminary information on 
the damage. The following weekend Brody set out by car 
hitting the towns and cities of Connecticut one by one. He 
collected details from both major company representatives and 
jobbers. By waiting until the flood waters had receded, he was 
able to get a good perspective of recovery plans 

This report concerns only a limited sector of the U. S. but 
the experiences recorded will aid jobbers no matter where thes 
live. 

Although Brody is one of our newer staff members, with 
about a year on NPN, he has become a top-flight oil industry 
reporter. Brody, incidentally, was the first newsman to inter 
view Socony’s new president, A. L. Nickerson, in his new 
presidential office. His biographical sketch appeared in the 
August NPN 
Publishes 


HARRY Wapprit 


“We're Tops in Town for Service... 
Z77eco/re OVERHEAD LUBREELS*” 


BOB BROWN’'S AMOCO SERVICE STATION 


East Point, Georgia 


“In addition to chassis and gear lube, | also have motor oil dispensed 

from Lincoln Overhead Lubreels. My customers like the idea of 
having motor oil delivered directly from the refinery container to 
their cars’ crankcases. 


“Having everything organized and easy to reach in Lincoln Overhead 
Lubreels, speeds our service...saves me money...and greatly 
improves the appearance of our shop.” 


(signed) BOB BROWN 


*Trade Name Registered 
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Make the Most of Your Modernization! 


Improve the appearance and operation of 


mail this coupon today! 


To LINCOLN ENGINEERING CO. 
your station for years to come... by having 5702-74 Natural Bridge Avenue, St. Louis 20, Mo. 
Lincoln StylEngineered Lubricating Equip- 


ment installed. Please send me free booklet ‘Path To Profits 


in the Lube R . 
To help in your planning, send for your free ih aaa is 
copy of our new booklet: ‘Path To Profits Name 
in the Lube Room.” 
Company 

Address........ 

City Zone........ State 


LIN. 657 
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NEPTUNE RED EAL METER 


fr 


FOR TANK TRUCKS 


1%" Tank Truck “Compact” (30 Gpm)—Ideal for small 
tank trucks. All accessories required for accurate metering 
are built in. Adaptable to right-hand, left-hand or angle 
arrangements. 


1%” Tank Truck “Compact” (60 Gpm)—For medium 
sized fueloil, gasoline or dual-service trucks. Meter, regis- 
ter, Auto-Stop valve, air release, and back pressure valve 
are all assembled in one easy-to-install, space-saving com- 
pact unit adaptable to many arrangements. 


2” Tank Truck “Compact” (100 Gpm)—Meets trend to 
larger trucks, faster deliveries. All-purpose unit contains 
all accessories needed. Flexible assembly fits easily into 
most piping and space conditions. Easy to operate and 
maintain. 


3” Red Seal “Compact” (150 Gpm)—Used for larger 
tank trucks, such as gasoline trucks and transports. Adapt- 
able to either pump or gravity delivery. Like other Red 
Seals, it’s the ultimate in sustained accuracy and low main- 
tenance. 


(foe 


2” Bulk Plant Meter (100 Gpm)—For low-volume bulk 
plant applications. Extremely accurate and trouble-free, 
with sustained accuracy and long-life assured by sound 
engineering, high-quality materials and careful manufac- 
ture. Smaller 1”, 14 gpm., 14”, 30 gpm., and 12”, 60 
gpm. meters also available. 


3” Bulk Plant Meter (350 Gpm)—Rugged, precision-en- 
gineered, with all the reliability of popular Red Seal tank 
truck meters. Fast becoming the standard of comparison 
among meters for loading racks. New Auto-Stop valve now 
permits faster delivery, smoother cut-off. 


4” Bulk Plant Meter (650 Gpm)—Ideally suited for high- 
capacity requirements of modern bulk plants. Now avail- 
able with the Auto-Stop register and double-trip cushioned 
valve. 


RED SEAL REMOTE CONTROL 
METERING SYSTEM 


gets trucks rolling minutes faster... with all con- 
trol firmly under the thumb of one man. Each rack 
meter is accurately synchronized with a Remote 
Control Print-O-Meter inside the office. Automatic 
interlock prevents withdrawal of product 

until authorized. 


NEPTUNE METER COMPANY - 19 West SOth St., New York 20, N. Y. 
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BULK 
PLANT 
METER 


Famous sustained accuracy of 
Red Seal meters now available for 
high speed loading-to 1,000 gpm 


By loading your own and your customers’ big gasoline and oil trucks in half the time . . . by 
eliminating long waiting lines during peak hours . . . and by faster loading of heavy oils too, 
this new 1000-gpm. Red Seal meter is worth its weight in gold! 

Capable of metering well over $1,000,000 worth of product every year, it has the same 
accurate, trouble-free oscillating piston principle and design features which have made 
other Red Seal meters widely preferred. At Neptune’s modern proving grounds in Walling- 
ford, Conn., it has passed with flying colors exhaustive endurance, accuracy and weather 
tests under actual operating conditions. 

Truly, here is a big meter you can trust every minute . . . without need for frequent 
adjustments or repairs to compensate for wear. Ask your Neptune representative or jobber 
for full details. 


Measuring chamber has “Capillary” seal Double-case design This patented ‘Gear Available with Print O 
only one moving ele a thin film of liquid eliminates distortion of Shifter’ firmly locks Meter of direct reading 
ment. No complicated prevents wear be measuring chamber calibration Cannot registers, of with Nep 
mechanism to get out tween piston and cham caused by pressure or drift of slip between tune Remote Control 
of adjustment. Occa ber. Seal is rigidly piping stresses. Pre tests. Easy to adjust Metering System 
sional dirt won't dam controlled by precision vents binding ond un when required, but it's 

age ao Red Seal machining stays even wear seldom required 

chamber is easy to re constant through long 

move, easy to clean accurate life 


NEPTUNE RED SEAL METERS || 


NEPTUNE METER COMPANY, 19 West 50th St., New York 20, N.Y. 
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There’s a good reason for 
the 1000 new Cities Service 
September 1953! 


outlets since 


With the addition of 1000 new outlets since 
1953, Cities Service is moving ahead taster than ever! 

These new dealers and distributors didnt just 
happen to choose Cities Service .. . they joined 
forces because they could see the trend of events in 
the gasolene industry. 

They were confident when Cities Service New 
5-D Premium Gasolene was announced in Septem- 
her 1953, that with its heavy promotional backing, 
it would result in sales increases far above the 
general rate of the industry's increase. 

And they were right. Those dealers and dis- 
tributors who teamed up with Cities Service since 


1953 enjoyed a phenomenal increase in premium 


gasolene sales, a better than average sales increase 
in all petroleum products ... plus a continual in- 
crease in promotional backing! 

They have flourished in an atmosphere of co- 
operation, not domination, by Cities Service... and 
if you talk with any of them, you'll find they expect 
1956 to be their biggest year ever with 5-D Premium 
Gasolene sales hitting a new high. 

Yes, Cities Service is still on the move, as its 
competitors will admit, and because of this market- 
ing expansion, there are now some fine opportunities 
for dealerships and distributorships, perhaps in your 
area. For information write: Cities Service Oil 


Company, Sixty Wall Tower, New York 5, N. Y. 


HERE IS THE AREA 

—38 STATES EAST OF 
THE ROCKIES—-IN WHICH 
1000 NEW OUTLETS 
JOINED THE GREAT 
CITIES SERVICE FAMILY 
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SELF-SERVE RIDDLE 
THE Epiror: 

We have operated several self-serv- 
ice gasoline pumps. The experiment 
proved to be successful, but the au- 
thorities so frowned upon the practice 
from the standpoint of the underwrit- 
ers that we found it a very difficult 
thing to get the business needed to 
absorb insurance costs. As [ recall, 
they wanted at that time some $80 per 
month per pump for insurance costs, 
and the only company we were able 
to get to quote us at that high figure 
was Lloyd's of London. 

It would seem that in the eyes of the 
underwriters, a_ self-service gasoline 
pump is like an inebriated man hold- 
ing a lighted cigarette, without any 
regard for the flammability of gaso- 
line. 

It is a very fascinating subject and 
I wish we knew how to lick it. How- 
ever, an uncontrolled location without 
any supervision seems to present in 
surmountable barriers to this equip- 
ment. 

Do you have any ideas on this situa- 
tion? If so, | would appreciate hearing 
from you 

R. HOSKEN DAMON 
President and 

Chairman of the Board 
Bowser, Ine. 
Chicago 


Maybe some of our readers do—Ed. 


CHASSIS LUBE 


lo THE Epiror 


We believe you have done a service 
to the industry by publishing the re 
view of the chassis lube market (Aug 
NPN, p. 31). It very thoroughly sum- 
marizes the problem of what is hap- 
pening to the market 

H. L. HEMMINGWaAY 
General Manager, 
Sales Service Depts 
The Pure Oil Co. 
Chicago 


THE Evitor 


Ihe article on the chassis lube mar- 
Ket seemed to be a very comprehen- 
sive analysis of current trends in this 
field. 

It is possible that one way to halt 
this trend would be to add molybde 
num disulfide to chassis grease 

Theoretically a conventional grease 
fails to function as a lubricant because 
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mechanical 


the film is removed by 
(reciprocal and circular motion) ac- 
tion, leaving metal in contact with 
metal, causing wear, galling, welding 
squeaks and mechanical breakdown 
Rolls-Royce of England is currently 
using Chassis grease containing molyb 
denum disulfide for the rear spring 
housing on all its models. This move 
was taken after a 5O0,000-mile test run 
proved that the car was still being et 
fectively lubricated by the initial ap 
plication of the lubricant. Incidentally, 
they discontinued the use of their cen- 
tral automobile lubrication system on 
rear spring in favor of a grease having 
molybdenum disulfide to insure a quiet 
ride through the life of the car. 
E. BE. SMItH 
Climax Molybdenum Co 
New York City 
lo THE EDITOR 
Your article on chassis lubrication 
summarizes the situation very accu 
rately and should be of considerable 
help to the petroleum industry in its 
future planning 
C. M. HEINEN 
Central Engineering 
Chrysler Corp 
Detroit 


You are more than welcome to 
write—if you feel like criticizing an 
article, commenting on the news or 
putting your views on paper. 

Write to: 
Editor, 
National Petroleum News 
330 West 42nd St. 
New York 36, N. Y. 


fo THE Epiror 


Regarding the chassis lube market 
report I believe the petroleum 
industry would certainly have some of 
their headaches eliminated if the auto 
motive industry give them an 
opportunity to develop proper lubri 
cants for their equipment in advance 
of putting them on the market. But it 
seems to be the feeling of “here's the 
you lubricate it 

Fred H 
President 
Penn-Central Oil Co 
Kansas City, Kans 


would 


product 
HELLING 


lo tHE EpiroR 


Your article on the chassis lubrica 
tion market was particularly interest 


NEWS 


MAJOR OIL 
MARKETERS 
here’s 
the inflator 
everybody likes! 


NELSON 


ee 


MERCHANDISERS LIKE ‘EM because 
they bring customers back, build 
station traffic with faster, more ac- 
curate inflation. 


ENGINEERS LIKE ‘EM because they 
connect to any %” airline —no in- 


stallation headaches. 


SERVICE MEN LIKE ‘EM because 
they're rugged, can be recalibrated 
right on the airline with no parts to 
buy or exchange! 


OPERATORS LIKE ‘EM because 
they're fast, accurate, easy to use — 


no gauge watching! 


BUYERS LIKE ‘EM because they offer 
truly automatic inflation at less than 
the cost of a good fountain pen! 


APPROVED ON EVERY TEST! 


You can please everybody when 
you specify them for your stations 
—why settle for less? Write today 
for details, prices, liberal trade-in 
allowances. 


BarmorivE 


PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 
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letters 


ing, and [ think, well done. This 
subject should not be exactly enthusi 
astically received by service, but it 
represents good journalism in that it 
calls the shots, good or bad. 
Personally | would like to see some 

Opinions, anonymous or otherwise, by 
chassis engineers other than those 
speaking before SAF (Society of Au 
tomotive Engineers) meetings 

H. NAGLER 

Staf} Engineer 

American Motors Corp 

Detroit 


BOOST FOR PREMIUMS 


Eprror: 


Thank you for replying to my letter 
on the premium question (Letters To 
Ihe Editor, NPN, Sept., p. 14). I 
hesitate to prolong what has all the 
markings of a controversy, but the key 
point in your [reply] has me worried 

You say in effect that the market 
for gasoline is a fairly stable one, so 
that any premium promotion on the 
part of one operator reduces the gal- 
lonage of another, Well, sir, this same 
reasoning applies to any form of ad- 
vertising Or promotion—or of any 
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on 25-ft, of sisal rope. 


In 2 colors. Size: 55" x 


White letters 


posters—28" x 44" 
stock, For curb 


2 posters—28" x 44" 
stock, 


pLuorescenT BANNER | 


ropes at top and bottom, 


FLAG PENNANTS (6 Sets) 


6 sets of plored pennants. 
WELCOME| PUMP ISLAND BANNER .. 
WELCOME “WELCOME” LETTER-BANNER 


2 “OPEN FOR BUSINESS” POSTERS 


2 “GRAND OPENING” POSTERS .. 


Printed in 2 colors on weather 
For curb siqns or windows, 


like comfort 
and windshield cleaning. Would you 
say, by identical reasoning, that the 
industry should stop all advertising, 
reduce all extra services and attrac- 
tions and stick to filling tanks? 

Gasoline is not alone in having a 
seemingly “inelastic market.” Soap 
products (how clean can you get?), 
breakfast much can you 
eat?), and hundreds of other consumer 
products are in the same category. 
ach company and each retailer con- 
ducts his own battle for a larger share 
of the market. using premium adver- 
tising alone with other tools of mar- 
keting, and look what happens—over- 
all Consumption rises faster than the 
economy! 


free’ service 


foods (how 


GORDON C, BOWEN 
President 
Premium Advertising 

Association of America, Inc 


New York City 


TWO-WAY PROGRESS 
lo tHe Eptror: 


need tell you how de- 
lighted we are with your editorial com- 


I scarcely 


Complete Outdoor Display Kit for 


with 2-ply ropes. Ready to put up. 


Sewed to 30-ft. sisal ropes. Ready to put up. 


signs ofr windows. 


$7.50 
neon red letters on blue backgro und. 40-ft, 
Sic yn is 13 ft, }. 
Each set has 10 flags 
Made of sturdy drill cloth 
2,80 
Alternating red and blue back« ground. 
. 1.50 
Printed in 2 colors on weather 
1.50 


TOTAL VALUE $24.30 


COMPLETE KIT | $22.50 | F.0.B. Indianapolis, Ind. 


Send for catalog of Pratt's station outdoor display 
material. Gives display ideas for every occasion! 


201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA 


stations, 


NATIONAL 


ment in the August issue (p. 29) on 
the increased importance of public 
relations through the promotion of 
Hal Curtis. But of particular value to 
us is your discussion of the enhancing 
of the dealer’s status and mention of 
our dealer promotion for Oil Progress 
Week. 

We are working hard to reach the 
dealer and to help improve his status 
in business. I think it is fair to say that 
with help from publications like yours, 
we are making progress 

H. B. MILLER 

Executive Director 

Oil Industry Information 
Committee 

New York City 


GOING BROKE 
fo Eprror: 

The title “How To Go Broke Sell- 
ing Heating Oil,” (July NPN, p. 103) 
seems to be a little misleading as the 
major portion of the text pertains to 
the selling of oi! heat equipment. The 
information, however, should prove to 
be helpful to jobbers engaged in this 
phase of the business. 

J. L. MINNER 

Mer., Fuel Oil Dept. 
Shell Oil Company 
New York City 


PEACE FOR PRICE WARS? 


fo THE Eptror: 

The supply of service stations and 
the demand for service stations cannot 
possibly reach a balance as long as the 
industry keeps building for an esti- 
mated demand projected 10 or more 
years into the future! 

No small independent business man 
can afford to borrow capital, pay in- 
terest, taxes and amortize his invest- 
ment on a property out of which he 
cannot get maximum production until 
1965 or 1970. It is impossible for him 
to indulge in such luxuries and remain 
solvent. Some stations are closed as a 
result and through others we have ob- 
served a constant parade of dealers 
who have risked their savings only to 
find that it has been a losing game. 
Many of these dealers never knew 
that they were bucking an economic 
trend. The strongest, most able and 
best located have been able to  sur- 
vive. But statistics show that the turn- 
over of service station Operators today 
is sO great that bankers shy away from 
loans to prospective operators as if 
they were poison. 

If a profitable, stable and free-from- 
subsidy market in gasoline is to be 
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attained in the near future it means 
that countless stations now operating 
must close. 

Attempts have been made to keep 
all dealers in business and all stations 
open. The medium used has been the 
voluntary allowance and the so-called 
Chicago plan, whereby dealers are 
granted a price which just about al- 
lows them to exist. The fallacy of 
these plans is that there is no floor to 
prices. As soon as a dealer sacrifices 
some of his operating margin to get 
more business his competitor is forced 
to meet that lower price or lose busi- 
ness. 

Thus through over-production of 
gasoline and over-building of service 
stations, the integrated companies find 
themselves on the horns of a dilemma. 

There is only one way for the oil 
companies to get themselves, their 
jobbers and their dealers out of this 
mess short of complete regimentation 
by government and that is to bring 
both the supply of product and mar- 
keting outlets into balance with de- 
mand. 

As long as the marketing end of the 
business is under the pressure of too 
much product and too many outlets, 
price wars will exist. 

Therefore let us resign ourselves to 
the only solution to the problem that 
we have. Remove all voluntary allow- 
ances, Chicago plans or what nots. Let 
the supplying companies, whether they 
be integrated companies or jobbers, 
hold the line on tank wagon prices and 
let the dealers, if they are foolish 
enough, fight out their price battles 
until enough of them give up the busi 
ness. [hen the reduced number of out- 
lets can Operate without subsidy. This 
may seem a cruel solution to the 
problem. But it will work and in the 
end be far more satisfactory to all 
concerned than government regulation 
of the industry under some sort of 
politically controlled government bu- 
reau Or Communism. 

At the same time top management 
must find a way to balance gasoline 
production to the market demand. It 
will not be an easy task, confronted 
as they are, with the existing terrific 
demand for distillates, which in turn 
has caused excess production of gaso- 
line. 

Once we realize that there is no 
other solution than to submit to the 
laws of supply and demand, the sun 
of opportunity will soon begin to 
shine. 

HARVEY F. REMINGTON, JR. 
Remington Oil Co. 
Reading, Pa. 
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Bennett 


BIG 


DOUBLE-ACTION 
PISTON TYPE 
TRANSFER PUMP |, 


Here's a high capacity self- 
priming pump engineered 
and built to stand-up under ' 
hardest everyday pounding, 
It's the least complicated 
pump of its type oasanen 
positive displacement auto 
motive type piston and ring 

no diaphragms or cup 
leathers to break down 
Every detail reflects true 
Bennett qualit time 
tested Bennett features 


EASIEST PUMP 
TO OPERATE 


FLOW 


Light-weight die-cast alu- 
minum, Corrosion resistant 
brass cylinders. Stainless 
steel valves, Bung adapter 
adjusts on intake, 1%” or 2” 
openings. Shielded against 
Pumps on both strokes water, air-vented for easy 
— no waste motion. Quick, oumping. Non-siphoning 
clean, safe transfer from an or spout 

drums and skid tanks. 


Readily pumped from 
difficult positions — better 
than 21 gallons per min- 
ute with ordinary effort. 


Write For Full Information 


JOHN WOOD COMPANY, Bennett Pump Division 


Muskegon, Michigan + Offices In Principal Cities 
In Canada: Toronto * Montreal * Winnipeg * Vancouver 
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Here’s a NEW LOOK that you 
Measure by the Work it Does... 
the Amount it Saves! 


THERE'S more than meets the eye on this “new look” at Standard 
3000 Gallons Oil of Ohio! 
for this There's more work ... greater efficiency . . . because these 
handsome, new Whites are really tailored to the exact work they 
WHITE 3000! do in delivering Sohio products. 
This Model 302264 hes 3000 Payloads were substantially boosted through creative engineer- 
ing and by utilizing the exclusive design advantage of the White 
3000. Exact truck specifications were developed to get maximum 
usefulness on the job... rugged six-wheelers for the big fuel oil 
loads ... big payload tankers for heavier tractor service. 
It's a new look that really pays off. Why don't you critically ex- 
amine your own truck operations this same way. Call in your White 


SOHIO WHITES Boost Representative. He'll be glad to work with you! 


Tanker Payloads Too! THE WHITE MOTOR COMPANY © Cleveland 1, Ohio 


Here is one of the Sohio tank-trailer 
units with White 3000 Tractor. 


Tanker holds 6300 gallons, has 
special paylood undercarriage. White 
3000 


gallon tank for extra fuel oil de- 
liveries... in-town gasoline trips. 


FOR MORE THAN 50 YEARS THE GREATEST 
NAME IN TRUCKS 
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FASTEST WAY TO SERVICE NEW TUBELESS TIRES” 
Another of the 


1001 JOBS 
MADE PROFITABLE 


by revolutionary 


GLOBE 


‘Hoists | WEAR POINTS FULLY PENETRATED 


BY LUBRICANT BECAUSE 
SUSPENSIONS HANG FREE 


Tubeless tires can now be inspected 
and, in most cases, repaired without 
removing wheels from the car. The time 
required for removing and replacing 
wheels is saved when servicing is done 
on Globe ‘Frame-Kontact’’ Hoists. 
There is no bending, stooping, lifting. 
Neither jacks, horses nor wrenches are 
needed. Time saved is profit gained! 


75% OF ALL JOBS HANDLED 
UP TO 60% FASTER 


For example, complete tire rota- 
tions take 10 minutes or less. Muffler 
installations average 15 minutes. Brakes, 
tail pipes, shock absorbers, starters, 
spring shackles, steering rods, in fact 
all undercar parts are serviced faster, 
more efficiently, on a ‘‘Frame-K ontact” 
Hoist. 

Globe ‘Frame -Kontact” Hoists 
provide the highest lifting height plus 
many exclusive design features. 


at Quy 


NPN.714 
Pennsyly 


Philade| 


Phia een 


lot 
9 cons zlobe 

ve ’ ame 
FROM THE ORIGINATORS OF other advan.) Polishe 
FRAME LIFTING ed features fount, (ow 


uw cont 
only jn Globe rol 


The principle of “Frame Kontact” lifting 
invented, pioneered patented and 

by Globe Hor 

US Patents 

2617344 7617355 2654443 Other U 
Foreign Patents issued and pending 


WORLD’ S$ MOST. COMPLETE LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 
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SHIVIC @ is a Tri-Sure feature 


Tri-Sure service engineers are always available 
\-_ to give you the kind of service you need, whenever you need it, 
on your container closure problems 


AMERICAN 


ice HEN TRI-SURE* Products are sold, it is only the beginning 
de endable service of Tri-Sure Service. Dependable service to the container industry 
For Pp well as is a thirty-five year tradition of this company. 


We supply and service all Tri-Sure dies, presses, sealing tools and 
pneumatic plug wrench heads used for the insertion of Tri-Sure 
Closures, and ensure their efficient performance and the complete 
satisfaction of our customers, And Tri-Sure sales engineers will be 
pleased to work with you on your plans for the future. 

Tri-Sure plants at Chicago, IIl., Linden, N. J., Niles, Ohio, St. 
Catharines, Ontario—as well as in Europe and South America—are 
your assurance of quality products, prompt deliveries and service 
wherever your plant is located. There are Tri-Sure sales engineers in 
your area who can be consulted at your convenience. Telewriters in all 
our Offices assure prompt action on all customer requirements. 
CLOSURES Whether you manufacture or fill shipping containers, you will find 
Tri-Sure Service as dependable as Tri-Sure Products. 


*The “Tri-Sure” Trademark is a mark of 


reliability backed by over 35 years serving AMERICAN FLANGE & MANUFACTURING CO. INC. 
industry. It tells your customers that genuine 30 ROCKEFELLER PLAZA, NEW YORK 20, N.Y. 
Tri-Sure Flanges (inserted with genuine Tri-Sure Products Limited, St. Catharines, Ontario, Canada 


Tr-S dies), 
hes), Plugs and Seals have boon weed Tri-Sure S/A Industria e Comércio, Sao Paulo, Brazil 


B. Van Leer N. V., Stadhouderskade 6, Amsterdam, Holland 


Van Leer Industries, Ltd., Seymour House, 17 Waterloo Place 
Pall Mall S. W. 1, London, England 


Over 35 Years of Service to the Container Industry 
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Floor Plans for ‘Extras’—Vending machines, telephone 
booths and coolers may get ready-made accommodations 
in future service station planning. C. A. Petersen, Pure Oil 
Co.’s chief architectural consultant, notes that these instal- 
lations can occupy more space than the salesroom. And he 
says, “Since it would appear that these devices must be 
accepted and are here to stay, provisions should be made 

. so that they no longer will steal the spotlight from 
those all-important pumps.” 


More on Octanes—Predictions that the average pre- 
mium-fuel octane rating will nudge 97 next year looks 
conservative now. A study of 1955 cars shows marketers 
must sell fuels in the 83 to 95-octane range to satisfy 50% 
of them. But to supply 95% of the cars on the road, 
gasolines must test at 90 to 99. With 1956 compression 
ratios going up (NPN,Sept.p.34), research indicates 50% 
of that 95% will need a product testing 95 octane or higher. 
There may even be one or two models that need 100-octane 
fuel. 


Electric Heating Threat—Heating oi! distributors in the 
Pacific Northwest already facing the threat of natural gas 
may find additional competition ahead as Washington 
Water Power Co. of Spokane markets its supplementary 
electric residential space heating coil. The utility says the 
coil can handle between 30-40% of home heating require- 
ments, going to work whenever outside temperatures go 
down. But if temperatures drops below 40° F., the regular 
heating system takes over. 


NOJC’s Highway Stand—National Oil Jobbers Council 
probably will take a strong position on highway develop- 
ment at its Chicago convention next month—particularly 
on the point that financing plans should not lay the burden 
on oil marketers and other highway users. NOJC’s recom- 
mendations will have to be general because of limited 
resources. But it hopes the whole oil industry can be 
spurred to furnish funds and staff for an extensive study 
of highway financing. 


API Marketing Emphasis Shift—Marketing is expected 
to get the de-emphasis treatment at annual November 
meetings of American Petroleum Institute after this year. 
Object of the new approach is to make the mid-year (May) 
Marketing Division sessions the big ones for marketers. 
Now in the works is a proposal that the marketing group 
meeting—largest one every November—be dropped and 
that marketing committees meet elsewhere at another time. 
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Lube Facts in Advance—Plymouth Division of Chrysler 
Corp. will mail advance lubrication data on its new models 
this year to all oil companies and jobbers, in addition to 
service stations. When Plymouth mailed lube charts to 
stations last year, it marked the first time an auto com- 
pany had released such information to the oil industry 
at large so far in advance of its new models’ public intro- 
duction. 


Flood Relief, Legal Style—Oil men in three North- 
eastern states that have no definite policy or law covering 
refunds of state taxes of gasoline lost in floods will go to 
their state legislatures for such relief. The campaigns will 
be in Rhode Island and New Jersey, which have no tax 
refund laws, and in New York, which has no definite 
refund policy. Oil men also will try to get loss by fire 
included in the proposed legislation. 


Barges on Big Muddy? Several Midwest oil companies 
reportedly are thinking of starting barge operations on the 
Missouri River now that a 6.7-ft. channel is in service from 
St. Louis to Omaha. The big question is whether Missouri 
barges can compete economically with the Great Lakes 
Pipe Line system. So far, the only barge operations are 
along a 10-mile stretch from Kansas City to an Air Force 
bulk oil installation at Parkville, Mo. 


Spray-It-Yourself—Heating oil distributors who apply 
liquid fertilizer may have a competitor on every block next 
summer. An East Coast firm plans to sell homeowners a 
do-it-yourself liquid fertilizer kit. The “package” includes 
membership in a “lawn association,” a year’s supply of 
fertilizer in gallon cans, applicator, instructions, gardening 
book, monthly bulletin and gardening inquiry service. 


Gas Bill Blockade —-Some backers of legislation to ex- 
empt independent producers from natural gas controls fear 
coming court action may spike their plans. (The exemption 
bill cleared the house this year, but still faces a tough 
Senate test.) At issue is Federal Power Commission's 
“Deep South” ruling last month that the Phillips Case 
decision (making those who sell gas in interstate commerce 
subject to government regulation) applies all the way back 
to the wellhead. Some producers have maintained the rule 
applied only after gathering and processing. At least one 
company—Humble Oil & Refining—will take the ruling 
to court. Gas bill opponents may use the case to stall con- 
gressional action now, pending court clarification of the 
Phillips Case decision. 


For More Ahead of the News » 
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Sales from Turnpikes—A safety program that officials 
hope to put into effect on the new Ohio Turnpike may mean 
money for station operators on interchanges leading to the 
road, Officials plan to make spot checks of vehicles enter- 
ing the road at toll gates in an effort to cut accidents due 
to mechanical defects. Station operators can do customers 
a favor, and boost TBA sales, by checking tires, lights and 
other points before those motorists get to the gates, And 
any car that is turned away will be a ready-made sale for 
the nearest station. 


Fight for Free Water—American Petroleum Institute 
may join organized opposition to the Hoover Commission 
proposal for tolls on inland waterways. Waterways opera- 
tors are masterminding the opposition, with a helping hand 
from coal, steel and other users. 


Torsion Bar Boom—Torsion bar suspension is almost a 
sure bet for other cars besides Packard (1955 models), but 
probably not until 1957. Reports are that one member of 
the Big Three in the automotive industry has its version 
of torsion bar all set for that year, and another has a 
patented version that should be ready to go at the same 
time. 


Bad Signs in Texas—There’s talk in Texas that service 
station dealers may round up a posse to outlaw large sta- 
tion signs advertising cut-rate prices. Houston Service 
Station Dealers Assn., part of a statewide group, now is 
studying recommendations to take before lawmakers, either 
at the city or state level. 


Taxes Taken to Task—Jobbers may get a chance to set 
their tax complaints before the tax-writing House Ways and 
Means subcommittee this month. National Oil Jobbers 
Council is pushing a bill to allow federal tax refund on 
gasoline destroyed by fire or other catastrophe. The com- 
mittee may cast an eye over that bill, along with proposals 
that jobbers be relieved of paying federal gasoline tax at 
time of purchase, which ties up capital in tax collection. 


Garage-Station Group—An independent service garage 
association organizing on a national scale plans eventually 
to bring in service stations. Station membership in the 
group, now preparing to establish state chapters, would 
be restricted to those hiring full-time mechanics. A spokes- 
man says the trend toward mechanics in stations is spread- 
ing fast. He hopes that in a few years the association will 
have enough members to warrant consideration of a merger 
between it and various state and national service station 
associations, 


Oil Heating Surveys Due—Oil Heating Market Re- 
ports, the majors’ agency that surveys oil heating markets, 
will be coming up shortly with second surveys of some 
of its earlier markets to show up the gains that have been 
made in “selling” oil heat. 


Crude Line Problems—Defense Mobilizer Arthur S. 
Flemming is expected to scratch one of the two proposals 
for a Gulf East Coast pipe line and try to make the other 
more acceptable. Defense planners want an emergency 
crude line, but American Pipe Line Corp. is talking only 
products. Texas Eastern Transmission Corp.’s crude line 
plans still would require the government to build an ex- 
tension line from the Pittsburgh area to refineries in New 
Jersey in order to accomplish the | million-b/d crude goal. 


Case for Trade-ins—National Assn. of Oil Equipment 
Jobbers is urging its members to sell oil company customers 
on a regular equipment trade-in policy. NAOEJ maintains 
that oil marketers should trade in lifts, pumps and other 
equipment on a schedule just as they do vehicles. “It makes 
no more sense to wait until a pump wears out before re- 
placing it than it does to wait until a truck is ready to fall 
apart.” 


imports Still Hanging—No early decision is expected 
from Defense Mobilizer Arthur S. Flemming on the crude- 
residual oil imports problem. His Sept. 13 ultimatum to 
importers—to cut imports more or face government action 
—seemingly indicates a tougher attitude on his part and 
hints at imminent action. But actually, he took himself 
off the hook by stalling any definite action now while 
still placating domestic producers. It will be several months 
before new imports returns are collected and analyzed. 


More V-8s Coming—A sharp spurt in V-8 passenger car 
engine production looks certain for the next year. V-8s 
claimed 75.3% of total production the first six months of 
this year. New V-8 facilities now building, some due to 
start operations on 1956 models, may boost the total to 
85%. 


Whiting and Civil Defense—Some valuable wartime 
know-how may come out of the Aug. 27 explosion and 
fire at the Standard Oil Co. (Indiana) Whiting refinery. 
Government planners are studying reports on how plant 
damage was repaired and how transportation and distribu- 
tion of products was resumed. bal 
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PETROLEUM INDICATORS 


NPN PRICE AVERAGES 
Refinery /Terminal 
(¢ per gal.) 
Sept.** Aug. 
1955 1955 
Gasoline 11.76 11.56 11.38 
Kerosine 10.40 10.40 10.25 
Distillate 8.90 8.91 8.75 
Residual 4.75 4.74 3.89 
4 principal 
products 9.16 9.06 8.68 
Lube oil 17.58 17.44 16.30 
Crude at 
RESIDUAL ote 4 per bbl.) 2.82 2.82 2.81 
| average price, prin- 
cipal markets. **Through Sept. 


EN O 9. 


1954 | 1955 


MONTHLY PETROLEUM STATISTICS bm 
Primary stocks (Last Day) 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M. (thous. bbl.) 


Y 
EAR AGO 1954 


DISTILLATE 


MILLION BARRELS 


soem 


MJ)JSAS 


Sept. 
1954 


154,337 
137,836 
35,601 
47.111 
259,108 


153,693 
132,344 
34,703 
46,551 


150,916 
128,061 
37,099 
56,702 


Refinery Activity 
Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 


Refinery Output 
Gasoline (thous. bbl. daily) . 
Kerosine (thous. bbl. daily) 
Distillate fuel oil (thous. bbl. daily) 
Residual fuel oil (thous. bbl. daily) 

Crude Supply 
U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 

*Through Sept. 9, except crude stocks—Sept. 3. 


7,573 
771 
90.4 


3,739 

294 
1,651 
1,088 


6,657 
876 


Source of Data: API Weekly Reports, except 1954, Bureau of Mines. 


MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 
Exports of crude and refined products (thous. bbl.). . 


Average station gasoline price, ex tax (¢ per gal.) 
Gasoline consumption (million gal.) 

**Service station permits (number) 
Passenger cars—domestic shipments (thous.) 
Trucks and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 
Oil burner shipments (thous.) 


Latest Month 


44,816 (June) 
11,628 (June) 


21.75 (Sept.) 
4,758 (May) 
906 (Mar.) 
643 (July) 
94 (July) 
5,711 Guly) 
1,793 (June) 
69 (June) 


259,419 


7,579 
757 
90.6 


3,778 

297 
1,606 
1,106 


6,666 
744 


Previous Month 


43,035 
12,236 
21.92 
4,564 
598 
629 
102 
6,129 
1,572 
65 


274,608 


6,939 
695 
84.6 


3,420 

301 
1,514 
1,086 


6,151 
672 


Year Ago 


44,337 
12,742 
21.70 
4,354 
847 
437 
62 
5,941 
1,834 
69 


**On new basis, including urban as well as rural, and unincorporated as well as incorporated places. 
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HIS fall and winter may bring 
a demand for distillate fuel oil 
estimated at 9-10% larger than last 
winter. And it could climb higher if 
temperatures for the period Oct 1- 
March 31 are much below normal. 

To meet this record demand, re- 
finers’ stocks of distillate fuel oil are 
larger than last fall, both in volume 
and in terms of days’ supply. Also, 
refinery output of distillate is currently 
14% more than last year, Actual de- 
mand the first 8 months of 1955 has 
been more than 8% above 1954. 

If the anticipated gain in distillate 
demand for the six months’ heating 
period is taken as 9%, total ship- 
ments from U.S. refineries will be 
405,810,000 bbl., or a daily average 
of 2,218,000 bbl. Actual demand for 
the 1954-55 heating season was 372,- 
302,000 bbl., a daily average of 
2,046,000 bbl. Last winter's weather 
was a little warmer than normal. 

Burner Total Climbs—The biggest 
factor in the distillate fuel oil market 
is space heating by central burners. In 
the six months’ period, heating oils 
make up over 70% of total distillate 
fuel oil demand, and for the year they 
average over 50%. The total number 
of domestic oil burners to be serviced 
this winter will be around 7,600,000, 
the Oil Heat Institute estimates. This 
is a gain of 10% over last winter and 
reflects the estimated completion of 
1,300,000 new homes in the U.S. in 
1955, 

Over-all heating oil consumption 
does not increase directly proportional 
to the increase in number of burners, 


SUPPLY AND DEMAND 


SIX-MONTH DISTILLATE DEMAND 


Record Distillate Fuels Demand Seen 


and Days’ Supply of Refiners’ Stocks, By Refining Districts. 
(000 bbi.) 


1954—1955 


Total Demand 
Oct. 1,1954— Stocks 


1955—1956 


Total 
Days’ 


Est. Demand 
Oct. 1,1955— Stocks Days’ 


Mar. 31,1955 Sept.3, Supply Mar. 31,1956 Sept.2, Supply 
1954 1955 


Refinery Districts 


East Coast 76,709 41,636 
Gulf Coast 125,915 17,946 
Total Coastal 202,624 59,582 
Ind.-Ill.-Ky. 66,578 24,070 
Okla.-Kan.-Mo. 35,762 12,158 
Other Inland 33,974 8,783 
Total Inland 136,314 45,011 
California 33,364 12,865 
Total 372,302 117,458 


99 83,613 47,392 104 
26 137,247 20,731 28 
54 220,860 68,123 56 
66 72,570 26,249 66 
62 38,980 14,626 69 
47 37,032 11,556 57 
60 148,582 52,431 65 
70 36,367 12,811 65 
57 405,809 133,365 60 


for the new units are more efficient 
and new homes are better insulated. 
Other volume uses of distillate fuel 
oils, by railroads, vessels, and in in- 
dustrial service, are expected to in- 
crease 5-6% over the coming heating 
period, 

To meet the coming increase in 
demand, refiners have built up total 
distillate stocks to 133,365,000 bbl. 
on Sept. 2, which is 16,000,000 bbl. 
(13%) larger than on Sept. 3, 1954. 
Stocks Sept. 2 represented 60 days’ 
supply of estimated demand for the 
heating season. 

A year ago, these stocks were 57 
days’ supply of actual total demand. 
Not all these stocks can actually be 
moved into channels of consumption. 
Some 36% is required to remain in 


Gasoline Stocks Are Leveling Off 


WITHDRAWALS from refiners’ storage are much smaller than a year ago 


MAM 
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pipe lines and storage tanks to keep 
them functioning. However, the in- 
ventories are an accurate index of 
supply-demand relationship. 

Supply Comparison—Days’ supply 
of distillate fuel oil stocks Sept. 2, 
1955, and Sept. 3, 1954, by refining 
districts, are shown in the accompany- 
ing table. Of the 16,000,000 more in 
total U.S. storage this year than a year 
ago, about half is in the combined East 
and Gulf Coast districts. Stocks there 
of 68,123,000 bbl. on Sept. 2 represent 
56 days’ supply of coming demand. 
Stocks of 59,582,000 bbl. Sept. 3, 
1954, were 54 days’ supply of actual 
demand, 

In the combined Ind.-Ill.-Ky. and 
Okla.-Kan.-Mo. districts, which serve 
the Midwest, stocks Sept. 2, 40,875,- 
000 bbl. were 4,647,000 bbl. (13%) 
larger than Sept. 3, 1954, They are 
67 days’ supply, while stocks of 36,- 
228,000 bbl. a year ago, totaled 64% 
days’ supply. 

Withdrawals from refiners’ gasoline 
stocks started to slow down in July 
this year, in the face of demand 6% 
greater than a year ago. From July 1 
to Sept. 9 withdrawals were around 
5,000,000 bbl. (API data). In the 
same weeks last year they were over 
11,000,000 bbl. 

Indications are that U.S. inventories 
will level off, after the summer 
seasonal decline, at a total several 
million barrels higher than the low 
point of 1954, which was 147,225,000 
bbl. in early November. % 
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A symbol of SERVICE 
in every community 


To the American motorist, the words 
“petroleum products” and “service 
have become almost synonymous 

But the typical American service 
stands for more than just 
Ice It stands for 


community 


Station 
automotive 
service to the 
because the man who operates th 
station is a good ne ivhbor the kind 
of mman you can count on to take 
part in civic church and 
club affairs. And behind the sers 
ice stations are the thousands of oil 
employees and distribu 
tors who work together — not just 
during Oil Progress Week — but 52 
weeks a year to make oil progress 
part of the over-all 
whole American 


too 


an active 


COM pany 


an 
progress ot our 


PORTRAIT OF PROGRESS 


“Speak to the Earth” 
is a book about 
oil and oil people 


“A new and refresh 
ing book about oil 
the growth of a great 
industry in terms of 
human endeavor and 
almost) super-human 
achievement’” 


We think you'll agree with this state 
ment, too, after you have read Speak 
to the Earth,” the new book covering 
the oil industry by Max Miller. well 
known author of “I Cover the Water 
front” and 22 other books. The book 
explains exploration, drilling, produc 
tion, transportation, refining and mar 


keting, in an easy-going, realistic. vet 
entertaining style. 
Max Miller was retained by the 


Du Pont Company to write the story 
And to help promote a better under 
standing of the oil industry, the book 
is now being made available to the 
public at book stores by its publishes 
Appleton-Century-Crofts, Ine 
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One of a Series of Interest to the Petroleum Industry * 
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‘New survey studies dealer knowledge 
of product quality and sales assets 


| 


That old familiar phrase, “know your product 


is still a cardinal rule of good 


selling. And since your service station dealers are your main link with the 


motoring public 


their knowledge of youn product features can have a 


mighty important bearing on your own sales volume 


But how much does the average service station dealer really know about 


the products he sells? To help you answer this question accurately and sta 


tistically 


Report No. 2 of the new Du Pont survey on “The Service Station 


Operator” is now ready tor distribution to oil company marketing execu 


tives. Hlere is a quick preview of the type of information it contains. 


HOW MUCH do dealers know about the additives in the gasolines 


they sell? This new Du Pont survey can help you answer this question 


Thi report discusses the dealer's knowl 
edge of the products he sells, including 
his knowledge of additive 
functions, his opinion of what his great 


and their 
est gasoline sales assets are 


knowledge of gasoline pricing 


“What's the difference?’’ 


Our researchers asked this 
regard to the difference betwee nm rewu 
lar” and Iwo-thirds 
of the dealers mentioned octane 
the chief difference. And man 
of them answered in terms of « US Omer 
benefits — such as power and pick-up 
antiknock, starting and warm up quali 


stion in 
premium grace 


he r as 


and hii 


| 


du Pont de Nemours & Company (inc } 


thers and mileaue 


gut what about brand difference 


The de ilers’ answers to this question 
may be significant although not 
is encouraging. Nearly two-thirds of 
the dealers said they felt the premium 


vasolines sold by the major oil compa 
filers much the 
and more than two-thirds felt that the 
regular gasolines were pretts mich the 
suit of those who felt there 

two-third aid their 
superior 


were 


pretty 


ame, too 

Was iat difference 

own brand Wal 


the deal 


ers’ knowledyve of motor oil qualit Ih 


il do« 


this re spect itis interesting to note that 
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CONTINUED 


when discussing the difference be 
tween grades of oil, more than half of 
the dealers mentioned the detergency 
of the oil, 


Dealer Survey 


Other factors 


The dealers’ knowledge of the additive 
content of the petroleum products they 
sell Was also probed ». aS Was their 
knowledge of prices in their local mar 
keting area. And the survey included 
questions about tires, batteries and 
Ste h SETVICES AS ¢ hassis lubric ation and 
automatic transmission service 


Their own sales assets 


To the question “What do you con 
sider your greatest sales asset?” the 
dealers returned a wide variety of an 
swers. Youll probably find this page 
the most interesting and significant in 
the whole report It includes the deal 
ers own relative ratings of such factors 
as brand, station location and hours 
advertising, service, friendship, and 
many more, 


Regional breakdowns 


Although the dealer survey is nation 
wide in scope, it is broken down region 
ally scenes to the four main mar 
keting areas of the country. Because of 
this, it will be extremely helpful to 
regional as well as national marketers, 

Sponsored by Du Pont, the survey 
was conducted by National Analysts 
Inc., on a Completely impartial basis. 
The results are being published in a 
series of five reports The first covers 
station hours and rush periods, gallon 
age sold, customer pod and the use 
of customer mailing lists. 


Now available 


Both Reports No. 1 and 2 are now 
available to marketing executives 
through any of our regional offices 
listed below. The remaining three re 
ports will be issued periodically during 
the next six months. 


Continuing market research 


This survey on “The Service Station 
Operator” is part of the continuing 
market research work of the Du Pont 
Petroleum Chemicals Division. Anoth 
er part of this program is the Du Pont 
survey of service station customer buy 
ing habits. 


CENTRAL REGION LAB MANAGER 


Anruun R. joined the Du Pont 
Company in 1947 after receiving his 
M.S. degree in chemistry at the Uni 
versity of Delaware. 

His first assignment was as a re- 
search chemist at the Du Pont Petrole- 
um Laboratory. Following this he did 
both development and sales-service 
work on gasoline additives and stability 
problems. 

In September, 1953 he was appoint 
ed manager of the Petroleum Chemi 
cals Division's Central Region labora 
tory in Chicago. He is in charge of 
customer service in product testing and 
analysis and additives treating recom 
mendations, 

Before beginning his graduate work 
he received a B.S. degree at the Uni 
versity of Notre Dame. He also at 
tended Xavier University in) Cincin 
nati, Ohio. 


Du Pont’s Fuel-Injection 


In view of the possibility that many 
automobiles will soon be equipped 
with fuel-injection engines, a special 
fuel-injection system was added to a 
Lincoln car at the Du Pont Petroleum 
Laboratory in 1954, The purpose of 
this car is to study the possible advan 
tages of fuel injection to the refining 
industry. 


From testing a variety of gasoline 
blends in the fuel-injection engine, it 
has been found that fuel-injection pet 
mits greater flexibility in blending 
fuels. Higher vapor pressures can be 
used, and it is possible that increases 
in end point might be practical, These 
wider tolerances could mean a substan- 


Petroleum 


| 
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ARTHUR R. KERNEN 


Mr. Kernen is a member of the So 
ciety of Automotive Engineers and the 
American Chemical Society. 


Test Car Hits the Road 


tial benefit to refiners and the motoring 
public. 

The car has a standard Lincoln V-8 
engine to which has been added an 
American Bosch fuel-injection> system 
and special instrumentation. The sys 
tem gives freedom from carburetor 
icing, relief from vapor lock troubles, 
improved power, and permits styling 
changes since the hood lines can be 
lowered with the less bulky fuel-inje« 
tion pump. 

For studying the performance of 
different gasolines in the fuel-injection 
engine, the Petroleum Laboratory has 
tested the car on the laboratory's 
chassis dynamometer. The Petroleum 
Chemicals Division has also made 
plans for the car to make a demonstra 
tion tour. 


Better Things for Better Living 
+. through Chemistry 


hemicals 
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E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division . 


IN CANADA; Du Pont Company of Canada Limited 


Wilmington 98, Delaware 


Regional \ CHICAGO, 
< TULSA, OKLA 


Offices: } 


NEW YORK, N. Y.—1270 Ave. of the Americas 
ILL.—8 So. Michigan Ave. 

P. O. Box 730 

HOUSTON, TEXAS—705 Bank of Commerce Bidg. 
LOS ANGELES, CALIF. 
Petroleum Chemicals Division, 80 Richmond Street West, Toronto |, Ontario 
OTHER COUNTRIES: Petroleum Chemicals Export 


Phone COlumbus 5-2342 
Phone RAndolph 6-8630 
Phone LUther 5-5578 
Phone CApito! 5-115) 
612 So. Flower St. Phone MAdison 5-169] 


Nemours Bidg., 6539—Wilmington 98, Del 


ADVERTISEMENT —Prepared for the Petroleum Chemicals Division of E. 1. du Pont de Nemours & Company (Inc.) 


Printed in U.S.A 
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Celebrating Our AND IN THE INDEPENDENT LUBRICANT MANUFACTURING 
21st Anniversary INDUSTRY IT’S SOUTHWEST, THE HOUSE OF’: 
GREASE, BECAUSE... 


Licensed under Shell Development Company’s 
Fraser Patent Nos. 2308599, 2380960, 2397- 
956, covering the manufacture and proces- 
sing of 12 Hydroxy Stearic Acid Multi-Purpose 
Greases. 


Licensed under Union Oil Company’s Patent 


Modern facilities, located in the ap- No. 2154383, covering the manufacture of all 


proximate center of the United types of Barium Soap Greases. 


States, permits the manufacture and 


shipment of modern lubricants at 
Manufacture of 5427 MIL-CAL, a properly 


priced lubricant, fully meeting the all-encom- 


moderate delivered prices through- 


out the world. 
passing U, S. Government specification MiL- 


G-10924 Am. 2. 


Fully accredited source of 201 Multi-LuberOyl, 
the companion lubricant for the new and 
startling Lincoln Multi-Luber. 


Possessor of our industries most complete line- 


up of approved and proven automotive, 
WIRE, WRITE, OR TELEPHONE 


FOR SAMPLES, PRICES, OR 
FURTHER INFORMATION. 


industrial, and military lubricants. 


SPECIALIZING IN THE CUSTOM MANUFACTURE OF PETROLEUM LUBRICATING GREASES AND SPECIALTIES ; 


SOUTHWEST GREASE & OIL CO, INC. 
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Strong, Swift, Sure, 
Precision Built 


Underwriters’ Approved 


Competitively Priced 


THE RUGGED STRENGTH of these great tuet oil 
reels is more than a match for the most severe 
service, 

FRAMES are of channel steel, end-welded and 
angle-braced——extra strong, yet flexible enough 
to absorb road shocks. 


DRUMS are of heavy gauge steel, smooth-seamed 
and are-welded for perfect roundness to prevent 
flattening of hose and restriction of flow. 


FRAME-MOUNTED SWING JOINT of exclusive 
Ardmore design. Compact, time-proven, free- 


running, non-leaking. Rigid  frame-mounting 


takes strain off piping, eliminates vibration, saves 


valuable space. 


GEAR-TO-GEAR DRIVE assures smooth, positive 
power transmission—eliminates adjustment and 


alignment problems of chain drives. 
EXPLOSION PROOF MOTORS are of exclusive 
Ardmore design ——compact, powerful, efficient 
Underwriters’ Approved for all electrical systems. 
ALSO, starter-motor and hand-wind models, and 
Power Kits for Hand Reels. Distributors in prin- 
cipal cities. Complete catalog on request. Write, 


phone or wire, 


2040 Carroll Avenue 
Chicago 12 
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...with the Motor Oil 


that gives your Customers 


HIGHEST OCTANE 
PERFORMANCE 


...Greater Gasoline M ileage 


From its first appearance, VEEDOL 
10-30 has been a nationwide sales 
leader. Motorists know this motor 
oil gives them highest octane per- 
formance and greater gasoline mile- 
age... up to 40 miles more per tank- 
ful. And those are just the first of 
many important advantages. New 
Veedol 10-30 Motor Oil means easier 
starting, longer battery life and 
quieter hydraulic valve action. It’s 
an all-weather multi-grade oil of 
extra high detergency that will give 
engines longer new-car life. Stock, 
display and push VEEDOL 10-30... 
it will build business for you. 


TIDE WATER 
associaten 
COMPANY 
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Name your hose need 


your Goodyear 


Completeness is one of the four needed 
features of a good line of oil marketing 
and distributing hose. Durability, ease of 
handling and ready availability are the 
other three. You’ll find all four in the line 
carried by your Goodyear Distributor. 


Here are 10 different types of hose as 
‘ases in point. There are many more avail- 
able for any oil-handling or related job. 


Hach is designed and built to do the specific 4 
job. Most are made with CHEMIGUM—the “4 
especially oil-resistant rubber developed 4 


by Goodyear. All assure you of longer, 
safer service at lower ultimate cost. 


STYLE WWC Gasoline Pump 


BE SURE of the right hose for every oil-handling job by consulting your 
Goodyear Distributor. Or write to Goodyear, Industrial Products Division, Akron 16, Ohio 


Chem igum, Mar Not, Ortac, Wingtfeot-T M The Goodyear Tire & Rubber Company, Akron, Obie 
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STYLE WWH Tank Truck 
and Car Filler 


STYLE 71 Fuel Oil STYLE 77 Liquid Petroleum Gas 


big 
be 


STYLE BC Gasoline Pump 


WINGFOOT Service MAR-NOT Gasoline 
Station Air Pump Nozzle 


THE GREATEST NAME IN RUBBER 


We think you GREATEST EVER very Su ABC Pa Net OOVEAR 
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RUTLEDGE ALL-ALUMINUM ISLAND LIGHTS 


MEAN QUALITY ON YOUR ISLANDS 


Model +9606-A 15 With 5 +1 Toplights 


RUTLEDGE LIGHTS HAVE ALWAYS USED: 


1. All Aluminum Construction 

2. Low Temperature Ballasts 

3. Instant-Start Single Pin Lamps 

4. 3 Ballasts In Each Six Tube Unit 

5. A 5 Year Non-Cracking-Non-Chipping Finish 


RUTLEDGE LIGHTS ARE EASY TO INSTALL AND SERVICE 
IN THE FIELD 


The Rutledge 
Rutledge Island — All-Aluminum 
Fluorescent Lights Construction 


Are U. L. Approved W Eliminates Rust 


Model +9606 Flat 


QUALITY ALWAYS PAYS WHEREVER YOU PUT IT 


RUTLEDGE EQUIPMENT COMPANY 


334 Blvd. Of Allies, Pittsburgh, Penna. 
MANUFACTURERS OF A COMPLETE LINE OF SEALED BEAM FLOODLIGHTING 
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October, 


Most people consider a car the second-biggest 
purchase they'll ever make. Anything that 
extends its life or improves performance nat- 


urally contributes to your pocketbook as well 
as your motoring pleasure. Since our new 
“Detergent-Action”’ Gasolines do both, they’ re 
prime examples of Standard’s planning for you. 


Standard has built 4 catalytic reformers in the 
West to make these cleaner-burning, more pow 
erful motor fuels required for best perform 
ance of today’s higher compression engines. 
This program was two years in planning and 


building — cost $50 million. 


This $50 million worth of plants is only part 
of the $350 million Standard is investing this 
year to make petroleum more useful and plen 
tiful. Some of it will go for product research, 
part will pay for new manufacturing facilities. 
A good share will finance the search for new 
sources of oil to: help supply the 733 gallons 
a year per person that go into thousands of 
oil-born products essential to modern living. 


So the $350 million is an investment in your 
future as well as ours. It’s one way Standard 
helps guarantee there'll be plenty of oil to do 
more jobs today and in the years to come. 


STANDARD OIL COMPANY OF CALIFORNIA 


plans ahead to serve you better 
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GREATER PROFITS 
FASTER SERVICE 


You'll discover a big money-making difference when you 
speed up service and step up customer-appeal with sensational new 
AROLUBE Hose Reels! Your choice of reels for chassis, gear, 
motor oil, air, water, automatic transmission . . . easily installed 
in any combination of units. Years ahead features . . . long-life 
dependability. See your automotive wholesaler. 


THE ARO EQUIPMENT CORPORATION, S8RYAN AND CLEVELAND, OHIO 
Aro Equipment of California, Los Angeles, Calif. Aro Equipment of Canada, Ud, Toronto 15, Ontario 
Offices in All Principal Cities 


LUBE EQUIPMENT 


ALSO... AIR TOOLS... AIRCRAFT 
PRODUCTS .. . GREASE FITTINGS 


by 


NATION-WIDE 
SERVICE 
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EDITORIALLY SPEAKING 


Commercial Accounts, Divorcement 
And Angry Marketers 


ARGE GROUPS within both the wholesaling 

and retailing segments are sore at major oil 
companies, though for different reasons. In their 
dark mood, they are discussing measures to force 
the majors to take ameliorative action. 

The jobbers view the depletion allowance as an 
Achilles heel of the majors. By threatening to at- 
tack the present depletion allowance rate of 
2742 %, some jobbers believe they can induce the 
majors to remove practices jobbers blame them for 

principally commercial account raiding. (A full 
report on commercial accounts starts on page 30.) 

If the jobbers attack the depletion allowance 
they will base their case on the contention that the 
majors employ their gains from crude production 
for subsidizing marketing operations. 

As another recourse, the jobbers are discussing 
withdrawal of their support from the natural gas 
bill. The object of this bill is to relieve the Federal 
government of power to set natural gas prices at 
wellhead. During the last Congress, jobbers 
strongly supported the bill because of their prin- 
ciple of opposing Federal controls over business 

Still another recourse, they say, will be to with 
hold support from the Oil Industry Information 
Committee. Jobber participation never has been 
strong, but it has been growing in recent years 
One course of action that jobbers are avoiding 


Try Another Way Next Year 


HEY fell apart. That's the story of oil indus- 

try efforts to remove producers from Federal 
control in the pricing of natural gas at the wellhead 
Because of the issue—federal control—most 
marketers joined the producing segments in seek 
ing legislation that would exempt the producers 
Many stuck to this principle even though controls 
promise to give the heating oil distributors a short 
term advantage 
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is advocation of the divorcement of marketing 
from other segments of the industry. 

Divorcement agitation is being whipped up by 
some dealers, and the campaign gathered impetus 
during the recent meeting of the National Congress 
of Petroleum Retailers. Dealer complaints stem 
from dissatisfaction over pricing and margins 

None of the measures considered by the jobbers 
will directly remedy the situation blamed on ma 
jors. Nor is there any assurance that divorcement 
will cure the ills attributed to suppliers by dealers 

So, the measures listed above must be described 
aS punitive steps calculated to force action. 

Now the danger to the industry is that these 
grievances and proposed solutions offer juicy issues 
for vote-minded politicians. Depletion allowance 
and divorcement are particularly promising for the 
sentiment and headlines an enterprising congress 
man could arouse in an election year. Crashing 
charges could produce retaliatory action that 
would not only harm the large integrated compa 
nies but the industry as a whole 

Some of the majors are mindful of the dangers 
Some don't regard the situation as serious. It 
would be wise, though, for industry leaders to seek 
ways of resolving complaints within the industry 


before the politicians capitalize on the issues to 


the industry's detriment 


[he legislative drive broke down when tie 
question of consumer safeguards was introduced 
That thwarted the campaign to obtain natural gas 
legislation this year 

For one thing, this case emphasizes the im 
portance of the consumer element. More than 
that, it points up the need for a comprehensive 
public education program if the bill advocates 
expect to get any place next year 
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SPECIAL REPORT 


¢ Fierce competition for commercial account business is turning 
into a free-for-all, creating an industry problem unequalled for 
the bitterness aroused. 


¢ Growth of this lush market—estimated conservatively at 51% 
billion gal. of gasoline plus an undetermined volume of diesel 
fuel—is one of the major post-World War IL developments in 
oil marketing. 


¢ Many jobbers have lost commercial account business—to major 
suppliers and to other jobbers, Claiming that oversupply is the 
trouble, they accuse majors of dumping product. 

In turn, majors argue that they, too, are hurt by price-cutting. 


¢ Certain major-company officials see no future for jobbers in 
commercial account business, predict they eventually will have 
none of it. 


¢ Some jobbers—mostly large—are holding their own success- 
fully, Others are content to fight for small accounts, resigned to the 
loss of large ones. 


e Economics or ethics? Some of each enter the situation, char- 
acterized by strong opinions. 


The National Theme 


HE COMMERCIAL ACCOUNT adopted a policy of naming major 


picture today has all the aspects companies that “pirate” commercial 
of a giant-sized price war, More and accounts—truck, bus and taxi fleets, 
more jobbers are losing business to contractors, dairies, industrial plants, 
suppliers whose prices they can’t municipal operations——by underselling 
match. They howl-—but major com- distributors. 
panies counter with the claim that NOJC leaders have publicly named 
jobbers themselves started the trouble two companies they regard guilty of 
by price-cutting one another. price discrimination—Arkansas_ Fuel 
The estimate that the commercial Oil Co. and The Texas Co, NOJC 
account market is at least 5! billion general counsel Otis Ellis cited Texaco 
gal. of gasoline a year is drawn from on Feb. 3, addressing the inter- 
industry estimates that it accounts mountain Oil Jobbers Assn. in’ Las 
for 10% to 25% of gasoline. The Vegas, Nev. NOJC chairman John 
NPN FACTBOOK places 1955 U.S White named Arkansas Fuel on March 
domestic gasoline demand at 55,188.- 24 in a speech before the Florida 
000,000 gal. Petroleum Marketers Assn. Since then, 
Many oil jobbers are bitter over no other companies have been men- 
their lost accounts. Their protests have tionel publicly, although NOJC adopt- 
produced little so far, and they are ed a policy of “publicly exposing” 
turning to stronger measures. marketing malpractices at its mid- 
National Oil Jobbers Council has year meeting last May 


COMMERCIAL ACCOUNTS 


Some state jobber groups are talk- 
ing of renouncing the Oil Industry 
Information Committee program, as a 
new form of pressure. 

The next move may be political 
action. An NOJC official says, “I don’t 
think it would help the gas bill (to free 
independent producers from govern- 
ment control) much if there is a 
thorough investigation of the oil in- 
dustry——including the depletion allow- 
ance—in the next Congress.” 

In November NOJC meets in Chi- 
cago. Discussion of the commercial 
account situation will take a high pri- 
ority on the agenda. 


WHAT'S BEHIND IT? 


Who, or what, is responsible for 
the price war over commercial ac- 
counts? The answer depends on who 
you ask. There are plenty of theories 
going around, and the real answer may 
be a compound of all of them. 

A Major’s Viewpoint—One major 
company marketing executive thinks 
that natural laws of economics are 
driving the jobber from the com- 
mercial account field. He cites the 
growth of the truck fleet business as a 
case in point. 

Ihe trucking industry, he observes, 
has expanded tremendously in the 
past decade. A_ trucking firm that 
bought 5,000 gal. monthly before 
World War II may now need 100,000 
gal. for the same period. When volume 
rises this much, a savings of 0.25¢ or 
Q0.125¢ gal. becomes significant. The 
trucker goes after the lowest price he 
can get. 

“Buying standards for commercial 
accounts are completely different than 
buying for resale,” the marketing ex- 
ecutive says. “This, plus the fact that 
demand is so great, makes it a market 
unto itself.” 

In this way, says the executive, a 
new type of marketer—-the specialist 
in commercial accounts—-has_ devel- 
oped. Smaller independent refiners, 
terminal operators and brokers have 
been attracted to the expanding com- 
mercial account field. And many major 


30 NATIONAL PETROLEUM NEWS * October, 1955 


t 
~ 


companies, to retain their gallonage, 
have decided to become competitive 
on prices. 

“So,” concludes this marketing ex 
ecutive, “we find the old law of eco 
nomics at work—bypassing one un- 
necessary step, the bulk plant. These 
people who are specialists have no 
jobbers and, for the most part, no 
service stations, no retail distribution 
They are able to make gasoline avail 
able at a price to anyone who can buy 
in tank car or transport lots.” 

A Jobber’s Viewpoint— Most job 
bers admit that some commercial ac 
counts can grow too big for an ordi 
nary jobber operation. But few think 
that commercial accounts have grown 
out of the jobber’s reach. A prominent 
jobber says, “What we don’t unde: 
stand is how a major oil company can 
justify the economics of selling to a 
small commercial account for 3¢ less 
than he sells to a service station, when 
the service station buys in larger vol 
ume and is more conveniently served.” 

His version of the cause of the 
trouble is typical of the feeling among 
jobbers. 

Jobbers’ commercial account trouble 
with major companies, he says, origi- 
nated after the Korean War. During 
that emergency, he majors 
werent interested in local commercial 
accounts. Jobbers took these accounts 
“when nobody else wanted them.” 

Now gasoline is more plentitul, he 
claims, and there is an excess stock 
situation. Some companies are getting 
rid of the surplus through sales to un 
branded stations, while others are go 
ing all out for commercial accounts, 
he says. Many are using both methods 
he says, adding that this only under 
scores the fact that surplus stocks are 
the root of the difficulty. 

What really triggered the present 
problem, the jobber spokesman claims 
is the action of one particular com- 
pany. This company, he says, pon 
dered the surplus stocks situation 


asserts, 


about two years ago and sent out in- 
structions to field men to go after com- 
mercial accounts, 


“meet competition 
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wherever you find it,” and meet it at 
whatever price necessary. Other com 
panies followed suit, says the spokes 


man, and “the race was on.” 


JOBBER OPPORTUNITY 


Grim as the jobber outlook is, 
some jobbers are maneuvering eflec 
tively to compete with big suppliers. 
By setting up special subsidiaries near 
river terminals, they are specializing 
in commercial account business. Bid 
ding successfully against the mayors, 
some have increased their volume 
True, most of them are large jobbers 
but well-situated small companies 
might chance, too, 
marketers think 

The best hope for 
believe, is to concentrate on 
accounts. Eventually, they think, econ- 
omics will throw 
counts to the major suppliers unless 
indicated 


have a some 
jobbers, some 
large 


large-volume ac 


jobbers can 
above 

In the Midwest, jobbers have sug 
market 
pi Ope we 


transport 


compete as 


gested that a “reference 
would be a solution. They 
posted prices for 6,000-gal 
lots just as suppliers post tank wagon 
prices for resellers and farmers 

Some jobbers have clung to busi 
ness by selling at cost; but they admit 
that is a holding operation without a 
future 


THE SITUATION NOW 


Guesses regarding the size of the 
comercial account gasoline market na 
tionally range trom 10% to 25%. The 
size of this stake is the reason that com 
mercial account competition is becom 
ing increasingly fierce 

Major company spokesmen deplore 
the commercial accounts situation, but 
They hold that 


suggestions by jobbers for new price 


insist they can't cure it 


schedules are impractical and ineflec 
tive 

Each major company must form its 
own commercial account policies. And 
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Whal’s Going on? Whal’s the Oullook? 


there are a number of courses open lo 
all of them 

e A major supplier can decide to 
pass up commercial accounts as being 
unprofitable at today’s prices. This 
means abandoning one of the industry's 
fastest-growing markets to his com 
petitors 

e The supplier may try to seek com 
mercial account business without un 
dercutting the jobber price. But if his 
competitors wont do this—-and they 
dont—he cant meet their bids 

e The supplier may attempt to keep 
commercial account business in the 
hands of his own jobbers, allowing the 
jobbers lower prices to help them meet 
competing suppliers’ bids. But this can 
lead to steady losses tor the suppher 

e The supplier can meet competi 
tion by supplying an account directly, 
paying a share of the profit to the com 
pany jobber who previously had the 
account. This plan has met with suc 
cess In Many Cases 

e The supplier can go on the theory 
that it isn't logical for jobbers to supply 
large commercial accounts, and take 
over such accounts entirely. Some job 
bers think this 1s justified, but more 
resent it acutely 

Companies with 
distribution, tor the most 
undercut their own jobbers in the job 
ber’s territory, But they can’t protect 
who either 


important jobber 


part dont 


them from 
have little 
who don't happen to have any jobbers 


competitors 
jobber representation, of 
covering a particular account 

All ot 
have their 
But for jobbers, the situation is becom 
ing progressively worse. Ous H. Ellis 
general counsel of NOJC, claims that 


it has deteriorated to a 


the policy lines now 


majyor-company 


open 


adherents 


point: where 
jobbers have only two kinds of com 
mercial accounts left 

@ The long-time account, in which 
the customer stays with the jobber be 
cause of cordial relations, despite the 
fact that he could do better 
wise. by changing to another supplier 

The 
in which the supplier gives the 


price 


special-arrangement ac 


count 


~ 


special report 


jobber a special price to help him meet 
competition 

Ellis says that whenever NOJC con 
tacts a major company to lodge a com 
mercial account complaint, the com- 
pany Cites two or three instances where 
jobbers themselves have submitted bids 
at less than tank wagon price 

“Your jobbers”, majors tell NOJC, 
“are doing it too-—we have to compete 
with jobbers as well as with other sup 
pliers.” 

When NOJC checks on these com 
pany Claims, says Ellis, it always finds 
that the jobbers in question can bid 
successfully only because their sup 
plies are given them a special price 
and that this came only after the 
jobber was “driven to the wall” by 
low bids from major companies. 


ONE JOBBER 


The Midwest 


By LEONARD CASTLE 
NPN Midwest Editor 


IDWEST JOBBERS bitter 

and contused over their loss of 
commercial account business. Their 
frustration hinges on one point. They 
can't see why a commercial consumer, 
buying much less product than the job- 
ber, should enjoy a price lower than 
the jobber cost. 

In the great farm states of the Mid 
west consumption of motor fuels by 
contract Commercial Consumers now 
exceeds farm consumption. The com 
mercial account business has become 
a separate market, served in many 
instances by specialists who have little 
or no interest in wholesale or 
distribution 

A survey of the Midwest shows three 
ways in which commercial accounts 
may develop into an even more irritat- 
ing problem 

Squeeze Play—There are signs that 
some majors have decided it is un- 
economic for jobbers to attempt to 
compete for commercial business. They 
feel that jobbers are doomed, by na- 
tural economic laws, to be squeezed 
out of this phase of distribution 

Until now, major companies have 
shied from any implication that they 
thought jobbers had no economic jus 


retail 
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The Regional Variations 


ETHICS OR ECONOMICS? 


Many distributors attack the ethics 
of under-selling distributors, claiming 
that suppliers are creating unfair com- 
petition to their own wholesalers. 
Countering this charge, however, is the 
contention of many suppliers that eco- 
nomics are the most powerful force in 
this situation. Direct delivery was 
widely denounced by distributors when 
suppliers by-passed bulk plants to de- 
liver products directly from refineries 
to service stations. Direct delivery, a 
major post-World War II develop- 
ment, resulted in the elimination and 
consolidation of numerous bulk plants. 

In some cases, the volume of indi- 
vidual commercial accounts is greater 
than the volume of individual distrib- 


‘lL can now compete for commercial business. But what’s going to happen to the 
smaller guy is something else again.’ 


tification for competing for commer- 
cial accounts. Yet one top marketing 
man from a major company states 
flatly that jobbers in the future will be 
forced to confine their activities pretty 
much to service station, fuel oil and 
farm distribution. 

Other majors are staunchly follow- 
ing a policy of not underselling job- 
bers on commercial accounts. But how 
long they will be able to do this—in 
view of the big gallonage involved 
is highly problematical. 


SOLUTION? 

Solution for Some—A_ number 
of larger jobbers, who own or have 
access to river terminals, are or- 
ganizing subsidiary companies for 
the sole purpose of competing for 
commercial account business. 

The subsidiary company—-with few 
of the expenses of a regular jobber- 
ship--is able to purchase products 
at prices below the posted jobber 
price, either from the jobber’s regular 
supplier or from outside sources. Thus 
it Can compete on a price basis with 


others bidding for commercial ac- 
counts 

Co-operation—Many jobbers feel 
that the whole problem would be 


solved if there were a “reference” mar- 
ket of prices posted at the 6,000-gal 
transport level. Standard Oil Co. (Indi- 
ana) posts a consumer tank wagon 
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utors. So, suppliers argue, they are 
entitled to discounts 

Some say that if morality is an issue 
it can be argued that it is immoral for 
suppliers to give bus companies a bet- 
ter price than they give the public. 

Cases of indiscriminate account- 
stealing and price-cutting have been 
denounced by majors, as well as job- 
bers, as unethical. Flagrant examples 
are the loss of commercial accounts, 
cultivated by a jobber for many years, 
to a jobber’s own supplier. Attitudes of 
the majors vary 

Most do resent it when the majors 
are lumped together in a mass indict- 
ment by jobbers. They argue that the 
offenders should be singled out and 
innocent companies commended. 


price for sales to farmers and small 
businesses. But, say the jobbers, there 
is no posted transport price and as a 
result “there’s no place to hang your 
hat.” 


A MAJOR’S ARGUMENT 


One major company executive looks 
at the changing commercial account 
pattern this way: “Large accounts now 
buy on a tank car or truck transport 
basis. They buy on the tank car mar- 
ket and they usually have at least 
10,000 gal. storage and a_ railroad 
siding. They know what the market is 
and they closely follow the various 
quotations in the trade publications. 

“They ask for competitive quota- 
tions and they buy from month to 
month, to take advantage of changing 
market conditions. They don’t care 
about long term contracts. They want 
a product that meets certain specifica 
tions at a price. That's all they're in 
terested in.” 

Why Bids Drop The executive 
goes on to cite sound economic rea- 
sons why the price to such an account 
should be lower than the price to the 
jobber—even though the jobber ts 
buying considerably more product. 

The jobber, he points out, markets 
primarily to the general public, either 
through service stations, farm ac- 
counts, or heating oil consumers. To 
do this he requires services from his 
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supplier: high product quality and 
reputation, national and local adver- 
tising, training programs, financing. 
engineering and design, credit card 
service, equipment advice, bookkeep- 
ing, accounting, and analysis. All these 
cost money and must be figured into 
the price the jobber pays for product 

Commercial consumers, the execu 
tive goes on, aren’t interested in any 
of these services. All they want is a 
product that meets certain standards, 
and delivery when they need it. 

So, the executive concludes, it is 
reasonable to assume that the commer- 
cial consumer expects to get lower 
prices than the jobber. Price is his pri- 
mary consideration and he is out to 
buy on the most favorable basis he can 


THE JOBBER’S CHANCES 


Many progressive 
their suppliers, too-—will disagree that 
the jobber is destined to lose all of 
the commercial account market. 

The new practice of forming sub 
sidiary companies has worked well in 
several instances. One jobber reports 
that commercial sales by his subsidiary 
are now higher than the sales of his 
regular jobbing company. 

He emphasizes that the jobber must 
have access to a river terminal for the 
plan to work. He believes also that it 
is practical only for larger jobbers 
those with a resale gallonage of up 
wards of 2 million gal. a year—and 
he fears that the smaller jobber is 
the commer 


jobbers-—and 


bound to be cut out of 


VICE PRESIDENT OF A MAJOR 


The West Coast 
By RICHARD R. ELWELL 
NPN West Coast Editor 


AIDING of commercial accounts 
is no longer a real source of fric- 
tion between West Coast suppliers and 
their distributors. The changeover to 
direct delivery from company termi 
nals has already taken place—nearly 
every account using gasoline in large 
enough quantities to justify installa 
tion of a 10,000-gal. tank is now on a 
direct delivery basis 
Many distributors don't like this, 
but they are learning to live with it 
Dan Lundberg, eggcutive secretary 
of California Petroleum Marketers 
Council, says, “The only analogy be 


tween the situation here and the situa 
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together and give the competition a bad time instead’ 


PLIROLELM 


cial account field 

In most cases the jobber’s subsidiary 
company ts able to buy unbranded 
products at the terminal from the job 
ber’s regular supplier, at trom 2¢-3¢ 
gal. below posted jobber price. Often 
the supplier is glad to make this at 
rangement, in order to protect the gal 
lonage going through the jobber’s 
branded outlets. If the supplier won't 
do this, or can’t meet all of the job 


ber’s requirements, the jobber turns 
to the open market and buys from 
outside sources. 

“The bigger jobbers are quietly 


solving the problem tor themselves,” 
one jobber comments. “I can now com- 
pete for commercial business. But 
what’s going to happen to the smaller 
guy is something else again.” 
Reference Market Jobbers who 
think that regular posting of transport 
prices at the 6,000-gal. transport level 
would help have their arguments, too 
The situation is basically bad,” says 
one, “because no one seems to have 
any established formula for determin 
ing what the price should be for ths 
type of business. We don't have such 
deviations from the dealer or con- 
sumer tank wagon Sure, we 
have price wars, but we have a stand- 


prices 


ard to go by and eventually the mar- 
ket straightens itself out. On commer 
cial accounts there’s no continuity, 
nothing to go by.” 

In some cities—Chicago, for exam 
ple—there is a recognized tank car 
transport truck gasoline market, even 


‘I don’t think a company should compete with its distributors—they ought to get 


is that 
the di 


tion in the rest of the country 
as industry continues to grow 
rect. delivery continues to 
grow. To that extent 
‘raiding’ today, but the extent is vastly 
‘clipperizing’ 


concept 
you can call it 
smaller than the great 
wave of a few years ago 

‘Large tank trucks used for direct 
delivery are known as ‘clippers, and 
clipperizing synonym for 


by-passing 


became a 


SOLUTION? 


The multi-pump trend and di 
rect delivery,” Lundberg goes on, 
‘are the conditions of progress to 
Rising costs 
and 


which all must adjust 
place a premium on efficiency 
competition no longer permits out 


moded procedure 
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though prices are not officially posted 


Competition for high-gallonage ac 
counts that are sold on a private-bid 
basis more or less establishes the mar 
ket. In late August, major company 
for this type of business 
ranged, by companies, from 13.0¢ to 
13.2S5¢ gal., with at least one Independ 
These 

and 


prices 


ent refiner quoting under 13.0¢ 
delivered prices, ex state 


The transport market in 


were 
federal taxes 
Chicago is supplier's wholesale FOB 
refinery terminal price, plus transport 
rate, plus profit 

Suppliers use this bigger 
bracket price in going after public bid 
and large private bid business. Fre 
quently it is a point-of-departure price 

bidders realize it is the going trans 
port price and if they want the busi 
ness badly enough they cut below tt 


THE OUTLOOK 


In some parts of the Midwest, job 
commercial ac 


quanity 


bers say the over-all 
count picture improved considerably 
during the summer, because of firme 
Commercial buyers 


gasoline prices 
mainly 


watching the market closely 
stuck with their current suppliers 
The only good market ts a firm 
market,” one jobber commented, “and 
for the first time in two years we are 
having one. It has done a lot toward 
improving our position, But it’s prob 
ably just a temporary situation. As 
soon as the market gets sloppy again 
we'll be back on the same old merry 


go-round 


Lundberg speaks for a group that 
tried to fight the trend in California 
Originally,” he says, “the California 
Petroleum Distributors Assn. (now the 
CPMC) was influenced by a 
element that thought there was some 
legislative protection against ‘clipper 
izing. As a result the organization was 
almost completely obliterated. This 
may offer a clue to what will happen 


to jobber organizations with the san 


militant 


objective in the rest of the counts 
Special Case—F-volution of the di 
tributor pattern of West Coast oil mar 
keting has prevented direct supplier 
competition for business 
formerly 


distributor 
Companies 
their entire distribution systems down 
to the retail level. The bulk plant was 
Waves and 


here operated 


Company operation 


Hours legislation of the made 
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leased facilities and independent deal- 
ers and distributors an economic ne- 


cessity. 
When operations were changed 
over, many company men became 


consignees or distributors in the area 
where they had been plant managers 
or sales representatives. Company su- 
pervision became company co-opera- 
tion, and the general pattern of com- 
pany distribution persisted. ‘Today 
most suppliers still regard their dis- 
tributors as agents rather than ac- 
counts, In some areas major suppliers 
continue to operate their own whole 
sale facilities, but they don’t overlap 
their distributors’ districts 


MAJOR POLICIES 


Because the West Coast system of 
distribution rules out strong competi 
tion between distributor and supplier, 
most major companies work har- 
mony with their jobbers and con- 
signees. A vice president of one Cali- 
fornia major thinks it's poor policy for 
a supplier to sell a commercial account 
direct to make more profit 

“That would be crazy,” he said. 
“How can you expect to make money 
by making your distributors mad? | 
don’t think a company should compete 
with its distributors—they ought to 
vet together and give the competition 
a bad time instead.” 

This executive’s company operates 
almost exclusively through consignees. 
The company has a policy of paying 
an override on all direct commercial 
business. The amount can vary, de- 
pending on how far below posting the 
company has to bid to get the account, 
how much service the consignee will 
supply, and on who carries the credit. 
It may be readjusted if the company 
has to change price to keep the ac- 
count 

Some times this company bids on a 
big account at the invitation of its 


consignee in the area, who feels he 
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can't go low enough with his price to 
get the account. Sometimes the buyer 
prefers to deal directly and come to 
the company. Sometimes the situation 
is reversed. The consignee still gets his 
override, He also gets the opportunity 
to sell other products—grease, sol- 
vents, motor oil, TBA—to the buyer. 

The policy followed by this com- 
pany is almost identical to that fol- 
lowed by two other West Coast ma- 
jors. One works almost wholly through 
consignees. The other has probably the 
highest percentage of jobbers on the 
West Coast. 

One company, by policy, does not 
compete with its jobbers. But at times 
one of its consignees’ accounts may 
grow large enough to make direct de- 
livery necessary from a cost stand- 
point, and to make it less desirable 
to competing suppliers. When this 
happens, the company converts the ac- 
count to direct delivery and pays the 
consignee “in lieu” payments on future 
deliveries, based on the difference be- 
tween the consignee’s commission and 
his costs on the former account. 

Stull another big major does not 
compete with its jobbers—if it knows 
that a jobber is seeking a particular 
account, it does not bid on it. A 
spokesman for this company could not 
recall an instance of a consignee ac- 
count being converted to direct de- 
livery. 

There are some companies on the 
West Coast that will pick up a_ big 
consignee account without an “in lieu” 
or override payment. “Clippers” who 
bypass consignees cause some irrita- 
tion, but the problem is not great. 


PRESENT SYSTEMS 


The assistant: general manager of 
one California company describes di- 
rect delivery as the logical final phase 
in the growth of a gasoline account. 
He points out that it is to a distribu- 
tor’s benefit to point out the possibility 


of a direct drop to his supplier before 
the account is lost, 

“The big difficulty is,” this marketer 
says, “that this nearly never happens. 
It's probably human nature for a dis- 
tributor to try to keep an account as 
long as he can. He may be able to hold 
it for a while through personal friend- 
ship or service, but sooner or later 
some supplier salesman is going to 
show the buyer how he can save 
money by putting in a big tank and 
buying direct. When the account is 
lost the consignee screams he was 
undercut by sharp operators.” 

This executive’s company tries to 
help its consignees find new business 
to replace what they lose on a direct 
drop. “Consignees have not always 
been so happy about direct drops,” 
admits the executive, “but it can be 
argued that half a loaf is better than 
none.” 

Arrangements—Generally a distrib- 
utor’s override on direct delivery is 
0.25¢ gal. The suppliers claim he gets 
this for just answering the phone and 
transmitting the order. Distributors 
claim they have to give the account a 
lot of service. 

A change to direct delivery usually 
includes a deal on tanks and pumps 
for the buyer. Often the buyer pays 
the cost of these as part of his gaso- 
line costs. If the account installs his 
own tanks the supplier gets him a good 
price on the equipment and helps him 
find a contractor. Most deals are de- 
signed to get title to the equipment 
into the account’s hands eventually. 
Loaning equipment is not considered 
smart business. No matter who owns 
tanks, there is no way to keep your 
competitor from putting gasoline in 
them. 

According to Dan Lundberg—who 
is currently surveying consignee mem- 
bers of CPMC for complaints against 
suppliers—failure to match an equip- 
ment deals is one big reason for loss 
of commercial account business. 


‘I dow’t see how they can justify selling carload lots at one price to one customer, 


and to another customer at a higher price’ 


The Southwest 


By MARVIN REID 
NPN Southwest Editor 


IGHTEEN MONTHS ago com- 
4 mercial account prices in_ the 
Southwest were pretty much in line 
with tank wagon prices to service sta- 
tions. Now they have deteriorated to, 
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or below, the wholesale jobber price. 
in many cases 

Jobbers and commission agents say 
the majors started it. They point to 
the oversupply of two years ago, 
claiming that suppliers tried to unload 
their tanks and let the chips fall where 
they might. There is not a big oversup- 
ply today, but supply is plentiful 
enough to cause a continuous fight. 
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Some majors—off the record—will 
agree with this diagnosis. But the ma- 
jors Who are blamed most for lowering 
bids say they had to reduce bids be- 
cause certain unbranded jobbers were 
underselling them. 


HOW THINGS ARE 


Low-price conditions exist in the 
Southwest wherever there are com- 
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In the larger cities 
—Houston, Ft. Worth, Dallas, Lake 
Charles, San Antonio — where the 
stakes are bigger, all-out battles have 
been especially severe. 

Iwo major suppliers get the lion’s 
share of the blame for the price 
troubles in Texas. Dallas, for example, 
Was a serene city a year and a half ago. 
Commercial business was fairly evenly 
distributed among jobbers and sup- 
pliers who had direct operations. Go- 
ing price was generally considered to 
be 18.6¢ gal., ex tax, for transport 
deliveries to commercial accounts. 

Then, according to jobbers in the 
area, One major lowered its prices to a 
number of national accounts 0.5¢ 
under the prevailing transport price. 
At first nobody did anything about it. 
But eventually another major followed. 
Since then prices have dropped 
steadily. The decreases, Dallas market- 
ers unanimously report, have almost 
always been made by the two original 
battlers. 

The consensus of opinion is that 
the big, juicy accounts are now pretty 
much in the clutches of a small hand- 
ful of major-company “leaders.” Job- 
bers have a fighting chance for the 
smaller accounts, but there has been 
sniping even at these 

THE MAJORS’ STAND 

One marketing official of a com- 
pany headquartered in the Southwest 
says his company is one of those that 
tries to protect its jobbers by giving 
them discounts to hold on to certain 
accounts, 

He says competition has taken the 
commercial prices down below his 
company’s jobber billing cost in. vir- 

tually every city the company operates 
in. This has cost the company profits 


mercial accounts 


DENVER JOBBERS: 


refuses to battle 
expense of its 


and gallonage. But it 
for business at the 
jobbers 

Yet as this official sees it, the jobber 
is faced with an economic blockade 
He is a seller of product that he has to 
buy and resell at a profit. If others 
can sell cheaper and still make a profit, 
he’s got a tough row to hoe. 

One or two other companies tn this 
area go along with this discount policy. 
Others occasionally give discounts, or 
try to service the accounts direct and 
give the jobber or agent a certain “al- 
lowance.” This amounts to about 
0.25¢ gal., with the jobber or agent 
servicing the account. The plan hasn't 
won much favor among distributors 

Sull other companies simply go all 
out for commercial business, regard 
less of whether or not they have job 
bers operating in the area 

SOLUTION? 

Jobbers see only one real solution 
to the problem. The majors, most 
say, should “stop. selling to any 
account at a price as low as, or 
below, the price they charge their 
branded distributors for product.” 
Or, as a Lake Charles, La., jobber 
sums it up, “The majors should 
keep their noses out of their 
distributor’s territory.” 

Under present conditions, a jobber 
can't do much to hold business by way 
of service. If a buyer can save 1¢-2¢ 
gal. and get the same quality product, 
marketers say he’s willing to sacrifice 
service, 

As for equipment loans, the alleged 
price-cutters are well entrenched in 
that line. Companies install storage 
sell product at a cheaper price, and let 
the account buy the tanks at a per gal 
lon figure 
If the supplier helps his jobber by 


giving a discount, its a good thing 
But this is usually restricted to ac- 
counts already on the jobber’s books 
He can't drum up new business at the 
lower prices. And even when discounts 
can be arranged, the jobber can sull 
lose business. A competitor could bid 
on a certain account and get it before 
the jobber has had time to get his sup- 
plier’s okay on meeting the lower 
price. 

Rather than see prices continue on 
the present downward trend, many 
Southwest marketers seem to feel that 
name-calling or legislation should be 
applied to make the “guilty” ones 
straighten out 

Says jobber Barney Holland of Ft. 
Worth, “If they (the major suppliers) 
can sell gasoline at prices lower than 
they are retailing for to consumer ac- 
counts, they cannot justify the deple 
tion allowance for long 

“I don’t see how they can justify 
selling carload lots at one price to one 
customer, and then sell carload lots 
to another customer at a higher price 
fo my way of thinking, this is a 
violation of the Robinson-Patman Act. 

Actually it isn’t, although many job- 
bers think that major-company prac 
tices contravene present laws. There 
are no grounds for prosecution under 
the Robinson-Patman Act as long as 
one class of customer does not com- 
pete with the other 

So the problem—for the time being 

persists. Some jobbers have toyed 
with the idea of lining up “unbranded” 
gasoline from independent refiners, in 
order to stay in the commercial ac 
count fight. But few have been suc 
cessful. They find that, after freight 
costs are figured in, even independent 
sell cheaper than the 


cant 


refiners 
majors 


‘We'd love to buy our gasoline for what some of the companies are selling to com- 


mercial accounts’ 


The Rockies 


By FRANK PITMAN 
NPN Special Correspondent 


for commercial ac- 


HE BATTLI 


counts has produced some hard 
feelings in the Rockies area, and they 
aren't all on the part of the jobbers 
Jobbers here have been hit hard by 
changing supply patterns, but some 
have been digging in grimly—to 
extent of 


the 


near-cost selling—to keep 
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the 


accounts away from major 
pliers. The hottest scramble ts for ac 
counts with gallonages of 5,000 gal. a 
month and up 

There's a big commercial account 
market in Denver, but no one will 
estimate it exactly. In this city tank 
wagon price is 16.6¢ gal. plus 8¢ state 
federal tax buy 3¢ off 
at 21.6¢—-and majors give their 
account price as 21.85<¢ 
would prob 


sup 


and Jobbers 
that 
commercial 


Some jobbers, however 


ably testify that it doesn’t always work 
out that way 


NEWS 


THE JOBBER SIDE 


Here's the way the commercial ac 
count this area looks to a 
number of jobbers, as they tell it 

“The way we are holding our busi 
ness now is through intensive personal 
connections 


scene 


contact and reciprocal 
but there won't be a nickel’s worth of 
business left for the jobber if things 
keep going the way they are.” 

“We'd love to buy our gasoline for 
what some of the companies are sell- 
ing to commercial accounts, One ma- 


special report 


jor company has been selling directly 
to the city of Denver—a large user of 
gasoline—for 1.5¢ less than we could 
buy it at the jobber’s price.” 

“There seems to be a definite pro- 
gram among some majors to get each 
and every gallon. A major oil com- 
pany recently took from us a 500 gal. 
a month account. We'd been used to 
them getting some of the larger ac- 
counts, but I never thought they'd be 
interested in 500 gal.” 

“We were serving a truck line with 
21,000 gal. a month at 0.25¢ above 
our own cost, but a major has come 
in and taken that away from us, Our 
supplier should put us in a position to 
meet that kind of competition.” 

“Voluntary discussions with the 
companies don’t seem to have gotten 
very far. It’s like you write a letter in 
1948 about it and you get a reply in 
1950 that it’s under consideration.” 


A BIG MARKETER 


‘We never enter the field of 
cific request. Our contract st 


The South 


By WILLIAM KEARNS 
NPN Special Correspondent 


WYLIE STALTER, executive 
4* secretary of the Georgia Inde- 
pendent Oilmens Assn., can report no 
solid case of account “stealing.” 

He has had complaints of majors 
installing pumps and tanks at low-gal- 
lonage accounts. Majors have been 
criticized for giving tobacco farmers 
free burners in an attempt to get fuel 
oil business from commercial tobacco- 
curing outfits. That’s about all, 

Stalter, as president of Coastal Oil, 
Savannah, is a Cities Service jobber 
dealing in six coastal counties. He says 
his own supplier co-operates with him 
so that he can compete with price-cut- 
ting companies for commercial busi- 
ness, He adds that truckers—who are 


Account-Raiding—Ffour True 


PENNSYLVANIA: Here's a_ twist. 

One jobber is 
holding a big contracting account in 
the face of a major’s bid of 2.5¢ off 
tank wagon and an offer to install free 
10,000 gal. storage. The account buys 
from 400.000 to 450,000 gal. annu- 
ally. The jobber sells at a hicher price 
than the major’s quotation, makine 
deliveries of 1,000 to 2,000 gal. The 
jobber explains the phenomenon this 


6 


Stories 


We'll survive. We are a strony, in- 
dependent group of individuals.” 


THE MAJOR SIDE 


Here's what a couple of division 
sales managers for a major and a 
major affiliate have to say about the 
situation, 


SOLUTION? 


“We're going to see that the job- 

ber stays in business—even if we 
have to build stations and lease 
them to him. But it looks like he’s 
not going to hold onto those big 
commercial accounts of 750,000 to 
1 million gal. annually. 
This thing is moving pretty fast. A 
year or so ago this change (majors 
taking over the accounts) looked 
maybe eight or 10 years away. Now 
it doesn’t look nearly that far away. 

“There’s going to be plenty of busi- 


ness left tor the jobber. After all the 
industry is growing. The large stocks 
of gasoline have led to this situation. 
Everyone’s been trying to move more 
gasoline and that caused the aggressive 
competition for the large commercial 
accounts,” 

Says the second man, “The jobbers 
have been doing some price cutting 
themselves. They have a 3¢ margin to 
work on. I know one in Denver who 
landed a large Independent dealer by 
cutting 2¢ under the tank wagon. 

“I know what I’m going to do if 
this keep on. I’m going out and try to 
get some of this commercial account 
business myself. Generally speaking 
we wouldn't be interested in accounts 
of less than 5,000 gal. a month. Our 
commercial account price —and |] 
think it’s the same with other majors 
—is 0.25¢ above the jobber’s price. He 
can still get a lot of business.” 


commercial accounts other than at the jobber’s spe- 


ipulates that’ 


actively searching for suppliers who 
will sell direct and service most of 
their terminals-——are the biggest source 
of trouble in the area. 


JOBBER FEELING 


All jobbers checked by NPN re- 
ported that commercial accounts rep- 
resented about 20% of their business. 
All agree that there has been an in- 
crease in the amount of service re- 
quired to hold their accounts. But 
none consider this a real problem. 
They are holding their own. 

Viewing the problem as a whole, 
one large jobber feels the only way 
out is a change in scheduling by the 
big oil companies. He claims that ter- 
minal prices are “available to almost 
everyone” and that jobbers suffer be- 
cause of it. He thinks the majors 
should alter their price structure to 


give jobbers a preferred price—pre- 
sumably a price not available to com- 
mercial accounts generally. 


MAJORS’ ATTITUDE 


Most majors here feel that each 
commercial account case must stand 
on its own because circumstances vary 
widely. When the account is a taxi 
fleet or dairy, the bulk of the majors 
feel that jobbers should make the sale. 
They promote the product locally and 
therefore deserve the business. Many 
agree that a small consumer doesn’t 
rate a price advantage over a jobber 
with bigger gallonage. 

One large company that markets for 
a major always allows distributors a 
commission of no less than 1.5¢ gal. 
on direct sales on tank wagon delivery, 
according to an official of the firm. 
It’s written into the jobber’s contract. 


way: “The head of the business is 
making too much money. He’s in the 
52% excess tax bracket, and is not too 
concerned with cutting costs by small 
amounts.” 


FLORIDA: In Hillsborough County, 

the board of public in- 
struction opened bids for a year’s sup- 
ply of about 170,000 gal. gasoline 
jobbers unsuccessfully bid off 


NATIONAL 


tank wagon. A big company won with 
a bid of 3.21¢ off tank wagon. The 
Number Two bidder quoted 15 points 
below its price to jobbers. Yet all de- 
liveries to this account will be by tank 
wagon, since the largest tank owned 
by the board of instruction has 1,000- 
gal. capacity. 
CALIFORNIA: A consignee was in 
danger of losing a big 
dairy account to a competing supplier 
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A CONNECTICUT JOBBER 


’ 
The kast 
By FRANK C. STURTEVANT 
NPN Merchandising Editor 

ROTESTS by jobbers over the 

Eastern commercial account go- 
ings-on are just as loud and just as 
long as those from other parts of the 
country. And Eastern jobbers are pro- 
ducing plenty of examples to back 
them up. 

A Pennsylvania jobber, for instance, 
was selling to a trucking firm at a gal- 
lonage of 150,000-175,000 annually 
Average deliveries ranged between 
600 and 700 gal. The firm had 1,000 
gal. of storage. A few months ago a 
major took a look at the account, of- 
fered it a quotation of 2.5¢ off tank 
wagon, and took the business. 

The same jobber was supplying a 
local fleet concern with 350,000 gal 
annually, averaging 1,500 gal. every 
delivery. It lost this account also, 
under the same conditions. 

It's the same story all over. Even on 
the little accounts—small truckers and 
contractors—jobbers report that they 
can only hold business by cutting to 
meet the majors, who offer even the 
20,000 gal.-a-year accounts 0.75¢ off 
tank wagon. 

The jobber from Pennsylvania natu- 
rally doesn’t like losing business. But 
he’s opposed to any kind of govern- 
ment intervention. He thinks there are 
two possible solutions 


SOLUTION? 


The majors could recognize 
and accept some sort of floor for 
commercial account prices, or 

Take the jobber into partner- 
ship by giving him a price on spe- 
cific accounts that would be low 
enough to hold the business and 
allow the jobber some profit, even 
if the major’s net were less 


trol, and that’s what they are going to get” 


‘These policies on the part of the majors are in effect asking 


But a big jobber trom Connecticut 

-another Grade A Eastern trouble 
spot for prices feels differently. 
“These policies on the part of the 
majors,” he says, “are in effect ‘asking’ 
for government control, and that’s 
what they are going to get. The rush 
to unload surplus gasoline has become 
so prevalent it threatens to kill off a 
few jobbers in the process.” 

Ihe remedy, says this jobber, is to 
get some “nice, friendly, war-like 
senator” on the jobber side, and ask 
for help from the government. 


THE MAJORS COMMENT 


Besides price wars, the East con- 
tains home offices of many major com- 
panies. What do the executives there 
say about the situation? 

No one likes it. Many sympathize 
with jobbers. But few hold out much 
hope for them. 

“We are all heartily sick of the 
senseless race to see who can sell gaso 
line the cheapest,” says one market- 
ing man. “It’s a terrific headache to all 
concerned. Each company says it has 
to cut prices because others are doing 
it, but I wonder where it's all going 
to end.” He calls commercial account 
price quotations today “ridiculous.” 

“Personally,” says an officer of an- 
other company, “I feel jobbers’ com- 
plaints are entirely justified, and that 
they are being squeezed by uneco- 
nomic price cutting. It may be that 
jobbers themselves may once have 
been at fault, in giving away part of 
their margin to big accounts—in days 
when margins were much larger.” 

“Prices are down so far now on some 
commercial business,” says a market 
ing vice president, “it is impossible to 
suppose they can stay There 
will have to be a correction of some 
kind.” 

Another 


there 


marketing vice president 


for government con- 


says, “I am personally sympathetic to 
jobber complaints. | think they are 
entirely justified. As a group they have 
had a bum deal from the oil industry 
as a whole. 

“There is no logical explanation as 
to how some companies can bid 4¢ to 
4.5¢ off the tank wagon when the job- 
ber can do no better than 3¢ off. It's 
bad public relations all round, espe- 
cially since anybody can see how low 
the bids are. On many public contracts 
the bids are printed in the local news 
papers, and naturally raise a suspicion 
that there must be a lot of money in 
the oil business somewhere.” 

In the Future—Practically no big 
company men can give a definite an 
swer on what's ahead for the jobber, 
bad or good. Several blame surplus for 
the trouble, but imply that the current 
situation will persist as long as major 
companies will not cut back refinery 
runs 

One man adds, “It's futile to talk 
about a consumer tank car price post 
ing. That's what we have now, in 
effect. Tank car prices today are above 
jobber prices—which in all cases are 
an agreed margin off the dealer tank 
wagon price. Posted tank car prices 
are almost meaningless. Our salesmen 
are authorized to take orders at tank 
car prices if they can get any, but all 
the business is done below tank car. In 
many markets the jobber is no longer 
a factor in bidding. It's a price war 
between major companies 

“We know of cases in the Midwest 
where product is tight today, and we 
are selling gasoline to other refiners 
who in turn are selling it to commer 
cial accounts at less than they pay us 
for it. We don’t know why it is so, but 
the word never seems to get around to 
the men in the field that there is a tight 
market until about six months too late 
Then the trend may be reversed.” @ 


who offered it $2,500 worth of equip 
ment. The dairy was to pay for this in 
the price of its gasoline over a period 
of 5 years 
had the business on the same _ basis 
but his contract with his supplier can 
be cancelled on seven days’ notice 
When he asked the supplier for some 
assurance that he could go ahead with 


Ihe consignee could have 


the deal. the consignee was told, “But 
Oswald, you know how much esteemed 


Octoher, 1955 * NATIONAL 


PETROLET 


you are around here.” [The consignee 
figuring he couldn't run a business on 
esteem, let it go 

COLORADO: A jobber had installed 


an underground tank 


and pump for a beverage concern 
buying 5,000 gal. mo. from him. The 
concern paid him 0.5¢ gal. over reeu 
lar tank wagon price for the equip 
ment. The 


heverage company can 


NEWS 


celled the account and paid off the 
equipment costs after a major 
it by quoting 3¢ off tank wagon 
Another jobber in the state handled 
a 25.000-gal. per year construction 


“stole 


business account, and was selling at 
full tank wae¢on price A major com 
pany moved in. put in a larger storage 
tank, and sold gasoline to the account 
af the same price the jobber paid to 


buy it 


+. 
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AIR VIEW of Paul Davino’s Waterbury Petroleum Products in 
Waterbury, Conn., shows what's left of plant after flood 


receded. This Atlantic jobber, with most of debris out of the 
way, is deep in a program of rebuilding pliant 


AFTER THE FLOOD-—Problems, 


RUCK by the worst floods ever 
\J recorded there, oil marketers in 
six northeastern states were facing 
problems completely new to them 
Installations were wrecked busi- 
ness was dislocated the heaviest 
losses were not covered by insurance. 

Without warning, floods loosed by 
Hurricane Diane swept parts of Con- 
necticut, Massachusetts, Rhode Island, 
New York, New Jersey and Pennsyl- 
vania on Aug. 18-20. 

As flood waters receded, the digging 
out started and business was resumed, 
although for some it was makeshift. 

Complete reconstruction won't be 
completed for months, But details of 
losses and the early planning of storm- 
wrecked marketers show how hard 
they were hit and how they are coming 
back, 

Losses to oil marketing in flood- 
stricken areas have been placed un- 
officially at $5 million, but no author- 
itative figure has been set. Both majors 


Flood Timetable 


Here’s the timetable of de- 
struction caused by Hurricane 
Diane: 

Thursday, August 18: Heavy 
rains throughout the six-state 
area 

Friday, August 19: Flood 
conditions reported, with dams 
in many areas breaking and add- 
ing to the torrent of water com- 
ing down rivers. 

Saturday, August 20: Flood 
waters start to recede, giving oil 
men a chance to see what dam- 
age was caused to their installa- 
tions. 


By CORNELIUS BRODERSEN 


Merchandising Editor 


and Independents suffered extensive 
damage. An unofficial survey indicated 
that there was less damage to major 
company installations than to Inde- 
pendent installations. Along the Con- 
necticut River in the Hartford area, 
majors’ terminals and plants had the 
added protection of flood-control dikes 
erected by Army Engineers after the 
heavy floods of 1936. 

Because of the high premiums, very 
few companies carried any flood in 
surance. Rolling stock was protected 
by comprehensive insurance in most 
cases, but fixed installations, including 
bulk plants and service stations were 
not covered. (Details on the insurance 
aspects are on page 41.) 

For many, the immediate problem 
was getting a loan to make repairs 
and start rebuilding. (Details on how 
marketers can get help in Washington 
are on page 42.) 

Servicing customers whose oil burn- 
ers were damaged or destroyed by 
water was another immediate problem. 
Distributors tried various solutions. 
(Details are on page 44.) 


THE ROAD BACK 


¢ No jobber or heating oil distribu- 
tor is “quitting.” This includes those 
whose damage runs up to $300,000 
and $500,000. Their reaction is: “We 
were lucky.” They plan to rebuild at 
their present sites, but some are taking 
steps to keep future flood damage 
down to a minimum. Target dates for 
resuming operations on a_ pre-flood 
basis range through this month until 
November. 


NATIONAIL 


¢ Jobbers are talking up flood-con- 
trol measures for their areas. This is 
not in any selfish interest but for the 
protection of their fellow citizens and 
for other industries whose individual 
losses top any jobber totals. 

e There is no product shortage, 
even in the worst areas. Majors whose 
plants and terminals were knocked out 
switched to other distribution points. 
Where product pipe lines were broken 
majors trucked in supplies to flood 
areas and to other areas depending on 
the pipe line for supply. Dikes along 
the Connecticut River saved large 
barge terminals in the Hartford-East 
Hartford area in Connecticut. These 
terminals are close to the flood areas, 
making product supply a sure thing. 
And if product couldn't get into 
stricken areas, the Army made certain 
that jobbers got out to pick it up. 

e There is no shortage of burner 
parts—motors and transformers. Sup- 
ply houses in undamaged areas re- 
mained open on Saturday and Sunday 
after the flood to get supplies out to 
burner servicemen. Burner and parts 
manufacturers also reached the hard- 
hit areas with truckloads of supplies, 
letting jobbers take needed parts on 
consignment. 

e There was a great deal of co-op- 
eration between jobbers and between 
majors and jobbers. The Connecticut 
Petroleum Assn. sent telegrams to 
members flooded out offering to loan 
trucks or storage. Majors took over 
jobbers’ routes and offered to assist 
jobbers handling competitive brands. 


OTHER PROBLEMS 


Majors and jobbers had the task of 
getting service stations back into op- 
eration. That included: 
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$50,000 INVESTMENT in a modern service station in Union 
City, Conn., went down the river during the flood 


Losses and Recovery 


—Repairs to pumps: Cleaning and 
baking out motors and calculators, re- 
wiring, installing new motors. In many 
cases, it was easier to replace the en- 
tire unit. 

—Pumping water out of tanks: In 
some cases, so much silt filled the 
tanks that it was easier to replace 
them. Some gasoline tanks popped out 
of the ground and were damaged by 
floating debris. 

—Station Repairs: Replacing broken 
glass, cleaning out the station, repaint- 
ing if necessary, and putting up new 
flags and signs. Where stations were 
washed away, leaving nothing stand- 
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ing, there is a question of whether they 
should be—or could be—rebuilt. In 
Winsted, town officials are thinking 
about banning all business activity on 
the river side of Main St 

—Station inventory: This is the 
dealer's problem. But majors are help- 
ing their dealers by extending credit 
or, aS in the case of a Socony dealer 
in Westfield, Mass., replacing inven 
tory at its expense. He lost everything 
when a culvert blew out 


BULK PLANTS 


Here are some of the major com 
pany installations hit by flood waters 


NEWS 


STORAGE TANKS were knocked off piers as flood hit Standard 
Cycle’s bulk plant in hard-hit Winsted, Conn. 


TOP LEFT: Tydol station in Winsted 
is out of action... TOP CENTER: 
High-water mark on Ballard Oil 
Co. building shows where flood 
hit at Wethersfield, Conn., after 
Connecticut River dike broke ... 
RIGHT: Davino uses a loading rack 
for a different purpose, that of 
drying out office equipment . 

BOTTOM LEFT: Socony loses a tank 
at Palmer, Mass., bulk plant... 
BOTTOM CENTER: Tank truck of 
lLawton-Miner Co., 
Conn., lies wrecked in Farmington 


Unionville, 


River 
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Gasoline jobbers in three 
states——Connecticut, Massachu- 
setts and Pennsylvania—can get 
refunds of gasoline taxes paid 
on motor fuel that was lost in 
the floods. But New Jersey and 
Rhode Island have no law pro- 
viding for such refunds, and in 
New York, a request for refund 
should be filed although there’s 
no advance indication that the 
refund will go through. Here's 
how to handle such requests: 

Connecticut—Refund request 
should be directed to F. F. 
Woodcock, director, Business 
Administration Section, Motor 
Vehicle Dept., Hartford. The 
claim must be made on regular 
refund form accompanied by 
affidavit. It will be investigated 
by Motor Vehicle Dept. 

Massachusetts — Application 
for refund is made on Form 
GT-9 and sent to Albert H. Stitt, 
director, Department of Corpo- 
ration and Taxation, Boston. It's 
necessary to submit evidence to 
sustain claim of loss, with claim 
being verified by audit. The 
claim may cover purchases six 
months prior to date of loss. 

Pennsylvania—Director, Bu- 
reau of Liquid Fuels Tax, Har- 
risburg, says distributor licensed 


Gasoline Tax Refunds 


to collect state gasoline tax and 
state diesel fuel tax can get re- 
bates of tax funds involved. On 
amounts of product that can’t 
be accounted for—shrinkage, 
etc,—the bureau is “quite lib- 
eral,” deciding each case on its 
merits. 

New York—Mortimer M. 
Kassell, director, Law Bureau, 
State Tax Commission, Depart- 
ment of Taxation and Finance, 
Albany, is the person to whom 
requests should be directed. At 
present, the Department will not 
give an opinion unless a request 
is made in writing. Thus, the 
only method of determining if 
a Claim would be paid is to apply 
for it. 

Kederal—Although a gasoline 
tax refund bill was introduced in 
both Houses this year, it got 
nowhere. The Senate Finance 
Committee took action. 
House Ways and Means Com- 
mittee cleared it for inclusion 
in a “bobtail” bill covering sev- 
eral tax changes but it was not 
reported out. A refund bill may 
be included in tax hearings to 
be held by House committee 
this month but it would have to 
wait for a vote until next year 
when Congress reconvenes. 


¢ Socony Mobil Oil Co.’s plants in 
Palmer, Mass., and Woonsocket, R. I. 

Gulf Oil Corp's plant in Palmer. 

¢ American Oil Co.’s plants in Put- 
nam and Winsted, both in Connecticut. 

e Tide Water Associated Oil Co.'s 
plant in Wethersfield, Conn. 


Socony—It’s estimated that $40,000 
will repair the Palmer plant. It was 
under 15 ft. of water from the 
Quaboag River. Here’s some of the 
damage: 

An empty 60,000-gal. 
tank knocked over. 


kerosine 


—Water eroded four feet of the 
foundation under a full 850,000-gal. 
fuel oil tank, but the tank remained 
upright. 

—Pumps and motors were water 
soaked. Although electric power was 
off, product was gravity-fed into 
trucks. 

—Two pieces of automotive equip- 
ment were under water and were re- 
paired at the Springfield district office 
garage. In the meantime, Springfield 
loaned equipment to Palmer. 

—Most of the damage was to the 
combination office-garage. An empty 
trailer tank in the garage floated up 
with enough pressure to break the 
brick walls and lift the roof. Three 
motor oil storage tanks in a steel build- 
ing floated through the roof of that 
building. 

Before repairs start Socony will 
consider modernizing the plant. 

Gulf—Damage at the Palmer plant 
is put at $12,000. There was no struc- 
tural damage, but canned goods and 
drums were soaked. Three 15,000-gal. 
fuel oil tanks were forced out of 
ground by water pressure. 

Indications are that the Palmer 
plant may not be put back in opera- 
tion because of economics of market- 
ing in that area. While the plant was 
out of service deliveries were handled 
from Springfield. The Springfield 
plant, cut off from its supply point in 
East Providence because of road con- 
ditions, hauled product from New 
Haven. 

American—The Putnam bulk plant 
may not be rebuilt. Flood waters car- 
ried 95% of the property away. It will 
take at least 25,000 tons of fill to re- 
place it. 

Tide Water—Had 10 ft. of water 
early Saturday morning when big 
earth dike at Ballard Oil Co. plant 


AFTER THE FLOOD — Stricken Marketers Take 


IT MEANS using bulldozers. . 


setting up new pumps... 


NATIONAL 


repacking canned goods .. . 
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next door was breached by flood water 


in the Connecticut River. The barge 
dock was damaged but the pipe line 
leading to tanks is intact. All automo- 
live equipment was removed to high 
ground beforehand. John Gundry, 
plant manager, says: “We're tearing 
the guts out of the inside of the build- 
ing in order to rebuild ceilings, walls 
and floors.” 

Ballard—Ballard built’ the earth 
dike after its plant was heavily dam- 
aged in 1936 floods. They added to it, 
says Grover V. Lassen, Jr., Ballard 
president, until it was about 10-ft 
wide at the top and about 20-25 ft 
above river water, 

When dike broke this time, Bal- 
lard’s losses were not as severe as in 
1936 flood. There was some product 
loss, but the water level didn’t touch 
the office, boiler room and pump mo- 
tors that were purposely built on the 
second floor as a result of previous 
flood experience. 


HOW JOBBERS FARED 


Losses sustained by individual job- 
bers were greater than those of major 
companies. Here is a round-up of what 
they went through, what their losses 
are and what they are doing about 
rebuilding 


Connecticut 
WATERBURY 


Waterbury Petroleum Products: 
Looking over what's left of his bulk 
plant, Paul Davino, head of a com- 
pany that handles Atlantic gasoline 
and heating oi! and Timken and Iron 
Firemen heating equipment, says: “I 
put my loss at half a million.” 

As flood waters from the Naugatuck 
River rose 25 ft. in the river bed and 


then spread over his plant to a 6-11 
depth, 400,000 gal. of storage full of 
product went downstream, a 6-ft. high 
masonry dike around the tanks was 
washed away, two trucks were carried 
away and 17 others in a garage were 
submerged. Gone, too, is a large stock 
of oi) burners, accessories and canned 
yoods 

Most of his yard is washed away 
and part of his loading rack is twisted 
out of shape. One tank with 100,000 
zal. of gasoline was left standing 

As tor the combination warehouse- 
varage-office building, it will take ma- 
jor rebuilding to put it back in opera- 
tion. The north end of the warehouse, 
which took the brunt of the water 
pouring down the river, is without a 
wall, the roof lying on what rubble 
remains. More than 100 feet of wall 
along the river side of the building is 
vone. The office part of the building 
was relatively untouched, and now 
that all grime has been cleaned out, ts 
being repainted 

Davino has two trucks back in op- 
eration and ts being loaned others by 
Valley Oil Co., Portland, and by Pearl 
Oil Co., Rockville 

As bulldozers shuttle back and forth 
filling in holes and about 30 additional 
men clean up, Davino talks about re 
building: “Ive already ordered new 
tanks and you can see painters work 
ing in the office. Im not moving my 
plant. This happens once in a lifetime 

“We thought we had a wall (around 
the tanks) that would hold anything 
Now we are going to put a real sea 
wall in there. Specifications are being 
drawn now.” 

Davino expects to be back in pre 
flood shape next month 

‘We never realized the seriousness 
of the flood,” Davino says. “The main 
damage to my plant happened between 


About Flood Insurance 


You can buy flood insurance 
in certain cases. This is what 
a large New York City broker- 
age house says: 

@ On fixed objects: There is 
no regular market for flood cov 
erage buildings, 
tanks, garages, etc, But such in 
surance has been written in spe 
cial cases. If you are interested, 
ask your 
canvass the market for the in- 
surance you want. It has been 
done 

@ On rolling stock: Flood 
risk is covered in comprehensive 
auto insurance policies 

@ On supplies in 
here is flood insurance for what 
the trade calls “in transit risk.” 
This could cover product in your 
tank wagon being delivered to 
your plant or from your plant 
to your stations. This also ap 
plies to TBA in transit, It can 
cover goods you get on consign 
where goods remain in 


storage 


insurance broker to 


transit 


ment 
your storage for a specied time 
limit, 

B® On inventories: There is no 
established market for flood in- 
surance of this type for you. It 
is available to manufacturers 


only 


am. and 10 a.m. Friday morning, 
with the first tank going down at about 

o'clock. One hour later, the others 
went 

Davino was at the scene at the time, 
looking at the river rising from Rte. 8 
(S. Main St.). Just across a bridge was 
his office 
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cleaning up stations... 
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pumping out dikes... 
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and shoveling out muck 
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“I ran across that bridge to save 
what records I could but as water kept 
getting higher, J ran back. Ten minutes 
later, one of the tanks went down, 
taking the bridge with it.” 

Davino, talking about service sta- 
tion loss, says: “When you get to 
Union City (just below Waterbury), 
take a look at what's left of my $50,- 
two-bay, four-pump, porcelain 
station.” There was nothing left. 
Davino says it may never be rebuilt. 

Workmen took almost two weeks to 
remove debris that floated down the 
river—Davino says his yard was piled 
high with lumber that floated in—they 
found the bodies of three flood vic 
tims, none of them an employee 

Hathaway's: This Tide Water Asso- 
ciated jobber puts his damage at $75,- 
000, most of it to his buildings and 
automotive equipment. As the plant 
and station were covered by 25 ft. of 
water, two tank trailers, two tractors, 
two tank trucks and one panel truck 
were trapped in the garage. While 
waiting for the insurance company to 
make an adjustment, Bill Hathaway, 
head of the company, says he’s renting 
two trucks to tide him over. Although 
he had no bulk plant loss—-his fuel 
and range oil were in overhead tanks 
and his gasoline was in underground 
tanks——he lost a full 4,000-gal. gaso- 
line tank at his service station. It col- 
lapsed under water pressure 

Heating plants in three of his build- 
ings were damaged 

Hiring bulldozers, loaders and 
scrapers, Hathaway spent nearly two 
weeks getting his yard cleaned up. 

Hathaway thinks his office build- 
ing, part of which he rented out to a 
fraternal organization, may have to 
come down, It would cost too much to 


have it rebuilt from the inside out. It 
needs new walls, ceilings, floors. 

“| plan to put my new office over 
my station. In that way | hope Ill be 
out of the next flood,” he says. “I had 
a nice office here,” he adds, “but look 
at it now.” 

was down here until 11 o'clock 
Thursday night,” Hathaway says, “and 
everything was in order when I left. 
By 2 a.m. Friday, there was 4 in. of 
water in the station. By the time | 
came down here, it was coming so 
fast down Bank St. that I couldn't get 
to the station.” 

Hathaway says he lost about $3,000 
in accessories. Canned motor oil and 
tires remained in the closed warehouse 
but were damaged 

Hathaway figures he'll be going at 
pre-flood status by October 1. But he 
admits that the commercial business 
handled at the bulk plant station will 
be slow reaching its pre-flood peak be- 
cause many local industries need more 
time to clean up and get back into 
production. 


WINSTED 


Standard Cycle & Auto Supply Co., 
Inc.: Morris Dolinsky, president of the 
company, which handles Tide Water 
products, puts his damage at $285 ,000- 
$300,000. He adds up his loss this 
way: 

$25,000 damage to bulk plant 
He had seven tanks with a total ca- 
pacity of 380,000 gal. He has three 
tanks left. 

$25,000 product loss as gasoline 
and oil drained out of damaged tanks. 

$100,000 inventory loss in canned 
motor oil, drummed goods, tire re- 
treading shop, $40,000 worth of oil 
burners and parts, $8,000-$10,000. in 


home and industrial fuel oil tanks, in- 
cluding 50-60 275-gal. tanks. 
$15,000 loss in tools, machinery 
in retread shop and office equipment. 
$10,000 damage to his two-story 
office building. Water 14 ft. deep cov- 
ered his area. Although office records 
were moved from the ground floor to 
the second story, they were damaged 
when water there became knee deep. 
$10,000 loss in damaged equip- 
ment at about a dozen stations. 
$100,000-$125,000 loss at five 
stations completely wrecked, including 
three in town, one in Collinsville and 
one in Torrington. It’s possible that the 
lorrington outlet may be rebuilt. In 
the other places, there’s no land left 
to rebuild on. 

Dolinsky lost one employee; Robert 
Doig, 57-year-old head of the truck 
maintenance department. Doig and his 
wife, Christine, also 57, drowned when 
their house crumbled in the flood. 
Rescuers made two trips to get them 
out but, Dolinsky says, Doig and his 
wife refused to leave, saying they lived 
through previous floods. When rescuers 
made a third trip, the house had dis- 
appeared. The bodies were recovered 
nearly two weeks later. 

Until Standard Cycle rebuilds, it will 
use a two-compartment, 20,000-gal. 
tank for gasoline storage, with Tide 
Water helping out by making direct 
deliveries to some of his stations. 

As for rebuilding, Dolinsky puts it 
this way: “We were knocked down but 
not out.” He says a Small Business Ad- 
ministration loan is almost a “must,” 
with an application to go in shortly. 
He's also been told by local bankers 
“not to worry.” Tide Water says it will 
also help out financially. And Dolinsky 
has set a target date of Oct. 15 for 


AFTER THE 


Oil jobbers and distributors can get 
federal loans to rebuild and repat 
flood damage if credit can’t be ob- 
tained elsewhere. Money is available 
from (1) Small Business Administra- 
tion at 3% and (2) Office of Defense 
Mobilization at 5° and fast write-off, 

Generally, jobbers and distributors 
qualify for SBA loans, with refineries, 
pipe lines and storage facilities seeking 
ODM funds. SBA field offices will tell 
you what type of loan you qualify for. 


Who is Eligible 


SBA says (1) loans are available to 
all individuals, partnerships or corpo- 
rations regardless of size, (2) there’s 
no limit on the amount or number of 
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FLOOD— How Oil Marketers Can 


limes you can borrow if proper justi- 
fication can be made, (3) the total loan 
can't exceed actual loss. 


How to Apply 


e Get a contractor or engineer to 
make a written estimate of damage. 
Inventory losses can be counted. De- 
termine the amount covered by in- 
surance. You can't borrow money 
recoverable by insurance, but you can 
ask for the full loss, with the amount 
coming from insurance repaid to SBA 
when insurance is collected. 

e Compile all available credit data. 
Financial statements, earning state- 
ments or income tax reports can be 
used. Because loans are based on abil- 
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ity to repay, make data as complete 
as possible. If records are lost, loans 
will be made on say-so of an advisory 
committee of local citizens and SBA 
officials. 

e Check availability of other credit. 
You must use it if it’s there. But you 
don’t have to go outside your area to 
hunt credit. If local banks, etc., can’t 
furnish credit, get a letter saying so. 
Use it when asking for SBA loan. 

e Work through your bank or SBA 
field office in asking for loan. Banks 
will help in filing SBA applications. 
You can request a loan within six 
months from Aug. 18. 

e You must pledge collateral. First, 
second and chattel mortgages are ac- 
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back-to-normal operations. Tide Water 
is sending out a crew to help get the 
bulk plant going again 

Although it took a bulldozer and six 
dump trucks three days to dig out his 
yard and bulk plant so that traffic 
could get in, Dolinsky was in limited 
operation on Saturday, one day after 
the flood. 

He kept 10-12 trucks plus pick-ups 
In a garage on Main St., moving them 
to high ground when water got close 
As a result, he was able to send tour 
trucks—three 4,500-gal. jobs and one 
6,000-gal. tank truck——under Army es 
cort to New Haven for product one 
day after high water knocked him out 
Most of this went for Civilian Defense 
purposes in rescue operations. With 
Tide Wethersfield terminal 
back in service, he’s getting product 
there now. 

The next day with a police escort, 
Frank Kundahl, president of Connecti- 
cut Petroleum Assn., got two trucks 
into Winsted to deliver gasoline. He 
came in response to an amateur radio 
Operator's message that Winsted need- 
ed gasoline for rescue operations. Pro 
duct was dumped at two of Dolinsky’s 
stations along the part of Main St 
that had little flood damage. 

William Llewellyn, operating one 
of the stations, said he was pumping 
gasoline for emergency rescue work 
as soon as flood waters—he had 4 ft 
in his station-—went down enough for 
him to operate the pumps. He tried the 
bicycle method first—electric power 
was not available—and then hooked 
up a power lawn mower, starting up 
the mower and then swinging the pump 
belt on the mower’s starting pulley, 
then backing up the mower to make 
the pulley tight 
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OIL MEN in this six-state area are coming back after being knocked down by 
high floods. Map shows cities and towns covered in NPN'‘s survey of damage 


When power came back later Satur 
day, he turned on his motors, found 
they worked and was in business. But 
because the water-soaked motors heat 
ed up, he used the pumps alternately, 
giving each hot motor time to cool 
Within a short time, Dolinsky had new 
motors installed 

Edward W. Reidy, Amoco commis- 
sion agent: Although the American 
Oil Co. plant is located at half a mile 
from Dolinsky’s operation, 
was much $6,000 
Reidy’s estimate—as 12 ft. of 
swamped the plant 
stock of oil filters and 
damaging three trucks in the garage 


damage 
less according to 
wate! 
causing loss in a 


and batteries 


Reidy says the rain stopped at 5 
p. m. Thursday but 
9 o'clock that evening 
check at 11 o'clock and the police 
then said they had 4 ft. of water at the 
town hall. | knew then that I couldn't 
get to the plant to save the trucks.” 

His regular supply point is Rens 
N. Y., but Connecticut police 
let the heavy 7,525-gal. tank 
trucks use emergency bridges, so prod 
uct comes from American's Rocky Hill 
plant on the Connecticut River 


TORRINGTON 


had better luck with 
bulk plants than did jobbers in other 


Started again at 


decided to 


selaer, 
won't 


Jobbers here 


Get Financial and Tax Aid 


ceptable. So are receivables and inven- 
tories. Installment repayments begin 
not later than five months after 
of note. Maturity is geared to ability 
to repay, but not more than 10 years 
the statutory limit. 

e Repairs can start before loan 
applications are made. But keep al! 
bills, cancelled checks and receipts to 
back up damage claims. 


date 


Who Approves Loans 


SBA’s temporary disaster offices 
approve loans up to $20,000. Regional 
offices approve loans up to $50,000 
Bigger loans go to Washington. Field 
requests get action within a day or so 
Requests to Washington take about 
October, 1955 + 
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one week. The time it takes depends 
on completeness of information you 


furnish 


Tax Relief 


You can tax relief. Internal 
Revenue says net operating losses can 


get 


be carried back two years and forward 
for five. Tax losses are put in at the 
end of the taxable year 

How It Works—In case of a loss of 
business property or property held for 
production of income, the amount lost 
is the same percentage of original cost 
or depreciated (adjusted) basis as the 
destroyed portion is of the entire prop 
erty. The loss is cut by any insurance 
or other compensation, with the bal- 


NEWS 


An 


cost 


the deductible loss 


Assume a 


ance being 


example building 
$10,000 and had an adjusted basis of 
$6,000. The value of the entire prop 
was $12,000 and after the flood 
the value is $9,000, the percentage of 
the portion destroyed ($3,000) to the 
Ap 
ply that percentage to adjusted basis 
($6,000). The amount of 
$1,500. But if $1,200 is recovered by 
insurance, the deductible loss is $300 

What To File—You can also file an 
amended estimated tax return (Form 
1048 ES). If overpayment was made 
in 1954 taxes with overpayment cred 
ited to 1955 taxes, file refund claim 
(Form 


erty 


entire property ($12,000) 1s 25% 


loss is 
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areas, But their main losses came in 
service station damage. Here are their 
stories: 

City Oi) & Coal Co.: This Shell Oil 
jobbership headed by Irving Paterson 
puts service station equipment loss and 
damage at $31,000. Paterson says that 
only four of his 21 stations escaped 
damage. And a station Paterson leased 
in West Torrington was washed away, 
taking with it $6,000 in inventory. 

Three of Paterson's stations—two in 
lorrington and the one in West Tor- 
rington—will be rebuilt. Their loss is 
not included in the $31,000. 

Paterson says: “It will be between 
60 and 90 days before I'll be back to 
normal.” He’s counting on local bank- 
ers to help him out. 

Russo Brothers: This Richfield job- 
ber figures the loss of his downtown 
lorrington station at $5,000-$6,000 
Ot concrete block construction, it’s sull 
standing, but water that went over the 
root took everything out of the station. 

Joseph A. Russo, head of the com- 
pany, says he’s still trying to figure out 
how flood water could move a loaded 
4,600-gal. trailer truck more than 100 
feet down the block from his station. 
The truck, he figures, is lost. The tank 
burst open, adding product to his loss. 

F. L. Wadhams & Sons: This Sun 
Oil Co. jobber says six jobber-owned 
stations and six other outlets were 
damaged, with early estimates put- 
ting damage at $20,000. There was 
water damage to his three-story office 
building as water flooded the basement 
and stood 4.5 ft. deep on the first floor 
Wadhams maintains an office on the 
second floor. The building next door 
collapsed when the Naugatuck River 
flooded the heart of town. 

Clarence Wadhams, company presi- 


dent, says his supplier has “offered to 
send us anything we need.” He adds 
We also got offers of help from 
Socony Mobil Oil Co. and Red Wing 
Oil Co., Calso jobber in Portland.” 

Torrington Coal & Oil Co.: This 
Texaco jobber lost one station in Win- 
sted. All that remain are four pumps. 
Estimated loss is $35,000. Three other 
stations were hit by water, with dam- 
age Coming to about $1,000. 

Although its bulk plant, lying in a 
valley in a high spot in town, was 
flooded, there was no damage to the 
tanks. But five tank trucks, a service 
truck, a pick-up and a station wagon 
were under water. 

Water damaged 600 cases of motor 
oil, 200 cases of antifreeze and 200 
tires. 

Connecticut Refining Co.: Water to 
a depth of 12 ft. came up from the 
Still River to flood the dikes around 
two 500,000 gal. tanks. It moved one 
tank with about 28,000 gal. of kero- 
sene four inches off its foundation. 
Ihree empty underground tanks 
15,000 gal. capacity each—-were forced 
out of the ground, but another under- 
ground tank with 25,000 gal. of prod 
uct stayed put 


NAUGATUCK 


Naugatuck Fuel Co.: This Tide Wa- 
ter jobber was flooded to a depth of 
7 ft. even though it is located several 
blocks from the Naugatuck River 
Water pressure tried to force out of 
the ground two 20,000-gal. gasoline 
tanks but the tanks buckled instead 
because they were held captive by the 
structural steel framework supporting 
three overhead tanks. 

“Getting those two tanks out of 
there and getting new ones in is going 


to be a problem,” a company spokes- 
man says. “I don't think it can be 
done.” 

Packaged goods were damaged but 
Tide Water replaced them taking care 
of the repacking itself. 


UNIONVILLE 


Lawton-Miner Co.: This Shell heat- 
ing oil distributor, in spite of the loss 
of two trucks that were washed down 
the Farmington River and the loss of 
21,000 gal. in storage capacity in three 
overhead tanks, is still in business. 
Temporary offices are in an insurance 
office, storage capacity is being loaned 
by Farmington Valley Fuel Co. in 
Unionville and one truck is loaned by 
Miner Lumber Co., Collinsville. Loss 
of trucks and storage tanks is put at 
over $10,000. 


Massachusetts 


HOLYOKE 


Citizens Coal Co.: This private- 
brand heating oil distributor is using a 
150,000-gal. underground tank for 
temporary storage while his main tank 
of 420,000-gal. capacity is being re- 
paired. Water cascading down a near- 
by hillside washed out the dike and 
pulled part of the tank’s foundation 
with it, tipping the tank and opening 
up a bottom seam through which 
330,000 gal. of heating oil was lost. 

Perry Zwisler, company president 
says: “The first | knew about it was 
when the fire department called me 
and said the General Electric plant 
across the railroad tracks (about 100 
feet away) is getting oil in its plant 
along with water.” 

Zwisler says $50,000 will be needed 


AFTER THE FLOOD—How 


Five problems confronted heating- 
oil distributors who handle burner 
service in the aftermath of August's 
six-state flood. Four were particularly 
delicate because they required quick 
policy decisions that affected the cus- 
tomers’ pocketbooks. Decisions varied 
trom distributor to distributor 

Here are the problems: 

Solving the shortage of trained 
burner mechanics 

Deciding liability on no-cost parts 
replacement policies. Some distribu- 
tors say an “Act of God” clause in 
their replacement policies lets them 
out of standing the cost 

—Deciding whether to bake out 
water-soaked motors and transformers 
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and rebuilding them or replacing them 
with new equipment. How will home- 
owners react to being billed for new 
equipment? 

Deciding how to handle charges 
for repair work. Some distributors 
say they are doing the work “at cost.” 

Deciding if it's appropriate to 
push sales of new burners. Here’s how 
distributors tackled these problems 


MANPOWER 


To meet the demand for burner 
service, General Oil Co. of East Hart- 
ford, Conn., pulled all men from 
“non-essential work’’—clean-ups, driv 
ers and yardmen—to help out, accord 
ing to Philip Kaplan, general manager 


NATIONAL PETROLEUM NEWS 


Heating Oil Men 


“They help the top repairmen by 
getting burner equipment from the 
local supply houses, leaving the repair- 
men more time to devote to the job 
of installing new parts,” Kaplan adds 

Kaplan says there was no trouble 
in getting burner parts because local 
supply houses kept open on Saturday 
and Sunday after the flood. 

“Our normal inventory of 15 motors 
and transformers was gone in three 
to four hours,” Kaplan adds. 

F & § Oil Co., of Waterbury, Conn., 
put its fuel and service salesmen on 
trucks. This, says Burt Stevens, let 
truck drivers handle some of the re- 
pair work, such as pulling out motors 

George M. Foster of Seymour Oil 
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to repair the damage. He has applied 
to Small Business Administration for 
a loan for that amount and has heard 
that he’s going to get it 

He also says that his heating oil 
suppliers have talked to him about the 
possibility of letting him have oil at 
the summer price to get him going 
again. Product lost, he adds, would 
have carried him throuzh Christmas 


Rhode Island 


WOONSOCKET 


New England Coal Co.: This com- 
pany is now serving its heating oil 
accounts from storage loaned by a 
local dealer whose bulk plant escaped 
damage when the Blackstone River 
went wild. Paul Dancause, head of 
New England Coal, says he lost his 
storage capacity when two 15,000-gal 
tanks and one 20,000-gal. tank toppled 
over as water in his plant rose 15 ft 
He thinks that tanks can be repaired 
and put back into service. Product 
loss is put at $2,500. Dancause also 
lost about 15 275-gal. home heating 
oil storage tanks. They floated out of 
his vard as water receded 

I avace Service O' Co.: This burner 
installer and Texaco heating oil dis- 
tributor figures his loss would have 
been $10.000 higher if he hadn't taken 
steps to save a supply of 80 275-eal 
home storage tanks. Herve Lacace had 
his 16-man crew unstack the tanks 
which were four and five high, spread- 
ing them out on the floor of a garage 
When high water came. the tanks float 
ed to the roof. Had they been left in 
high stacks, they would have floated 
the garage off its foundation 

(Continued on p. 46) 


How Sun Beats Flood Damage 


A systematic hurricane and flood 
protection plan employed by Sun Oil 
Co., Philadelphia, held losses down 
during the August disaster. Here are 
features of Sun’s plan: 

e It studies regular weather and 
aviation weather forecasts from U.S 
Weather Bureau plus forecasts from 
the Bureau's “hurricane hunter” oflice 
in Miami, Fla. It gets other weather 
information trom U.S. Coast Guard 
stations and from hydrographic offices 
of U.S. Army Engineers. It then alerts 
plants in the danger areas 

e Going by past flood experiences, 
Sun has set up for each plant to pre 
vent damage. Each plant knows where 
previous reached and what 
stock and equipment was lost, dam 
aged or saved. With this information 
and with an estimate of what's coming, 
each plant knows beforehand what it 
Should do, what stock should be 
moved, where it’s to be put, and what 
can be left. 


HERE’S WHAT HAPPENS 


Storage Tanks: 
empty tanks are filled with product or 
water over their hold-down require 
ments 


floods 


Empty or near 


Electric Motors: Those attached to 
any product pump, loading rack of 
dikes around tanks are taken up and 
stored in a safe place 

Automotive Equipment: During 
storms dispatchers don't send trucks 
out to areas likely to be hit by high 
tides or water. Idle equipment at the 
plant is moved to a safe place 


Office Records: Old 


records are 


stored off the ground, not in basements 
or on warehouse floors. They may be 
put in a concrete-block vault on the 
second floor of an office building or on 
a specially built mezzanine in any 
high-ceiling building at a plant. Cur 
rent records are usually given to office 
staffers for safe keeping 

Batteries: Stocks are moved to an 
area that experience shows may be 
safe. There is a danger of hydrogen 
gas forming if fresh flood water hits 
the electrolyte. If it’s salt water, the 
danger is chlorine gas 

Tires: These are put in a “con- 
tained” area, chained, or barricaded 
so they won't float away. If hit by 
water, wrappings are lost. But tires 
can be rewrapped 

Grease, Oil Drums: Usually left on 
a concrete floor and away from places 
where heavy currents can develop as 
water flows in or out of the building 
If moved to a sate place, they are 
moved last 


RESULTS 


By following prepared plans, Sun 
says losses and damage were slight 
For example, Sun’s Duck Island plant 
in the Delaware River at Trenton, 
N. J., was flooded but merchandise 
was saved because alerted plant per 
sonnel had time to prepare for flood 
waters. About 20 service station gaso 
line pumps were damaged because 
there wasn’t more room available for 
safe storage. The plant was back in 
business a day after flood waters re 
ceded, although there was the usual 
clean-up work to do * 


Are Solving Burner Service Woes 


Co., Seymour, Conn., set up an emer- 
gency shop to rebuild motors and 
transformers because his regular re- 
builder in Ansonia was flooded out 
He doubled his seven-man repair crew 
by hiring some of his rebuilder’s work 
ers. This crew, he says, is able to 
rebuild 8-10 motors and transformers 
a day or 3-4 complete burners a day 


PARTS REPLACEMENT 


Generally, many heating oil men do 
not offer parts replacement policies to 
homeowners. But those who decided 
to stand the entire cost include Paul 
Zwisler of Citizens Coal Co., Holyoke 
Mass. “They paid for it and they are 
entitled to it,” he says 
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Fk & S Oil Co. is making parts re 
placement without cost to flood vic 
tims who have such policies as dis 
tinguished from homeowners who got 
rain water in their basements 

The hard-hit Waterbury Petroleum 
Products will not have to make parts 
replacements without cost because of 
an “Act of God” clause in such poli 
cies that lets the company out of that 
liability 


REBUILT OR NEW PARTS 


Many distributors are baking mo- 
tors and then them before 
putting the burner back in operation 


testing 


[he same is being done with trans 


formers itthough some distributors 


suy Water-souked transformers should 
be replaced 

Generally, motors are baked out in 
large oven-like stoves. But Seymour 
Oil Co. is using an electric heat torch 
that, it says, does the job faster and 
hetter, enabling it to turn out &-10 
rebuilt motors and transformers 4 day 

New equipment throughout is being 
installed by General Oil Co. of | 
Hartford. New motors and new trans 
formers will cost the homeowner be 
tween $50-$55 with labor, says Philip 
Kaplan. And he has prepared himself 
for the expected reaction from home 
owners on cost 

With each 


statement Kaplan en 


(Continued on p. 46) 
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LLagace lost no storage capacity. His 
overhead tanks were touched by 14 
ft. of water, but he did lose about 
$5,000-$6,000 in industrial type oil 
burners that were being installed in 
local churches and schools. The water, 
he says, rose too fast to save them 


Vew York 
PORT JERVIS 


J. Harry Case Co.: This Tide Water 
jobber is using a 7,500-gal. gasoline 
tank at his service station as temporary 
storage until a 25,000-gal. tank is put 
back on its foundation. The tank, with 
about 400 gal. of premium gasoline, 
tipped over as water from the Dela- 
ware River ate away part of the foun- 
dation. Pipe connections on the tank 
held, preventing it from floating away. 


SPARROWBUSH 


Felter & Worzel: This Esso heating 

oil jobber is now operating from its 
own Office and plant, although for 
days after the flood, it worked from 
a temporary office and hauled product 
from Middletown, 20 miles away. The 
Delaware River had flooded the plant, 
washed away some of its land and 
the road leading to the plant. 


New Jerse y 
TRENTON 


Consumers Oil Co.: Damage to this 
Richfield jobber operation is put at 
$50,000, Seven of eight storage tanks, 
with a total capacity of | million gal., 
were moved—-four of them several 
feet——off their foundations by 18-ft 


Major oil companies gave up- 
wards of $145,000 to the Amer- 
ican Red Cross for flood relief 
emergency funds. Here’s a run- 
down on those contributions: 

Esso Standard Oil Co. and the 
Standard Oil Co. (New Jersey): 
$50,000. 

Cities Service Co.: $10,000 
plus time on “Band of America” 
radio program to plug Red Cross 
need for funds. 

Socony Mobil Oj Co.: 
$40,000, 

Shell Oil Co.: $20,000) plus 
time on radio and_ television 
programs 

Ihe Texas Co.: $25,000 plus 
radio and television time. 

American Oil Co.: $1,000. 

Sinclair Refining Co. and Sun 
Oil Co. also contributed. 


Majors Lend a Hand 


Contributions were also made 
by employees of major compa- 
nies. In East Hartford, Conn., 
office workers at Sun Oil’s barge 
terminal called off annual office 
picnic, giving the $150 the com- 
pany had advanced for the party 
to local campaign. In addition, 
the office workers also chipped 
in. Outside employees also con- 
tributed. Total donations from 
employees: $441.50. 

Sun’s Newburgh, N. Y., dis- 
trict office came through with 
one truckload of food and one 
of clothing for flood victims in 
lorrington, Conn., sending it to 
Clarence Wadhams of F. L. 
Wadhams and Sons, Sun jobber. 
Wadhams turned food and cloth- 
ing over to local Salvation Army 
officials. 


flood waters from the Delaware. Local 
fire department pumped water in the 
tanks during flood conditions but it 
was not enough to keep the tanks put. 


Pennsylvania 
STROUDSBURG 


Most bulk plants in this area were 
on high ground and didn’t get much 
flood damage. But water was close in 
several cases. Harold M. Stiff Co. says 
if water had risen one more foot, 
there would have been trouble at its 
plant. Although water came into the 
Bachman Oil Co. service station, it 


didn’t touch the bulk at the rear of 


the station. 

Stiff Co. says flood waters damaged 
two service stations, with one being 
put out of business temporarily as a 
bridge near it was washed away. 
Bachman reports trouble getting to 
stations to deliver product because of 
washed out bridges and roads. 

An Esso distributor, Fred Kegley, 
helped bring fuel from the Allentown 
airport to the Army Signal Corps 
depot at Tobyhanna on Friday to re- 
fuel 32 helicopters doing rescue work. 
Using back roads because of washed 
out bridges, Kegley hauled 2,035 
gal. of aviation gasoline for rescue 
operations. 


(Continued from p. 45) 
closes a letter telling the customer 
that his burner is now in tip-top shape 
and that new equipment was used 
throughout 

“T expect some trouble from home- 
owners,’ Kaplan says. “After all, they 
are getting bills from plumbers, elec- 
tricians and others. Now they get one 
from us. That's why we are going to 
the trouble of sending out a letter with 
our statements.” 


WHAT ABOUT CHARGES 


Some distributors are doing the 
work free of charge, some at cost and 
others at regular rates 

Because a number of homeowners 
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... Burner Service Woes 


went to the trouble of removing their 
burners before their basements were 
flooded, General Oil Co. is “reward- 
ing’ these home mechanics by offering 
to install the burners free of charge. 
“If they took the trouble to take the 
burners out, we are willing to put 
them in free of charge,” Kaplan says 

Customers who paid Kaplan $16.95 
for a service policy covering labor 
costs are getting their new motors 
and transformers installed at a cost 
of $35-40, compared with the $50-$55 
cost of those who do not have that 
type of service policy 

Seymour Oil's) motor and trans- 
former rebuilding for flood victims 
will be done “at cost,” which runs 


NATIONAI 


about $6 per motor. “That’s what I'd 
have to pay to have it done at my 
rebuilder’s shop,’ Foster says. 


NEW BURNER SALES 


Derby Coal and Oil Co. says it 
pushed the sale of new burners for 
two days after the flood but then 
dropped the idea because the reaction 
was bad, according to Robert Gold- 
stein 

“People thought we were taking 
advantage of them,” he adds, “even 
though we were offering a new burner 
at cost to us— $100." 

Now, Derby Coal is baking out 


motors and replacing all water-soaked 
transformers and safety controls. & 
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what goes up, 


need not | come down 


Whether you fly our banner or your own, 
it will stay up when Ashland Oil & 
Refining Company is your supplier. Why? 
Through the years, independent Ashland 
Oil has become the independents’ supplier. 
It offers not only a better source of 
properly promoted and merchandised yasoline 
and petroleum products, but also jobber 
plans and blueprints to insure your 
success . . . and continuing independence. 


Contact nearest office. 


ASHLAND OIL & REFINING COMPANY 
Home Office: Ashland, Kentucky 


ALTON, 2616 Broadway, BUFFALO N Y 200 Ellicott Square, CHICAGO. ILI 122 S. Michigan 
Ave CINCINNATI. 0 1402 Fed Reserve Bank CLEVELAND. 0 Standard Bidg DETROIT, MICH PO 
Box 6025, EVANSVILLE, IND 2500 Broadway, FINDLAY. 0 P © Bow 2710. LOUISVILLE, KY 

TENN 5 Main, PADUCAH, KY.. PITTSBURGH, PA Jil Park Bidg 


3005 Dumesnil, NASHVILLE 


The Independent Brand for Independents 
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SINCLAIR 


5-STAR 


DEALER AID PLAN 


Sinclair Dealers Get Practical Help 


Station Operation Under the 
Sinclair Retail Selling Plan 


As part of Sinclair's 5-Star Dealer Aid Plan, the Retail Selling Plan is a y 

long range program to provide capable assistance to Sinclair Dealers. ois ¥ 
All Sinclair Sales Representatives (as well as Sinclair Distributors and Ask about Sinclair $ AZ 
Marketers) have undergone intensive training on such subjects as station 5 ~ STAR he es 


5-STAR 
management, stock control, lubrication services and equipment, other 


revenue services, sales exposure, and selling. This working knowledge - / \\ 
has resulted from both hard study and on-the-job experience. Dealer Aid Plan t sf 


This wealth of experience and information is passed on to Sinclair Dealers (a part of the Sinclair Dealer Franchise) 


and provides down-to-earth practical assistance in building a service oe Sinclair Retail Selling Plan 
station's business, The Sinclair Retail Selling Plan is only part of Sinclair's 

complete program to help dealers make more money. For full information, 
see your Sinclair Sales Representative or write Sinclair Refining Company, * Demonstration Stations 
600 Fifth Avenue, New York 20, N. Y. Ask, too, about the Sinclair ¥%& Dealer Survey 

TBA Franchise, featuring Goodyear, the greatest name in rubber. 2 Dealer Conferences 


The Sinclair Franchise 
Builds Successful Dealers 


Because Sinclair Does More 
to Help its Dealers Make More 


“Leads the industry in dealer assistance” 
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PPOSITION to National Oil 
O Jobbers Council's general operat- 
ing policies and the plan to increase 
the council's annual budget and boost 
dues of member associations 
point to the hottest annual NOJC¢ 
meeting in history in Chicago Nov. 
2-4. Whatever happens, it’s bound to 
influence NOJC policy. 

Dissatisfaction with these matters is 
leading directors of Empire State 
Petroleum Assn. to plan a walkout 
from the council on Dec. 31 if 
changes are not made at Chicago. Join- 
ing them will be Kansas Oil Men’s 
Assn. and two other state groups as 
yet unidentified 

ESPA’s shocked 
leaders and other state groups. But 
the Kansas move had no such reaction 
because it was known that Kansas was 
either going to leave NOJC or be 
dropped because of assessments made 
against it. 

Nebraska jobbers were reported on 
the verge of following ESPA and 
Kansas. But it’s definite now that 
Nebraska will remain in NOJC even 
though jobbers there say the new dues 
schedule will be “tough to meet” in 
view of heat damage to crops 


State 


action 


THE CHARGES 

ESPA’s directors say that: 

e NOJC’s budget is getting out of 

hand. Increased overhead in Washing- 
ton, D. C., office, a salary raise for 
its general counsel, the addition of a 
full-time secretary and enlarged office 
space cause this. ESPA says its dues 
will near the $7,000 mark, up nearly 
200%. This, it adds, is 9.3% ot 
NOJC’s proposed budget. 
@ NOJC is taking on too many 
member association functions, Ex- 
presidents of state groups have too 
much say-so in council matters. Com- 
mittee posts, ESPA maintains, are 
filled by former state presidents who 
no longer are directly responsible to 
state groups. NOJC is getting away 
trom the council-type operation and 
seems to be setting up a national trade 
association, it adds 

Kansas’ Stand—"We just can’t stand 
the kind of dues NOJC is asking,” 
says E. D. Erickson, KOMA president 
“We don’t have that kind of money.” 
Kansas, he adds, has many jobbers, 
but most of them are small and can't 
afford a heavy dues schedule 


REBUTTAL 
Many state associations don't feel 
the way ESPA and KOMA do and 
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Budget Fight Looms at NOJC Session 


plan to remain within NOJC. Here ts 
what they say: 

From the East: “The money paid 
to NOJC—even with an increase in 
dues—is worth national representation 
We couldn't do the work on a national 
level as cheap as NOJC does. We are 
satisfied with NOJC’s work, particu- 
larly on the highway bill.” 

From the Midwest: “We don't agree 
with everything that NOJC does. It 
won't be much of an organization if 
everyone did agree. But you can't 
build a strong association without in- 
creasing financial expenditures. We 
had to do that when we first hired Otis 
Ellis (general council). Since then, 
NOJC has been much stronger, has 
accomplished a lot more for jobbers 
than before.” 

‘How could NOJC or any other 
group function without help and guid 
ance of former presidents? You don't 
shut them off like a water tap. You 
call on them for advice. You rely on 
their experience and wisdom.” 

From the Southwest: “We are stand- 
ing behind NOJC 100% and we feel 
most other state associations will, too. 
We hope ESPA will remain in NOJC 
because it has been and is such a great 
asset to the council.” 


NOJC’S REACTION 
NOJC never had any idea of impos- 
ing its views On any state association, 
according to John White, NOJC chair- 
man. He says: “It's up to the indi 


NPN to Help 
Marketers at API 
Keep in Touch 
A telephonic information serv 
ice to help oilmen look up other 
oilmen at the annual API meet- 
ing will be introduced at this 
year's San Francisco gathering 

Nov. 14-17 

On registering, visitors will be 
given a number to call for locat 
ing other registrants. In addition, 
direct lines to the information 
service will be installed in the 
key downtown hotels 

This service will be provided 
by NATIONAL PETROLEUM NEWS 
and the other McGraw-Hill pe- 
troleum publications (Oilgram, 
Petroleum Processing and Petro 
leum Week) 


vidual associations to decide if they 
want to adopt council actions because 
the council votes are not binding on 
such associations 

“I hope that as a result of the finan 
cial Committee's action (in proposing 
a higher budget) that these state asso- 
ciations will not be too hasty in reach- 
ing decisions from a financial stand- 
point because the vote depends on 
whether the member states approve.” 

And a former NOJC chairman adds 
that ESPA “should have waited” 
until the annual meeting to see tf 
“members approved the new dues 
structure’ submitted by NOJC’s 
financial committee. “You just can't 
stick to figures when you force people 
out of an association,” he says 


WHAT'S TO HAPPEN 


Although it plans to leave the coun 
cil, ESPA will attend the Chicago 
meeting. Its regular delegates are 
Frank D. Bertch, president, and Harry 
B. Hilts, secretary. But they may not 
be able to get to the session in time 
because ESPA has its annual fall 
meeting Oct. 31-Nov 2. In that case, 
ESPA will ask its alternates, Thomas 
Brown and John Harper to attend 
Both are former ESPA presidents. In 
addition, Harper has served as NOJ( 
chairman. 

And if things pan out at Chicago 
the way ESPA wants them to, it’s 
possible that ESPA directors will hold 
a special meeting to rescind their 
withdrawal action Directors are 
scheduled to hold regular meetings at 
the fall session—just before the Chi 
cago session—and again in January, 
after the withdrawal notice takes effect 

Reaction Within N. Y¥.—Jobber 
members of ESPA seem to feel the 
ESPA’s head 
quarters in New York City says the 
only reaction it has from members ts 
one of agreement with what's been 
done 


way the directors do 


Tire Case Dismissed 

Sixty days ts the limit in which the 
Justice Department may file an appeal 
in the tire quantity discount case 
(NPN Sept. p. 73). It was thrown out 
of federal district court on the grounds 
that Federal Trade Commission had 
not made necessary findings under the 
Robinson-Patman Act. If no appeal is 
filed it may be decided for FTC to 
start Over in its investigation of rubber 
companies’ tire marketing practices 
Only other alternative is to drop the 
issue 


— > general 


Sohio Signs Go Up 
At Canfield Stations 


Ihe colors of Canfield Oil Co., for 
10 years a wholly owned subsidiary 
of Standard Oil Co. (Ohio), are com- 
ing down at more than 100 stations 
around Cleveland. Sohio is taking 
them over “to get more business at 
lower cost” for the parent company. 

But Canfield’s widespread wholesale 
lubricating oil business in the U. S., 
Canada and export markets will re- 
main under the Canfield name, be- 
cause Sohio is not in the oil wholesal- 
ing business beyond Ohio and its 
fringe 

Ihe change was made, says sales 
vice president Samuel H. Elliot of 
Sohio, “to concentrate sales and serv- 
ice, to better advantage of both dealers 
and customers, under the Sohio name.’ 


Ihe parent company figures to get 
more volume for the new setup and 
do it with lower supervisory and oper- 
aling Costs, 

Canfield has 130 stations in the 
counties near Cleveland, but only 
about 110 will make the switch to 
Sohio, The others—weak operations 
or poorly located—-may not be con- 
tinued. A few dealers may move to 
other brands. 

Capital expenditures were not with- 
held from Canfield in anticipation of 
the move, says a Sohio spokesman, It 
was a Case, he says, of the money go- 
ing to where it would do the most good 

to the Sohio operation. Most of the 
former Canfield stations are in fairly 
good condition, and Sohio will im- 
prove them just as it does its other 
stations. But Sohio representatives say 
no great expenditure is planned at 
present 


Refinery Merger 
Goes to Stockholders 


Three independent Michigan refin- 
ers have agreed to merge, if the 
stockholders will go along. 

Involved are Leonard Refineries, 
Inc., Alma, Mich.; Mid-West Refin- 
eries, Inc., Grand Rapids and Alma, 
and Roosevelt Oil and Refining Corp., 
Mt. Pleasant. Under the agreement, 
assets of Mid-West and Roosevelt 
would be transferred to Leonard in 
exchange for Leonard securities. The 
agreement has been signed by the 
presidents of the three firms and is 
being submitted to the stockholders. 

No details are available yet on mar- 
keting plans, but the consolidation 
stands to make the new company one 
of the strongest independent refiner- 
marketers in the state. 


API Marketing Group Agenda Set 


ERE is the advance’ meeting 
schedule of the American Petro- 
leum Institute's Marketing Division 
meeting Nov. 13-16 at the St. Francis 
and Mark Hopkins hotels in San Fran- 


CISCO, 
Sunday, Nov, 13 


10 a.m. PROGRAM COMMITTEE. 

Chairman: Mare F. Braeckel 

2 p.m. COMMISSION WHOLESALT 
MARKETERS ADVISORY 
COMMITTEE, 

Chairman: Frank A. Watts 

2p.m. Stupy Group ON Mar- 
KETING DIVISION STATE- 
MENT OF OBJECTIVES AND 
ACTIVITIES. 

Chairman: S. H. Elliott 


Monday, Nov, 14 
9am, JOBBER 
MITTER. 
Chairman: John Harper 
LUBRICATION COMMITTEE 
OPERATING COMMITTEE. 
Chairman: P. W. Zumbrook 
9am, PRTROLEUM MARKETING 
TRAINING COUNCIL. 
Chairman: E. J. Langham 
9 am. MEETING ASSISTANCI 
COMMITTEE. 
Chairman: Herbert Willetts 
9am. NOMINATING COMMITTEE. 
Chairman: H. L. Moir 


ADVISORY COM- 


9 a.m. OPERATIONS AND ENGI- 
NEERING COMMITTEE. 
Chairman: M. M. Beckes 
10:30 am. FUEL Oil COMMITTEE. 
Chairman: M. N. Vining 
Class B. Chimneys and Oil Heating 
J. A. Collins, Frontier Oil Refining 
Corp., Buffalo, N. Y. 
Competition from Electrical Heating 
and Cooling Units 
A. J. Becker, Becker Marsden Co., 
St. Louis 
Oil Heating in a Competitive Market 
(Speaker to be Announced) 
2 p.m. Stupy Grour ON Cope 
OF ETHICS. 
Chairman: R. J. Connor 
2 p.m. MARKETING GROUP SEs- 
SION. 
Presiding: J. G. Jordan 
Roads to Bigger Markets 
J. E. Buchanan, President, 
The Asphalt Institute, 
College Park, Md. 
Address: 

E. J. Thomas, President, 
Goodyear Tire and Rubber Company, 
Akron 
The Importance of Service Station 
Dealers 
R. L. Minckler, President, 
General Petroleum Corp., 

Los Angeles 
Presentation of the API “Certificate 
of Appreciation” 


By Stanton K. Smith, Chairman, 
Marketing Committee on Awards 


Tuesday, Nov. 15 


9 am. LUBRICATION COMMITTEE. 
Chairman: P. W. Zumbrook 
9am. MARKETING PERSONNEL 
TRAINING COMMITTEE. 
Chairman: Frank R. Markley 
9 am. MEMBERSHIP COMMITTEE. 
Chairman: B. L. Ray 
9am. SERVICE STATION 
SORY COMMITTEE. 
Chairman: Dwight T. Colley 
2 p.m. GENERAL COMMITTEE. 
Chairman: J. G. Jordan 


ADVI- 


Wednesday, Nov. 16 


8 a.m. COORDINATING COMMIT- 
TEE (Breakfast Meeting) 
Chairman: J. G. Jordan 
2 LUBRICATION COMMITTEL 
GROUP SESSION. 
Presiding: P. W. Zumbrook, Sinclair 
Refining Co., New York 
Carrying the Load 
S. H. McAllister, Director Agricultural 
Research Division, Shell Development 
Co., Denver 
The Marketing Interrelationship of 
Motor Fuels and Lubricants 
Howard G. Vesper, Vice President, 
Standard Oil Company of California, 
San Francisco 
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AVIATION FUEL FOR AIRBORNE AMERICA must be handled quickly, safely and 
economically. That’s why you'll find so many high capacity, dependable Marlow Self-Priming 
Centrifugal Pumps on airport refueling trucks. Whenever fast fuel handling is a requirement, 
Marlows are overwhelmingly preferred for their efficiency, low cost and low maintenance 
operation. More and more Marlows are being used for petroleum handling service. 


marlows do the job faster! 


Where performance counts, majors and independents alike, are buying more Marlow 
Self-Priming Centrifugal Pumps than any other self-priming pump in the marketing 
field. Marlow has the broadest line of self-primers from which to choose. They're 
“tailor made” for bulk plant or tank truck application. Speed operations . . 
with Marlows. See your Marlow dealer today or write for Bulletin PM-50. 


. modernize 


MARLOW PUMPS RIDGEWOOD, NEW JERSEY 


Canada: PUMPS & SOFTENERS, iTD., LONDON--CANADA 
Division of BELL & GOSSETT COMPANY 


> 
Bie: 
: 
: 
’ x 
mee 
j 
vi 


@ Texas state officials want to move 
against chain station operators who 
advertise “an unusually low price to 
lure motorists and then fill the tank 
from a separate pump containing 
product from an independent com- 
pany.” 

SIGNIFICANCE: Another example of many 
forms of price cutting that crop up in 
a tense gasoline market. 


Virginia's gasoline price wars will 
be the next target of the traveling 
House Small Business (Roosevelt) 
subcommittee, 

SIGNIFICANCE: Public hearings may start 
this month, either in Bristol or Marion. 


@ Though it still is under construc- 
tion, Shell Oil Co.’s new $75 million 
refinery in Anacortes, Wash., has be- 
gun receiving crude from Alberta. Dis- 
tillation of crude began last month and 
Shell will take over the plant from the 
contractor in mid-November. 

SIGNIFICANCE: The plant will process 
crude at the rate of 50,000 b/d when 
it reaches full production later this year. 


® Houston Texas Gas & Oil Corp. 
has applied to Federal Power Com- 
mission for authorization to build a 
natural gas pipe line to Miami, Fla., 
from a point near Baton Rouge, La. 
The 961-mile line would carry an av- 
erage of 350,000 Mef daily and cost 
$110,382,000. 

SIGNIFICANCE: This would be the first 
natural gas pipe line designed to serve 
all Florida’s major markets. 


@ Federal Power Commission ap- 
proved natural gas projects costing 
nearly half a billion dollars in 1954, 
says a study by Gas Appliance Manu- 
facturers Assn. 

SIGNIFICANCE: On Jan. 1 of this year, 
FPC had pending projects totaling almost 
another half-billion. 


@ State motor gasoline tax collections 
climbed to $2,353 million during fiscal 
1955, which ended June 30. 
SIGNIFICANCE: Up 6.1% from the $2,218 
million collected the previous year. 
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® Sun Oil Co. has put on stream an 
18,000-b/d Houdriformer unit at its 
Marcus Hook, Pa., refinery. 
SIGNIFICANCE: By-product is pure-grade 
hydrogen, which will be used to make 
anhydrous ammonia in a_ $9-million 
plant to go on stream Jan. 1 at Marcus 
Hook. 


® World energy requirements will 
double by 1980 and oil will be called 
on for an increasing contribution until 
atomic power becomes a significant 
factor, says C. M. Vignoles, managing 
director of Shell-Mex and B. P., Ltd. 
SIGNIFICANCE: Vignoles expects a world 
oil demand of 10.5 billion bbl. by 1980, 
compared with the present annual demand 
of 4.9 billion bbl. 


® House Monopoly (Celler) subcom- 
mittee is pressing for tighter rules on 
advisory councils to the federal gov- 
ernment, and the Justice Department 
is reported considering similar action. 
SIGNIFICANCE: Oil industry leaders are 
concerned over the possible fate of the 
National Petroleum Council, which is in 
the line of fire. 


@ API Lubrication Committee is pro- 
moting a plan to (1) emphasize that 
service MS represents the most severe 
duty for gasoline engines; (2) include 
a third service classification for diesel 
engines; (3) warn against use of mul- 
tiple service designations for diesel 
engine oils; (4) use the term “crank 
case oil” consistently. 

SIGNIFICANCE: API moves to underline 
the fact that its engine service classifica- 
tion system does not concern oil classifi- 
cations, 


® Robert O. Anderson of Malco Re 
fineries, Roswell, N. Mex., will buy 
controlling interest in Wilshire Oil Co., 
independent Los Angeles refiner-mar- 
keter, which has a 22,000-b/d refinery 
at Norwalk. Blyth and Co., San Fran- 
cisco investment banking firm that 
formerly controlled Wilshire, retains 
a minority interest. 

SIGNIFICANCE: Action marks dissolution 
of one of the last old-time independent 
integrated refiner-marketers on the West 
Coast. 


@ Oil men are pleased by the latest 
coal price increases—ranging from 
25¢ to 40¢ a ton. This is the equivalent 
of 6¢ to 12¢ bbl. for bunker oil. 
SIGNIFICANCE: Scheduled increases in coal 
prices still are “not enough” to break the 
trend from oil to coal in large consumer 
accounts, oil men say. 


@ City and village restrictive ordi- 
nances On service stations—to regulate 
the hours they may operate—are a 
fast growing trend, according to a 
spokesman for National Congress ot 
Petroleum Retailers. 

SIGNIFICANCE: The nation’s jobbers may 
follow the lead of Michigan Petroleum 
Assn., which went on record in Septem- 
ber as opposing local regulation of the 
petroleum industry. 


@ U. S. will continue to depend on 
foreign oil sources, says National 
Planning Assn., noting the upward 
trend in domestic fuel costs and prices. 
SIGNIFICANCE: Government’s imports 
policy—“supplementing but not replacing 
domestic production”—eventually must 
be relaxed, says the association, if domes- 
tic oil costs and prices keep increasing. 


® Defense Mobilizer Arthur S. Flem- 
ming’s mid-September letter to 18 oil 
importers—requesting voluntary pro- 
grams to curb imports—is being 
generally discounted by high adminis- 
tration officials. Most are skeptical, 
viewing the move as an attempt to 
bring “a few die-hards into line” and 
insure that the imports situation is 
stabilized by the time Congress re- 
convenes in January. 

SIGNIFICANCE: Rigid government action 
to restrict imports of crude and residual 
oils is a poor bet at this time. 


@ A series of “problem clinics” is 
being planned by the Michigan Petro- 
leum Assn. to help the oil jobber who 
doesn’t attend jobber management in- 
stitutes or other educational programs. 
Each “clinic”, planned as a miniature 
management institute, will feature a 
distributive education specialist who 
will attempt to show jobbers the value 
of business education in his operation. 
SIGNIFICANCE: These clinics would pro- 
vide a bridge to the jobber who doesn’t 
use the tools of distributive education. 
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WEVE HELD THE LINE. 700/ 


D ID YOU KNOW that the visible bow! pump cost $450.00 in 
1924 when a dollar was a dollar? The modern SMITHway 
Gasoline Dispenser, illustrated at right, sells for considerably 
less! Attractive in appearance, it adds sales appeal to service 
stations. Rapid in action, it speeds customer service and dis- 
tributes more product at lower cost. Send for Bulletin 175. 


SALUTE TO A.P.!I. 


We congratulate the American Petroleum Institute for a job 
well done in bringing to public attention the true story of how 
42,075 competing oil enterprises serve this nation. Gasoline 
prices, excluding taxes, are still about the same as they were 
25 years ago, while quality has improved so that two gallons 
will now do the work of three of that vintage. 
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Through research .a better way 


Factories: 5715 Smithway St., Los Angeles 22, Calif., P.O. 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1, International Division Milwaukee 1, Wis. 
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SATURDA 
NIGHTS 


TVis just one of the major advertising and promotion mediums used to build business 

for Texaco Dealers and Texaco Products. In addition — radio, newspapers, 

magazines, billboards, station display material and direct mail — year in, 

year out — reach millions of car owners, keep old customers coming back, make new customers. 
No wonder TEXACO DEALERS are such busy dealers! THE TEXAS COMPANY 
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One man does the work of two 
with B. F. Goodrich hose 


ply a barge-loading hose that 
can Cut labor costs 50%. Its lighter 
weight lets one man do the work of two 
in coupling, lets wo do the work of four 
in moving it around the dock. 


One man couples it 

Coupling ordinary hose usually takes 
two or more men as you see in the top 
picture. But B. F. Goodrich hose has 
Flexseal ends, so one man makes con- 
nections easily as you see in the bottom 
picture. The split flanges are free to 
rotate on the hose, but are not an in- 
tegral part of the hose. Unlike hose 
with built-in nipples and flanges, there's 
no tugging, turning, or twisting to line 
up bolt holes. No gaskets needed. 


B. F. Goodrich patented Flexseal ends 
are covered with molded rubber, com 
pressing and forming a perfect seal 
when flanged. 
Two men carry it 

Ordinary 6-inch hose, 25 feet long, 
with built-in nipples and flanges, weighs 
394 lbs. B. F. Goodrich hose, same size 
and length, weighs only 250 Ibs.—in 
cluding the Flexseal ends and split 
flanges. Weight saving for one length 
— 144 lbs. 

Tripled end flexibility 

B. F. Goodrich hose is flexible up to 
6 to 10 inches from the end. Almost a 
flange-to-flange freedom of flexing 
Ordinary hose with built-in nipples is 
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suff as ion pipe for about 4 feet at 
each end 


This B. F. Goodrich hose ts known 
as Type 525 
for saving time 
Recommended for full vacuum and 
50 Ib. discharge service. Available in 
lengths up to 50 feet, Your BFG dis 
tributor can give you more details, or 
write The B. F. Goodrich Company, Dept. 
Akron 18, Ohio. 


B.F Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 


a special improved hose 
men and money 


B FE Goodrich 
; 
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Announcing 


New Ford Truck 


New capacities carry more 


Now! Most horsepower per dollar! 


NEW POWER! More horsepower for your money than 
any other truck line—proved by comparisons of 
horsepower and suggested list prices of all trucks! 


NEW CARRYING CAPACITY! New bigger payloads. 


New higher-capacity tubeless tires on every model. 


NEW COMFORT AND SAFETY! New Driverized Cabs! 


New, exclusive Lifeguard Design safety features. 


NEW STYLING! New “leadership look" from Pickups to 
65,000-lb. GCW tandem-axle Big Jobs! 


Ford’s big advancements for ’56 can make more 
money for you than ever. Choice of eight new engines 
with Short Stroke design (reduces piston travel, cuts 
friction) and up to 26%, more power. New Driverized 
Cabs with full-wrap windshields to cut driving strain. 

New exclusive Lifeguard steering wheel and Life- 
guard door latches give added protection in case of 
accident. New styling builds prestige for your business. 
Now on display at your Ford Dealer’s. 
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New Features for 
Petroleum Distribution Trucks 


e@ Here’s a new Money Maker the 
56 Ford F-750 Bic Jos, shown above. 
Your choice of two mighty, Short 
Stroke engines: new 175-h.p. Cargo 
King Y-8 .. . or new 186-h.p. Cargo 
King Special Y-8 with performance- 
boosting hood air scoop, 4-barrel car- 
buretion and dual exhausts for even 
greater time savings! 


Both engines have such extra-long- 
life features as sodium-cooled exhaust 
valves standard. Also standard: new 
higher-capacity tubeless tires, tacho- 
meter, new 12-volt electrical system. 
Power Steering and electric-shift 2- 
speed axle available. New 21,000-lb. 
42,000-lbs. GCW. 


load; new power moves ut faster 
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A SELO/L CABINET 


helps the man 
the driveway 


/ 
) 


Modern up-to-date equipment increases the ef- 
ficiency of the Man on the Driveway. It helps him 
sell more motor oil, give better service, and keep a 
cleaner station. 


@ SELOIL places a colorful, mass dis- 
play of motor oil at easy-to-see 
eye-level . . . near the customer 
and near the driveway salesman. 


@ SELOIL saves time and steps. It 
puts everything needed to com- 
plete the sale within easy reach. 


MOTOR MOTOR | MOTOR | 
on on ou ; On 


@ SELOIL provides for easy disposal 
of empty cans. It organizes motor 
oil sales on the Driveway. 


MOTOR moOTOR MOTOR | MOTOR 
on on on on 


MOTOR (MOTOR | MOTOR | MoTOR 
on | on ou | on 


Let SELOIL work permanent- 
ly to help the Man on the Drive- 
way. Boost his efforts and save 
manpower by getting this silent 
salesman for motor oil. See your 
oil company representative or 
write directly to the factory. 


MOTOR | moTOR | motor | MOTOR 
on | on on on 


MOTOR MOTOR | MOTOR | Moros 
on on 


| moTor 
on MOTOR | MOTOR 
f on on 


@ INCREASE MOTOR OIL SALES 


@ SPEED UP SERVICE Seanuw 
ou ou ou 


@ PROMOTE STATION CLEANLINESS 


Model 56, $78.00 
FOB 


BOX 1798 


MODERN METAL PRODUCTS CO. 
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Greensboro, N 


GREENSBORO, N. C, 


Prolong engine life ... 


moToR | MOTOR | MOTOR MOTOR 
ou on on on 


— 


moTOR MOTOR mOTOR MOTOR 
on on on on 


MOTOR MOTOR | MOTOR (MOTOR 
on on on 


—| 


MOTOR | mOTOR wMoTOR | MOTOR 
on on | on on 


MOTOR | MOTOR! MOTOR 
on on on on 


MOTOR | MOTOR | motor | MOTOR 
on on |; on | on 


MOTOR | MOTOR | MOTOR 


on ou ou 


on 


MOTOR | woTOR q 


on MOTOR | woTos 


| on on ou 
— 
| MOTOR moTOR | 
ou ou | on 


Model 72, $86.00 


Cc 


4 
NT 
Whe 
| 
Change it reqularly 7 
, 
‘ 
59 


Rockwell Rotocycle meters with ticket printers installed on Sinclair loading 
rack, Shawnee, Okla. 


When you equip your loading racks with depend- 
able Rockwell Rotocycle meters you immediately 
put positive controls over all your gallonage and 
liquid accounting. Every meter stands guard over 
the product dispensed. There’s no chance for 


‘This ticket is sealed into and printed by stock losses through carelessness or intent. With 
the meter register. It guards against : 

human errors, doubts and losses — pro- ticket printing registers your accounting burden 
vides multiple carbons for delivery slips, 

invoices, tax accounting and inventory 1S lightened; your auditing simplified. 


controls 
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REMOTE REGISTRATION 
With the Rockwell Remote Registration 
+4 ” 
All-Revolving Flo-Ward Design System you can centralize and mechanize 
Liquid capillary sealed, no metal-to-metal con- your control over all truck loading opera- 
tacts, full anti-friction stainless steel ball bear- tions. Unalterable printed tickets remain 
ing protected— that’s only part of the story of under the hands and eyes of one man your 


this better meter construction. Design-wise dispatcher. He alone controls the through- 
every moving part in the Rotocycle measuring put. With this system you will gain maxi 
chamber revolves in a ‘Flo-ward’’ direction mum plant security, you will speed loading, 
like an electric motor; easily, quietly, without And you will save time and money prepar- 
pulsation. Such mechanical advantages pay off ing bills of lading, invoices, ete., when 
in speedier metered deliveries, less resistance to register printed tickets all funnel through 
line flow. You can load trucks faster, use smaller one dependable control source. Write for 
motors for pumping and save on power costs bulletin OG-324. 

with Rockwell Rotocycle meters. 


You! Control nd Record Here 


Rockwell 


ROTOCYCLE 


YOU CAN RELY ON ROCKWELL 


ROCKWELL MANUFACTURING COMPANY °* PITTSBURGH 8, PA, 


Atlanta Boston Charlotte Chicago Dallas Houston Los Angeles Midland, Texas N. Kansas City, Mo. New York 
Philadelphia Pittsburgh San Francisco Seattle Shreveport, Lo. Tulsa Canadian Gas & Oil Products Sales: Peacock Brothers Limited 
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to stop losses, improve accounting 


Exclusive, easier-to-operate, lever-type wheel 


Flow retards to smooth shut-off 
Full flow reduced to secondary flow of 11 
g-p.m. before final shut-off. 


Exclusive hydraulic valve control 
Both primary and secondary shut-off are 
accurately controlled by positive-action hy- 
draulic valves, 


Minimum time for secondary flow 


Operates at full flow delivery to within 
three seconds of final shut-off. 


Total pumping time reduced 


Stays on full flow longer—delivers same 


gallonage in shorter time than other two- 
stage meters of similar rated capacity, 


standout features 


40 g.p.m. capacity —standard 14” flanged 
inlet, outlet connections. 


Alr separator with built-in strainer — 
eliminates all air from liquid. 


Positive piston displacement-type 
measuring unit. 


Veeder-Root Register and Totalizer; 
Ticket Printer optional. 


settings on pre-set flow control register. 


Air separator inlet and strainer 
are reversible. 


Model 635 meter features the same reliable metering 
mechanism made famous in Tokheim service station 
pumps PLUS The New Tokheim Pre-set Flow Control. 

Just set the gallonage desired and remain at the 
nozzle throughout the filling operation. Within three 
seconds of full delivery, flow will be decelerated to a 
gently cushioned stop. You eliminate hydraulic shock 
and slam shut-offs—save strain on pipe fittings and 
meter—prolong the operating life of your equipment. 

This meter and the new pre-set flow control are 
designed especially for tank trucks, bulk plants and 
industry...they bring a new degree of excellence 
to metering operations. See your Tokheim represen- 


tative today or write for literature and prices. 


General Products Division 


TOKHEIM CORPORATION 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
1650 WABASH AVENUE SINCE 1901 FORT WAYNE 1, IND. 
Factory Branch: 1309 Howard S$t., San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto, Ontario 
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Tank truck hose with tube and cover of NEQPRENE 
stays on the job over the long haul 


Neoprene inside 
for a tough, smooth, 
fast-flowing tube that 
resists softening and 
swelling effect of oils 
and most chemicals... 
does not form mushy 
weak spots. 


Ov toher 195 


NATIONAI 


Neoprene outside 
for a cover that resists 
abrasion, twisting and 
flexing without crack- 
ing or chipping . 

Stands up to sunlight 
and weathering, even 
when soaked with oil 


Fast, smooth delivery of petroleum 
or chemical products day after day 
calls for hose that’s husky enough 
to take punishment. That’s why 
tank truck hose should have the 
double protection ofa neoprene tube 
and @ neoprene cover. 
Neoprene resists the deteriorating 
effects of oif, gasoline and many 
chemicals. And it has the rugged 


N 


The rubber made by 
Du Pont since 1932 


BETTER THINGS FOR BETTER LIVING 


endurance to take rough handling 
day afterday. You'll save on main 
tenance and replacement 

Ask your supplier to help you 
choose the right hose—made with 
neoprene —for the petroleum or 
chemical products you have to han 
dle. Tell him you want the hose 
that’s made for extra life-—with a 
neoprene tube and cover. 


FOPRENE FREE ! NEOPRENE NOTEBOOK 


Every issue contains illustrated case histories 

teresting stories, new applications of neoprene. cy 

Clip and mail this coupon to — | du Pont de 

Nemours & Co 
Wilmington 98 Delaware 


Ine Rubber Chemicals Oivision 


Position 


State 


. » THROUGH CHEMISTRY 
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For use with tubes. Outstanding mileage buy — 


New stopping safety! Safety-Weld 


Superlative styling, 


premium nylon cord, tubeless a famous name in tires at a 


safety! Power-Stop Tread! body! New smartness! bargain price! 
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Great new products...exciting new features... 


help build bigger volume for Kelly dealers! 


The Kelly Leadership Line is a constantly 
changing, ever improving line of quality tires 
that keeps up with the latest developments in 
tire safety and keeps ahead of competition! 

The new products and new features that 
Kelly is always introducing give the Kelly 
Dealer a real advantage when it comes to 
making sales. He has the exciting new prod- 
ucts that can turn tire shoppers into tire buyers 
... turn investment capital into cash profits! 


As a Kelly Dealer you'll be able to build 
big volume sales in all three channels of tire 
marketing: 1) retail, 2) commercial, and 3) 
associate dealer business! And your efforts 
will receive the backing of personal business- 
building helps from Kelly and a powerful 
national advertising program! 

To get all the facts about a Kelly Franchise, 
write to: The Kelly Springfield Tire Company, 
Cumberland, Maryland. 


Selling Kelly Tires is a. Good Business 


Nylon or rayon—the The truckers’ outstanding 


greatest tire for heavy highway value in dependable mileage at 


trucking operation! low first cost! 
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GUL a TA 
COMPRESSED 


why it will pay you 
to buy 


GULFTANE LP-GAS 


High quality—Gulftane is produced in plants of the latest design under 
accurately controlled conditions to specifications that meet the highest 
standards adopted by the LP-gas industry. It is free of moisture, gum, tar, 
dust, dirt, and sulphur. Or, to put it another way, Gulftane is the same 
high quality as Super-Refined No-Nox Gasoline and the other well-known 
products that carry the familiar Orange Disc trade mark. 


Dependable supply—many natural gasoline plants and refineries, plus 
adequate storage, assure reliable, continuous supply. 


Prompt delivery service—modern Gulftane producing plants strategically 
located throughout Gulf’s wide-spread marketing territory, along with a 
fleet of new tank cars, assure prompt, efficient delivery service. 


Also ready to serve you is Gulf’s experienced engineering and market- 
ing personnel, Get all the facts concerning Gulftane service—contact your 
local Gulf District Office or your nearest Gulf Division Sales Office (see 


addresses below). 
131 Ponce De Leon Avenue 127 Elk Place National Bank Building 
Atlanta, Ga. New Orleans 13, La. Toledo 1, Ohio 
P. O. Box 1679 
31 St. James Avenue 17 Battery Place Denver 1, Colo. 
Boston 17, Mass. New York 4, N. Y. (Zone Office) 
230 No. Michigan Ave. 
Gulf Building 1515 Locust Street Chicago 1, Ill. 
Houston 2, Texas Philadelphia 2, Pa. (Zone Office) 


LP-GAS 
GULF OIL CORPORATION - GULF REFINING COMPANY hd 


1822 Gulf Building, Pittsburgh 30, Pa. Ae 
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This 12 ft. long by 7 ft. high Shure unit sells more gasoline, oil, and TBA items, too. 


WITH SHURE MERCHANDISING FIXTURES 


Every square foot of space sells 
more service...more gas and oil 


Shure engineers are currently designing and manufacturing selling-fixtures that bring 
in greater sales and profits to many of America's leading oil companies. 


Your stations, too, will sell more home, garden, do-it-yourself, TBA items AND MORE 
GAS AND Oil when they're planned right with Shure-built interiors. 


Write for folder showing full line and suggested 
arrangements for sales-room and lube-room. 


MANUFACTURING CORPORATION 


1601 S. HANLEY RD. + ST. LOUIS 17, MO. 
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Enjay for 


ast- “pa 


IN CHEMICALS (Plastics) 


Rely on Enjay for top quality in your product, the kind 
that makes for growing demand and fast-paced selling. The 
Enjay Company supplies the petroleum, surface coating 


IN SURFACE COATINGS (Paint, 


PETROLEUM 
PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
PARADYNE 
PARATAC 
PETROHOL 

Methyl Ethyl Ketone 
Dewaxing Aid 

Ethyl Ether 
Isopropyl Ether 
Reference Fuels 


RUBBER 
ENJAY 
VISTANEX 


SURFACE COATING 


PETROHOL 91 
PETROHOL 95 
PETROHOL 99 

JAYSOL 

Secondary Butyl Alcohol 
Secondary Butyl Acetate 
Isopropy! Acetate 
Acetone 

Methy! Ethyl Ketone 
Dicyclopentadiene 

Ethyl Ether 

Isopropy! Ether 
Naphthenic Acids 
1s0-Octy! Alcohol 

Decy! Alcohol 
Denatured Ethy! Alcohol 


Varnish, 


ced sales 


Lacquer) 


CHEMICAL 
PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
JAYSOL 

1s0-Octy! Alcohol 
Decy! Alcohol 
Denatured Ethyl Alcohol 
Tridecyl Alcohol 
Dicyclopentadiene 
Isoprene 
Butadiene 

Ethyl Ether 
Isopropyl Ether 
Tetrapropylene 
Tripropylene 
Aromatic Tars 
Benzene 


Acetone 
Metny! Ethyl Ketone 


and chemical industries with a complete line of uniform, 
high quality petroleum chemicals backed by 35 years of 
proved results. You can also depend on Enjay for leader- 
ship in research and for expert technical assistance in 
developing new or improved products through chemistry. 
Next time, call Enjay for your chemical needs. 


35 successful years 
of leadership 
in serving industry 


Enjay Company, Inc. - 15 West Sist St., New York 19, N.Y. 
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CLEAR- 
VISION 
DOORS 


assure Better Service... BETTER SALES! 


Clear-Vision Doors pay for them- 


selves two ways: looking out, and 


looking in. They enable the attend- 


ant to watch the pumps for prompt 


service when needed, yet keep busy 


when no customers are there. And 


those wide glass panels are a show- 


case, displaying the activity within 


. reminding the motorist to get 


his car properly lubricated. They're 


real business builders! 


© 195 


Available in 
THIN-LINE or STANDARD 
Construction 


Thin-line doors (shown above) have 


54” 


sturdy %%” aluminum muntins and 


continuous galvanized angle rein- assures B E S T P E R F Oo R M A N id £ ° 


forcing at each section joint. Doors 
OVERHEAD DOOR CORPORATION 
of standard construction (below . 
Dept. NP-10, Hartford City, Indiana 


Manufacturing Divisions 
Hillside, Cortland, N Y Dallas, Texas 
Nashve, Lewistown, Pa Portland, Ore 
Oklahoma City, Okla 


NATION-WIDE Sales: Installation Service 


have rugged wood stiles and rails, P 


steel reinforced. Both are finest 


quality, smooth in operation, 


smartly modern in appearance. 


Also—the Outstanding 
Industrial Doors on the 
Market ... for 
Warehouses, Bulk Plants, 
and Fleet Garages 


Regular Construction Clear-Vision Door Industrial Doors to Fit Any Opening 
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I'M YOUR 
HEALTHY PARTNER 
IN GETTING 
MORE OIL PROFITS 


Motorists are getting mighty confused about 
today’s motor oils and the part that chemical 
additives play in making them. 
That’s why I have such a strong story for you 
to tell if you carry a brand of Pennsylvania 
motor oil: 
Regardless of the refining and regardless 
of the additives, the quality of the basic 
crude oil is the most important factor 


in any motor oil’s lubricating quality. 


You'll get increased profits through more satis- 
fied customers, more repeat business, more 
people coming to you for oil changes, when you 
sell them a brand of Pennsylvania motor oil. 


Today's BEST Oils 
start with 
Nature's BEST Crude 
...and that means PENNSYLVANIA! 


Millions of magazine readers are 
getting to know PETE PENN, our Oil 
Drop Character, through the pages 
of these leading publications. 


Made from 
the highest grade crude ott in the world 


PENNSYLVANIA GRADE CRUDE ASSOCIATION, Oil City, Pennsylvania 
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specially built for LPG and it’s backed by a 


Not just another converted engine, but the only a ar 
completely factory-engineered V-8 LPG 


Now you can have both — all the 
economy and operating advantages 
of modern LP-Gas plus 

the amazing performance of a 
revolutionary new Reo 220 h.p. 

V-8 Gold Comet Engine. Pound for 
pound the most powerful LP-Gas 
truck engine ever built. 


LPG or Gas, V-8 or six, you get more 
from Reo’s Gold Comets. No other 
engines deliver so much usable horsepower 
to the wheels. No other engines have 
advanced wet sleeve construction 
throughout. No others can be 
maintained and overhauled at just a 
fraction of standard cost. Only Reo 
Gold Comets! 


A Reo Gold Comet in a tough Reo 
chassis will give you more performance, 


more economy, more efficiency jis 

than you’ve ever known. . 

Ask today about the revolutionary Reo 220 h.p.! Short stroke! Wet sleeve! 
LPG Gold Comet engines, in rugged Reo All advantages of advanced Reo Gold Comet Engineering ! 


trucks and buses specially built to your job. 


And backed by 100,000 Mile Warranty. 4 va © 


SUBSIDIARY OF BOHN ALUMINUM & BRASS CORPORATION 


Reo Motors, Inc., Lansing 20, Michigan; Toronto, Ontario 
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Multi-use DOME TOP 


HANDI 


Douste-seamen top and bottom, Conti- 
nental dome top Handi Cans are engineered 
to give both you and your customers the 
finest possible utility container. Even 
highly penetrating liquids, such as lubri- 
cating oils, travel and store safely. Color- 
fully lithographed by our master craftsmen, 
Handi Cans will sell your products for years 
after the original contents are gone. That's 
because customers have found 101 uses for 
these easy-filling, easy-pouring containers. 
Why not see what Handi Cans can do for 
you? Call anytime. 


COMBINE YOUR ORDERS 
—CUT COSTS 


Fill all your steel container needs in one order. 
Continental makes a full line of ‘'Tripletite’’ 
paint cans, ‘‘F’’ style, plug top and conventional 
cans, We'll load in one freight car to help you 
save on warehouse space, shipping and inventory. 


FIRST IN SALES IN THE NATION! 
Today's most popular utility can is avail- 
able in three sizes. 22 and 5 U. S. gal. for 
lubricating oils, brake fluids etc., and 40 
Ib. for liquid grease. Choice of 26- or 28- 
gauge steel, or a combination of both. 
Dome-attached handle gives plenty of 
“knuckle room”, eliminates side ears for 
snug, economical packing. Deeper beads 
give greater rigidity and protection for 
sales message. Extra convenience with 2!2” 
filler and double pour cap for 4" or 
1%" opening. 

Call on Continental for flaring pails, closed head drums 
and lug top pails in sizes to fit your needs. Each has the 


right combination of strength, lightness and conven- 
ience to suit your product perfectly. 


CONTINENTAL E CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 


Central Division: 135 So. La Salle St., ——— 
San Francisco 4 


Pacific Division: Russ Building, 
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How to Inflate 
Your Profits 


-.. be ready with a reliable Westinghouse Air Compressor 
to meet all customer demands 


Air is important ... when your customers demand a 
quick tire repair... when a grease job in time saves 
nine... when a fast air blast cleans a fouled plug to put 
your best customer back on the road in a hurry—happy. 


Only air can do these high-profit jobs. And only air 
from a Westinghouse Air Compressor can do them with 
such reliable efficiency — no worry about costly down- 
time during peak hours. And why not, since sound auto- 
motive engineering principles are applied to safeguard 
your Westinghouse Air Compressor. . . 

Forced Lubrication — pressure-forces oil to every 

moving part for longer life. 


Low oil-level protection — your Westinghouse 
won’t pump air if the oil level or oil pressure is too 


low. You never get repair bills for lack of lubrication. 


Starting unloader — keeps compressor unloaded un- 
til motor reaches normal speed and oil circulation starts. 


Thermal overload protection — cuts current if mo- 
tor should overheat. 


Air-cooled design — provides air at maximum effi- 
ciency. Costs less to operate. 


Dependable, efficient . . . that’s why a Westinghouse 
Air Compressor inflates your profits. Sizes % through 
15 hp for automatic stop and start and continuous oper- 
ation. Automatic drain valve and belt guard are avail 
able to give you still drier air and extra safety. See your 
distributor or write for full profit-making story now 


w ios 


| Division of | Air Brake Co. Brake Co. 


t 
| 


PORTA. teactau 


rb. 


Distributors in all principal cities 
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Ignition Engineered From Tip to Terminal 
To Minimize the Effects of Fouling 


Long Insulator Tip for longer deposit path. 
Thin Insulator Tip for improved fouling characteristics. 


Heavy Center Electrode increases service life and 
maintains proper gap for longer time. 


High Grade Insulator withstands intense heat and 
high compression of modern engines. 


Greater Shell Volume insures maximum resistance 
to fouling . . . a major cause of poor performance. 
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Lae 4 AUTO-LITE MAKES A COMPLETE LINE OF RESISTOR 


Sell the Spark Plugs that 


insure customer satisfaction 


ee Car owners prefer Auto-Lite Spark Plugs because they’re ignition 
AUTO-LITE engineered for peak performance, long life, quick starts—and to 
SPARK PLUGS minimize the effects of spark plug fouling. 


Engineered 


RB Auto-Lite Spark Plugs are original equipment on millions of 

Auto-Lite Registered America’s finest cars, trucks and tractors because manufacturers 

asi consider them best for their products. And this important equip- 
ment makes a huge ready-made market for your dealer. 


For full information on Auto-Lite Spark Plugs, contact your Auto- 
Lite Wholesaler or write to: 


THE ELECTRIC AUTO-LITE COMPANY 


Spark Plug Division 
Toledo Ohio 


You profit most with Auto-Lite Spark Plugs... 


they're backed by the most effective adver- 


tising and selling campaigns in the industry. 


LUG 


STANDARD, TRANSPORT AND MARINE SPARK PLUGS FOR EVERY USE 


; 
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says Jerry Menard, 


V = I LEASED MY STATION six 
years ago this March, it looked like along, 
tough pull. 


“Sure, it was tough at first. Worked my 
head off. But | couldn’t have done it with- 
out Shell. I paid off in three years the 
$7500 I borrowed locally and today I’m in 
the black by a big margin. There are lots 
of reasons. 


“I believe that Shell products are the 
best there are . . . and in this business what 
you sell has got to be tops. What’s more, 
Shell always seems to be in the news with 
new things first. My customers notice this 

. and it helps business. But this is only 
part of it. 

16 


“When I started I just didn’t have the 
time to train my men, so Shell stepped in. 
Shell took them ‘green,’ put them through 
special training schools, and when they 
came back they were worth a lot more to 
me...and made more money for them- 
selves because of it. 

“Then, too, Shell helped me get a lot of 
regular customers. Let me tell you how. 
My wife and I set up a card file and follow- 
up system of lubrication customers just 
the way the Shell plan said. It now brings 
us over 200 Shellubrication jobs a month! 


“Take merchandising, too. With Shell 
it’s more than just getting a package 
dropped at the service station every so 
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often. Shell’s merchandising man comes 
around often and shows me how to get the 
most out of every move | make. 


“T’ll sum it up by saying what I said to 
begin with... 1 couldn’t have made this 
station click the way it has without Shell 

products and the help I get from the 


Shellubrication follow-up system. company.’ 
Within a week, the first mailing brings 
in over half of the customers for 
Shellubrication. 


We invite you to find out the profit 
possibilities of selling under the Shell 
Brand. Phone the Shell Oil Company 
Office or the Shell franchised jobber 
nearest you. 


Jerry Menard sells Shell Premium Gas- 
oline five to one over regular. 


Jerry uses power aids like this impact He finds lube bay good for selling motor oil. Enjoys 1 to 49 oil ratio. 
wrench to cut time on tire work. 


It pays to be a Shell Dealer 
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- BEAD BREAKERS 


The toughest of all jobs, breaking 
beods, is easy on any tire from 10" 
to 40° rim size with Bishman Tools, 


Specially designed to break tubeless 
tire beads without touching air seals 
Won't mar white sidewalls, Use on ALL 
passenger and light truck tires. Ask for 
#918 


Find ALL the leaks with Bish 
man Tubeless Tire Testers 
Several models including com 
bination Tube and Tubeless 


Tire Testers. Ask for $856-4855 


Also Bishman Bead Loosener for giant 
off-the-road tires. Ask for #924 


Up to 50° diameter tubes are easy 
to fest in this air powered Bishman 
Tube Dunker, Use for tubeless tires, 


t00. Ask for $822 


Tractor, Truck and Aircraft tires, 10 
to 40° rim size, are all handled 
easily by this powerful Bishman 


Giant Tubes (6.00 « 20° to 
33.00 « 30") up to B feet high 


lifted and submerged by this Bead Loosener and Tire Remover. Truck Tire Remover operates by 
2-way air power tester. Fast Ask for #922 hand or impact wrench to break 
Easy Sate. Ask for #920 toughest beads. Ask for $860-C ma 


| 


: 
SPREADERS VULCANIZERS CHANGERS 
| 


1 ‘ | Tubeless Tires require complete cure The ONLY Changer that mounts a4 
‘1: aur | provided by this new Bishman Vulcanizer. and removes tires by power. Has eg 
4 Ask for 930 built-in double bead breaker. 8 


’ 2-ton hydraulic unit spreads all tires from 41/4" to 
1 AG 12° for inspection and repair. Fast and rugged 
4 Portable or stationary. Ask for #425. Also air 
operated spreader, Ask for #555 


and Money. Ask for #870 


| 
| Approved by major rubber 
| companies for tubeless tires. 
Ask for #880 
hind | 
| 
| 
Heavy duty tube vulcanizer | 
cures up to Saves Time 
| 


Ask your Automotive or Tire 
Equipment jobber or WRITE. 


BISHMAN MANUFACTURING COMPANY OSSEO 24, MINNESOTA 
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“Weather 1s tough enough— that’s why your 
stations should have U.S.ROYAL CURB PUMP HOSE. 


It won’t freeze in winter or crack in summer! 


Specified by major curb pump makers and sists oils, abrasion and hot sun. 


oil companies (3)-The special construction prevents cur- 


(1)-U.S. Royal is the only hose made with 
nylon AND rayon and wire. Nylon provides 
strength, flexibility, eliminates the weight. 
(2)-The smooth, black neoprene cover re- 


vature or permanent Set. 

See any of United States Rubber Com- 
pany’s 27 District Sales Offices or write 
address below. 


U.S. Royal is available with “Tops” REUSABLE 
Couplings — These couplings increase hose life. 
No leaks, no pull-outs. Easily, quickly assem- 
bled with no special tools. Smooth flow. 


“U.S.” Research perfects it...“U. 8S.” Production builds it...U. S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints « Rubber-to-metal Products «+ Oil Field Specialties « Plastic Pipe and Fittings «+ Grinding Wheels «+ Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings + Conductive Rubber « Adhesives « Koll Coverings « Mats and Matting 
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Peak efficiency at your service outlets determines the ‘‘sales- 


power’ of the millions of dollars invested by your company in its 
products. Safeguard this investment with integrated station equip- 
ment designed, developed and service-proved to work together 
for maximum operating life. Specify the Wayne complete Station- 
Engineered Line. 

ONE HIGH QUALITY —Pumps, lifts, air compressors, high 
boys, hose reels, car washers, island merchandisers and many 


other service units all Wayne-designed, Wayne-built, Wayne 
station-engineered. 

ONE SOURCE OF SUPPLY—No need to buy piecemeal 
with many orders. Consolidate all your station equipment pur- 
chases for uniform planning, easy ordering, fast delivery. 

ONE RESPONSIBILITY—No one knows Wayne equip- 
ment like Wayne. Keep your Wayne station units at peak per- 
formance through Wayne service and planning counsel. 

ONE NATIONWIDE SERVICE—As close as your tele- 
phone is one of the hundreds of Wayne Sales-Service Centers 
staffed with Wayne factory-trained men, completely stocked 
with replacement parts for your Wayne equipment. 

Safeguard the continuous sales of your stations . . . specify 
Wayne Station-Engineered throughout. 


THE WAYNE PUMP COMPANY 
SALISBURY, MARYLAND ¢ TORONTO, CANADA 


COMPRESSORS 


CAR WASHERS 
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4260——T RACTOR ,ORIVER, & LOWER 
TANK & SPARE TIRE jOOOK2ZO0 Std) 
119 PAYLOAD+ ©3820 GAL at 6.1% 
TOTA 


EXTRA PAYLOAD 
“Hitch-Hikes” tree on every trip 


IT’S STANDARD STEEL’S NEWEST—a 

CONTINUAL SLOPING Conical Tank 
selling at STEEL PRICES. 

FASTER DRAINAGE—with a_ straight 

- ToD AY FOR DETAILS sweep from tip of nose to rear tail piece 

CONCERNING CAPACITIES FOR for better drainage. 
YOU ERATE STRONGER—DROP SECTION ELIMI- 
NATED —complete elimination of this 


trouble spot means longer life. 
‘ ‘ EXTRA PAYLOAD CAPACITIES shown are 
those applying to ASSHO formula. 


ity, Mo. 
Standard Steel Works, S. Car. 
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Why an Independent Went Major 


in Utah newspapers 
during the coming months will 
herald a 30-station expansion program 
—under the Gulf Oil Co. flag—by 
Williams Oil Co. of Salt Lake City. 
It will also mark the final stage in 
Howard J. Williams’ transformation 
from Independent to major jobber. 
Williams managed a successful gas- 
oline franchise for Frontier Refining 
Co. from 1949 to 1954. But last 
November he took a step toward major 
status by buying Red Feather Oil Co., 
a heating oil firm supplied by Standard 
Oil Co. of California. In August he 
went the rest of the way, and signed 
up with Gulf as bulk distributor in 
norther Utah. He brought 16 of his 25 
Frontier stations with him. 


WHY GO MAJOR? 


Six major companies bid for Wil- 
liams’ jobber services. He says that 
“competitive” advantages dictated his 
choice of Gulf. But why did a success- 
ful Independent decide to line up with 
a major at all? 

“You make a change like this for 
several reasons,” says Williams: 

e “First, you have better accept- 
ance by the public when you introduce 
a new, brand-name product into an 
area.” 

e Second, major companies are 
more capable of giving experienced 
sales help to jobbers, thereby assisting 
them in improving their dealer rela- 
tionships. At the same time, they can 
offer dealer assistance in furthering 
service to retail customers.” 

e@ Finally, Williams explains, Gulf 
sponsorship will help advance his ex- 
pansion plans and give him protection 
in the growing octane race. 

Here are some of the details in- 
volved in Williams’ reasoning: 

Public Acceptance—Gulf is virtu- 
ally a new name in Utah, although 
some stations have used Gulf signs in 
connection with retailer-named opera- 
tions. Williams will have a relatively 
fresh brand-name helping him in his 
promotions. 

He will also have the promotional 
help of Gulf’s national credit card 
system. As a merchandising aid, this 
ties into Williams’ second point. 

Sales Help—Williams feels that 
wider exploitation of the credit card, 
in addition to other jobber and dealer 
aids, will be of help to his sales force 
and the motoring public alike. 
“Although Independent companies 
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IN NEW ROLE as a major company jobber, Howard J. Wil- 
liams (above, right) briefs Austin Benvegnu, heating oil driv- 
er for Williams’ Red Feather Oil Co., supplied by Standard of 
California. Below, with office manager Harry McCombe, he 
sets up Williams Oil Co. books for Gulf gasoline accounts 
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are issuing their own cards,” Williams 
says, “they have a limited area of ap- 
plication. All your customers become 
tourists at one time or another, and 
wish to use their cards wherever they 
travel,” 

This philosophy leads in turn to 
Williams’ expansion plans. As Ciulf 
jobber in Utah, Williams believes it 
is “necessary to make this expansion 


If you're in the 
MOVIE business 


program so that the Gulf credit card 
holders have access to Gulf gasolines 
and motor oils on all the major high- 
ways in this state.” 

Sponsorship Under Gulf, and 
through his own planning, Williams 
expects to have an easier time expand- 
ing than he would have had as an Inde- 
pendent. Banks and other lending agen- 
cies, he observes, more readily lend 


BUYING OR USiinG 


@ You'll never go wrong dealing with 


experience. 


@ Now when it comes to making 
color sound motion pictures for the 
Petroleum or TBA industries we're 
about as experienced as anybody 


around. 


@ We're proud of the dozens of films 
we've made about your business... 
We're proud of the effective jobs 


they've done. 


@ You may find that good color mo- 
tion pictures can be produced by 
experienced people for less money 


than you think. 


1105 TRUMAN ROAD 
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money for station expansion (acquisi- 
tion and new construction) when the 
distributor or owner is backed by a 
major company. 

Another important factor in Wil- 
liams’ switch to Gulf is the impact 
of major company advertising and 
promotion in the thickening octane 
fight. He believes that while many 
Independents will have access to 
higher-octane gasolines (by purchasing 
from major refiners), only the firms 
with funds for aggressive sales promo- 
tion will be able to take advantage of 
the climbing ratings. 


HIS OTHER BUSINESS 


While Williams is working on his 
3Q-station expansion drive this fall, he 
will also be waging war on natural gas 
through his newly acquired heating oil 
company. Red Feather Oil Co. has 
1,500 customers in Salt Lake County, 
covering 400 sq. mi. of territory. Al- 
though natural gas competition is get- 
ting stiffer in the area, Williams 
bought the firm to “diversify” his oper- 
ation, 

“| don’t expect to hold all of the 
heating oil business in competition 
with natural gas,” he says, “but I am 
ee iain to maintain a good volume.” 

Gasoline sales boom in the Inter- 
mountain West during tourist season, 
Williams thinks he can effectively de- 
ploy his forces to balance summer 
activity in gasoline with upswing of 
heating oil business in cooler months. 

Competiior—Williams plans to give 
natural gas a real fight. He has 
launched a plan to allow year-round 
payments for heating oil burned in the 
winter. This, plus a truck-metering sys- 
tem that gives householders an accu- 
rate check on consumption and price 
even if they’re not on hand during 
fill—-has built a loyal following for 
Red Feather. 

Williams salesmen pound away at 
the advantages of heating oil over 
natural gas during beginning- and end- 
of-season burner servicing. “Relative 
cost of heating equipment for a 1,000- 
sq.-ft. house”, says Williams, “shows 
our oil bills running between $11 and 
$14 monthly. And that’s comparable 
to natural gas prices here.” 

Company salesmen especially push 
two big oil-vs-gas advantages: 

An oil furnace permits conversion 
to other types of fuels in case of emer- 
gencies resulting from pipe line inter- 
ruptions, wars, and the like. 

No waste results from pressure 
drops in use of oil, as it does with gas. 

“I feel that there will always be a 
substantial business for heating oils, 
particularly in outlying areas,” Wil- 
liams concluded. * 
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Avoid gel-clogged fie! line complaints 
with Du Pont Metal Deactivator 


A rash of complaints due to clogged 
fuel lines causes headaches among fuel 
oil refiners and marketers during any 
heating season. And, as you might ex- 
pect, the fuel oil is often blamed for 
causing the trouble. 

A careful study of the problem re- 
veals that clogging generally occurs in 
the line leading from the fuel oil stor- 
age tank to the burner, or at the screen 
in front of the fuel pump. And this 
clogging is generally due to the forma- 
tion of a gelatinous material. 


Copper causes the trouble 
Since the feed-in line and the screen 
are often made of copper, they are a 
potential source of copper mercaptides 
which, if formed in sufficient quanti- 
ties, become gelatinous in nature. You 
can assure better customer relations 
by protecting your oil against this gel 
formation with Du Pont Metal Deacti- 
vator in addition to Fuel Oil Additive 
No. 2, which guards against sludge. 


E. |. DU PONT DE NEMOURS & COMPANY (INC.) 


left, fuel and copper tubing stored for two 
weeks with 0.05 wt. % mixed mercaptans and 
0.1 theory of Metal Deactivator. Right, fuel and 
copper tubing stored for two weeks with 0.05 
wt. % mixed mercaptans without Metal Deacti- 
vator. 


Low-cost insurance 
In most fuel oil stocks, Du Pont Metal 
Deactivator is highly effective in low 
concentrations (about 2 pounds per 
1000 barrels). This means that you can 


adequately insure yourself against the 
harmful effects of copper and promote 
better customer relations ata cost ot 
less than '2 cent per barrel. 

Du Pont Metal Deactivator was orig- 
inally developed to prevent copper 
from accelerating harmful gum forma- 
tion in gasolines. It also has valuable 
application in kerosines, diesel fuels, 
turbine oils and jet fuels. 

A booklet describing the properties, 
uses, and methods of addition of Du 
Pont Metal Deactivator is available. 
If you do not already have a copy, ask 
any of our representatives or regional 
oflices listed below to send you one. 


Better Things for Better Living 
+ « + through Chemistry 


Petroleum Chemicals 


NEW 


Re gional \ CHICAGO 
4 TULSA, OKLA 


Petroleum Chemicals Division * Wilmington 98, Delaware Offices: j HOUSTON. TEXAS 


LOS ANGELES, CALIF 


IN CANADA, Du Pont Company of Ce Limited——Petroleum Che 
OTHER COUNTRIES 


cleum Chemicals Export 
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OPERATION 


+++ @ modern miracle 


now unfolding at Canco’s 


new Barrington 


Research Center 
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No one who was in business during the early part of 


World War II will forget the confusion and dismay 
that swept through industry—and the nation—when 
the critical tin shortage threatened extinction to all 
but essential can-making. 

But thanks to cooperative studies carried on by 
Canco Research and its suppliers before the 
emergency, a way was found to conserve tin supplies 
—to spread the existing supply farther and farther 
and finally to weather the storm. 

This experience, harrowing as it was, gave birth to 
the spectacular project now under way at Canco’s 
new Barrington Research Center—Operation 


Go first to the people who are first! 


Survival—or in other words, the search for tinless 
tin cans, without limitation to present metals, 
coatings or methods of manufacture for every one 
of the more than 1500 items now in metal cans. 


Canco scientists have their basic studies behind 
them, and from their work, more and more 
containers are appearing daily, which are in whole 
or in part, tinless, An outstanding example is the 
Canco motor oil can with its thermoplastic side 
seam now widely used throughout the industry. 


Thus Canco research continues its never-ending and 
rewarding search for the containers of tomorrow— 


containers to help people live better! 


AMERICAN CAN COMPANY 


New York, Chicago, San Francisco 
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Sell batteries that are protected 


against vibration damage! 


U. S. Peerless 
MICROPOROUS 


UNITED STATES 


Electrical Wire and Cable Department 


Rubber Separators! 


{ 

The automotive battery takes a lot 
of vibration and jarring, causing 
the plates to damage the ordinary 
battery separator—resulting in 
shorts and battery failure. But 
this doesn’t happen when the 
separators are U.S. Peerless. These 
rugged separators stand up under 
vibration, give longer service than 
any other separator. They are 
known as battery savers. 

U. S. Peerless has other big ad- 
vantages: it cannot be harmed by 
battery acid, heat or plate pres- 


in service. High mechanical 
strength prevents cutting by 
warped plates or loose plate mate- 
rial. Peerless even outlasts the 
plates. It assures more economical 
operating costs. In cold weather, 
it gives 20% faster cranking speed, 
10% more power. Protect your 
battery business and the good will 
of your trade by making sure the 
batteries you stock and sell have 
Peerless Rubber Separators. 


RUBBER COMPANY 


e Rockefeller Center, New York 20, N. Y. 


NATIONAL 


RUBBER 
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Barer HOLLAND, one of Texas’ 
fastest - stepping Independents, 
thinks today’s jobber needs to equip 
himself with a sharp bulk plant layout 
and set himself up as a “flexible” sup- 
plier of oil products to his community. 
That’s the philosophy behind the 
bulk plant remodeling and expansion 
now going on at Holland’s company in 
Ft. Worth. The program is designed 
to give the Barney Holland Oil Co. 
enough operating space to become the 
principal source of supply for all oil 
products—including by-products — in 
its area. 

Holland, who handles the Conti- 
nental Oil Co. line, has already built 
himself a new office building. A big, 
newly purchased warehouse is being 
remodeled this fall. 


HIS PROGRAM 


Holland is strong on his “flexible 
supplier” theory. To realize his aims, 
he has purchased land and a huge 
warehouse adjacent to his present bulk 
plant property. This will give him 
added space to handle various prod- 
ucts. 

Step One—Holland has already fin- 
ished the first step of his ambitious 
expansion project. That was the build- 
ing of a modern, two-story brick and 
cement office structure. 

The company had been operating 
in a small combination office-ware- 
house building. Conditions were 
crowded, and Holland felt the setup 
lacked prestige—both for himself and 
for his supplying company. 

So he decided on building a sepa- 
rate office building where he, his sales 
staff, and company records could be 
housed. For a while he toyed with the 


NERVE CENTER of Barney Holland Oil Co, is new office building 
at right. Old building, center, will be torn down. Warehouse 


October, 1955 « NATIONAL PETROLEUM NEWS 


Holland 


Texas Jobber Builds for ‘Flexibility’ 


Ford 


behind cars will be used as truck shed; other warehouse, ot 
far left, has just been purchased and will be remodeled soon 


MODERN OFFICE gives Barney a view of downtown Ft. Worth, is a comfortable place 


to do business. Here he consults Paul Ford, assistant division 9 


idea of leasing downtown office space 
for this part of his operations. But at 
$4 per square foot, he decided it 
would be cheaper to build. 

Holland’s building now measures 
2,000 sq. ft. He figures it will pay for 
itself within three years, taking into 
consideration what it would have cost 
him to lease similar downtown space 


OFFICE LAYOUT 


The new building was constructed 
in one corner of his two-acre-square 
bulk plant site, located near Ft. 


Worth’s stockyards on top of a hill 
overlooking the city. 
It was built near where his old of- 


of 


fice-warehouse building stood, fairly 
close to his gasoline storage tanks and 
truck loading dock. The old building 
is now being used almost entirely as a 
temporary warchouse, until the one he 
recently purchased can be remodeled 

Ground Floor—-On the new build 
ing’s ground floor, there is a centrally 
located receptionists desk and two 
medium-sized offices occupied by 
bookkeeping and other personnel. The 
biggest feature on the floor is a file 
storage room. 

In this file room all the company’s 
records are kept, with accounts re- 
ceivable records locked up at night in 

(Continued on p. 90) 
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Better oil performance 
at a competitive treating cost 
with Oronite Lube Oil Additives 


Using the latest research techniques and test methods, such as determination of engine 


wear by use of radio-active tracers, (shown above), Oronite has developed a complete 


line of lubricating oil additives for all types of oil service. 


Throughout the nation, marketers of Oro- 
nite additive compounded motor oils are 
gaining better sales positions with superi- 
or finished products they market. Better 
performance from Oronite additive com- 
pounded oils is due in part to Oronite’s 
“custom-formulating” program of provid- 
ing additives that meet the specifications 
of the individual oil marketer. And be- 
cause of Oronite’s years-ahead research, 
testing and manufacturing facilities, cus- 
tom-compounding has been accomplished 
at progressively lower treating costs. 

Why not talk over your problem with an 
Oronite additive specialist. Contact the 
Oronite office nearest you. 


ORONITE CHEMICAL COMPANY 


200 Bush Street, San Francisco 20, California 

30 Reockwfeller Plaza, New York 20, New York 

20 Nerth Wacker Drive, Chicago 6, tlinels 

714 W. Olympic Bivd., Los Angeles 15, California 

Mercantile Securities Buliding, Dellas 1, Texas 
Cerew Tower, Cincinnati 2, Ohie 


With Oronite Additives 
you can formulate oils to 
meetthe new A.PL Service 
Classifications and can 
meet specifications for 
MIL-L-2104A, MIL-L- 
9000, Supplement I and 
Series 2 oils. 

PARTIAL LIST OF 
OTHER ORONITE PRODUCTS 
Gas Odorants 
Polybutenes 
Phenol 
Wetting Agents 
Fuel Oil Additives 


ORONITE 
CHEMICAL 


NATIONAL 


(Continued from p. 89) 


steel vaults. These vaults are mainly 
used for safety in case of fire, although 
the building itself is almost completely 
fireproof. It is constructed of brick, 
cement and steel. 

A circular stairway leads to the sec- 
ond floor. In addition to giving the 
building an “added touch,” this stair- 
way was built in less space than a 
straight one would have occupied. 

Second Floor—On the second floor, 
there are two big, main offices. One is 
occupied by Holland and the other by 
his father, Barney Holland, Sr. An- 
other long office is used for city sales 
and dealer relations employees. 

While the ground floor’s big feature 
is the file room, the second floor has a 
distinctive one, too. This is a confer- 
ence room, which can be used for 
meetings or for training programs. 

Its first use was for dealer TBA 
training sessions. Holland recently 
held classes for small groups—usually 
about four—of dealers. He brought in 
Continental and B. F. Goodrich (his 
TBA supplier) people to help conduct 
the courses. 

The conference room has a small 
display booth in one corner, intended 
to be used during training sessions. 

The building is completely air-con- 
ditioned by a five-ton unit. 


PLANS FOR WAREHOUSE 

Now that the office building is fin- 
ished, remodeling work on the pur- 
chased warehouse will be started soon. 
This work should be finished by the 
first of next year. 

There isn’t much to be done on it. 
The slope of the land will give Holland 
three different “natural” loading levels, 
to be used for trucks of various 
heights. 

There is plenty of land around the 
warehouse where LP-gas storage tanks, 
or storage space for other by-products, 
can be installed. 

Final Steps—When the warehouse 
remodeling work is finished, the pres- 
ent small building formerly used as a 
warehouse-office building will be torn 
down. The other warehouse, which 
lies between the new building and the 
warehouse to be remodeled, will then 
be used as a truck shed. 

Holland thinks he will then be in 
fine shape to realize his plan of be- 
coming his customers’ principal source 
of supply for every oil need. 

He plans to start meeting these 
needs by installing tanks for butane 
and propane. He may not carry much 
of any one product in storage at first. 
His primary aim is to have the facili- 
ties available to handle the various 
products, as demand warrants. s 


management 
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® To locate your friends 


at the November API Convention in San Francisco 


* Telephone McGraw-Hill Petroleum Publications’ 


Convention Registration Information Center 


GArfield 1-5841 


@ The Information Center operators will be able 


to tell you if the customer, prospect or friend 


you are looking for is registered and, if so, 


what hotel he is staying at and what his room 


number is. They also will be able to give you 


company-suite locations. 


@ Phone booths with direct lines to the 


Information Center will be located in the lobbies 


of the Sheraton Palace, St. Francis, Fairmont 


and Mark Hopkins. 


McGRAW-HILL 
PETROLEUM PUBLICATIONS 


This service will be supplied courtesy of 


National 
Petroleum 
News 


Petroleum 
Week 


Platt’s Oilgram 
News Service 


Platt’s Oilgram 
Price Services 


Petroleum 
Processing 
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INSTANTLY! 


The battery performance so vital in emer- 
gencies . . . so important to profits for 
heavy machinery, auto, truck and fleet 
: operators ... means even more to Private 
ee Label Marketers! Batteries built by Globe have 
become outstanding favorites for every type of pe- 
troleum-powered vehicle. 


Each Globe-built battery is the result of contin- 
uous product research and development . . . plus 
the finest, most scientific methods of manufacture. 
Every battery produced by Globe has the advantage 
of 47 years of battery-engineering experience .. . 
33 years of manufacturing batteries specifically for 
autos, trucks, heavy machinery and army tanks. 

Such facts add up to an unbeatable sales story, 
yet they are only a few of the reasons why Globe 
batteries serve Private Label Marketers so well, The 
nearness of Globe field representatives ... the films 
and sales aids available .. . the fast service you get 
on every order . mean extra advantages for you. 

To win more battery sales . . . to win more first 
sales and repeat sales... feature the batteries that 
offer more to customers. Feature Globe batteries 
... the batteries that are built better to serve better! 


GLOBE-UNION INC. 


MILWAUKEE 1, WISCONSIN 
FOR FAST SERVICE THERE ARE 16 GLOBE BATTERY PLANTS — 


ATLANTA, GA. * BOSTON, MASS. * CINCINNATI, OHIO «+ 
DALLAS, TEXAS * EMPORIA, KANSAS * HASTINGS-ON-HUDSON, 
N. Y. * HOUSTON, TEXAS * LOS ANGELES, CALIF. * MEMPHIS, 
TENN. * MILWAUKEE, WIS. * MINERAL RIDGE, OHIO + 
OREGON CITY, ORE. * PHILADELPHIA, PA. © REIDSVILLE, N. C. 
SAN JOSE, CALIF. * AJAX (TORONTO) CANADA. 


if it’s petroleum-powered there’s a 


GLOBE-BUILT BATTERY 
eee Fight from the start 


‘ 


COMPLELE LINEUP of Skelly ary-cnarge batteries (above) covers 
every price level and every cperation. At right, assistant divi- 
sion TBA manager Dick Boydston goes into action with a dealer 
presentation. Crew of ten spreads news through 18 states 


Skelly Unveils Full Dry-Charge Line 


Skelly Oil Co. has become the first 
major oil company to bring out a com- 
plete line of dry-charged batteries that 
includes all price levels and to fit all 
cars. That’s what Skelly calls Point 
No. 1. 

Biggest eye-catcher about the new 
Skelly line is the fact that each now 
comes in a_ polyethylene wrapper, 
sealed against air and moisture 


SEALED PLASTIC “Dri-Pak” acid container (left) holds exact 
quantity to fill a cell. Polyethylene wrap protects batteries 
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Individual cells are also sealed with 
a disposable rubber washer under the 
vent cap, plus a pressure sensitive tape 
over the vent cap. Final sealing is pro- 
vided by packing each battery in a 
carton, protected with a waterproof 
sealer. The three barriers against mois- 
ture form Point No. 2: triple sealing 

Point No. 3: Every Skelly dry 
charged battery now has a serial num 


PETROLEUM NEWS 


ber. The numbers replace date codes 
and make it easy for dealers to keep 
stock records, check on stock turnover 
and guard against theft 
Point No. 4: Exactly the right 
amount of the correct gravity acid for 
each cell is packed in a disposable 
plastic container and shipped in the 
battery carton 
(Continued on p. 96) 


CORRECT AMOUNT of correct quality acid for each cell is packed 
in some carton with every dry-charged passenger car battery 
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» CHLORINE 


shipped best in special 


GATX 


pressure tank cars 


GATX pressure cars for chlorine do double duty. They not only 
serve as the shipping container, but as the storage tank as well. 
Accurate controls built into these cars permit users to unload the 
chlorine as it’s needed. For greater flexibility, General American 
offers four sizes of cars—55-ton, 30-ton, 16-ton and multiple-unit 
‘ars carrying fifteen one-ton containers. 

There’s a GATX tank car that’s built or can be built to meet 
your bulk liquid shipping needs. You can choose from over 200 
types in the fleet of 48,000 cars designed, built and operated by 
General American. General American’s 38 repair shops service 
these cars quickly and efficiently for you. For the right tank car 
for your product, write or call your nearby General American 
district office. 


typical products successfully shipped in 
GATX pressure tank cars Anhydrous Ammonia 
Butane Propane ¢ Ethylene Oride Propylene Oxide Vinyl Chloride 
Methyl Chloride Ethyl Chloride Chlorine Carbon Dioxide 
features of GATX pressure tank cars* 
All-Welded Tank, Jacket and Underframe ¢ Flued-Dome Construction** 
¢ Safety Dome Platform (Available) ¢ Painting to Specification (Avail- 
able) ¢ Insulation ¢ Specially Designed Fittings (Available) 

*Standard equipment unless otherwise noted. 

**The one-piece flued-dome saddle was designed and pioneered by 
General American as early as 1938. 


GENERAL 
AMERICAN 
TRANSPORTATION 
CORPORATION 


135 South La Salle Street © Chicago 90, Illinois 
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eye-catching new... 


WALL ALEMITER 


with built-in air hoist! 


f 


It’s years ahead in design, with a modern custom- 
made look that builds customer acceptance fast. 
Simple fingertip control saves time and labor of 
manual drum changing... keeps lube area clean 
ready for business! No greasy loading or trans- 
ferring. Delivers lube directly from 120-lb. drums. 
Famous Alemite Super-H Pump lets you handle 
lube jobs 4 faster! Also equipped with two Low 
Pressure Pumps for gear lube, automatic trans- 
mission fluid, or motor oil. One air line serves 
three pumps and air hoist. Multiply sales with 
the new Wall Alemiter! For full details, con- 
tact your Alemite representative today ! 
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sell more lubrication service with 
these Alemite advantages! 


BEAUTY! The Alemiter modernizes every lubrication department 
attracts new customers |! 


CONVENIENCE! Cover assembly and pumps raise automatically as 


a unit — with fingertip control | 


PERFORMANCE! Ali the power you need for every type of lubrico 


tion service — one Super-H Pump and two LP. Pumps! 


© Requires only © Aluminum finished 
40218" cabinet reinforced and 


spacel welded in one unitt 


ALEMITE 


Dept. K-105, 1826 Diversey Parkway, Chicago 14, Illinois 


TO BUILD MORE 
VV eet. = 
: 
| 
| 
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Pre-Stretching and | 


4 


are 2 reasons why 


You can count on up-to-date 
product development to keep 
Thermoid TBA items out front. 
Pre-stretched Fan Belts with Neoprene 
covers are a typical example. 


Redi-Curv Hose with Neoprene tube 
and cover is another. 


These functional, expendable, easily-installed 
products are tailored for TBA. And Thermoid 
backs them with specialized marketing 

experience that helps you move merchandise! 


Let us show you in detail why 
It's good business to do business with 


hermoi 


A principal supplier to the automotive 


market for over 50 years. 


Thermoid Co., Special Sales Division, Trenton, New Jersey 
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TBA 


(Continued from p. 93) 


Also, Skelly has lengthened its guar- 
antee periods, largely to meet competi- 
tive claims. The premium line, in blue 
cases, Carries a four-year guarantee. 
At other levels, guarantees are pro- 
portionately shorter. 

Skelly also has a special manual to 
introduce the new line. Pictures and 
sketches show each step in activating 
a dry-charged battery. 

Another feature of the manual is a 
page of battery specifications that in- 
cludes three separate “power ratings” 
for each battery in the line. These are: 

e The 20-hour rate is explained as 
test that indicates the lighting ability 
of a battery. It is the capacity in am- 
pere hours that a battery will deliver 
when discharged at 80-deg. F. to a 
voltage of 1.75 per cell. 

e The 20-minute rate is a test that 
represents the starting load in amperes 
that a battery can maintain for 20 
minutes to a voltage of 1.5 volts per 
cell. 

e The 300-ampere rate at zero for 
6-volt batteries (150 amp. for 12 volt) 
is described as the most exacting test, 
and the one that means most to the 
busy car owner. It represents the num- 
ber of minutes a battery will crank a 
stiff, cold engine before the voltage 
drops to one volt per cell. 

The new battery line was presented 
to Skelly dealers and jobbers in a pro- 
gram of 90 TBA meetings held in 18 
states 


PHOTO CREDITS 


p. 89-—W. D. Smith, El Paso 

p. 126--Rod Daley, South Pasadena 

p. 131-—Morrison-Gottlieb, New York 
City 


National Petroleum News 


“Take a card—" 
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AIR SERIES 


Area IIluminator Rapid Start 


Catch their eyes before they 
drive by . . . with the new 
Whiteway Model AIR 
FEATURES: 

@ 4 of 6 Rapid Start lamps 


@ High intensity lighting with mini- 
mum glare 


@ Low operating costs 

@ Sturdy aluminum construction 
@ 6 feet long—25 inches wide 
@ Light Angle Fully Adjustable 


For complete details write for FREE he 


illustrated catalog 


When you buy lighting 
e sure to GET THE BEST! 


Whiteway 


SYSTEMS 


Below are a few examples of Whiteway’s out- 
standing new, priced-right quality lights, 
systems and accessories for 1956. Be- 
fore you buy, compare! Light 
the right way with 
Whiteway! 


ALRS SERIES 


Angle-Lume" Rapid Start 
‘Angle-Lume” Island lighting —another 
Whiteway “‘first’’ presents an entirely 

new concept of outdoor lighting 


FEATURES Write For Catalog 


THE RAPID-START SERIES 
RECOMMENDED TO 
30° BELOW ZERO 
Light output increases proportion 


@ Patented 15 angle (Pat. No. 168,924) | 
@ Recommended tor use where se (no obligation) 
temperature falls below 60° F. 
@ Super-strength, non-sag |-Beam Con- 
struction tor long spans ; WHITEWAY 
@ Fully-adjustable post mounting brack- f ; Cc 
ets 
housing—completely water- Manu actur ng 
proof—-sturdiest construction 
otpesees with 4 of 6 Rapid Start 1736 Dreman Ave. 
Watt lamps 
@ Available in any lengths in multiples | Cincinnati 23, Ohio 
of 6 feet | 
@ Full 28 width with 81." glass panels outdoor 
equipment for progressive service station 
For complete details write for FREE | 
illustrated catalog 
| 
| 
i | i} if i i i i I i 
on” of on 


Fits your present 
posthole centers! 


AL SERIES 


“Angle-Lume" 


ately as temperature drops to 0 
Fahrenheit 


The patented Whiteway Model AL, offers smart 


styling and wide angle lighting at remarkably 

low cost. Streamlined design afforda ‘custom 

look” that pulls heavier traffic into your 


station implicity of design resulta in 
juick, easy, time and labor say 
ing maintenance. Available 

in any length in in 
of 2 ft, as 


crement 
embled from baie 
unite of 4, 6 and & ft 
ectiona ith 4 of 

ampe per ‘sect! ion Pont 

Y mounting brackets ad 
justable to meet your 
exiating pesthele cen 

ters. Get complete sper 
ifications by writing 

for our new catalog, 


Equipped with Instant-Start Slimline Lamps 


| 
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NOT JUST ONE...BUT TW/O...GREAT TUBELESS TIRES 
HELP MAKE MILLER THE FULL PROFIT FRANCHISE 


Look at these Miller 
FULL PROFIT features 


@ TWO great tubeless tires 


e A complete line of passenger car, 
truck and farm tires 


@ Protected territory 


@ Factory paid national area 
advertising 


© A practical budget plan that works 

@ Liberal terms 

@ Realistic pricing 

e Complete local advertising and 
sales promotion helps 

© Supplier help and co-operation with- 
ovt interference in your business. 
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ANT to make the most of 

the big swing to tubeless 
tires? Then look into the /u// 
profit opportunities that Miller 
offers with its new equipment- 
type tubeless tire... plus the fam- 
ous Miller Safety-Guard Imperial 


puncture sealing tubeless. You can 
sell the new Miller Imperial Safety 
ata good profit... or you can se// 
up to the premium Safety-Guard 
Imperial and make even more 
money. Ask your Miller Repre- 
sentative to give you full details 
about these two great tires now. 


NATIONAL 


The Safety-Guard Imperial 


The finest protection against blowouts, punc- 
tures and skids your customers can buy... 
and the finest moneymaker you've ever seen. 
Seals punctures permanently! 


The Imperial Safety 

Backed by all of Miller's long experience 
with tubeless tires which means that you'll 
have no_“headaches” due to unsatisfactory 
service. You can sell it with confidence. 


Write Dept. NM-10, Miller Rubber Company, 
a Division of The B. FP. Goodrich Company 
Akron, Obio, for complete franchise facts. 


MILLER 


Geared to the febad TIRES 
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Oil-TBA Group Program Set 


S. H. Elliott 


H L. Moir 


EADOFF speaker at the annual 
Oil Industry TBA Group con- 
vention is expected to be Samuel H 
Elliott, vice president in charge of 
marketing, Standard Oil Co. (Ohio) 
The meeting will be held in St. Louis, 
Monday and Tuesday, Dec. 5 and 6, 
at the Chase Hotel 
Elliott will tell “What 25 Years in 
TBA Has Meant to Sohio.” He 
native Kansan, holds a degree of Civil 
Engineer from the University of Kan- 
sas, and a degree of Master of Busi- 
ness Administration from Harvard. 
He came to Sohio in 1929 working on 
market research for non-petroleum 
products. He was subsequently pur- 
chasing agent, manager of the pipe 
line department and vice president in 
charge of transportation. 


Dr. Tennyson Guyer, public rela- 
tions director for Cooper Tire & Rub- 
ber Co., will talk on “7 BA Profit From 
the Dealer's Viewpoint.” Guyer is 
widely known as a speaker who mixes 
chuckles and inspiration into his talks. 


A discussion of “The Next Few 
Years in the Tire Business” by R. S. 
Wilson, vice president and sales man- 
ager, Goodyear Tire & Rubber Co., 
will include some predictions on future 
materials, types and sizes of tires. 
Starting as a clerk in Goodyear’s serv- 
ice department in 1912, Wilson has 


IS a 
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Tennyson Guyer 


T. A. Aldridge 


PETROLEUM 


R. S. Wilson 


Jack Hall 


truck tire sales 
He 
has been vice president and sales man 
ager since 1928 

“What Dealers Expect From Their 
Oil Companies” will be the subject ot 
a talk by William Milligan, director of 
training, Shell Oil Co. of Canada. He 
will report on what dealers like and 
don't like in the way of displays, sales 
training, product information and pro 
motional help 

Harry Mou 
dent of Pure Oil Co., will talk 
‘The Service Station 5-10 
Hence’ Moir has been an 
of Pure’s manufacturing department 
and has served on many SAE and API 
committees. He is now assistant to the 
vice president in charge of retail sales 

“TBA—the Inalienahle Heritage of 
the Gasoline Station” will be the sub 
ject of a talk by Thomas A. Aldridge, 
vice president in charge of marketing, 
American Oil Co. Aldridge will dis 
cuss how to achieve a fair balance be 
tween the promotion of TBA and gaso- 
line, how extensively they are tied 
together and what trends are ahead. 

A group of West Coast oil men will 
conduct a panel discussion on “The 
Accessory Business in the Gasoline 
Station.” Jack Hall, TBA manager for 
Douglas Oil Co. of California, will act 
as moderator 


been service manager 
manager and advertising manager 


assistant vice presi 
about 
Years 
executive 


NEWS 


GOOD anti-freeze 
to sell at a GOOD price... 
those are your competitive 

advantages when you stock 
either ARTIC FLO or Blue Star. 
Both are available in 
permanent AND methanol. No 
one can beat the combination of 
high quality and low price. 
Get in touch with us before 


you buy! 


ah 
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| 
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VIRGINIA 


Direct from Purolator’s modern re- 
search and engineering laborato- 
ries comes the answer to one of 
the petroleum industry’s biggest 
headaches . . . contaminated avia- 
tion fuel. 
Bulk filtration with Purolator 
MICRONIC (filters right at the 
point of delivery definitely estab- L K | LT 
lishes the fact that your product | 
is as contaminate-free when it is t or airp ort fueling 


used as it was in your refineries. 


Why not te fut 
y not guarantee your future assure your customers of 


customer relations with the world’s 

finest filtrati equi t. F 

CLEAN AVIATION FUEL 
for Bulk Filtration Catalog 1054A. 


Address Dept. BI-101, Purolator 
Products, Inc., Rahway, N. J. 


TYPICAL INSTALLATIONS 


AT AIRPORT FUELING RACK IN SIDE COMPARTMENT OF AVIATION FUELING TRAILER 
(ten PAG-300 MICRONIC Filters) (two PAG-150 MICRONIC Filters) 
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Double-dise design 


approved. Model P-901-U 
from 14" to 3” 


Model P-2640 for 
FILLING STATIONS 


Bronze. Non-rising stem. 
Solid wedge. Screwed 
bonnet and ends. Deep 
gland follower in stuffing 
box. Ten sizes from Y“ 
to 3”. 


— 


Model P-2654 for 
TANK TRUCKS 


Milvaloy. Rising stem, 
double-disc type. Bolted 
bonnet. Square or round 
flanges. 2”, 2%", 3”, 
4" and 6” sizes. 


Models P-2680 
and P-2685 for 
BULK STATIONS 


Bronze. Stemlock type. 
Screwed or flanged. Lock 
prevents stem from turn 
ing. May be packed un 
der pressure when wide 
open. Available in 14", 
a, an. 
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ends seating troubles 


Lever throttle valve's ball 
socket joints, specially ground for 
oil service, mean positive closure 
longer seat life. Underwriter's 
in sizes 


and 


with the complete line of 


MILVACO valves and fittings 


For quick control and maximum flow — 
in bulk plants, on tank trucks, in service 
stations — use MILVACO valves, nozzles, 
faucets, and fittings. Each size and model 
in the broad line is backed by more than 
50 years of development and production of 
quality products for the oil industry. 


the only line with weight-saving MILVALOY 


MILVALOY weighs only 14 as much as 
bronze, yet sets new standards for rugged 
dependability. Strong, chemically-resistant, 
non-sparking MILVALOY products are ideal 
for any oil handling operation. 


Write for your copy of our complete catalog 
of valves and fittings for the oil industry. 


MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 
2379 South Burrell Street, Milwaukee 7, Wis. 


THE MARK OF PERMANENT QUALITY 
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tires—batteries—accessories 


TBA Men Watch Seat Belt Scene 


By Frank C. Sturtevant 
TBA Editor 


After July 1, 1956 no new car can 
be registered in Illinois unless it is de- 
signed so that seat belts can be in- 
stalled, The seat belts themselves aren't 
mandatory yet, but the new law paves 
the way for such legislation later. 

When states start passing laws about 
a new automotive accessory, merchan- 
dising men prick up their ears. They 
know that the adoption of such laws 
is a strong indication of public interest. 

That doesn’t mean that the oil in- 
dustry will rush to get on the band- 
wagon by adding seat belts to every 
TBA line. Other factors—chiefly the 


installation problem—might keep them 


out of the seat belt business, regardless 
of how popular the belts become. 

But it’s the job of TBA merchan- 
disers to be on top of any new develop- 
ment in the accessory field. In the case 
of seat belts they are supposed to know 
all about how they are made, how they 
work, and what they cost. They are 
also expected to read the future and 
figure out how they'll click with the 
public. 


Situation—Here’s a round-up of the 
present status of seat belts. 

There are already five manufacturers 
in the field. Two of them, Hickok and 
Sparton, are making strong efforts to 
stir up public sentiment in favor of 
seat belts. This isn’t hard to do. It 
seems that everybody has a good word 
to say for them. 

As to prices, one concern offers a 
single belt for around $10.00. Another 
offers them at $25.00 a pair. They are 
too new yet for prices to stabilize, but 
these figures are enough to indicate 


Combines graceful styling... finest 
engineering... extra rigid, extra solid, super 
tough, one-piece body... built like a bridge— 


will not sag... weather sealed— 


fully gasketed ... produces more glare-free 


natural light without harshness... 


has fully adjustable sliding pole fitters. 


Send for Catalog 


COMPCO corPorATION 


2251 W. St. Paul Ave. 
Chicago 47, Illinois 


STATIONMASTER 


15° Wide Angle Horizontal ''T"' Light 


. 
. 
. 
. 
. 
. 
. 
. 
. 


A New 
Design 
in Station 
Lights! 


NATIONAL 


that the seat belt is a “big ticket” item. 

Seat belts have to be anchored to the 
car frame or floor, not to the seat. 
Sparton’s new entry in the field has 
the outside half of the belt anchored 
to the lower edge of the car door, so 
that doors will not spring open upon 
impact. Installation of a complete set 
of belts for front and rear seats is said 
to take two hours. 

The work is no more exacting than 
that required for replacing spark plugs 
and oil filters, especially in some of the 
more difficult locations. The job can 
be understood by nearly all service 
station people. The time element is 
the biggest objection for oil marketers. 
Some TBA men do not favor adding 
anything to the line that involves long, 
complicated installation. 

Ford, Lincoln, Mercury and Chrys- 
ler will offer seat belts as optional 
equipment on 1956 models. This will 
help determine whether the public is 
willing to pay out for seat belts. A 
similar test will grow out of B. F. 
Goodrich’s addition of seat belts to its 
accessory line in several test areas. 

Promotion—As_ far as_ publicity 
goes, this newcomer to the automotive 
field has been greeted with a flood of 
favorable comment. If publicity alone 
can sell seat belts, the business is going 
to be a gold mine. 

It started last winter with an article 
in Woman's Day, a magazine sold in 
chain grocery stores. The article told 
what happens to human beings in an 
automobile crash, and how seat belts 
cut fatalities 50%. Complete details 
were given on how to install seat belts, 
with each step of the job illustrated. 

Another story reviewing all the ar- 
guments for and against seat belts 
appeared in the Saturday Evening Post 
of July 16. This article also reported 
that moves have been made in several 
states to pass bills making seat belts 
compulsory. 

Brief stories have appeared in all 
parts of the country in newspapers and 
in the trade press. Without exception 
they endorse seat belts. 

What’s Ahead—The move in Illinois 
may be copied elsewhere, Often in the 
past new regulations on automotive 
equipment have been adopted by one 
state after another until they became 
universal. 

These questions remain: will car 
owners buy seat belts for old cars, or 
only when they buy new cars? Will 
they buy them eagerly, or will they 
balk at putting money on the line? 

Finally, if there is a big demand, 
are seat belts a logical TBA item for 
oil companies to handle? That one may 
wait a long time to be answered. & 
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WARNER LEWis COMPANY 


DIVISION OF FRAM CORPORATION 


eee 


| A COMPLETE LINE OF 
"SEPARATORS AND FINE FILTERS 
FOR LIGHT PETROLEUM PRODUCTS 


The extensive research facili- 
ties and wide experience of 
FRAM and WARNER LEWIS 
COMPANY are now combined 
to provide scientific liquid 


separation and filtration for 


Refinery process streams, pipe- 


lines, and petroleum marketing 


installations. 


Inquiries are invited on your 


EXCEL-SO D-Model Filter HP.700 High Volume Separator Filters 


particular problems. 


FRAM Liquid Separator Filter FRAM Industrial Filter { . 0 m p A n uv 


DIVISION OF CORPORATION 
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The Odds on Frost 

The odds on when the first frost 
will appear in your locality have been 
calculated by Du Pont. The Zerone- 
Zerex division looked up the weather 
history in 134 areas for the past 30 
years, and charted the probability of 
the first freeze occuring in any one 
week from September through De- 
cember. Example: In South Bend, 
Ind., the odds are 19 to 100 that the 


first freeze will appear by the last week 
in September; 38 to 100 by the first 
week in October; 60 to 100 by the sec- 
ond week in October; and so on up to 
99 to 100 chances of the first freeze 
by Nov. 17. 


Pre-Antifreeze Cleaner 

Du Pont’s No. 7 line now includes 
a new radiator cleaner called “Fast 
Flush.” It’s recommended as a 10- 


Lu Bar on the island 


| 


SELLS MORE 


minute treatment prior to installing 
antifreeze to remove grease, rust and 
dirt from interior cooling system sur- 
faces. For badly clogged systems Du 
Pont offers the more powerful acid- 
type Cooling System Cleanser. 


Improved Battery Tester 

Socony-Mobil is out with another 
improved model of the Mobil Start- 
O-Scope for testing and servicing bat- 
teries. The new version is a stream- 
lined, one-piece molded unit in blue 
and gray. The open circuit voltmeter, 
mounted on one end, has a 6-12 volt 
switch located inside the cord storage 
compartment where it is less exposed 
to damage. 


LuBar on your island keeps oil right out in front where it’s seen and 
sold. LuBar island display is a constant reminder to every gasoline 
customer to buy that extra quart of oil that brings you a huskier profit. 
This powerful merchandiser offers high capacity—96 quart cans—on 
a minimum of island space. It’s styled to match your pumps, incor- 
porates ‘‘can-tainer” for empties, locks against theft and tampering. 
Models available with advertising panels, 
and overhead lighting systems. On all as the new “Go-Anywhere” 
counts, LuBar sells more oil...and 
selling just one extra quart a day will 

pay for a LuBar. Write for bulletin! 


New All-Purpose Tire 

Kelly-Springfield is bringing out a 
new all-purpose truck tire in both tube 
and tubeless versions. It is described 
Kelly 
Road Trac tire, and has a self-clean- 
ing tread design that ejects mud and 
snow. 


General Products Division 


TOKHEIM CORPORATION 


Designers and Builders of Superior Equipment 
1650 Wabeoth Ave. Since 1901 Fort Wayne 1, Ind. 
Factory Branch: 1309 Howard S1., San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge St., Toronto, Ont 


Battery Campaign 

Consumer copy in the Willard Stor- 
age Battery fall campaign will put 
heavy emphasis on low-price appeal. 
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Promotion material for dealers will 
show how to use the discount houses’ 
emphasis on price as the magnet to get 
buyers in, and the “selling up” tech- 
nique to close the sale. 


Poor Lights Top List 

Faulty front or rear lights again 
topped the list in Tung-Sol’s annual 
Vehicle Safety Check program. Bad 
lights accounted for 34.3% of the 
items in need of correction. Brakes 
were next with 23.6%, followed by 
exhaust system; tires, steering, wipers. 
glass, horns, and rear view mirrors 


“Hood Opener” Season 

Antifreeze is not only a profitable 
item in itself, it is also an ideal “hood- 
opener” for other fall and winter sales, 
says Zerone-Zerex sales manager R. 
D. Scheer. His company will again 
promote antifreeze week, Oct. 17-22, 
with a heavy advertising program 
starting Oct. 1. Car owners will be 
urged to go in early for winter servic- 
ing and avoid the jam which always 
occurs with the first freeze. 


PERSONALS 


U. C. Brown, for- 
merly petroleum 
sales representa- 
tive for Firestone 
in New York, 
now heads _ the 
department at 
Akron. He suc- 
ceeds Bert Addi- 
son who has re- 
tired after 39 
years in the tire 
business. Brown 
was a newspaper man in St Louis, 
Memphis and Denver before joining 
Firestone in 1940. His successor in 
New York is G. W. Mulholland. 


U. C. Brown 


Chester J. Miltner becomes field 
merchandiser in the eastern zone for 
the associated tire lines of B. F. Good- 
rich Co. He has been a credit manager 
and store manager for BFG at Yonkers 
and Port Chester, N. Y., and Stam- 
ford, Conn. 

Reid A. Griffith is now field mer- 
chandiser for the northwestern zone. 
He has been in BFG sales posts in 
Peoria and Rockford, Ill. 

Karl R. Bing becomes special ac- 
counts manager for the Ray-O-Vac 
Co., Madison, Wis. He will handle 
sales to mass distributors including oil 
companies. He has been a district and 
chain sales manager. 
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Sterling WwW. 
Galloway is now 
regional manager 
for Spark 
Plug Div. of Gen- 
eral Motors in 
San Francisco 
He replaces A. A. 
Williams who has 
Once a 
service station 
owner and man- 
ager, Galloway 
most recently has been assistant re- 
gional manager for AC at Los Angeles 


resigned 


S. W. Galloway 


New low-priced 
electric pump... 


Take the work out of pumping 
... the cost out of maintenance! 


You'll like this moderately priced 
portable electric pump—whether for 
your own use or that of your customers. 
Pays for itself in economies of time, 
manpower and effort. Model 44 is 
equipped with adjustable sliding suction 
tube and can be used wherever a safe, 
dependable, compact pump is needed. 
Can be supplied without dial meter. 

Call your Tokheim representative today! 


R. A. Bruce has been appointed 
direct factory representative for Rob- 
bins Tire & Rubber Co. 

Herb Wolfe is in charge of the new 
Robbins sales office and warehouse at 
1421 S. Michigan Ave., Chicago 


M. G. DeSault will head a new 
district office just established by 
Dunlop Tire & Rubber Co., in Port 
land, Ore. The district office will share 
quarters with the Harry Blair Tire 
Co., newly formed distributor for 
Dunlop tires 


Feature Facts 


® Guaranteed for one year! 
Compact! Only 23” high 

@ Contains many basic 
features of famous Tokheim 
service station pumps 

@ Delivers approximately 
10 g.p.m. 

@ Built-in line check valve; 
no priming, no foot valve 
needed 

@ Rotary gear pump (not 
vane type) with built-in 
bypass valve 

@ Explosion-proof h.p. 
electric motor 


eevee eee ee eeeeee 


General Products Division 


TOKHEIM CORPORATION 


DESIGNERS AND 
1650 WABASH AVENUE 


Factory Branch 
Canadian Distributor: H, 


NEWS 


BUILDERS orf 

SINCE 
1309 Howard Street, 
Reeder, 


SUPERIOR EQUIPMENT 

FORT WAYNE 1, INDIANA 
San Francisco 4, California 
205 Yonge Street, lorante, Ontarig 
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MODEL 44 
portable power-pump | 


Crown's new design has 
the nozzle in the center, 
and the bottoms have a 
drawn recess which regis 
ters on the nozzle of the 
supporting can 


@ 50% imPROVEMENT 
DISPLAY 


. 
» ad 


STYLE CAN 


50% improvement 
DISPLAY 


with Full-Stacking 
style cans 


Crown is first to create a full-stacking “F’’ style 
can, The bottom seams of the upper can rest 
securely on the top seams of the lower can, thus 
giving perfect stability to the stack. 


GET ALL THESE ‘PLUS’ ADVANTAGES 


+ 50% IMPROVEMENT IN DISPLAY 
AT POINT OF SALE 


All of these cans stack rightside up with labels 
legible. No pyramiding, no inverting of alter- 
nate rows necessary as in the past. 


+ SAVING ON STORING AND SHIPPING 


Cubic volume reduced because cans nest 
together perfectly. Conserves storage space. 
Permits higher weight minimum, lower freight 
rates. 


+ NEAT, ORGANIZED SHELF STACKING 


These new cans are so easy to organize on 
the shelf, so stable when they're stacked, that 
mass displays of them always ‘‘look their best’ 
to win sales. 


+ SIMPLIFIED HANDLING ON FILLING LINES 
Spout is uniformly “top and center.” No in- 
dexing problem. 


QUART AND PINT SIZES NOW AVAILABLE 

AT NO INCREASE OVER STANDARD PRICES. 

ORDER NOW! CONTACT YOUR CROWN 
SALES REPRESENTATIVE! 


"BIG Enough to Serve You... SMALL Enough to Know You" 


PHILADELPHIA * CHICAGO * ORLANDO BARTOW BIRMINGHAM BALTIMORE NEW YORK BOSTON ST. LOUIS SAN FRANCISCO 
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CROWN CORK & SEAL COMPANY, INC. 


CAN DIVISION 
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Pure delivers 


lubes in any amount! 


j 


...and here’s why it pays to get them: 


e The choice of a wide variety of solvent-ex 
tracted base stocks and finished blended oils. 
Meet API specifications ML through DS, as 
well as most military and manufacturers’ 
specifications. 

e Technical service right on the spot. Backed 
by Pure’s modern research and production 
facilities. 

e Low treatment costs and flexibility of ad 
ditive selection. 


Call or write The Pure Oil Company Be sure with Pure 


35 East Wacker Drive, Chicago 1, Illinois 
Phone: STate 2-2100 
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» THE DOWNTOWN CENTER GARAGE 


San Francisco's newest 1200 car parking facility. 
Modern design permits easy access to all floors 
by Spiral ramps. Elevators accommodate driver 
and passangers. A service area at street level 


handles 35-40 lubrication jobs daily. 


TODAY — operators of modern service departments must 
have modern equipment 


these BALCRANK HOSE REELS 


for chassis, gear and motor lubricants 
are supplied from... 


Models for 
every application 


BALCRANK, INC, CINCINNATI 9, OHIO 


Simplified Lubrication Equipment 


BALCRANK INC., 
Disney Street, 
Cincinnati 9, Ohio 


PUMPS 


located in stationary refiner’s drums 
in a remote storage room. 


B Want more facts and illustrated literature about the profitmak- i 
& ing advantages of Balcrank Simplified Lubrication Equipment? 


€ Address your inquiry to Dept. 110 * 
4 for prompt attention g 
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Navy Boosts 


REAT possibilities, but definite 

limitations: that’s a nutshell report 
on “Teflon”, a DuPont plastic product 
that the Navy calls a miracle dry 
lubricant. 

Tests at the Naval Research Lab- 
oratory in Washington proved that 
Teflon will lubricate weapons for an 
almost indefinite period. It is already 
well established as a protective coating 
° and electrical insulating material. Re- 
searchers are now looking at it for its 
industrial possibilities. 

Teflon’s greatest industrial value, 
NRL thinks, will be felt in cases where 
similar items are manufactured in 
sizeable mass production. The lab be- 
lieves it can be used as a dry lubricant 
for bearings, gears, screw threads that 
are frequently removed or replaced, 
valves, and hydraulic and pneumatic 
equipment subject to friction and re- 
quiring a lifetime lubricant. 

Procedure—Teflon is easy to apply. 
In a suspension form, it occurs as a 
plastic film only a few thousandths of 
an inch thick. The film is sprayed on 
like paint, air-dried, and baked at 725 
deg. C. As a combination dry ijubri- 
cant and corrosion preventive it is 
serviceable from 75 deg. below zero 
to 500 deg. above. 

Obstacles—A big drawback to 
widespread use of Teflon as a dry lube 
is its cost (about $16.25 a qt.). Pro- 
ponents claim this figure can be con- 
siderably reduced in mass production 
items. An NRL spokesman points out 
that a quart actually covers as much 
as 20,000 sq. in. 

There are also drawbacks in Tef- 
lon’s range of application. It cannot 
be applied to wood or to metals that 
will not withstand the baking temper- 
ature. To apply it to aluminum or 


GIANT CANOPIES 
The New Trend in The West 
Comin 
In Next Month’s NPN 


brass, for example, requires a special 
radio-frequency heating process. This 
equipment is not considered pro- 
hibitive in cost, but upkeep is said 
to be high. 

Teflon has flunked others tests, too. 
It was found impractical for use on 
the outside of an airplane because 
the temperature needed to fuse the 
coating to the metal caused the plane, 
under tension, to come apart. It did 
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‘Miracle’ Dry Lube 


substitute for 
lacked the 


suitable 
because it 


not prove a 
crankcase oil 
ability to cool. 

Outlook—Besides the industrial uses 
of Teflon, the new product might be 
used with a number of high-grade 
home appliances like door hinges and 
spigots. But for competitive items 
has found in low-cost housing projects 

Teflon may not justify additional 
costs. 


ry LUBRICATION 


Other uses that show promise are 
in mechanical control systems such as 
record players and turntable assem- 
blies, possibly in television sets, and in 
numerous electronic and precision op 
tical instruments. 

Teflon is now available for com 
mercial use, but there are special 
techniques necessary for applying it 
as a lubricant. NRL is willing to pass 
these along to anyone interested * 


FAST DELIVERY 


Fig. 189-6 


Fig 1896 


delivery and sure tight closing action 


Morrison fuel oil hose nozzles are noted for their speed of 


Light, convenient, and easy to manipulate, these Morrison 
selt-closing nozzles are popular with fuel oil delivery men 
The drivers like the smooth action and the clean cut tight 
ness after the nozzles are closed. 


A variety of these nozzles is made to meet every delivery 
problem. 


Fuel oil deliveries are made simpler, safer, and faster with 
the Morrison fuel oil hose nozzles. 


Fig 224 


MORRISON BROS. COMPANY 


OIL EQUIPMENT HEADQUARTERS 


DUBUQUE, 
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We’re telling ’em by the millions 


THROUGH NEWSPAPERS, FARM MAGAZINES, BILLBOARDS, RADIO, TELEVISION: 


4 


The “right oil” of course means Phillips 66 Motorists know that Phillips 66 Trop-ARTIC is 
Trop-Artic” All-Weather Motor Oil. THE QUALITY motor oil for all-weather driving. 
“For right now” means for all the time—for the And Phillips 66 Dealers know that Trop-ArTIC is 
weather today, for the weather ahead, for all kinds THE QUALITY motor oil for all-weather business. 
of weather. For information about a Phillips 66 franchise, 
“Right here’ means at all stations displaying write to: Sales Department, Phillips Petroleum Com- 
the famous orange and black Phillips 66 Shield. pany, Bartlesville, Oklahoma. 


IT’S PERFORMANCE THAT COUNTS! 
Successtul Businesses are Built with Successtil Products! 
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FOR FLEETS, FARMS, DOCKS, CONSTRUCTION JOBS, ETC. 


That's right—only Gasboy offers a complete selection 
of job-designed pumps for your ever increasing con- 
sumer-commercial accounts. For fleets, farms, factories 
.. large or small...tanks above or underground... 
any size space...for any budget—there's a Gasboy 

? Electric designed and priced to fit the need exactly. 


GASBOY 


], The beautiful “100”, priced 
unbelievably low, is the Industry’s most popular pump. For high 
priced pump appearance and features, at really low cost, use 
the Starliner . . . it's your guarantee of the absolute maximum 
in performance and customer satisfaction. Underwriters’ approved, 
the “100” has big easy to read roller register, accurate all 
bronze meter, and delivers a fast 14 GPM from powerful million 
proof belt-driven pumping unit. 


2. The Super Compact 200” gives you 
big pump performance at a budget price 
and in “budget space. 12” square 
housing permits greatest of installation 
flexibility. Quiet direct-drive pumping 
unit delivers 14 GPM through big all 
bronze meter . with modern roller 
register. Like all Gasboy’s check valve is 
built-in, eliminating separate 
inconvenient foot valve 


Model 100 
STARLINGR 


WIRE OR URITE TODAY! 


For complete literature and prices on 
Gasboy electrics. Let us show you how 
you'll be time, money and satisfaction 
¥ ahead when you use “ALL THREE" 
3. Economy, plus dependability and out styles of Gasboys for your gasoline 


and diesel accounts. Twenty models to 
middle gallonage class. Rugged weatherproof choose from. 

unit delivers 14 GPM through 20 gallon dial 
meter. (Also available less meter.) REPRESENTATIVES IM PRINCIPAL CITIES 


THE “FIRST NAME” CONSUMER PIMPS 
LANSDALE, PA, 


Cy 
Model 900 


Buy Dodge Truck and pocket 


Save first, and always, with a Dodge truck! New Models Dodge saves you 


low prices bring famous Dodge dependability Vs 
within the reach of every truck owner. What's 
more, Dodge work-proved long life and low 
operating costs mean extra savings over the 
years. 


$ 94 
”~ $123 
Ya $117 
% $137 
1-TON EXPRESS $157 
As for performance, Dodge offers you the great- 1-TON STAKE $188 
est power line-up of any trucks on the road! 

Smooth-running Dodge Sixes are famous the 

world over for economy. New Dodge Power- 

Dome V-8’s, with 169 to 202 hp., are the most 

advanced, most powerful engines in any leading 

trucks, 


But see for yourself. Your dealer has a Dodge Job-Rated 
truck which will save you money and speed your 
work. See him today. 
WITH THE FORWARD LOOK > 
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Marine Camp Station Blazes New Trails 


California experiment in 


‘ 
supermarket’ operation 
uses some special twists 


HE SHAPE of things to come 

in service station design may be 
seen in the new high-volume station 
designed for the Camp Pendleton, 
Calif., Marine Corps Base by The 
Texas Co. 

The $100,000 station 
Ken Faulkner, assistant manager of 
Texaco’s Los Angeles division - 
features separation of the pump is- 
lands, oil check, TBA sales, lube and 
wash operations, and a “supermarket” 
traffic pattern that allows the customer 
to get everything he wants and pay for 
it on the way out. 

Who It Serves—Although the sta- 
tion operates on a Marine Corps 
Training Base, it is a commercial 
operation serving the private vehicles 
of personnel stationed there. The only 
government owned vehicles serviced 
at the station are those operated by 
the Exchange. They represent no more 
than 3% of station volume. 

“The station pays its own way”, 
says base exchange officer J. C. Bigler. 
“We pay the government for our water, 
power, telephone and sewage service 
—the only thing we don’t pay is rent 
for the land. The only Marine Corps 
personnel at the station is the manager, 
T/Sgt. Richard C. Mudd. All the rest 
are civilian employees. We pay them 
wages commensurate with the pre- 
vailing local scale, and furnish all 
uniforms.” 

Women serve at the pump islands 
and as cashiers. Service, lubrication 
and washing are done by men. 

Station prices are about 4.5¢ be- 
low neighboring dealers’ on both gas- 
oline grades. The price includes 8¢ 
federal and State tax. The new station 
is one of five operated at Pendleton 
largest Marine Corps Training Base in 
the country—by PX. The PX handles 
products of TheTexas Co. only, and 
gets a good price on them because of 
its 600,000-gal. monthly total. 

Layout—The station’s six pump is- 
lands sell nothing but gasoline. Each 
island has two twin dispensers, supplied 
by submerged remote pumps. 

Three grades of motor oil are sup- 
plied through overhead reels at a 
separate, canopied service stop. Here 


designed by 
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SPACIOUS pump area at station cuts back-up of traffic. 
To speed service, only gasoline is sold at the islands 


CANOPIED service stop provides water and battery 
check, windshield cleaning, motor oil fills and oil changes 


PAYMENT is made at cashiers’ booths strung across exit 
driveway. All purchases are recorded on a single slip 


water and 
and windshields cleaned 

Oil changes are speeded through 
rapid oil changers and metered reel 
filling. Oil from the hose reels comes 
from 2,000-gallon underground stor- 
age tanks, which also supply oil hose 
reels in the lube bays 

Two lube bays, a wash bay and a 
IBA sales room are in a building in 
one corner of the 200 x 300-ft. lot 
opposite the entrance. 

All sales are recorded on a slip 
given each customer as he drives in 
Payment is made at cashiers’ windows 
set like toll plazas across the exit 
driveway. 

The station has been in operation 
since July 1. It is now pumping 12.000 


battery are also checked 
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val. daily and increasing, according to 
Col. Bigler. All lube jobs are being 
handled by appointment only. The 
station is Open around the clock, with 
a total crew of 40 

Plans call for the addition of two 
more lube bays and a tuneup bay. The 
station opened with four pump islands, 
but with provision for two more. 
Activation of the two additional islands 
was ordered after the original 16 dis 
pensers pumped 10,250 gal. in its 
first 444 hours. 

Where It Fits In—The Texas Co. has 
a three-year contract to supply product 
to the giant Pendleton station. Accord 
ing to Al Morrison 
manager at Los Angeles, the company 
(Continued on p. 114) 


assistant district 
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stations 


(Continued from p. 113) 

sees no immediate possibility of dup- 
licating the installation at a commercial 
location. But Texaco is studying it as 
an experiment in marketing. 

The station operates under an un- 
usual condition——-it has no peak traffic 
period. Base personnel have widely 
varying hours, and traffic comes in 


all day long. There is a let-up at night, 
and exchange vehicles are serviced 
then. 

Morrison thinks many of the sta- 
tion’s features may find a place in 
conventional dealer operations. Separa- 
tion of pumps from the oil check, for 
example, would be useful in a high- 
volume location. The separation keeps 


You 

assured 
trouble-free 
service with 


EVER-TITE 
Quick Hose | 


Couplings 


Oust Cap 


Save time in 
deliveries—and save 
wear on equipment 
—by using Ever-Tite 
Couplings. 

Ever-Tite engineering 
assures performance 
you can count on— 
and Ever-Tite 
durability reduces 
maintenance to a 
minimum. There is an 
Ever-Tite for every 
need. Ask your 
distributor now. 


EVER-TITE 
Adapter and 
Coupler 


EVER-TITE COUPLING CO. INC. 
254 West 54th Street 
New York 19, N. Y¥. 


Dust Plug Coupling 


GORBETT BROS. invite your inquiries about ANY 
kind of Semi-Trailer Tank you may need in your 
hauling operation, GORBETT BROS. Tanks are cus- 
tom designed and built for specific jobs and needs. 
Present your Tank problems to GORBETT BROS. 
and they will design and build what you need. 


GORBETT BROS. 


Tank Manufacturing Co., Inc. 


Dept. E, 2548 N. E. 28th Street * Phone MArket-1238 * Fort Worth, Texas 
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the dispensers free for business and 
allows relatively unskilled employees 
to handle all the pumping. 

Of particular importance, Morrison 
says, is the location and orientation of 
the pumps in a long diagonal line 
across the entrance. He said this may 
be the solution to traffic problems for 
stations along limited access highways. 
The design permits cars to enter and 
spread out without backing up traffic 
at the entrance. 

Customer reaction to motor-oil hos- 
ing has been high. About 90% of 
the motor oil customers buy hose-dis- 
pensed oil. Only a few prefer to pay 
5¢ more for the same oil in cans. & 


New Union Subsidiary 
Markets in Northwest 


Union Oil Co. of Calif. has organ- 
ized a new marketing subsidiary to run 
more than 100 of the stations it bought 
early this year from Sunset Oil Co., 
and is departing for the first time from 
the policy of selling only under its own 
colors. 

Union painted its orange and blue 
insignia on 29 of the new stations im- 
mediately and integrated them into its 
Northwest marketing operation. The 
remainder of the Washington-Oregon 
chain, which gives Union an additional 
gallonage of 1.5 million a month, will 
go to Westway Petroleum Co., the new 
subsidiary. 

Westway will market under the 
brands acquired from Sunset—Golden 
Eagle, United and a few Colorado 
Self-Serve stations in Oregon, and 
Eagle in Washington. 

“Westway will operate independ- 
ently from the rest of our marketing 
organization,” says a Union spokes- 
man, adding that Westway president 
A. E. Grogan will report directly to 
the board. Another Union executive 
calls Westway a “going concern” and 
says it is busy adding new outlets. 

Grogan was assistant to Roy Lin- 
den, vice president and sales manager 
of Union, before he was picked to 
head the new subsidiary. He was the 
chief architect of the original Sunset 
deal. Joining him as vice president of 
the new venture is George C. Sheahan, 
who sold his United Petroleum Co. to 
Sunset early last year. Carl Leithoff is 
sales manager. 

The Westway move is part of Un- 
ion’s accelerated station expansion 
program, which will see 407 new out- 
lets flying the company’s flag this year 
— about one-third more than Union 
added last year. 
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with Dayton’s 
UNIQUE PROGRA 


PROFIT OPPORTUNITY UNLIMITED . . . that’s what is said 
about the Dayton Thorobred Franchise which offers a 
program specially designed for multiple-station opera- 
tions. Right on top of the market in every way it offers 
the highest quality product, up-to-the-minute design and 
proved performance resulting from fifty years experience 
and leadership in the tire industry. Ready availability 
from close-at-hand stocks keeps inventory investment at 
a minimum. 

It’s a unique marketing program backed by powerful 
merchandising, colorful point-of-sale displays and field 
merchandising help right at the retail level. Compare 
the advantages of the Dayton Thorobred program with 
any other — you'll readily see why thousands of stations 
are building volume . . . boosting tire sales with Dayton. 


Here’s The Program That Does It! 


Sensible, Competitive Pricing 
Complete Highest Quality Line 
Written Service Guarantees 
Aggressive Advertising and Promotion 
Attention-Getting Sales Aids 
On-the-Spot Sales Training 
Helpful TBA Field Merchandisers 
Experienced Management Counsel 


GOLDEN JUBILEE 


Day ta: 
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Dayton is one of the leading suppliers of Private Brand Products 
to the Petroleum Industry, currently serving over 100,000 stations. 


Io 


YEARS OF PROGRESS 


A Complete line 
of Thorobred 
Passenger and 
Truck Tires 


T- | 
Lithia | 
SANS 
safest tv 
World’s finest, passenge’ tine 
complete 
T 
{ (>) 


OIL COMPANY 


INC 


Eau Claire Golden Rule Oil Co., 
Box 27, 
Eau Claire, Wisconsin. 


Dear Mr. Kaiser: 
Thank you for your letter. 


The Texas Oil Jobbers Associa s an association is, I believe, 
wholeheartedly behind the Oil Industry/finformation Committee program. 
More and more jobbers are taking an active part in O. I. I. C. activi- 
ties in recent years and I believe it will only be a matter of time 
before every jobber, as well as their service station operators, will 
be vitally interested in this program. 


As for my personal views, let me recite my own experience. For 
several years, one of our good fellow jobbers had been trying to interest 
me in the O. I. I. C. program and I flatly refused, being of - should I 
say - the warped opinion that the program was designed by and for the 
benefit of the major oil companies. The middle of last year I was pre- 
vailed upon to accept the chairmanship for this County. I have accepted 
a reappointment for this year. A County Committee was set up and I will 
say that we did have a good 0. I. I. C. program in this County the past 
year and hope to better it this year. 


From the selfish standpoint, I nave never entered into any activity, 
civic or otherwise, that has paid off in the dividends that this has. 
I met more people in a shorter time than in any other undertaking. Better 
still, the youngsters that are coming up out of High School are certainly 
not only acquainted with me but also with the freedom of enterprise in 
our American way of life. Nothing to my way of thinking is more competi- 
tive than the business we are in, and if we can instill in the youngsters 
coming out of our schools the desire for the continuation of this spirit, 
rather than the drift toward socialism ... I think we should do it. The 
O. I. I. C. program certainly helps toward this end ... 


There is, to my way of thinking, so much good in the O. I. I. C. 
program that is beneficial to the jobbers that I frankly feel it is a 
natural for them, and anyone who is not taking advantage of getting in 
on the program is certainly missing a bet ... 


Sincerely your 


This is one of a series of personal messages from outstanding oil jobbers who are profiting from their activity in the program of the 
Oil Industry Information Committee. If you would like more information, write: American Petroleum Institute, 50 W. 50th St., N.Y. 20 
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Only New 


Headlamps 
Give You This 
Fast-Selling 
Difference! 


Westinghouse 
SAFE-T-BEAM" 


All other new headlamps: Stray upper light from High Beam 
strikes fog, rain, snow bounces dangerous, blinding glare back 
into driver’s eyes. Thus all other new headlamps limit driver to 
Low Beam just when extra visibility from High Beam is needed most. 


New Westinghouse SAFE-T-BEAM Headlamps: Exclusive 
2-Beam Glare Shield screens stray upper light from High Beam as 
well as from Low Beam to eliminate bounce-back glare! Only 
new Westinghouse SAFE-T-BEAM Headlamps let driver select beam 
that best suits road conditions. 


ONLY new Westinghouse SAFE-T-BEAM Headlamps — with exclusive 2-Beam 
Glare Shield—stop bounce-back glare on both High and Low Beams! 


You sell a safety exclusive when you sell new Westinghouse SAFE-T-BEAM 
Headlamps. For only SAFE-T-BEAM Headlamps give full glare protection on 
both High and Low Beams. And make no mistake about it—this is an 

essential difference. A difference motorists recognize instantly. A difference that 
makes it easy to SELL TWO HEADLAMPS EVERY TIME— instead of the 
usual single replacement! So act now. Cash in on the only new headlamps that 
are all-the-way new. Call your Westinghouse supplier today 


Better see-ability on clear nights, too! 
* Up to 25% more light on both beams! 

* Beams up to 80!' longer! 
* More light on the right! 


© Special demonstration card—lets you 


FREE SAFE-T-BEAM PROFIT KIT! 
© Streamers, displays, literature, plus . . . 


show your customers in just 21/9 minutes 
how SAFE-T-BEAM Headlamps cut glare! 


ACTION-GETTING ADS! 


@) you can BE SURE...1F ITS Westinghouse 
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with quality control? 


FTER 8o carefully maintaining the highest pos- 
pee standards of quality during the manu- 
facture of your products, it will pay you to pro- 
tect that product quality during shipping, too. 
USS scale-free, rust-inhibited Drums will keep 
your products clean and uncontaminated. There 
is no grease, dirt or scale in a USS Steel Drum 
to affect its contents. A surface absolutely clean 
physically and chemically—is covered with a 
tightly adherent, truly effective rust-inhibiting 
coating. 

This means that USS Steel Drums are better 
for you... . better for your customers. It means 
that you now have a dependable means of guard- 
ing the quality of your products after they leave 
your plant... that you can now take advantage 
of the great strength and durability of steel drums, 
and at the same time, be sure of contamination- 
free shipment and storage of products. 


United States Steel Products fabricates stainless, 
galvanized, tinned, painted and decorated drums 
and pails. Furnished in capacities from 2'% to 110 
gallons, with a variety of fittings and openings to 
fit your particular requirements. 


WRITE FOR FREE BROCHURE 


For additional information on this quality steel 
drum write to us at New York for this full-color 
brochure, Drums-— 100°, Scale-free and 
Rust-inhibited.” 


UNITED STATES STEEL PRODUCTS 
DIVISION 


UNITED STATES STEEL CORPORATION 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. It's Better to Ship in Steel 


Los Angeles and Alameda, Calif. - Port Arthur, Texas * Chicago, Ill. 
New Orleans, La. + Sharon, Pa. 


USS STEEL DRUMS 
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UNRESTRICTED FLOW 


PHILADELPHIA HOSE REELS 


mean 
fast 
deliveries 


e 
‘ S ve time at the delivery point, and 
you save money.” That is the con- 
sensus of tank track operators every- 
where, and it is one of the many ad- 
vantages of Philadelphia Hose Reels. 


if Aligning Ball Bearing Ball Bearings 
Seal 
Pipe 


- Spokes for Drum - 
SECTION THROUGH REEL 


Unrestricted passageway is clearly 
shown on the sectional view of the 
spindle and seal. Note the long radius 
curvature of the elbow, free from re- 
striction. A self-tightening Neoprene 
seal is used. It is tight at high or low 
pressures and will run for many years 
without any signs of wear or leakage. 
Note that the ball bearings for the 
spindle ure wutside the passageway 
and not in contact with the fluid. 
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The actual fact is this: when a re- 
stricted flow reel is replaced with a 
Philadelphia Hose Reel, the resulting 
full flow means faster delivery —without 


changing either the pump or the hose. 


Philadelphia Reels are light in weight 
and are built like a fine automobile. 
All parts are made of steel, malleable 


iron or bronze (no cast iron is used). 


All shafts and bearings are equipped 
with ball bearings with hardened and 
ground races. Seven ball bearings are 


used on each reel. This means the reel 


will last many times longer than one 


equipped with plain bearings. 


Prices No Higher. Quantity produe- 
tion of standard parts, plus many 
years of experience, enables us to 
build these high-grade reels at prices 
competitive with and in many cases 
lower than other makes, Philadelphia 
Hose Reels are made in all sizes from 
I” ta 3” 


electric, 


with hand or power drives 
air or hydraulic, Under- 
writers’ approved explosionproof 
motors when required (any voltage). 


Send for Bulletin No. 171. 


PHILADELPHIA VALVE COMPANY 


2497 ONTARIO 


STREET, 


PHILADELPHIA 34, 


Manufacturers of Reels & Valves since 1922 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 


Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, 


NEWS 


California 
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fuel oil briefs 


Forty-two fuel oil dealers in Duval 
County (Jacksonville), Fla., are doing 
something about a bad-credit situation. 
They are joining in a co-operative dis- 
play ad campaign telling delinquent 
accounts to pay up now to insure win- 
ter delivery. C. W. Buford, president 
of Fuel Oil Dealers Assn. of Duval 
County, which is sponsoring the cam- 


SERVICE with 


paign, says: “We don’t know that the 
credit situation here is any worse than 
in other cities the same size, but it’s 
pretty bad when accounts started in 
September haven't paid off before the 
next heating season rolls around.” 

Oil-Heat Institute of Washington is 

debating the relative costs of heating 


TUBELESS TIRE 
BEAD LOOSENERS 


Now. STANDARD EQUIPMENT ON... 


TIREMAN 


Now, tubeless tire servicing is simpler, 
quicker and easier, Like a hand in a vel- 
vet glove, Coats’ new upper and lower 
bead looseners apply pressure over a wide 
area, unlocking the bead without touch- 
ing the sealing edge or twisting the bead. 
Exclusive rollers gently roll tires off and 
on, Leading tire and oil companies tested 
and approved this new design for tube- 
less tires and safety rims. 
only Coats Iron Tireman has it! 


NEW PORTABLE ROLL-A-WAY | 
BASE OPTIONAL 


Only 


Works Easy On All Safety 


Rims Like Chrysler's be 


ood, New Jersey 


_ COATS COMPANY 


ORT DODGE, 10 
IONEERS IN TUBELESS TIRE SERVICE EQUIPMENT 


— 


TODAY for free 
on proper 
Order enough for your 
salesmen, too, 


P. HENNESSY * 


SPECIALISTS IN TUBELESS TIRE SERVICE 


Remember, 


TUBELESS TIRE 
MOUNTING BAND 


Holds beads firmly 
seated while tire is 
being inflated, Fits 
all passenger car 


servicing of tubeless tires. 


West 
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a home with oil and gas with natural 
gas promoters. OHI estimates that cost 
of manufactured gas is about double 
the cost of oil, adding that the price 
of natural gas, expected in the Pacific 
Northwest next year, will be about 
two-thirds the cost of manufactured 
gas. This would still leave oil with a 
competitive advantage. But gas men 
say gas prices will be competitive. 

Standard Oil Co. (Ohio) may offer 
its Sohigro liquid lawn fertilizer serv- 
ice throughout the Buckeye State next 
year if a test run of the service now 
being conducted in the Toledo divi- 
sion catches on. 

The Oil-Heat Institute of Long 
Island is working to set up a standard 
code for installing oil burning equip- 
ment in Nassau and Suffolk counties. 
“We hope,” says Charles Krumenacker 
of Bedford Oil and Burner Service, 
chairman of the special committee 
working on the project, “to present 
the code to every interested municipal- 
ity on the Island during 1956.” 

Oil-Heat Institute of America re- 
ports that manufacturer shipments of 
residential oil-heating equipment for 
centrally heated homes for the first 
six months of 1955 is about 23% 
ahead of the same period last year. 
R. H. L. Becker, OHI’s managing di- 
rector, adds the industry pattern has 
been that 56.5% of the year’s ship- 
ments are made in the last six months 
of the year, with the peak in October. 
“If this holds true this year,” Becker 
say, “shipments will approximate 81 2,- 
995 oil-fired burners, furnaces and 
boiler-burner units, an increase of 
7.7% over 1954.” 

e 

A heating oil distributor in the Bos- 
ton area is partial to trucks of the 
cab-over-engine design. In that way, 
he gets a “billboard” effect across the 
front of his trucks to spread his com- 
pany’s insignia. 

Heating oil men, now getting to- 
gether in greater numbers to support 
local oil heat promotion campaigns to 
compete against gas, may find the go- 
ing tougher. All-gas_ utilities and 
Liquefied Petroleum Gas Assn. are 
studying plans to pool gas promotion 
funds—natural, manufactured or LP- 
gas—in a new vigorous gas-use cam- 
paign. Such a plan, say its sponsors, 
would leave more dollars for active 
selling “to match the drives of com- 
peting fuels.” 
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OPEN HOODS ON OPEN ROADS... 


-..are seldom seen on Macks! mental importance, and you'll discover 
For a Mack truck is all truck, the very why Mack sales are booming. You ll not 
embodiment of tough, rugged strength particular recognition of the unmatched 
and mechanical “‘can do.” ‘That's why fuel economy of the Mack Thermodyine 
their drivers know they can afford to lend Diesel an acceptance that has mace 
. a helping hand and still get through on Mack No. 1 in diesel truek sale 
schedule, no matter what the weather, bake a look at the demanding trucking 
the load or terrain why Macks keep jobs in the cities, on the highwa and 
rolling year after year, with ab- in the construction field wherever 
“ solute minimum of maintenance and there is tough work beine done. there TRUCKS 
downtime youll see Macks. Ye ask any Mack 
‘Talk to men who operate the big fleets, owner, and he'll tell you: for performance 
men to whom the inbuilt stamina and long life and productive investment 


over-all economy of trucks are of funda- Valuc Mack's got it! 


/ 
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Mack's vast modern parts center at Somerville, N. J. 


NEW MACK PARTS SET-UP 
GIVES ADDED MEANING TO: 


Since its founding, Mack has always accepted complete 
responsibility for supplying replacement parts, regardless 
of the age of a unit bearing the Mack nameplate. Even 
ancient AC Mack “Bulldogs” of 1920 vintage can still be 
supplied with essential parts, 


Now, after many months of planning, production, 
distribution and cataloging, Mack has worked out a 
smoothly operating program that assures owners of getting 
the ultimate in parts service exactly what they need, . 
when they need it. 

First, the local Distributor or Branch carries a care- 
fully-selected, well-balanced inventory of all parts in steady 
demand, parts that are most likely to be called for by 
Macks operating in that particular area, 

Next, the Mack Divisional Depots function as large 
and well-rounded parts warehouses for all Macks in service 


| 


FOR GENUINE MACK REPLACEMENT PARTS... MADE BY MACK... 


| = 
| 


OR TO MACK'S SPECIFICATIONS... 


in the Depot areas. In most cases, the Mack Depot can 
fill every parts and accessory requirement directly from 
its own large stocks, Operating almost like a “parts super 
market.” 


Finally, there’s Mack Parts Headquarters Mack's 
huge spare parts center at Somerville, N. J. Here 423,000 
sq. tt. of floorspace are devoted to the systematic “filing” 
of parts over 60,000 different: individual items and 
assemblies, totalling millions in number. There is practi- 
cally no Mack part that is not available through Somerville. 
In emergency cases... such as a wreck where rarely- 
called-for parts might be needed... Somerville can supply 
them within 24 hours. 


OWNERS LIKE THE WAY MACKS KEEP ROLLING... AND 
THE WAY MACK’S STREAMLINED REPLACEMENT PARTS 
SERVICE KEEPS THEM ROLLING! 


TRUCKS 


.SEE YOUR NEAREST MACK BRANCH OR DISTRIBUTOR 
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This 17th Century Gauntlet typifies the skillful 

craftsmanship of medieval armormakers. The 

expert positioning and attachment of adjacent parts 

permit all the necessary flexibility. The intricate carving and 

embossment give it a distinct, attractive appearance. And the 

careful design and workmanship assure the maximum pro- 

tection. In battle and in jousts, combatants had to depend on 
the armorer’s skill... often for their lives 

Jones & Laughlin Steel Containers provide dependable 

protection for your products. They are built of sturdy, high- 

quality J&L Steel Sheet. Careful manufacture assures accuracy 
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in all fittings and closures, J&L containers have a trim appear- 
ance which can be decorated attractively with colorful designs 
and illustrations by means of J&L’s lithographic process 

Coatings and lacquers are evenly applied — both inside and 
outside. J&L pails and drums are chemically treated to keep 
all surfaces clean and dry 

Depend on J&L Steel Containers for the protection your 
products require 

Order them through plants in leading industrial centers 
You will find J&L service prompt and efficient 


Sones + Laughlin 


STEEL CORPORATION 


405 LEXINGTON AVE, 
NEW YORK 17.N_¥. 
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FIG. 585.C FIG 22-C FIG. 595.C 


2-CAR 


Stamese Rol-Way 

cel- 

mol- Way Occupies little more space than sin- ay 
gle-hose dispensers. Uses existing 

suction and conduit lines. Two-car Easy cable pull and retrieve. 

service speeds deliveries, boosts gal- Rigid, strainproof pedestal. All 


Retracts automatically when lonage. Solves driveway problems, TV models are 57'2” low. 
Equipped with most accurate 


nozzle is returned to receptacle. 13! 
Clean, uncluttered design. Bowser Xacto meters. 2-foot 
E 1! reach. 


Positive-acting hose control holds 
extended hose without strain. 


SERVES 2 CARS AT ONCE 


NOW choose from the complete line of 


BOMSER TV victure- window models! 


146° ANGLE OF VISIBILITY 
Picture these pumps on your islands. ; 

Bowser functional TV pumps signal BRIGHTEST ILLUMINATION 
sales with compelling appeal .. . BOLTED CONSTRUCTION 
projecting your brand name _ far 
and wide! Get “TV” salespower i RESILIENT MOUNTINGS 


PLUS many new 1955 features. : THREADLESS COUPLINGS 


Tops in 
Value 


WRITE FOR BULLETIN 22-C, 595-C. 585-C FOR COMPLETE DATA 


NATIONWIDE “REGIONAL OFFICES: 


Atlanta - Chicago Cleveland - Dallas « Kansas tity New York 


> 
! BOWSER, INC., 1301 E. Creighton Ave., Fort Wayne, Ind. 
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What Theyre Saying 


“Your own daily sales are a strong 
reason for you to accept your Civic 
responsibilities. Your success is di- 
rectly dependent on how many people 
you know and how well they think of 
you. I don’t know of a better way to 
gain public good will—and sales 
than by serving your community.” 
H. D. Fowlkes, Dallas (Tex.) division 
manager, The Texas Co. 


e? 


“For sales promotion to be effective, 
it must do its work at the point of pur- 
chase. To the dealer that is the pump 
island, The pump island is our counter. 
Our problem is not overproduction, 
but underselling. Many times it’s only 
three blocks from the company’s office 
to the dealer’s place of business, but 
the mental distance between them can 
be many miles.” J. J. Nemeth, sales 
promotion manager, Continental Oil 
Co. 

e? 

“In public opinion surveys over the 
country, respondents nearly always 
rank any particularly major industry 
as about on a par with others. They 
say all segments of American industry 
are basically good, reliable, depend- 
able and necessary. But in many re- 
cent surveys, a surprisingly large ma- 
jority—as many as 88%-—have said 
oil is better than the rest.’ G. A, 
Mabry, advertising and public rela 
tions manager, Humble Oil & Refining 

“It is important to condition your 
public to the rising trend in gas rates 
Forecasting specific reductions in rates 
is a dangerous practice and no specific 
reductions should be mentioned.” 
Panel at Pacific Coast Gas Industry 
Public Relations Conference 


Many say free service is now too 
costly to the industry. We believe the 
industry will find it ‘too costly’ to be 
without a good free service policy. By 
this we mean the cost of servicing is 
included in the rate base.” C. S. Hazel, 
customer service department manager, 
Philadelphia Gas Works. 


6? 


“Accidents create turmoil and dis- 
rupt work schedules, and this tends to 
create more accidents. On the other 
hand, a safe, clean plant is a good 
place to work. It inspires a healthy 
atmosphere of pride and morale.” 
T. H. Barton, chairman of the board, 
Lion Oil Co. 


“Large as our company is, it could 
not function effectively without a close 
and friendly relationship with thou- 
sands of small businesses—those that 
supply us and those that we supply.” 
Augustus C. Long, president, The 


lexas Co. 


“Other things being reasonably 
equal, one of the major factors that 
leads a company like mine to market 
a large percentage of its products 
through distributors is the powerful 
sales position a first-rate distributor 
can enjoy in his own operating area 
With his local knowledge of his neigh 
bors and his reputation in his com- 
munity, he should be able to run circles 
around the local employes of an in 
tegrated supplier.” George D. Me- 
Daniel, castern region veneral man 
ager, Socony Mobil Oil Co., Ine 


‘Not one of us as an individual 
not one of us as a functional group 
is capable of operating effectively 
without the others. But, because the oil 
industry has grown to such enormous 
size and has become so highly spe 
cialized in its varied operations, the 
component parts of the industry tend 
to become autonomous and isolated in 
their thinking. And there lies the 
danger.” Frank M. Porter, president, 
American Petroleum Institute 


6? 


“We should not be lulled into invit 
ing more laws that control 
and restrict our business. We must not 
adopt formulas devised by people who 
are, by instinct and training, big gov- 
ernment advocates who believe in state 
ownership and control and who try 
to convince us that it leads to the 
greatest public and consumer benefit 
S. B. Irelan, president, Cities Service 
Oil Co 


regulate 


6? 


“For the long pull ahead, we see 
much advantage to farmers and to oil 
men in the partnership between agri 
culture and oil. For any future num- 
ber of years that need concern us, 
hydrocarbons will continue to be the 
principal fuel for farm power, and 
their use will rise for household heat- 
ing and cooling, crop drying and a 
multitude of special purposes.” Dr. 
Robert E. Wilson, chairman of the 
board, Standard Oil Co. (Indiana). 
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BENNETT 


the NAME TO KNOW 
for STEEL PAILS 


Bennett manutactures a com 
plete line of steel pails includ- 
ing open head grease pails 
trom 215 to gallons size, 
all types of peur pails, ual 
ity and dome top cans, litho 
graphed in your trade colors 
or in solid colors. 

Every product is carefully 
made and tested to meet Ben- 
netts high standards—the 
highest standards of the in 
dustry. 

WRITE TODAY FOR CUR 
RENT PRICE SCHEDULES. 


* Open Head Pails 
© Pour Pails 


¢ Dome Top Utility Cans 
Hi-Bake Lined Pails 


BENNETT INDUSTRIES 


INCORPORATED 
Peotone, IIlinois 
40 Miles South Of Chicago Loop On Route UV & “4 


Chicago Telephone iMterocean 8 9480 
Long Distance Peotone 2791 
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FRAM CORPORATION, Providence 16, R. 1., Fram Canada Ltd., Stratford, Ont: 
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Survey after Survey... 


shows that motorists prefer FRAM more 
than 2 to 1 over any other brand of oil 
filter cartridge. 


And that’s putting it mildly... 


In many cases the preference for FRAM more than equals the 
preference for the next two most popular brands combined! 


All of which adds up to the fact that FRAM provides more 
customers. Pre-sold customers! Customers who come back 
again and again! Need we say more? Investigate FRAM 
for your TBA line NOW! Ask us for facts and figures! 


Only FRAM offers ALL these advantages... 


FRAM is standard equipment on more cars and trucks! 


FRAM is custom-engineered for most every engine! 


FRAM is backed by the industry's strongest, most 
liberal, unconditional money-back guarantee... the 
only guarantee of its kind! 


FRAM Cartridges are protected by metal! 


FRAM gives you the most effective 
advertising-merchandising program 
in oil filter history! 
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End Company Xmas 
Gift Problems the 
‘“Select-A-Gift’’ Way 


. Customers and Employees 
Select The Gift They Want 


.. + You Pick The Price Range— 
Five Groups . . . $6.62 to $47.25 


Stop worrying if they have one . if they 
want one what size or color. Pick your 
price range and we mail, or you give, a beauti 
tul combination Christmas Card-Gift Folder 
to each person on your list. Folder is person 
alized with your name, and/or your company’s, 
and illustrates as many as 24 of America’s 
most-wanted, nationally-advertised gifts. Re 
cipient tells us the gift he wants from you, 
we ship it to his home 


Cost of Gift Covers Everything 


We handle mailing, packing, shipping, all 
details. You give more because your complete 
costs average 25% less than regular retail 
prices of the gifts alone. “Select-A-Gift’ is 
used and endorsed by hundreds of leading 
companies. Write to Dept. NPN for free fold- 
ers Complete details 


Select-A-Gift 


Division of 
MARITZ SALES BUILDERS 
4200 Forest Park Boulevard 
St. Louis 8, Missouri 


— big terminals in the Los An- 
veles area soon will be equipped 
with vapor pick-up loading arms, in a 
determined effort by oil companies to 
fight air pollution. In smog-ridden Los 
Angeles, the issue is a red-hot one. 

Installation is going ahead at all 
terminals, with operation subject to 
approval by the Los Angeles County 
Air Pollution Control District. The 
new arms are being developed inde 
pendently by big terminal operators. 
All are different in some respects, but 
they are designed to do the same job. 

Iwo such devices that have APCD’s 
blessing are installed at Union Oil Co. 
of California’s Rosecrans terminal and 
at Shell Oil Co.'s Wilmington refinery, 
on the truck loading rack. 


HOW THEY WORK 


Ihe Union system relies on the 
force of the liquid rising in the tanks 
(at rates as high as 1200 gal. per min- 
ute through a 4-in. loading arm) to 
push the vapors into its recovery 
system. 

At Rosecrans, the standard loading 
arms swing out horizontally over the 
hatches of the big transports which 
load there. The new arm moves both 
horizontally and vertically, and has a 
two-foot fill pipe which extends down 
into the tank. The arm is moved ver- 
tically by air pressure, and horizon- 
tally by manual operation 

The vapors are forced out of the 
tank through a ring-shaped opening 


PLANTS 


UNION Oil Co. of California's Rosecrans Terminal is proving ground for this ex- 
perimental loading arm, designed to trap vapors before they can pollute air 


New Loading Arms Fight Smog 


NATIONAL 


around the fill-pipe. A flexible hose on 
the loading arm carries the vapors to 
the collecting manifold on the rack. 
Presently being constructed at the ter- 
minal is a 20,000-cu. ft., neoprene- 
lined tank for storage of the vapors. 
The terminal is situated across the 
street from Union’s Rosecrans Ab- 
sorption Plant, which extracts lique- 
fied petroleum gas trom crude pro- 
duced in the Rosecrans field. A 
vacuum line will pipe the vapors from 
the terminal storage to the absorption 
plant. 
(Shell's vapor-recovery arm, whose op- 
eration is basically the same as Un- 
ion’s, sends the vapors to a vapor- 
sphere. The fumes are condensed there 
and burned in furnaces at the refinery.) 
New Twist—The experimental load- 
ing arm is also equipped with an auto- 
matic control system that Union is 
working on. Under automatic control, 
the arm can deliver a pre-set amount 
of gasoline and shut off automatically. 
A meter mounted on the loading arm 
operates the shut-off valve pneumatic- 
ally. The amount to be loaded is pre- 
set on the meter (which is electrically 
correlated with the rack meter). As 
the pre-set delivery nears completion, 
the flow is slowed and finally shut off 
The pre-set meter and automatic 
shut-off are also designed to prevent 
vapor loss, by making it unnecessary 
for the operator to break the seal and 
watch the liquid level while topping 
the tank 
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Business grows 


where DULUX 
goes! 


Statistics gathered from more than 1000 
service stations reveal that the biggest 
factor in pulling a traveling motorist off 
the road is station appearance! Clean, col- 
orful pumps and buildings make the dif- 
ference between winning or losing a sale! 

That’s why more and more profit-wise DU PONT 

station owners are using Du Pont DULUX a ia 
DULUX” EXTERIOR FINISHES 


Enamel to give their equipment a maxi- 


mum eye-appeal as well as dependable for service-station exteriors 
protection through the years. They know Here's one of the best-hiding, easiest- 
that sparkling DULUX colors stay bright spreading, finest-covering exterior fin- 
.. . gleam like new after every washing. ishes you ever used! No messy prepara- 
And durable DULUX stands up to hard tien—it comes ready to apply. Fortified 


with DULUX resin and special oils, it 
will protect your station for years! 


knocks and bad weather . . . resists gas, 
oil and grease spillage . . . helps keep main- 
tenance problems and costs down. 

So take advantage of the sales-pulling 
power of DULUX. With more than 187,- 
000 stations competing throughout the 
country, it’s just good business to have 
the car-stopping appeal a DULUX finish 
gives! 


BETTER THINGS FOR BETTER LIVING 
. THROUGH CHEMISTRY 
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| scientific survey P 
y | ] 
vice-station surface! 
DULUX 
ENAMEL 


¢ the natural for. Designed so that the under: 

"storage of volatile products. A sid@.igin complete contact rootchoose the best—the new 
volume of vapor with fhe liquid surface, No Wiggins Doubledek. Complete. 
trapped beneath the steeply- vaporspace canexistbeneath drainage design and between- 
upiteried, quick-draining deck the Noating roof. Especially deck accessibility add up to 
adds to its efficiency. recommended where corro- unmatched efficiency 
sive products are stored. 


WIGGINS FLOATING ROOFS PAY FOR THEMSELVES 


Whatever your Floating Roof requirements get General American's 
UNBIASED analysis. Unbiased because General American makes ALL 
types of Floating Roofs! 

Wiggins Floating Roofs, Dry Seal Gasholders, Lifter Roofs, Cone Roofs 


*patented 


GENERAL AMERICAN TRANSPORTATION CORPORATION 


135 South La Salle Street + Chicago 90, Illinois 


WIGGINS 
VAPOR SEALS 
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8 bulk plant briefs 


Four rapid tax write-offs have been 
granted for oil products storage. Larg- 
est is 40% on $625,000 to General 
American Transportation Corp., for 
construction of 14 tanks (total capac- 
ity 200,000 bbl.) at a bulk terminal in 
Argo, Ill. Atlantic Refining Co. re- 
ceived a 40% write-off on $234,650 
for a terminal in North Philadelphia, 
including a 60,000 and a 10,000-bbI. 
tank. Other write-offs went to Ash- 
land Oil & Refining (40% on $105,- 
OOO) for two 24,000-bbl. tanks at its 
Canton, Ohio, refinery, and to Sun 
Pipe Line Co. (40% on $66,000) for 
a 20,000-bbl. tank near Allegheny, 
Pa., on its Toledo to East Coast Prod- 
ucts pipe line. 


Manhattan oi! man Samuel M. 
Bernstein is planning a tanker termi- 
nal at Northville, Long Island, that he 
says would have greater capacities 
than all terminals now operating on 
the Island. Capacity will be 200 mil- 
lion gal. Construction of the 18-tank 
plant is expected to start in January. 
This is the second big Long Island 
project—a $4 million plant now ts 
under construction at Port Jefferson 


Phillips Petroleum Co. has added 
two cone-roof tanks (capacity 217,000 
bbl. each) at its East Chicago, Ind., 
terminal. They are being used to store 
furnace and stove oils received by pipe 
line from the company’s refineries at 
Phillips, Tex., and Kansas City, Kan. 
The terminal serves Great Lakes bulk 
plants by truck, tank car and lake 
tanker. The tanks were built by Graver 
Tank & Mfg. Co. of East Chicago 


Crown Central Petroleum Corp.'s 
new 200,000-bbl. terminal at Wilming- 
ton, N. C., now is in operation. The 
deep-water plant can handle large 
tankers and has facilities for loading 
barges, tank cars and transport trucks. 
Total capacity is divided among six 
tanks. 


Gulf Oil Corp. is expanding termi- 
nal facilities in Knoxville, Tenn., and 
Columbus, Ohio. The company is 
building a 10-million-gal. terminal on 
the Plantation Pipe Line at Knoxville 
to serve a 40-county area in Tennes- 
see, Kentucky and Virginia. Included 
in plant plans are a tank truck loading 
rack, office and garage-repair shop. In 
Columbus, Gulf will move from its 
present location to an 18-acre site in 
the Fisher Road area. The Columbus 


plant, also to be served by pipe une, 
will include 4 million gal. of storage, 
warehouse and an office building for 
the Columbus District personnel. 


Union Oil Co. of California has 
cleared a site and set up foundations 
for a new wharf and shore installa- | 
tions at the Los Angeles refinery ma 


rine terminal at Wilmington, 
An additional 400,000 bbl. of tankage, 
doubling present storage facilities will 
be built. The new loading installations 
are in addition to the existing facilities 
at Wilmington. Temporary barge load 
ing facilities have been built for use 
during the construction of the new 
wharf. Operation of the new facilities 
will begin at the end of this year ” 


WHERE DEMANDS ARE GREATEST 
SPECIFY GILBARCO CENTRIFUGALS 


The need here was for top pump per- 
formance under extreme conditions of 
varying head and flow rate. And so 
this large pipe line terminal, one of 
the newest on the East Coast, is 
equipped with 8 Gilbarco 1500 GPM 
straight centrifugals for transferring 
and loading operations, and 2 self- 
priming 350 GPM Roto-Prime cen- 
trifugals for stripping. Two years of 
peak capacity operation have demon- 


APPLICATIONS: Bulk plants ¢ Terminals 


Multi-island service stations © Airports © Solvent 


plants ¢ Drum filling plants * Tank trucks 


Semi-trailers ¢ Lubricating oil trucks * Oil refineries 


Petro chemical plants * Indystry 
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strated that the wisest possible choice 


was made 


It will pay you to cheek into all the 
advantages of Gilbarco centrifugals, 
Self-priming and straight centrifugal 
models with capacities from 50 to 1500 
GPM, for all types of drive Write 


for catalog and full information. 


Gilbert & Barker Mfg.Co., 
West Springfieid, 
Mass. 
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0 N E answer 


for all of your 


AUTOMOTIVE 
filler cap needs... 


CAPS 


One source of supply, one make for all the 
filler caps you sell. 


This is the original equipment line. For example, 
AC Pressure Caps are standard equipment on 
more new vehicles than any other make. 


AC Filler Caps are engineered and manu- 
factured to the highest standards of quality 
...to the standards of General Motors original 
equipment. Standardize on AC Filler Caps. 
Stock them for all your customers’ needs. 


Available quickly 
r regular 


SUPPLIER 


AC SPARK PLUG DIVISION GM 
GENERAL MOTORS CORPORATION 


GENERAL 
FLINT, MICHIGAN MOTORS 


NATIONAL PETROLEUM NEWS * October, 1955 


CAPS 
e 
e 
é = e 
‘ 
a 
° 
e 
ABOLINE 
: 
TANK. CAPE 
130 


PUMPING SYSTEM brought savings in time and money to Jobber B. P. Thornhill, Jr. 
The pumps are controlled from the loading dock. In top photo, driver throws 
switch that starts pumps, bottom picture, located under elevated tanks 


Pumps Save Jobber $7,800 


A LYNCHBURG, VA., heating oil job- 
ber has avoided adding a new 
tank truck to his fleet by switching 
from gravity-loading to pumps. The 
speed-up saves him $7,800 a year, for 
an investment of only $1,250. 

Since B. P. Thornhill, Jr., formed 
Lynchburg Oil Co. 20 years ago, it 
has become the largest heating oil dis- 
tributorship in the area. Volume was 
644,384 gal. in 1935 and is expected to 
top 5 million this year. More than 3 
million of that is heating oil. 

Time-Saver—The key saving with 
Lynchburg’s pumping system is time 
Originally, it took at least 25 minutes 
to fill a 1,275-gal. delivery truck by 
gravity from the elevated storage tanks. 
Now it takes 10 to 15 minutes. When 
the seven-truck fleet was taxed to the 
limit during the winter of 1951, the 
decision was made in favor of pumps 

to avoid adding an eighth truck. 

Before the peak of the 1952 winter 
season, the three heating oil storage 
tanks (total capacity 66,000 gal.) 
were manifolded to two three-inch 
centrifugal pumps (Ingersoll-Rand), 
driven by 10-hp electric motors. Two 
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dehydrators (Erie) also were installed 
to clear the product of water and othe 
imperfections. 

How It Works—-With the new sys 
tem, heating oi! is drawn trom storage 
through four-inch lines, then pumped 
through three-inch discharge lines 
through the dehydrators. From there 
its goes through underground lines to 
the loading dock. Electrical controls, 
so the truck driver can start and stop 
the pumps, and high-speed meters have 
been installed at the loading rack 

The saving in money is figured this 
way—a truck costs $4,844.12 to oper 
ate and the driver's salary is another 
$3,000. Total saving: $7,844.12 for an 
installed $1,250 for pumps, 
controls and meters. Company officials 
report no breakdowns or maintenance 
in the three years the system has been 
In Operation. 

Lynchburg Oil can run a 5-million- 
gal.-a-year operation on only 88,000 
gal. of storage much of its 
storage is “on the road.” Five company 
transport trucks haul in product from 
the Richfield supply point at Rich 
mond, 115 miles to the east ‘a 
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“You get 


speed, 
safety, 
economy 
when you get 


QUICK 


Ever-Tite Couplings 
give you connections 
that are always 
tight...safe...fast. 


No sliding 
rings; absolute 
tightness is pre- 
determined in 
manufacture by 
positive gasket 
compression. 


You just slip the 
coupler over the 
adapter, and close 
the handles. 

If you want to make 
it fast, make it 
Ever-Tite—the first 
choice where per- 
formance is the first 
consideration, In 
stainless steel, bronze, 
aluminum, steel and 
malleable iron. Ask 
your distributor now. 


EVER-TITE COUPLING CO. INC 
254 West 54th Street 
New York 19,N.Y 


EVER-TITE 


COUPLINGS 


EVER-TITE 
Standard 
Adapter and 


Coupler 


Couple 
for 
Tank C 


EVER.-TITE 
Coupling 


Elbow and 


EVER-TITE 
Adapter and 


r 


ar 


Unloading 


Check Valve 


Unit 
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© FAUCETS 


-Warehouse Stocks 
in All Principal Cities 
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® LOADING Complete Wheaton service is always near at 
, ASSEMBLIES hand ... wherever you are. The full line of experi- 
| ence-engineered bulk handling equipment is 
| 

| 

| 

| 

| 

| 

| 


available through authorized representatives in 

all principal cities. For a detailed description of 

Wheaton proven-for-quality products consult the 

new Catalog No. 61. If you have not yet received 

a copy, call or write the Wheaton sales office 

© INTERCHANGE © VALVES nearest you. Your copy will reach you promptly! 
MANIFOLDS 
WHEATON FACTORY REPRESENTATIVES ARE LOCATED 
STRATEGICALLY FOR PROMPT DEPENDABLE SERVICE 


“ASTERN REPRESENTATIV A. SAVAGE 
ENGINEERING & co. South St. 
: 368 Congress St. Newark 5} N. 
LINK & SON Boston 10, Mass. METAL PRODUCTS CO. 
14 So. Calverton Rd, 1611 Bessemer Building 
19, 


GIRARD 
649 Ashby St., N. 327 So. LaSalle St. 
Atlanta, Ga. * om 939.940, Chicago 5, 
WILLIAM A. KNAPP CO. 
714 Independence Ave. 
Kansas City 6, Mo. 
NEST ‘COAST. 
FENNELLY © 


San Froncises 24 Calif. 


ND. REPRE XICAN REPRESENTA 
WORTHINGTON 5.A. “ENRIQUE A. TESSADA 
Rue Santa Luzia, 685 ee 10 Paseo de la Refor 
Mexico D.F., Mexico 
AND REPRESENTAT! 
EMCO BRASS MFG. CO., LTD. 
Westwood Industrial Estate 
Road, Margate, Kent, | 


WHEATON PROVEN FOR QUALITY 
BRASS WORKS UNION + NEW JERSEY 
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Portable Pump 


Tokheim has designed a_ portable 
electric pump for use on skid tanks 
or with underground installations. The 
pump features an explosion-proof junc- 
tion box and a built-in check valve. 
It has an adjustable sliding suction 
tube that simplifies use on skid tanks 
and drums. Delivery rate is 10 gpm 
on an eight-foot vertical lift, and it is 
recommended for use by truck fleets 
and consumer accounts. Tokheim 
Corp., Fort Wayne, Ind. 


Circle No. 1 on Coupon, p. 134 


Plug Service Panel 

A new spark plug service panel is 
designed to fit the Champion cleaner- 
tester units. The panel includes a plug 
analysis section, service procedure sec- 
tion and tool mounting panel with 
removable stud mountings. Measure- 
ments are 27 x 1912 inches and the 
price to dealers is $6.95. Champion 
recommends grouping the cleaner- 
tester, with the new panel mounted, 
and a shelf supply of plugs. Champion 
Spark Piug Co., Toledo, Ohio. 


Circle No. 2 on Counon, p. 134 


Headlight Testers 

Trulite says headlight alignment can 
be cheeked in. one minute, without re- 
moving sealed-beam cover rings, with 
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its new sealed-beam gages. Complete 
adjustment, says the company, takes 
only five minutes and 18 inches of 
space. Price, including steel display 
table and sign, is $49.50. Trulite Corp.., 
P. O. Box 128, Van Nuys, Calif. 


Circle No. 3 on Coupon, p. 134 


Oil Product Labels 


Pressure-sensitive labels developed 
by Avery Adhesive are being used to 
mark packaged and drummed oils and 
other flammable products according to 
Interstate Commerce Commission 
specifications. The Avery labels do not 
require moistening or gumming and the 
company says this has proved a time 
saver. Avery Adhesive Label Corp 
Monrovia, Calif. 

Circle No. 4 on Coupon, p. 134 


Fluid Dispenser 


In a special deal, Bell is marketing 
22 gal. of brake fluid in a reusable 
container with a flexible pour spout 
and dispensing pump. The dispenser is 
being plugged as providing fast, clean, 
one-man filling. Replacement fluid is 
available in quantities from 12-07 
cans to 54-gal. drums. The Bell Co., 
411 N. Wolcott Ave., Chicago 22, Ill 


Circle No. 5 on Coupon, p. 134 


Storage Tank Coating 


Amercoat is pushing its new Dimet 
cote material for weatherproofing oil 
storage tanks. Dimetcote is inorganic 
metallic zinc, says the company, is un 
affected by oil products and solvents 
and will protect most surfaces with 
one coat at a cost of less than 6¢ per 
sq. ft. Amercoat Corp., 4809 Firestone 
Blvd., South Gate, Calif 
Circle No. 6 on Counon, p. 134 
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Fender-Wall Protector 


L. B. Miller is marketing two plastic 
protecting car tenders 
overflow and tor 


shields for 
against gasoline 
guarding house walls and lawns against 
damage trom heating oil spills. The 
shields fit over the gasoline and heat 
ing oil fill pipes. The shields are avail- 
able at $1.25 each and, in lots of 100 
or more, the name of the oil company 
will be substituted for the “Miller” 
imprint. L. B. Miller Co., 394-6 State 
Stamford, Conn. 


Circle No. 7 on Coupon, p. 134 


Curb Pump Hose 


Thermoid's new curb 


Petroline, 
pump hose, is designed for resistance 
to abrasion, oil and gasoline decay and 
sun checking. The hose has a rayon 
circular reinforcement, com 
bined with a round spiral wire for 
strength and flexibility. It ts approved 
by Underwriters Laboratories and ts 
tested for pressure and static grounding 
before shipment. Sizes are ‘4 and 
interior diameter. Thermoid Co., 200 
Whitehead Rd., Trenton, N. J 


Circle No. & on Coupon, po. 134 
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Fleet-Fueling Pumps 

Viking has added two new models 
to its line of pumps for truck fleet 
fueling and transfer pumping at small! 


new equipment 
A 
° : 
| 
HEAVY DUTY 
. 
i 
ome 


new equipment 


bulk plants. The new pumps have 
capacities of 20 and 30 gpm. The 20- 
gpm model comes connected to a 1-hp 
motor and the 30-gpm unit includes a 
1’%2-hp motor. Motors are explosion- 
proof electric and the pump-motor 
combination is mounted on a steel 
base. Viking Pump Co., 406 State St., 
Cedar Falls, lowa. 
Circle No. 9 on Coupon, p. 134 


Low-Cost Expander 


Only $4.95 will buy a new bead 
expander for tubeless tire inflation now 
in production by Walters Tool Co. 
Ihe device works by lever action and 
has no springs or gears. The web belt, 
ultached to a metal lever, fits any size 
tire. Walters Tool Co., Inc., 1405 16th 
St., Racine, Wis 

Circle No. 10 on Coupon, p. 134 


Drill-to-Wrench Unit 


Hewitt is marketing the “Stutter 
chuck,” a two-pound cylindrical device 
designed to convert any electric drill 


© FOR FURTHER INFORMATION 


into an impact wrench. The converter, 
which sells for about $30, provides 
only a tightening action, but a $3 
switch makes it possible to reverse 
the drill. One model delivers four 
blows per revolution, the others deliver 
two blows. Hewitt & Co., 1827 S. 
Hope St., Los Angeles 15, Calif. 
Circle No. 11 on Coupon, p. 134 


Four-Wheel Drive 


Napco is producing four-wheel-drive 
units for 4%, %, 1, 1% and 2-ton 
Chevrolet and GMC trucks, The com- 
pany says trucks equipped with the 
units will climb 70% grades and can 
haul heavy payloads under the rough- 
est road conditions. Installation re- 
quires no frame cutting or othe 
alteration that would weaken or distort 
the truck chassis, say Napco engineers. 
Napco Products Div., Napco Indus- 
tries, Inc., 834 N. Seventh St., Minne- 
apolis, Minn. 


Circle No. 12 on Coupon, p. 134 


Fuel Shut-Off 


ASCO’s new solenoid valve will 
shut off fuel automatically from  gas- 
oline or diesel engines in case of low 


On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 
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oil pressure, high engine temperature, 
overspeed, low voltage or other ab- 
normal conditions that may cause 
engine damage. The valve remains 
closed until re-opened manually. It can 
be used for stopping the engine by 
installing a push button. Automatic 
Switch Co., 391 Lakeside’ Ave., 
Orange, N. J. 
Circle No. 13 on Coupon, p. 134 


Cool Floodlight 


Stonco says its new outdoor flood- 
light allows lamps to burn cooler, 
providing longer life. The unit is 
weather-tight and rust and corrosion- 
proof, but also is designed to permit 
maximum circulation of cooling air. 
The all-weather lamp features a sili- 
cone rubber weatherseal that hugs the 
lamp to seal it from moisture and 
provide shock resistance. Stonco Elec- 
tric Products Co., Kenilworth, N. J. 

Circle No. 14 on Coupon, p. 134 


Plant Fire Truck 


Ward LaFrance has designed a 500- 
gpm pump truck for company fire- 
squad use in large oil terminals. The 
unit is equipped with foam for fighting 
oil fires, or can be furnished with CO: 
and dry chemical for fighting chemical 
blazes. The truck is powered by a 
183-hp Chrysler engine. Ward La- 
France Truck Corp., Elmira, N. Y. 

Circle No. 15 on Coupon, p. 134 
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CALIFORNIA 


Fa sboy PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT, 


EASTMAN EQUIPMENT CO. 
871 Park Ave., San Jose, Calif. 


INDIANA 


Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 


TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
Phone 62-1975 
Association 


3923 €. (4th St., Des Moines, lowa, 
Member National Oil Equipment Jobber 


MISSOURI 


TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
519 Southwest Bivd KANSAS CITY 8, MO 
Phone HA-2335 
Member National Oil Equipment Jobber Association 


NEW JERSEY 
EQUIPMENT 
for the 
OIL INDUSTRY 
e 
Rebuilt 
PUMPS—METERS—REGISTERS 
a 
PARTS FOR MOST PUMPS 


TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson, 3, N. J. 


NEW YORK 


RENICK & MAHONEY, INC. 


380 Second Avenue 

_ NEW YORI 10, N. Y 
Service Station Equipment 
Bulk Plant—Truck Tank and 


Member of National Asseciation 
Of Oi! Equipment Jobbers 


| 
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L-Step Fuel Tanks 


L-step models are included in Master 
Tanks & Welding’s new line of truck 
and tractor fuel tanks. The L-step 
model is designed for truckers who 
want to shift the fuel tank’s weight to- 
ward the front axle of the truck, in 
creasing payload capacity in the rear 
L-step tanks are available singly or in 


pairs in 42 and 71-gal. capacities 
Master Tank & Welding Co., Dallas, 
Tex. 


Circle No. 16 on Coupon, p. 134 


Lift Truck Facts 


Hyster outlines the advantages of 
its new single-mast lift truck—-Mono 
mast--in a catalog bulletin. Hyster 
says the Monomast provides greater 
visibility than other models and equal 
efficiency, but costs no more. Load 
lifting speed is 58 feet per minute, 
the bulletin says. Myster Co., 2902 FT 
Clackamas St., Portland 8, Ore 


Circle No. 134 


on Coupon, p 


Zinc and Corrosion 


Ways in which zine controls corro 
sion in oil tank farms and other instal 
lations are illustrated and described in 
a book issued by American Zinc 
Institute. Drawings, charts and photo 
graphs are used to illustrate the corro 
sion control action of zinc coatings, 
pigments and anodes. American Zinc 


Institute, 60 E. 42nd St., New York 
if, 
Circle No. 18 on Coupon, p. 134 


Radiator Service 


A new catalog covers Inland radi 
ator service and repair equipment and 
lists locations of many installations the 
company has made. A price booklet 
included with the catalog lists sug 
gested equipment combinations for 
various sizes of operations, from a 
small outfit costing $808 to an elabo- 
rate shop that will serve everything 


NEWS 


OHIO 


EQUIPMENT SALES CO. 


E. Exchange St., Akron 4, Ohle 


164 


Air, Oil, Hydraulic and Gas 
Hose and Coupling Service 
SALES-——PARTS ENGINEERING SERVICE 


Phone—Jefferson 5-8215 
Factory Representative for 
Westinghouse, 0.P.W., Lincoln 
Neptune, Huffman, Goodrich. 


PENNSYLVANIA 


RUTLEDGE EQUIPMENT CO. 


334 Bivd of Allies 


Rutledge Service Station 
GGB Equipment—-Buckeye Valves 


Pittsburgh 22, Pa 
Flood Lights 
6 


Fittings 
Granco Pumps G Meters—Alr 
Compressors 


E. O. HABHEGGER CO. 


Engineering G Equipment 
BULK 


24th & Fairmount Aves. 
PHILADELPHIA, 30 


TERMINALS TRUCKS 


SERVICE STATIONS 
MEMBER NAOEJ 


WEST VIRGINIA 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip 


SMITH METERS 


H. H. TRUITT 


1403 8th Ave 
Huntington |, W. Va 


WISCONSIN 


JABAS EQUIPMENT COMPANY 


Grayco-Brown-Revere-Steel Shelving 


1226 Velp Ave 


Quality Equipment Lines 
Wayne-OPW-Granberg-Gates 


Complete Sales Service 
Green Bay, Wisc 


Equipment Jobbers 


This Is Your Market Place! 


NATIONAL PETROLEUM NEWS 


330 West 42nd Street 
New York 36, N. Y. 


Write today for Advertising 
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price $3,978 
1108 Jack- 


through heavy trucks 

Inland Manufacturing Co., 

son St., Omaha &, Neh 
Circle No 134 


19 on coupon, p 


Meter Testers 


Bone Engineering's testers for check 
ing calibration of meters at oil termi 
nals and other locations are pictured 
and described in a four-page folder 


Laboratory and field units and mov 
able 
Engineering Corp., 
Glendale 


single units are included. Bone 
701 W. Broadway, 
4, Calif. 

Circle No 134 


20 on coupon, p 


Service Tools 


Hopkins covers part of its line of 


auto service equipment for use in serv 
ice stations in a new brochure, Included 
are a headlight adjusting device, roller 
for testing tubeless tires and a tubeless 
tire bead expander. Hopkins Tool Co., 
Inc., kimporia, Kan 


Circle No, 21 on coupon, p. 134 


Hose-Fitting Sheets 


KB, F. Goodrich tank, heating oil and 


liquefied petroleum gas hose and fit 


tings are covered in two new data 
sheets. Illustrations of the products 
are accompanied by specifications and 
recommended uses. B. F. Goodrich 
Co. Industrial Products Div., Akron, 
Ohio. 


Circle No. 22 on coupon, p. 134 


Meter Manual 


Buffalo Meter has issued a new 
catalog listing the Niagara line of 
meters for oil products and other 
liquids. Included in the book are new 
explosion-proof models, improved 
chemical meters and a complete run- 
down on standard meter models. 
Buffalo Meter Co., 2917 Main St., 
Buffalo 14, N. ¥ 

Circle No. 


23 on coupon, p. 134 


MANUFACTURERS 


New Albany Welding Works, Inc., 
Jeffersonville, Ind., tank maker, has 
moved to larger quarters north of the 
city. New address is P.O. Box 495-C. 

Oil marketing equipment makers are 
being invited to display their lines at 
the Petroleum Marketing Trades Show, 


Increase 


TBA 


KOOL 


TBA sales jump when your customers 
“SIT ON A BREEZE” 
on KOOL KOOSHION . . . the best 


made and fastest selling auto cushion 
in the world! 


KOOL KOOSHION is cooler, cleaner, 
softer and more comfortable than or- 
dinary auto cushions. Constructed 
with sturdy galvanized wire, strong 
Vinyl plastic covering makes it dur- 
able—-will not lose shape. So perfectly 
ventilated you can see through it! 


KING SIZED CUSHION 


Our 35th Anniversary Special... 
big 221 inch seat! 


For information, and tolders write 
direct or contact our representative 
in your area. 


Warm Weather 
Sales with 


KOOSHION 


Since 1920 


| 
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KOOL KOOSHION 


MANUFACTURING COMPANY 
OKLAHOMA CITY, OKLAHOMA 


set for Oct. 31 through Nov. 2 at the 
Hotel New Yorker in New York City. 
The sponsor-manager, Petroleum Mar- 
keting Trades Institute, 545 Fifth Ave., 
New York 17, says representatives of 
major and independent oil marketing 
companies will be invited. The floor 
plan provides for 38 display booths. 


Stewart-Warner Corp. has bought 
John W. Hobbs Corp., maker of spe- 
cialty electric devices for the automo- 
tive field. One of Hobbs’ products is a 
clock-type hour meter used to record 
length of service and to schedule main- 
tenance check-ups. 


Jordan Regulator Corp., maker of 
oil industry valves, has sold out to 
OPW Corp. The new division will be 
known as Jordan Corp., with factory 
and offices in Cincinnati. G. L. Ohr- 
strom is board chairman and G. B. 
Richards president. 


Crane Packing Co., Chicago manu- 
facturer of mechanical seals and pack- 
ings, is constructing two new buildings 
in suburban Morton Grove. The one- 
story structures will house research 
and laboratory operations, plus offices 
and a cafeteria. 


Life Time Products Corp. of Los 
Angeles, maker of sheet and strip steel 
products, has bought the assets of Bay 
Mfg. Co., Harbor City, Calif. Bay 
makes one-end lifts, bumper jacks and 
other service station and garage shop 
equipment. 


Vanton Pump & Equipment Corp. 
of Hillside, N. J., has appointed two 
new sales agencies. Backus & Spencer 
of Cleveland will handle the line in 
northern Ohio and Unit Process Co. 
of Seattle will cover Idaho, Montana, 
Washington, Oregon and Alaska. 


Thrall Car Manufacturing Co. has 
bought Farrell Manufacturing Co. of 
Joliet, IIL., truck tank and semi-trailer 
manufacturer for the past 48 years. 
Thrall is planning to expand Farrell's 
facilities. 


A. O. Smith will take its new Smith- 
way gasoline dispenser on tour with a 
fleet of new trailers built especially 
for the unit. The dispenser mounts on 
a sliding base in the closed trailer. It 
can be pulled out to show the customer 
the features and pushed back inside to 
simulate after-dark conditions. 


The Pfaulder Co. of Rochester, N. 


BE SURE YOU GET THE GENUINE KOOL KOOSHION 
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Y., maker of steel tanks, filling machi- 
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nery and other oil equipment, has 
moved its New York and southwest 
regional offices. The New York loca- 
tion—serving New York City, south- 
eastern New York and northern New 
Jersey—is at 33 Newark St., Hoboken, 


N. J. In the southwest, the company 
has moved from Dallas to 514 W. 
Main St., Houston 


Vulcan Steel Container Co. has i 
new steel pail production line in oper- 
ation at its Birmingham, Ala., plant 
rhe new line ups pail and drum capa- 
city by 60% , the company says 


—— PERSONALS 


G. D. Moore Theon Wright 


G. Denny Moore, retiring after 23 
years as managing director of Gasoline 
Pump Manufacturers Assn., has been 
replaced by Theon Wright. Moore, the 
only director GPMA has had since its 
formation in 1933, will remain as con- 
sultant until the end of this year 
Wright is a former vice president of 


H. A. Bruno and Associates, Inc., 
public relations agency, retained by 
GPMA 


K. A. Roesch, 
director of serv 
ice, succeeds re- 
tiring Edward F. 
Coogan as gen- 
eral manager of 


White Motor 
Co.'s Autocar di- 
vision Roesch 


joined the White 
sales staff in 1928 
K. A. Roesch and served 

apprenticeship in 
Columbus and Cincinnati 
Cleveland 


Cleveland, 
before taking 
branch manager in 1942 


over as 


J. O. Hancock, former manager of 
the trailer department, now is assistant 
general manager of Great Dane Trail- 
ers, Savannah, Ga. He joined Great 
Dane in 1942 
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of all lighting systems 


NEW 
Service Station Floodlights 


You get more light—exactly wher@ you want 
it—when you install Crouse-Hinds Floodlights. Two types of 
lights and five lenses provide the following light distribution: 


Beam Spread 
Horizontal Vertical Beam Candlepower 
*11.0° 10.5° 222,500 
*12.8° 14.0 182,500 
*32.5° 13.5° 64,650 
*52.0° 52.0° 17,600 
*125.0° 22.5° 11,170 
**59.8° 29.7° 9,430 
#%63.7° 63.8° 5,230 


*14” floodlight with 500-watt, 115-v, G-40 bulb, floodlight service lamp 
**10” floodlight with 200-watt, 115-v, PS-3@ bulb, general service lamp. 
In addition, the Crouse-Hinds pole mounting 
arm bracket mounts up to seven floodlights, thus 
simplifying installation and minimizing the num 
ber of poles needed. A terminal block on the 
merely set the com 
and attach 


the incoming service leads to the block 


arm makes wiring easier - 
plete floodlight assembly on the pole 


Crouse-Hinds Lighting Engineers will be glad 


to prove with actual case histories how the 
Crouse-Hinds floodlighting system cuts power 
consumption, reduces lamp costs and gives you maximum flexibility. Contact 


the office or representative nearest you. Or write for free Bulletin No, 2677 


CROUSE-HINDS COMPANY 


SYRACUSE 1, N. Y. 


FLOOOLIGHTS . TRAFFIC S1GMALS . 


cOmouLets . AIRPORT LIGHTING 


/ 


CROUSE-HINDS COMPANY 
Syracuse 1, N. Y. 


Please send free Bulletin No. 2677 on Floodlights for Service Stations. 
Name 

Company 

Address 

State 


City. Zone 
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(Continued from p. 137) western Massachusetts, Connecticut Crouse-Hinds Corp., Syracuse, N. Y., 
Richard T, Crumley heads the sales and Rhode Island and Bolding is sales makers of conduit fittings and explo- 

staff of Toledo Porcelain Enamel Prod- representative for metropolitan De- sion-proof equipment. 

ucts Co., Toledo, Ohio, makers of troit, 

porcelain enamel panels used in service of 

station construction. Joseph E. Seibold, Hudson Heights, 

N. J., now manages the merchandising 

division of Worthington Corp., with 
Robert G. Duncan and William M. which he has served since 1924. 

Bolding have new sales posts with Iron . 

Fireman Manufacturing Co. of Cleve- John R. Tuttle has been elected 

land. Duncan is district manager for president and board chairman of 


MO n your ch Ol ce of E. 


Bailey, Jr., have taken over sales dis- 
tricts for Union Tank and Supply Co. 
Howenstine will operate from Aurora, 
Colo., to cover the Denver district and 
Bailey, who lives in Sterling Colo., has 
the Colorado-Nebraska district. Lloyd 
J. Perdue has been appointed sales 
representative in Midland, Tex. 
° 

Wilbur EF. Combs is sales promotion 
manager of industrial rubber products 
for United States Rubber Co. His 
office is in New York. 

Warren FE. Hill has been elected 
president and director of Thermoid 
Co., Trenton, N. J., manufacturer of 
industrial rubber products. 

Robert N. Drake will direct adver- 
tising and sales promotion for the can 
division as assistant advertising man- 
ager for Crown Cork & Seal Co. 

John M. Seanor has joined Kent- 

Moore Organization, Inc., Detroit, as 
|} Sales director after 18 years with 

Now, in addition to the riveted bail, Stewart-Warner Corp. 
you may order famous G. P. & F. Dome 


Top Utility Cans with a welded bail. National Petroleum News 
Both types are designed for easy carry- _— 
ing, with plenty of “knuckle clearance” 
over the filler cap. And, of course, both 
types have the same strong body and 


double-pour spouts that have made these 


cans best-sellers from coast to coast. 


A SALES BUILDER! CAN BE USED ANYWHERE! 


G. P.& F. Dome Top Utility Cans (in solid colors or lithographed 
with your design) have scores of uses. On the farm, in the garage, 
in the home, at the lake... these containers help your customers... 
build good will for you. In 5-gallon and 40-pound sizes. Write for 


complete information ! 


(jPp\. GEUDER, PAESCHKE & FREY CO. 
NORTH ISTH STREET MILWAUKEE 1, WISCONSIN 


"You said you wanted an atten- 
tion-arresting display.” 
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Solves valving problems for remote pumping 


New Emergency Valve eliminates hazard, maintains 
product flow to remaining operative dispensers 


No. 431D 


The No. 431 D is a simple mechanical valve installed 
in the suction line at base of dispensers to remove most hazards 
of remote pumping 


1. Valve closes automatically in case of fire 


If dispenser should be damaged by a car sufficiently to break 
piping, valve design causes break to occur at outlet; 
valve disc is also released, stopping flow of product. 


. Permits operation of other dispensers while one is inoperative 


4.Can be manually controlled, if desired. 


5. Can be repaired without removing from line. 


No. 431 D is a modification of the Buckeye 
Swing Gate Valve—a spring-loaded, double disc, 

wedge-type gate valve. Greatest over-all — = 
dimension is 3-11/16 inches. Write for details. 


Horizontal Check Valve with built-in 
relief. Spring-loaded for slight back 
pressure. 


No. 851 R 


No. 454 R Angle Check Valve with built-in relief. For full details, write to: 
No. 444 R Swing Check Valve with built-in relief BUCKEYE IRON & BRASS WORKS, DEPT. N. 
Box 883, Dayton, Ohio 


Quality Valves and Fittings for the Oil Industry 
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C) AUTOMOTIVE 


What Comes After 1956? 


By HOLGER RIDDER 
NPN Automotive Editor 


1956 car models are already 

being introduced, and they pro- 
vide a basis for speculation on the 
models of 1957 and 1958. 


Compression ratios went up with 
the ‘56 cars, and are causing oil men 
to raise their sights on gasoline octanes. 
It’s a good bet that both compression 
ratios and octanes will continue to 
rise in the future. The big question is 
how fast. 


ADVERTISEMENT 


“Throw away the checkers, men... I've just signed 
up for a Skelly ‘Big Ticket’ franchise!’ 


NATIONAL 


Since engine design determines fuel 
appetite, let’s look at the engine situa- 
tion, 

Ford is pretty certain to introduce 
a completely new engine in 1957 
models. But if company engineers run 
true to form, Ford won't be pushing 
the upper limits of premium fuel. To 
date, the company has preferred to 
keep within the regular-grade bracket. 

No one wants to talk about it, but 
there’s good reason to believe that at 
least a couple of the premium fuel 
cars may come out with new engines 
or marked changes in 1958—possibly 
even 1957. The competition for power, 
performance and efficiency makes it 
almost a sure thing. 

This means another sharp jump in 
compression ratios and another push- 
up for the premium octane ceiling. An 
educated guess would place the top 
ratio for 1957 models at about 10:1 
or 10.2:1 and for 1958 at about 10.2 
to 10.5:1, 

On this premise, future prospects 
for fuel octanes require a second 
glance. Early this year it was estimated 
that by 1960 the national average 
octane for premium fuels would be 
about 98. Now that has been upped 
to a little better than 99, conserva- 
tively. 

A look at what kind of fuel it will 
take to satisfy 90% of the high com- 
pression premium fuel cars by 1958 
shows that better than 99 octane gas- 
oline is called for. By 1960 it would 
take better than 101 octane premium 
gasoline to keep 90% of premium fuel 
cars out of trouble. 

A compromise of the two extremes 
indicates that the oil man will still be 
in the ball park if he looks for a na- 
tional premium fuel octane rating of 
100 by 1960. 

For the marketer this points to 
several more years of sharp competi- 
tion on a fuel quality basis. Octane 
ratings will probably receive more and 
more attention, advertising-wise and 
at the point of sale. There is every 
reason to believe that the sharp com- 
petition in the auto industry will be 
paralleled in the oil industry. 


[' THE PRESENT rate of car sales 
continues—and there are many in 
the auto industry who see it continuing 
for some time to come—-the oil indus- 
try is going to gain millions of new 
customers every year. 

Production of autos so far this year 
has been at an all-time high. For the 
first six months of this year there were 
4,863,333 factory sales of vehicles. Of 
these, 4,226,729 were passenger cars. 
The nearest to that record was the 
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second half of 1950 when 4,252,740 
vehicles were sold 

The drastic changes incorporated in 
so many 1955 models undoubtedly had 
an effect on the brisk sales, as did 
steady and record employment 
throughout the country. 

On the basis of some press previews 
of 1956 already witnessed, it’s clear 
that numerous drastic changes for 
1955 won't be repeated. But the car 
makers are coming up with certain 
modification and improvements de- 
signed to make 1956 models even more 
attractive and salable than the 1955's. 

All of which adds up to more cus- 
tomers for service stations. 


indicator of how the car 
market is going is. the 
rise in sale of so-called luxury options 
on cars. Power steering and power 
brakes are gaining in sales. So is air 
conditioning. Cadillac reports that 
from the time it introduced its 1955 
models late in 1954 until July 10, there 
were twice as many air conditioned 
Cadillacs sold as in the same period 
tor 1953 models. 

Ihe customer has money and is 
willing to spend it tor more comfort- 
able transportation. And once he buys 
the car, he becomes of necessity an 
oil company customer. How good and 
steady a customer he becomes depends 
on the quality of product and service 
he receives at the neighborhood service 


station. 

H ABITLAL worrtes the oil in- 
dusiry m.ght put a little thought 

on the sun-powered model automobile 

shown last model at the General Mo- 

tors Powerama in Chicago. 

This was only a 15-inch “sun- 
mobile,” with 12 photoelectric cells to 
convert light into electricity to power 
a tiny motor. But it is not too pre- 
sumptuous to conclude that this may 
be the first step toward a completely 
new source of automotive power 

GM, of course, emphasizes that solar 
power has no practical application in 
the automotive industry at present. Yet 
here ts evidence that the company is 
working on it 

A thought in passing. Maybe this 
line will be added to the service sta 
tion man’s TBA pitch in 1999; 

“Check your photoelectric cells, sir? 
We carry a complete line of replace- 
ments.” 


steady 


M“ ELLANY: Mention last month 
(see NPN, September, p. 138) 

that seat belts might become a 
future TBA item warrants repetition of 
an observation made to NPN during 
the press preview of the 1956 Lincolns 
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A Ford Motor Co. safety engineer 
made the point that to be effective the 
seat belts must be adequately anchored 
to the frame of the body and should 
be designed to meet at least minimum 
CAA specifications. Just fastening the 
belt to the seat will provide passengers 
with very little extra safety. 

So if seat belts are to be considered 
a possible TBA entry, care must be 
shown in selecting the right belts, and 
seeing to it that they are properly 
installed. 


The 


the 


Spark plug sales are up about 48° 
above the first half of the previous 
peak year of 1954, AC Spark Plug 
Division of General Motors reports 
That follows the trend predicted by 
NPN last year (see Sept. NPN, p. 35) 
on the basis of increased production 
ot V-8 engines 

Joseph A. Anderson, AC 
manager, says sales of original equip 
ment the first half of 1955 were 59% 
ahead of last year, and replacement 
sales up 36% a 


general 


Skelly Franchise 


“Big 
Franchise 


for You 


It’s those “big tickets” 


multiple item and premium sales 


that 


are paying off big for Skellymen these days. And why not? 
Skelly’s vigorous promotion is aimed directly at getting “big 
ticket” business for their dealers and tankmen: (1) A guarantee 
of 10% more mileage or 10 gallons free when customer switches 
for 30 days to premium gasoline and premium motor oil; (2) 
1000-mile guaranteed Greasemaster Lubrication that helps get 
more cars up on the rack; (3) The best TBA setup in the business. 


Let us prove that the Skelly franchise is the “big ticket 


franchise for you, too. Write, wire or phone today! 


SKELLY OIL 


P.O. Box 436, Kansas City, Mo 


Division Offices: Kansos City «+ 


Chicago + Tulsa 


Cedor Rapids + 


M NEWS 


St. Paul 
Wichita 


COMPANY 


Omaha 


Dallas 


Denver « 
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" The new $6,600,000 plant of American Lithium 
Chemicals, Inc. in San Antonio, an affiliate of 
American Potash & Chemical Corporation, long 

ee the leading producer of Lithium Carbonate, 
? makes available to producers of lithium-based 
greases an abundant new source of supply of 
LITHIUM HYDROXIDE, The new plant will process 
high-grade lithium ores from extensive deposits 
in Southern Rhodesia, assuring you of vast re- 
serves, coupled with the most modern domestic 
production facilities available anywhere. You 
can count on the advantages of Trona LITHIUM 
HYDROXIDE in your all-purpose greases — mois- 


ture resistance, chemical and mechanical stabil- rel’, 
ity and wide temperature range, just as you can NO 0 
depend on the consistent good quality of Trona’s 


new source of this vital all-purpose, all weather 


grease additive. 
Send for technical information sheet LITH u M E G R E 
FOR LITHIUM CHEMICALS—LOOK TO AMERICAN POTASH! 


American Potash & Chemical Corpora lion 


Offices * 3030 West Sixth Street, Los Angeles 54, California 
© 99 Park Avenue, New York 16, New York 
INDUSTRIAL ® 214 Walton Building, Atlanta 3, Georgia 
le cut ely eae Plants © Trona and Los Angeles, California and San Antonio, Texas 
Export Division * 99 Park Avenue, New York 16, New York 


LITHIUM CARBONATE * LITHIUM HYDROXIDE * LITHIUM BROMIDE « LITHIUM CHLORIDE and other LITHIUM CHEMICALS 


© 
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Trucker Rides Safety 


Into Another Award 


Dan Dugan, Sioux Falls, S. D., oil 
hauler, has added his fourth Trail- 
mobile Tank Truck Trophy to a col- 
lection of 30 national safety awards by 
following a program of “aggressive 
caution” throughout his operation. 

That program involves 

e Careful driver selection. 

e Creating an understanding of 
what safety means. 

e Maintenance of equipment. 

e Defensive driving practices. 

e Making standards become habits. 

Recognition of courtesy’s im- 
portance, 

Because of Dugan’s reputation and 
safety record—-only one accident in- 
volving another vehicle per | million 
miles—-more than 4,000 men applied 
for driving jobs with his 117-transport 
fleet last year. 

A central point of his rigorous 
training program is courtesy and aid 
for motorists in trouble along the road. 
Dugan gets 300 letters a year from 
recipients of this aid to prove it. 

The “way of life” of a Dugan driver 
revolves around these safe-driving 
“attitudes:” 

e Backing-up accidents are avoid- 
able. 

e@ Steering is a two-handed job, 
and a blown tire or other emergency 
may arise at any minute. 

@ It is possible to shift any vehicle 
smoothly and quietly. 

e The proper speed is the safe 
speed. 

The fellow trying to pass will 
do everything wrong. 

There always will be someone 
coming when you reverse direction. 

e The oncoming driver is either 
drunk or asleep and he is going to 
pull across into your lane. 

e There always will be someone 
over the hill trying to pass on the 
other side, or cross-wise on the road. 
e Stop as if you had no brakes. 


October, 
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e Someone always will pull in tront 
of you at an intersection. 

e The traffic light will turn red just 
as you get there. 


When to Tow 


To tow or not to tow 
That is a question many service 
station dealers would like answered 
these days, as more cars hit the road 
with automatic transmissions 
Iwo suppliers who put out publica- 


These pumps were spe- 


cifically designed for installation on 


tank trucks. 


installation and operation with their un- 
rivaled features of compact size, lightweight, 


They provide economical 


tions for their dealers in the South 
west have tried to clear up the 
problem. But both have different rec 
ommendations for every type of auto- 
matic transmission about towing with 
out elevating the rear wheels 

One said it was all right to tow a 
car equipped with “Powerflite” trans- 
mission, if the transmission was placed 
in neutral and the distance to be towed 
was not over 100 miles. 

The other said not to tow cars 


thus equipped. Period a 


you get more 


and full-rated, smooth flow delivery at idling 


engine speeds. 


Maintenance time and expense is reduced to a minimum with these 


sliding vane 


and the heavy-duty anti-friction bearings. 


replaced easily and economically. 


rotary pumps which are 


“self-adjusting for wear,” 
The wearing parts can be 


Choose pumps for your trucks from the complete Blackmer line. 


Sizes available: 11/4,” thru 3”. 


liquid materials handling ® 


~BLACKMER 


INDUSTRIAL, HAND AND T ~-K PUMPS 


STRAINERS 4/ALVES 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, “MICHIGAN 
DIVISION SALES OFFICES 
NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON « SAN FRANCISCO 
See Yellow pages for your local sales representative 


NEWS 


| 
deliveries per day. at less | 
expense. with BLACKMER 
| truck pumps 
| 
: 
143 


A vehicle must have the workhorse pulling power to 
haul heavy loads! Torque is needed for bad road con- 
ditions or hill-climbing! Speed is needed for fast haul- 
ing, to bring an empty vehicle back for new loads 
sooner 


TDA 2-Speed Axles answer trucking’s need for flexible 
power. Exclusive double-reduction design permits a 
range of spreads all the way from 28% to 49°% in an 
almost unlimited number of gear combinations. ‘TDA 
allows tailoring the power of your truck to meet any 
variety of hauling conditions. 


x 


GOMES TRUCKING 


with 2-speed axles 


Exclusive, double-reduction design offers almost unlimited 


possibilities of gear ratios and ratio spreads-—this versatility 
provides tailored power for every trucking need. 


How TDA’s extra ‘‘spread’’ works to your benefit. A// 
2-speed axles employ an extra set of gears to give two ranges 
of speed or power to choose from .. . one for pulling power, 
the other for fast speed. Most 2-speed axles offer only one 
choice of 37%. Design limitations prevent 
changing this standard “spread”. 


“spread” 


However, TDA uses the exclusive double-reduction 
design. With TDA, spreads are available all the way from 
28%, to 49%. This means that your axle can actually be 
tailored to give you just the power you need. Not only can 
you specify the spread most suited to your immediate truck- 
ing need — but you can easily change from one spread to 
another by merely changing the low speed helical pinion 
and gear — an easy mechanical change. 


step. Both sets are of balanced size and capacity. One set 
(No. 2) is for fast speed; the other (No. 3) is for slow speed 
The clutch collar (No. 4) power shifts to right or left to en 
gage one helical pinion or the other 


TDA’s more efficient use of engine power gives important 
benefits .. . high road speeds, faster deliveries, better pay 
load, and maximum fuel economy. No matter what your 
hauling problem or load/road conditions you save with 
TDA. 

How TDA’s 2-Speed principle works! A husky hypoid 
ring gear and pinion set (No. | above) provide the first step 
of the total gear reduction for both fast and slow ratios. 
Two large, heavy-duty helical gear sets provide the second 


Greater endurance, longer truck life with TDA. TI)A's 
simple design eliminates small complicated parts and 
midget size gears. Large 
more teeth in contact 
and far less strain. Bearings are larger, 
too. All this adds up to more profit 
able operation under all 

conditions. (\ 


hypoid-helical design provides 
quieter operation 


TIMK: 


increase axle life with 
GENUINE TDA EQUIPMENT PARTS 


Take no chances with ordinary replace- 
ment parts. For sure, dependable, fac- 
tory-type jobs, specify genuine Timken- \ 
Detroit Axle parts kits—identical to your 

axles’ original equipment. 


TIMKEN DETROIT AMLE DIVISION . 


TRADE MARK REGISTERED Each kit is complete—gives you every- 


World’s Largest Manufacturers of Axles for 
Trucks, Buses and Trailers 


Plants at: Detroit, Michigan * Oshkosh, Wisconsin + Utica, 
New York + Ashtabula, Kenton and Newark, Ohio 
New Castle, Pennsylvania 


RS&A Company 


thing you need in one handy package 
Gaskets ond shims, brake liners and 
rivets, steering knuckles, king pins and 
bushings, differential nests—for every 


size of brake and axle. Order by num- 
ber from your dealer. Cut labor and 
adjustment costs. Get trucks back on 
the road quicker. 


= oo 


AROUND THE WORLD 


INLUCITE 21, International’s lithium-base, multi-purpose grease, pumps freely when 
other greases freeze. The amazing pumpability of INLUCITE 21 has been field-proved by fleet 
owners, service station operators and farmers from coast to coast. 

In wheel bearings, water pumps, universal joints, shackles and other grease-lubricated bear- 
ings, this free-flowing multi-purpose grease outlasts every specialized grease it replaces. 


INTERNATIONAL LUBRICANT CORP, e@ New Orleans 


With Research Comes Quality, With Quality Comes Leadership 
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Super City-an... 


on fuel oil deliveries, 
with 3500 gallons 
on a straight truck! 


This big-capacity truck tank cuts mileage by making several 
industrial, commercial or apartment house deliveries in a 


single trip. Costly backtracking is minimized, to make your 
long routes more profitable. 

The 3500-gallon Super City-an is only slightly longer than 
many old-fashioned units carrying less than a third as much. 
The short tank has a tapered platform for easy driving in 


Manufacturers of Oil Equipment « Steel Buildings 
Farm Equipment ¢ Dry Cleaners Equipment 


Special Products 


Factories at Kansas City, Mo. * Galesburg, Ill. + Minneapolis, Minn 
Richmond, Calif. + Birmingham, Ala. + Houston, Texas 
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narrow alleys and crowded industrial streets. 

Your drivers will save time with all of the conveniences 
that made the Butler City-an famous, such as rear controls. 
Fast 100-gpm pumping and metering get your drivers on 
the way to the next stop in a hurry. 

Your Butler salesman will show how a Super City-an will 
cut your delivery mileage. Call him, or send coupon now! 


BUTLER MANUFACTURING COMPANY 
7454 East 13th $t., Kansas City 26, Missouri 

954 Sixth Ave, polis 14.M 
913 Avenue W, Ensley, Birmingham 8, Alaboma 
Dept. 54, Richmond, California 


' 

' 

' 

' 

Rush me information on how much mileage | can save ; 

Name 
' 

' 

' 

' 


City Jone Stote 


. ‘4 
iC. 
BUTLER 


® Rotary auto lifts are practically maintenance-free . . . 
the finest lifts ever built. Yet even the best equipment 
made eventually needs service and parts. Through 49 
Parts and Service Depots in major cities, Rotary Lift 
Co, provides overnight parts delivery anywhere in the 
United States. You won't lose time, jobs, and profits 
because of inability to get parts. Another good reason 
for buying Rotary lifts! 


AUTO LIFTS 


Roll-On Lifts Free-Wheel Lifts 
Write for catalog and prices 


Rotary eliminates biggest 
problem in lift maintenance 


Rotary’s amazing new Hydra-Sea! replaces lift 
packing, the cause of most maintenance trou- 

les on any lift. A one-piece seal, it requires 
no fitting or adjustment yet positively prevents 
oil leaks, reduces plunger friction and lasts for 
years without replacement. 


Truck and Bus Lifts 


r 

Frame Pick-Up Lifts Mechanic's Lifts 


Only Rotary Lift Co. 
gives you such fast parts service 


Overnight delivery i inthe US. 


49 Genuine Parts and Service Depots located in 


every major metropolitan area 
bon These companies carry a complete stock of parts and 
P . & accessories for Rotary Lifts. They also handle and serv- 
ice all other equipment used by the petroleum market- 


a ing industry. You can depend on them to give you fast 


service when you need it most 


NEW JACKS FOR OLD LIFTS A current model Ro- 


tary jack can be furnished out of stock as replacement 
e * on any Rotary Lift manufactured since 1928... and 
. ram 2 on many other makes of lifts, too, You get the operating 
° economy and dependability of the finest auto lift jack 

we made without buying a new superstructure, 


Alabama, Birmingham Indiana, Indianapolis Montana, Billings Pennsylvania, Pittsburgh 
Pump Shop, Inc. Indiana Oil Equipment Co. Eaton Metal Products Co. John F. Young 
ae - Alabama Mobile Iowa, Des Moines Nebraska, Omaha South Carolina, Spartanburg 
Bas | Wallace R. McKinney, Jr. Gibson Pump & Equip. Co. Petroleum Equipment & Oilmen's Equipment 
| Arkansas, Little Rock Kansas, Wichita Service Co Corporation 
1 Nichols Equipment Co Service Station Supply, Inc New Jersey, Elizabeth Pennessee, Knoxville 
i California, Los Angeles Kentucky. Louisville Universal Valve Co R. B. M. Company 
i Shields, Harper and Co Fred H. Towery Equip. Co New Mexico, Albuquerque Tennessee, Memphis 
: California, Oakland Louisiana, New Orleans Eaton Metal Products Co The Southern Co., Ine 


Shields, Harper and Co Metric Supply Co. New York, Buffalo Tennessee, Nashville 


Carlton W. Hasselback Petroleum Equipment Co. 


New York, Ozone Park Texas, Dallas 
Garage Equip. Maint. Co Vogel-Swygard Associates 


Colorado, Denver 
Eaton Metal Products Co 
Connecticut, East Hartford 


Louisiana, Shreveport 
Caddo Oil Equipment Co 
Massachusetts, Boston 


Bervic Supply Co 

DC New England Petroleum North Carolina, Wilson I'exas, Houston 
"Pritte Equipment Co, Braswell Equipment Co White-Tucker Co 

Ohio, Toledo Te S Ant 
Florida, Jack Mic higan, Detroit yhio, Texas, San Antonio 
ape Be pee Co The Downey Co. Neff Equipment Co San Antonio Equipment Co, 
Florida. Miami Minnesota, Minneapolis Oklahoma, Oklahoma City Utah, Salt Lake City 
Monroe Equipment Co C. N. Price Holt Pump and Supply Co. The Lang Company 
Florida, Tampa Mississippi, Jackson Oklahoma, Tulsa Virginia, Richmond 
Herman Young & Son Whit’s Oil Equipment Co. Kelleher Equipment Co W. B. Goode Co 
Georgia, Atlanta Missouri, Kansas City Oregon, Portland Washington, Seattle 
Equipment Sales Co., Inc. A. Y. McDonald Shields, Harper & Co. Shields, Harper & Co, 
Illinois, Chicago Missouri, St. Louis Pennsylvania, Philadelphia Wisconsin, Milwaukee 
Autoquip Co. Neumayer Equipment Co. Petroleum Equipment Co. Autoquip, Inc. 


IN CANADA, TOO: For parts and service on Rotary Lifts in 
Canada, contact Colville Industries Ltd., Chatham, Ontarwo. 


ROTARY LIFT CO. 


Memphis, Tenn. ou» Madison, ind. 
And in Canada, Colville Industries Ltd., Chatham, Ontario 


= 
J 

/- 
¥ 
4 
| 
The original manufacturer of hydraulic auto lifts . . . and still the leader : 


here’s no other franchise in the tire 
business like Seiberling’s Oil Jobber 


Franchise for building a big tire business 
with satisfied customers. 

Tire sales come faster and easier when you 
have these twelve Seiberling advantages: 


1. COMPLETE TIRE LINE . . . no missed sales. 


2. PRICING STRUCTURE that makes you 
COMPETITIVE. 


3. UNCONDITIONAL GUARANTEE . . . road hazards 
included. 


4. Your dealers make ON-THE-SPOT ADJUSTMENTS. 
5. Little or NO SAME-BRAND COMPETITION. 

6. SEIBERLING IDENTIFICATION that ‘stands out.” 
7. BUDGET SELLING SUPERVISION supplied. 

8. TIRES WITHIN 24 HOURS. 


| 9. EXCLUSIVE PRODUCT-SELLING FEATURES. 

10. COST-SHARED ADVERTISING and 

MERCHANDISING. 
You 11. Sales help from FACTORY and SALES 


important 
advantages 


REPRESENTATIVES. 
12. YOU MAKE MORE PROFIT WITH SEIBERLING 


SEIBERLING 


We would like to talk with you and see if we 
can match our products and programs to your needs, 
Our franchise is tailored to individual requirements. 
Please let me know if you are interested. 

L. M. SEIBERLING 


Vice President in Charge of Sales 
Seiberling Rubber Company, Akron 9, Ohio 


150 NATIONAL PETROLEUM NEWS *« October, 1955 


TIRES 

i | 


f 


were are FouR of the Gilbarco Pump 
judge 


that Mr. Carter 
. They provide dependable 
ervice for the modern Carter Petroleum service sta 
tion at the busy intersection of Paisano 
South Santa Fe Street in E] Paso 


sound inve 


tment 


Drive and 


MR. CHARLES RF. CARTER. 
Carter Petroleum Corp. 
olieum marke 


and know 


Pre ident, 


, ha been int 


busine 


the value of 


tation pumps. 


“INSTALLING GILBARCO PUMPS IS 
THE SOUNDEST INVESTMENT WE EVER 
MADE IN SERVICE STATION EQUIPMENT!” 


Carter Petroleum ¢ orporation 


“Nine years ago we started changing over to Gilbarco Pumps and today 


we have over 100 in operation in our various service stations. Bee 
they are in use day and night, we've had plenty of opportunity to judge 
their performance. 

“Throughout the years our Gilbarcos have operated with a minimum of 
maintenance. Not only have they turned in a performance record which 
J didn’t think was possible, but they also help give ou 


tations a clean, 


neat, modern appearance which brings in the custome Installing 


Gilbarco Pumps is the soundest investment we ever made in service 


station equipment!” 
High quality performance like this is 


to be expected from every 


offer 
and trouble-free operation 


Gilbarco Pump. Dollar for dollar, there is no better value. Gilbarco 


dependable performance, lasting good look 


That’s why your best buy is Gilbarco the world’s most widely used 


gasoline pump. 
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Gilbert & Barker 
Mtg. Company 


West Springfield, Mass. 


Toronto, Canada 
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ACKAGE 


Service Stations 


Present your requirements Avoncraft Porcelain Enamel 


oo ice Stations are completely 
sated, delivered to the site 
%embled and erected in 

Maly voncraft! Add to 

of the Avoncraft 

ign, which means 
raft Stations are 

iin enamel inside 

ious advantages 

rability .. . and 

» function and 


an outstanding 
ity ““Package’’. 


architectural products 0 
aH a division of 


AVONDALE MARINE WAYS, INC. 
P.O. Box 1030, New Orleans 8, U.S. A. 
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By Marvin Reid 


Dealer Group Digs In 
Retail 


have 
year, 


Southwest 
between this 
year or the 

marketers are 


price the 
been few and 
compared to 
year before. In Texas, 
giving a lot of credit for this to the 
young Lexus Service Stations Assn., 
and to local oil men luncheon groups. 

ISSA came into the Texas market- 


Wars In 
fal 


last 


ing picture some two or three years 
ago. Since then, the group has been 
uctively seeking ways to avoid the 


price wars which, when they do hap- 
pen, usually end up driving some of 
the members out of business 

Because of antitrust laws the deal- 
ers are dealing with a ticklish problem 
when they meet to discuss prices. But 
get together they do, and they try to 
keep things legal by pointing out the 
everyone in a war 
instead of ordering a_ trigger-happy 
member not to cut his prices. 

Houston year a full-scale 
war was avoided by the local chapter 
ot TSSA, at a when one or two 
suppliers were said to be urging their 
dealers to get after some low-selling 
private brand stations 


losses suffered by 


last 


time 


Ihe association is stronger in the 
bigger cities, and it’s interesting to 
note that the big towns have been 


spared retail troubles so far this year. 
In August there were scattered battles 
going on in East Texas, but the big 
cities like Ft. Worth and Dallas had 
fairly stable price conditions 
Working along the 
ISSA local oil 
groups. In Dallas, for instance, such 
a group meets about month 
for lunch. It is composed of jobbers 
and commission the city, 
and they meet to discuss each other’s 
problems. They are bound by law not 
try to any “uni- 


same lines as 
are men luncheon 
once a 


agents in 


to discuss or “set” 


form” prices, but members believe 
price wars have been avoided by just 
airing their problems. 

These jobber groups are sprouting 
up in other Texas cities. The idea for 
such groups was promoted by George 
Hofmayer, formerly secretary of the 
Texas Oil Jobbers Assn., as one step 
toward stopping price wars. 

In addition to its work to cure the 
price war problem, TSSA has made 
big strides in bettering the lot of the 
service station dealer. 


In Houston, for instance, the local 
chapter has a collection system to 
collect bad debts for members; an 
attorney to give minor legal advice to 
members free of charge; an employ- 
ment service to provide dealers with 
help; and aids in training newer deal- 
ers or setting up meetings for TBA 
lectures. 

One of TSSA’s big goals right now 
is the setting of uniform prices for 
service jobs—washing, greasing, etc. 

which, the association says, is legal. 
Another aim is to get members to 
agree to uniform opening and closing 
hours, so as to shorten the service sta- 
tion employee's long week. 


The Houston group says it made a 
survey of service prices at various sta- 
lions, printed the average prices, and 
sent these lists out to members. They 
are not required to follow the printed 
prices by any means, but many do. 

Little has been done so far about 
working out uniform opening and 


closing hours in Houston, but this is 
one of the group's future projects. 
Suppliers and jobbers generally 
seem to think TSSA has done a good 
job of helping the dealer, not only in 
avoiding price wars but also in build- 
ing up his standards in the industry. 
There have been occasions when the 
association has stepped on the toes of 
suppliers and jobbers. TSSA tried to 
get oil companies added to Texas 
chain store tax law at the last session 
of the state legislature. The com- 
panies, exempt from the law, fought 
a successful battle to stop this attempt. 
Some supplier people take a look at 
such attempts as this, and the efforts 
of the group to fix opening and clos- 
ing hours, etc., and question off-the- 
record whether the association might 
not turn into a labor union before it’s 
over with. But, as one marketing 
official in Houston says, “You just 
can't criticize a group that is doing 
its best to build up the business status 
of its members. 
“I would neither praise nor con- 
demn TSSA at this point. They have 
done some things we didn't like, but 


RUGLYDE 


with 


Controlled Friction 


manufacturers. Use RuGLYDE 


AN 
PROOUCT 
AMERICAN GREASE STICK CO 
Muskegon, Michigan 


* BUGLYDE is the registered 


trade-mark of 
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Richfield never ducks out on its independent distributors 


Every call for help is answered, and there’s a personal 


relationship involved that means warm-hearted cooperation 
from every Richfield official. You're not left alone to 
sweat out difficult business or marketing problems 


Richfield works with you to solve them. 


Important, too, is this fact: Richfield does not compete 


with its distributors——in fact, Richfield works with 


you in the development of your territory, and it is a 


territory, specifically defined. You get all you 


can build up--and Richfield helps with the building! 


Remember, with Richfield, you’re an independent wjth a 


famous brand product, backed by strong advertising and 


point-of-sale promotion. Check into all the advantages of 


a Richfield Distributorship. Write, wire or phone. 


RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, N. Y. 
Serving the Eastern Seaboard from Maine through Florida 
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they have done a lot of things we did 
like. When we have had arguments 
with them, we have been able to sit 
down and discuss the problems like 
businessmen. I couldn't praise them, 
though, because they might in time 
elect some of the more radical mem- 
bers as leaders and | would end up 
having to eat my words.” 
As another supplier says, however. 
it doesn’t matter much what the mar- 
keters at the wholesale level think 
about the group. “It’s with us,” he . 
says, “and it’s a strong outfit. We 
have to live with it.” 


4 


SOUTH 


Tax Discrimination Charged 


A PECULIAR quirk in Florida law 
affecting payment of state taxes 
on gasoline sales is the subject of a 
mandamus proceeding instituted by 
Kayo, Inc., oil jobber in Miami, 
against Florida State Controller Ray 
E. Green in the Federal District Court 
at Tallahassee. 

Under an old state law, distributors 
of gasoline were permitted to provide 
surety bonds in amounts varying from 
$3,000 to $20,000 to insure payment 
of the tax to the state. Thus a bonded 
distributor has the advantage of pay- 
ment by the 25th of the month follow- 
ing sale, but unbonded distributors, 
who number about two-thirds of the 
100 in Florida, must pay the tax im- 
mediately upon making a sale. Bonded 
distributors are also allowed up to 
$900 a month for collection and book- 
keeping expenses, which unbonded 
distributors do not get 

To anyone not familiar with the 
Florida law, the first question is why 
don’t all gasoline distributors take out 
a bond? That's the peculiar quirk in 
the law which has caused much discus- 
sion at meetings of the Florida Petro- 
leum Marketers Association and is the 
basis for the suit started by Kayo, Inc 

By legislative enactment, the bond- 
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ing arrangement was to have been can- 
celled as of July 1, 1953, but the 1953 
Legislature adopted a “grandfather 
clause” which provided that such can- 
cellation should not apply to those 
already bonded. The law limits the 
bonding privilege to those primarily 
liable for the tax, whether they be 
manufacturers or importers. 

Thus a bonded distributor could 
put in storage 100,000 gal. of gasoline 
on Sept. | and would not have to pay 
the $7,000 state tax (at 7¢ a gal.) until 
Oct. 25, while the unbonded distribu- 
tor has to pay the tax when a sale is 
made. Moreover, the collection charge 
that bonded distributors may deduct 
results, in effect, in a lessening of the 
total tax to be paid. 

In its suit, Kayo, Inc., an unbranded 
jobber and an unbonded distributor, 
contending that its position in the 
trade is no different from that of any 
distributor, claims that such a law is 
unfair discrimination and asks_ the 
Federal Court to order that all such 
bonding arrangements be cancelled. 


Ry Richard R. Elwell 


Petroleum Dealers Association have 
stated that their members intend to 
keep prices down until they receive 
some satisfaction on their complaints 

Chief complaint is against major 
companies’ supplying self-serve opera- 
tions at prices which have permitted 
the big volume multi-pump dealers to 
sell 6¢ and 7¢ under the major deal- 
ers’ gasoline prices. 

Nearly all the Richfield dealers in 
the San Diego area signed a petition 
demanding that Richiield Oil Corp 
stop supplying Rocket multi-pump sta 
tions. The dealers claim Rocket sta 
tions are now doing more gallonage 


than Richfield dealers in the area. 
Other “abuses” cited by the dealers 
include their claim that the new sta 
tions being built push the county be 
yond the saturation point. They also 
charge that the major companies are 
pressuring them into lower prices 


Gould Expanding 


Gould-National Batteries, Ine., wall 
move its automotive battery manutac 
turing division into a new plant early 
next year. The new 75,000 square-foot 
plant in Puente will house operations 
now occupying three plants in the Los 


“VISA-FIL TIGHT 
CONNECTORS 


Make more gasoline drops daily with the help of this new, 


simple, light-weight connector. Tight connections reduce expen 


sive turnaround time by speeding the flow of liquid as much as 
25’.. Because no vapor escapes, a dangerous fire hazard is 


eliminated. Bulls-eye windows, through which flow can be closely 


War in San Diego 


A 10-month old San Diego sott 
price situation flared up into a full- 
fledged war during August. The bat- 
tle is between the major dealers and 
their suppliers, with the dealers on the 
attack. 

Spokesmen for the San Diego Retail 


watched day or night, prevent overfilling — another serious fire 
threat. A quarter turn locks the easy-to-handle aluminum alloy 
coupling, and accidental loosening is checked by an automatic 
safety latch. For complete information on this new, low cost 


connector write: 


GILBERT & BARKER MANUFACTURING COMPANY 
WEST SPRINGFIELD, MASS. TORONTO, CANADA 
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regions 


Angeles area. The move will almost 
double the present facilities, according 
to William Pace, manager. It will sup- 
ply southern California and Arizona. 


Urich Rebuilds 


Excavation is under way for a new 
Urich Oil Co. Serve-Yourself station 
in Whittier, Calif., on the site of the 
original Urich Serve-Yourself station. 
The present store building and station 
will be completely demolished and re 
built without interrupting operations. 


NEW MODEL 1091 
Vertical Check 
Valve — cover and 
oppet assembly 
iff out as one 
complete unit. 


Plans call for 16 pumps under a 
floating steel canopy 93 feet long. 
Ihe station building will consist of a 
two-story lubrication and tire storage 
section, joined to a large auto parts 
and sporting good store. There will be 
mezzanine space for offices and a 
basement sales department. 


Rack Price Increase 


Marketers expect to see some im- 
provement in soft areas, such as San 


now better. than ever! 


e 

e 
@ Strainer screen on every With a new easy-to-get-at vertical 
valve insures protection e 
against dirt 


@ A new, easy-to-get-at 
vertical check valve © 


e 
@ Single and double e 
poppet types 


@ Available in 
several sizes 


check valve, a strainer screen as 
standard, and the addition of several 
other models and sizes, the Tokheim 
valve line is now broader and better than 
ever. Every valve is subjected to a dry 
vacuum test. Self-cleansing. Won't stick, 
leak or impede flow. See your Tokheim 
« representative or write for bulletin. 


BUY TOKHEIM — there's no better value in any valve! 


General Products Division 


TOKHEIM CORPORATION 


Designers and Builders 


1650 WABASH AVE. 


of Superior 
1901 


Since 


Equipment 
FORT WAYNE 1, IND. 


Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributor; H. Reeder, 205 Yonge Street, Toronto, Oni. 


Diego, as the result of a recent le to 
1.1¢ per gallon increase in gasoline 
rack prices in the Los Angeles area. 
The increase, the largest single jump 
in rack price in recent years, is gen- 
eral among independent refiners. Aver- 
age rack prices were raised to 13.1¢ 
for 84 octane regular, 14.1¢ for mid- 
dle ethyl (92 octane) and 15.1¢ for 
premium (95-96 octane). 

In addition to the quoted increases, 
many large purchasers were informed 
that special discounts were being dis- 
continued, 

An increase in the independents’ 
prices has been expected since the 
general increase in major tank wagon 
prices several months ago. Majors are 
reported to have been paying dealer 
rebates in areas where the dealers 
could not increase their retail prices 
because of independent competition. 

The increase was also dictated by 
the improving inventory position in 
California. The California Oil Pro- 
ducers agency reports that gasoline 
supplies dropped at the rate of 80,000 
b/d in June and 10,000 b/d in July. 
Total stocks at the end of July were 
22,092,000 bbl., only 40,000 bbl. ove: 
the level of a year earlier. 


Bill Turned Down 


Legislative procedure and customs 
in Pennsylvania are stumbling blocks 
that prevent service station dealer 
groups there from getting House Bill 
508—to outlaw gasoline price wars— 
on the statute books. 

The House twice has turned thumbs 
down on the bill. Under legislative 
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rules, a close vote the first time made 
a second vote necessary. A similar bill 
is now before the state senate. But 
senate rules prevent it from taking ac- 
tion this session on legislation turned 
down in the House. 

Both bills would outlaw giveaways, 
rebates, refunds, commissions, un- 
earned discounts, etc., ban below-cost 
sales, and would make unlawful the 
product sales in any one section, com- 
munity or city at a price lower than 
is charged elsewhere. Three convic- 
tions could lead to lifting a company’s 
right to do business in the state 


Jobber Sells Out 


California Oil Co. of Perth Amboy, 
N. J., now directly owns marketing 
facilities in the Rochester, N. Y., area, 
having bought out one of its jobbers, 
Refiners Oil Corp., for a littke more 
than $2 million. Earl B. Saunders, Re- 
finers president, continues operations 
under a lease arrangement with Calso. 

For its money, Calso got 14 million 
gal. of storage facilities, eight service 
stations in Rochester, two station sites 
and lease assignments on 11 other sta- 
tions. 


Family Buying Surveyed 

What brand of motor oil and gaso- 
line do families in Greater Washine- 
ton, D. C., usually buy? The answer 
comes in Washington Evening Star's 
1955 survey of consumer buying 
habits. 

Here’s how Washineton families 
purchase motor oil by brand: 

Fsso, 35.2%; Amoco, 12.5%; 
Sunoco, 10.9%; Gulf, 10%; Texaco, 
3.4%: Permalube, 3.3%; Shell, 3%: 
Havoline, 2.8%; Sears, 2.7%: Sin- 
clair, 2.6%: Quaker State, 2.4%: 
Mobiloil. 1.8%; Penn, 1.5%; Wolf's 
Head, 1.2%. In addition, miscellane- 
ous brands are purchased by 4.2% 
and 3.4% don't know what brand they 
usually buy. 

On gasoline, here’s how these fam- 
ilies purchase by brand: 

Fsso, 40.8%; Amoco, 19.3%; 
Sunoco. 15.9%; Gulf, 8.5%; Texaco. 
6.6%: Shell, 3.2%: Sinclair, 3.2%: 
Mobilgas. 1.2%. Miscellaneous brands 
are bought by 2.5% and 1% don't 
know what brand they buy. 


Space-Heat Standards 


Lawmakers in four Eastern states 
now have a revised National Fire pro 
tection Assn. Standard No. 31 to guide 
them in planning legislation on instal! 
ing and operating portable kerosine 
stoves and similar space heaters 
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Stringent laws covering such equip- 
ment were proposed in Maine, Rhode 
Island, Connecticut and New York 
last winter following the high death 
toll from kerosine fires. 

NFPA says its revised Standard No 
3/7 — now available — contains new 
ventilation requirements tor good com- 
bustion and data on chimney and 


SINCLAIR 
on 


How Alvey-Ferguson 
Engineered Conveying Systems 
Are Engineered to Reduce 
Handling Costs! 


smokestacks; limits the — distances 
smoke pipes may go horizontally; sets 
up minimum draft requirements; has 
information on installing 10 types of 
oil-burning appliances not covered in 
previous standards; and contains a 
new set of rules for installing oil-burn 
ing stoves, portable heaters and con 
version range oil burners s 


As industry moves more and more to automation, /eading oil marketers 


depend more and more on A-F Engineered Conveying Systems to make 


the one kind of savings now possible 


operational savings! So, let's face 


the facts! Certainly you may be able to buy lengths of various types of 


conveyors at low prices—-but only an A-F Engineered Conveying System 


assures you of the efficient operation you need for appreciable opera- 


tional savings, in the handling of your lubes, greases, anti-freeze, et 


Now is the time to discuss your products-handling problems with the 


company that founded the package conveyor business in 1901 


Perhaps it will pay you to even scrap the Conveyors you now have —-for 


an A-F Automatic System 


Write for our 


Bulletin of Engineered 
Conveying Systems 
A-F 


yOu Can Int 
OF AF CONVETOR ENGINET RING 


A-F ENGINEERED 
CONVEYING SYSTEMS 


Also Pre-Engineered Conveyors 
Wheel, Roller, Belt, Trolley 


THE ALVEY-FERGUSON CO., 612 Disney St. CINCINNATI 9, OHIO and Azusa, Califorma 
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INVENTORY 
with ¢ 
Athium 


Grease 


Stock One Grease Instead of Four or More! 


Inventory costs money—especially when it consists of a whole 
line of slow moving special purpose lubricating greases. Today, 
more and more oil jobbers, service station owners, fleet opera- 
tors and industrial lubrication engineers are stocking and using 
a single lithium base grease for practically all lubrication 
requirements from automobiles to heavy equipment and 
machinery. This ONE water resistant lithium grease lubricates 
efficiently at temperatures ranging from Arctic cold to desert 
heat regardless of operating conditions. 


It will pay you to contact your grease supplier for detailed infor- 
mation about lithium base, multi-purpose lubricating grease. 


We will be glad to send you a 
copy of “Front Wheel Bearing 
Lubrication,” an N.L.GU. report. 


LITHIUM HYDROXIDE 
FOR INDUSTRY 


FOOTE MINERAL COMPANY 
444 Eighteen W. Chelten Bidg., Phila. 44, Pa. 
RESEARCH LABORATORIES, Berwyn, Po. 


PLANTS, Exton, Pa.; Kings Mountain, N.C.; Sunbright, Vo. 


ASSOCIATIONS 


Midwest 


Loans and Credit 


Two of the most perplexing prob- 
lems confronting rural Midwest job- 
bers these days are: 

e the loaning or donating of tanks 
and pumps to farmers. 

e what type of farm credit policy 
to follow. 

Neither problem is new, but they’ve 
been getting worse in some parts of | 
the Midwest. Farm collections, par- 
ticularly, are expected to become 
more difficult this fall in areas where 
crops were hit hard by the summer 
drought. 

The Iowa Independent Oil Jobbers 
Assn. is taking steps toward finding 
some sort of an answer to both prob- 
lems. It is sending two sets of ques- 
tionnaires to 800 Iowa jobbers asking: 

1. Whether they follow the practice 
of loaning equipment to farmers, and, 
if so, why. Whether they approve of 
the practice. 

2. What their individual policies are 
on farm credits and their ideas on 
what the ideal should be. 

Preliminary returns are already in 
from 400 jobbers on the equipment 
loaning problem. The survey revealed: 

e The practice is widespread and 
becoming worse. 

e Most jobbers are violently op- 
posed to loaning or giving away equip- 
ment but say they must do it as a 
defensive measure against a competi- 
tor who, in turn, is defending himself 
against someone else. 

© Jobbers generally feel that the 
practice is one of the most expensive 
and insidious afflicting rural oil mar- 
keting today. One jobber notes that a 
comparable situation would be for an 
automobile dealer to give away a 
garage with every car he sold. 

e Equipment loaning virtually elim- 
inates profit. Many jobbers said their 
profits on individual accounts were 
eaten up for a year or more paying for 
the equipment. 

e Jobbers should double check the 
claims made by their customers. Some 
farmers have become “sharp buyers” 
and make claims of offers from com- 
peting oil companies when no such 
offers were tendered. In other words, 
the consumer plays one marketer 
against another by making false state- 
ments. 

The questionnaire on jobber credits 
was prepared with the help of the 
State University of Iowa, Department 
of Business Administration. The find- 
ings will be used as the basis for a 
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panel discussion at next year’s associa 
tion convention 

The association hopes that from the 
survey findings and the convention dis- 
will specific recom 
mendations on the best ways of han- 
dling the farm credit problem 


Cussion emerge 


Dealers 


NCPR Sets Program 


Service station operators throughout 
the U. S. are pushing a stepped-up ef- 
fort to improve their lot as independ- 
ent business men. 

They plan accomplish this 
through dealer-supplier negotiations, 
educational programs, and some rather 
drastic legal and legislative steps if all 
other attempts fail 

The trend was made evident by Na- 
tional Congress of Petroleum Retail- 


lo 


ers when representatives from 34 
states and the District of Columbia 
met Detroit for their ninth annual 
session 


NCPR heard Rep. James Roosevelt 
(D., Calif.) report that divorcement in 
the oil industry still remains an open 
question with the House Small Busi- 
ness Subcommittee. Spokesmen for 
the association the dealer group 
does not advocate divorcement by 
legislation, but action at the conven- 
tion shows remedial divorcement will 
be sought if that is the only solution to 
trade practices 

As a starter, dealers asked NCPR 
to ask Federal Trade Commission for 
a trade practice conference to estab- 
lish fair practices rules for distributors 
of oil products 

Price Discrimination —- NCPR will 
send to affiliated associations complete 
information how to prepare and 
file complaints of price discrimination 
in their respective areas. The com 
plaints will be sent to NCPR head- 
quarters in Detroit and then forwarded 
to the proper government agency 

Leases—-NCPR is continuing eco- 
nomic studies to show the need for 
longer station leases. It will press de 
mands for this within the industry by 
virtue of personal contact with sup- 
pliers and through industry meetings 

The group says it will support any 
federal legislation introduced that will 
require longer station leases. NCPR is 


Say 


on 


supporting HR-7096, the Roosevelt 
Freedom of Choice in Trade bill. 
Dealers asked that NCPR try to 


negotiate a solution to all bona fide 
complaints from affiliates arising from 
cancellation or termination of station 


leases 
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It this fails, and if the supplier ts 
involved in lease domination, NCPR 
will ask the Justice Department to 
seek remedial divorcement 


Where station rental increases are 
punitive in nature, NCPR will file 
complaints with DJ and FIC for vio- 
lation of the Clayton Act and FI¢ 
Act. 

TBA Pressure—Remedial divorce 
ment entered the picture again in a 


motion directing NCPR to assist affili 
ated associations in filing of private 
damage suits against suppliers guilty 
of TBA pressure in violation of the 
Clayton Act 

In addition, NCPR calls tor en 
forcement of the Robinson-Patman 
Act and will keep a file of complaints 
of violations. 

NCPR also warned that it will file 
complaints with DJ and FTC on in 
equitable discounts on tires that can 
not be justified on the basis of in 
creased efficiency and savings resulting 
from large-volume buying. 

In an effort to avoid legislation, 
NCPR is seeking to form an anti- 
monopoly council from the automo 
160) 


(Continued on p 


New NCPR Officers 


Cash Hawley, Detroit, 
president of National Congress 
of Petroleum Retailers, 
ing Nelson Maynard, 
four 
the post 

A new post of execulive sec- 
retary John 
Nerlinger was named to the job 
He has been serving as secretary 

Other officers are: Sam Rosen 


is new 


succeed 
Decatur, 


who served years in 


was created and 


wasser, Brooklyn, first vice pres 
ident; James Stagge, Cincinnati, 
second vice president; and John 
Heummrich, Pittsburgh, treas 
urel 

[Three new directors were 
named: Two-year terms, Tom 
Fountain, Decatur, Ga., and 
John Costello, Washington, 
D. C.; one-year term, Lionel 
Berdou, New Orleans 

The next annual meeting of 


NCPR will be held in Washing 
ton, D. ¢ at the Shoreham 
Hotel, Aug. 19-24 


look them ALL over... 
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you'll find 
CHAMPION gives 
Money-Ahead SERVICE 


..Years Longer! 


That's right! You'll find a job-matched Cham- 
pion will be your choice for dependable, economical, 

years-longer Service! And no wonder. Your Cham- 

pion is performance-designed for economy and endur- 
ance. It incorporates the finest materials and workman- 
ship plus having 34 years of compressor specialization 
standing squarely behind it. That's why Champion Air 
Compressors have the stamina to stand up /onger under 
rugged automotive service conditions—at lower operat- 
ing and maintenance costs! Look them Att 
compare features—you'll choose one of Champion's 54 
models to match your job needs exactly! You'll be 
money ahead—years longer with Champion! eo 


Write TODAY for a copy of Champion's NEW 
Catalog—job-matching /s easier and faster with 
new simplified charts and diagrams. 


HAMPION 


over— 


Champion Pneumatic Machinery (o., 846 W. Pleasant 
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(Continued from p. 159) 


tive and oil industries to watch TBA 
practices. 

Trading Stamps—-NCPR is drafting 
a model regulatory statute to prevent 
trade stamp abuses and will make this 
model draft available to affiliated 
groups. The dealer group contends 
trading stamps should be licensed, 


taxed and regulated. 
Discussion at NCPR sessions also 


quite famous 
(who everyone 
knows)...attained 
recognition 
by their 


““Business Clothes’ 
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Top coat, jacket, surcoat or shortie . . 
ness clothes” of Henry the Eighth goes with the 
marrying monarch of merry old England like man 
goes with woman. Yes, all through the ages, great 
men have been known almost as well for their dress 
as their deeds. 

Today, Lion-clad service station men wear their 
distinguished “Business clothes” with as much pride 
and elegance as any potentate of the past. In the neat, 
efficient comfort of a Lion uniform they look busi- 
and they mean business. That's why: 
MORE MAJOR OIL COMPANY SERVICE MEN WEAR 
LION THAN ANY OTHER BRAND! 


ness-like . 


aired the charge that company-oper- 
ated stations are used to fix maximum 
dealer margins below the profit level. 
To correct this situation, NCPR urges 
adoption of below-cost sales regula- 
tion. 

Where there is evidence that com- 
pany stations are used to control prices 


and destroy profit opportunities, 
NCPR says it will seek remedial 
divorcement. 


. the “busi- 
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North Carolina 


Bryan Heads NCOJA 


Swannie D. Bryan, of Raleigh, is 
the new president of the North Caro- 
lina Oil Jobbers Assn., succeeding 
Forest C. Roberts of Gastonia. 

Bryan, who is president of Bryan- 
Cooper Oil Co., was elected at the 
NCOJA convention in Blowing Rock, 
N. C., last month. 

Other officers are: D. E. Maultsby, 
Maultsby Oil Co., Jacksonville, vice 
president; D. Worth Joyner, Joyner 
Oil Co., Rocky Mount, treasurer; Will 
Parker, executive secretary; and Don 
Ward, secretary. 

Directors are: (Three-year terms) 
Claude Bowers, Warrenton; T. Ed 
Brown, Wilson; R. E. Bryan, Golds- 
boro; Bruce B. Cameron, Wilmington; 
and Herb F. Dumaresq, Greensboro. 
(One-year terms) Bert Bennett, Win 
ston-Salem, and R. G. Hayes, Kan 
napolis. 


South Carolina 


Three Problems to Face 


South Carolina’s oil 
squeezed in their summer meeting at 
Charleston between two hurricanes 
and with 100-deg. heat 

Despite the weather, three things 
were uppermost in the jobbers’ minds 

-the hefty production of oil products 
and under-cost selling, monopoly 
operation of service stations on limited 
access highways and pension plans for 
jobbers with fewer than 10 employees 

As elsewhere throughout the nation, 
South Carolina jobbers are becoming 
increasingly more concerned about 
“dumping” of excess refinery capacity 
by the majors. John White, National 
Oil Jobbers Council president and a 
South Carolina oil jobber member, 
called attention to the problem with 
a motion to temporarily suspend sup- 
port of the Oil Industry Information 
Committee (see Sept. NPN). But, most 
jobbers were already aware of the 
growing problem throughout the state 
by just taking a look at the petro- 
leum products sales figures. 

Jesse Stickel, board chairman of 
Crown Central Petroleum Corp. of 
Baltimore, called attention to the fact 
that jobbers are far in the minority in 
South Carolina and that competition 
between suppliers who operate direct 
and suppliers who operate through 
jobbers is growing more fierce. Stickel 
pointed out that the tax report for 
May, 1955, for South Carolina (latest 
month available) showed that the four 


jobbers 
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largest suppliers sold direct some 27.5 
million gal. of gasoline, or 54% of the 
total gasoline sales in the state. Said 
Stickel, “If we include the eight largest 
suppliers, then we find that 65% of 
the total gasoline sales were sold di- 
rect.” 

“The remaining 35% of total gaso- 
line sales were by supplier-jobbers, 
either branded or unbranded. 

So the problem of major companies 
moving in On commercial accounts 
to move surplus products at below 
jobbers’ costs, has South Carolina 
oil men “disturbed and concerned.” 
As one jobber says, “It looks to me as 
though we're gradually being squeezed 
out of the market.” 

Limited access highways, monopoly 
operations and proposed legislation to 
limit access to existing roads in the 
state got a lot of attention at the 
Charleston session. state limited 
access highway bill, temporarily stalled 
in the state senate, would give the 
State Highway Department licensing 
authority Over access to any roads in 
the state highway system. 

Furthermore, it would empower the 
state highway department to limit the 
width of driveways and side roads or 
restrict their location, or barricade and 
close any existing driveways Or roads 
deemed by the department to create a 
hazard to the traveling public. 

Living With Turnpikes — C. A. 
Peterson, architectural consultant of 
the Pure Oil Co., and service station 
design expert, told the jobbers that 
oilmen should quit fighting the spread 
of turnpikes and limited access high- 
ways and figure out how to live with 
them. Peterson urged support of the 
American Petroleum Institute plan for 
multiple trading areas. This plan calls 
for a number of stations to be built 
by different companies, that are per- 
mitted to purchase the property out- 
right and operate stations of their own 
design. 

Said Peterson, “There is no question 
as to the merits of the API plan, since 
it gives the state the full benefit of 
long and costly experience (of the oil 
companies) and at the same time 
would save the turnpike user the cost 
of million-dollar stations. Perhaps the 
plan should actually have been ex- 
panded so that instead of a multiple 
trading area including only stations, a 
limited access highway parallel to the 
turnpike should have been included 
Ihis could be long enough to accom- 
modate motels, restaurants, drive-in 
movies, truckers’ lodges and other fa- 
cilities needed as the turnpike be- 
comes a national institution instead of 
state superhighway.” 

Pension Study Set—On the matter 
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of pensions for small jobbers, the 
South Carolina executive committee 
met with representatives of Mutual 
Life of New York, which developed 
the Empire State Petroleum Assn. 
pension plan. 

Though conclusions were 
reached, preliminary talks indicated 
that a plan might be worked out for 
the Carolinians. As a result, the asso- 
ciation plans to survey its membership 
for details on which to work out a 
definite proposal. 


California 


Take ‘em to Court 


California Petroleum Marketers 
Council is out to get gasoline market- 
ers who sell below cost in its home 
State. 

A CPMC-filed action ts awaiting 
trial in Bakersfield and the organiza- 
tion, formerly called California Petro 
leum Distributors Assn., 
suits against two dealers in San Ber 


has lodged 
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$750 to $1000 SAVE WITH VIKING 
ALL-WEATHER PUMPS 


MECHANICAL SEAL EQUIPPED = 


Winter or summer, no protec- pe { 
he 


tion is needed for Viking All- 
Weather pumps. Built for 
handling all types of petrol- 
cum products from gasoline 
to lube oil, Out door installa- 
tion also adds safety. No fumes 
to collect. Coupled with leak 
resistant mechanical seal and Cul Away View 
safety valve on hand, Viking Roto Ring 
pumps are ideal for all hazard- qechanital Seal 
ous liquids. 

Neater and handier to install. 

No cramped quarters creating 

hazardous and unsightly con- 

ditions. Makes possible easier and less costly piping arrange- 
ment. 


In every way you save with sate Viking All-Weather pumps. 
For more information, ask for Catalog Section Br today. 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. In Canada, it's "ROTO-KING" pumps 
See our catalog in Sweets 


STEEL GASOLINE 


MP ISLAND FORMS 


For that new service station or remodeling job. 

. Reduce gasoline pump installation costs . . . 
Saves concrete Plenty of room to make 
suction pipe, electrical, water or air connections. 


Trade Mark Registered 
and Patent Pending 


No Chipping or Cracking 
Stays Neat and Attractive for Years 


WRITE FOR INFORMATION OR PRICES 


W. B. GOODE COMPANY 


2915 W. LEIGH ST. * RICHMOND 21, VA. 
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nardino and San Diego, where price 
wars were raging. 

The book CPMC is throwing at 
below-cost sellers is the California 
Business and Professional Code, which 
says it is illegal for anyone to sell mer- 
chandise below cost with the purpose 
of injuring competition. Cost in this 
case is defined as what the seller pays 
for the merchandise plus the cost of 
doing business. 

Cost of doing business would be 
almost impossible to establish without 
the defendant’s co-operation, so the 
law allows a survey of operations in 
the area to suffice. 

The club is unwieldy, but attorney 
William C. Dixon, former West Coast 
head of the Justice Department’s Anti- 
trust Division, and CPMC executive 
secretary Dan Lundberg, have made it 
effective. 

CPMC has yet to enter court, but 
it has come out on top in some pre- 
liminary skirmishes. The courts have 
hung an injunction on Hudson Oil Co. 


NEXT MONTH 
Price Probes and 
Oil Marketers 


of Bakersfield requiring it to sell at a 
price including “the true cost of doing 
business.”” CPMC will try to make the 
injunction permanent at a trial later 
this year. 

The two other suits now going are 
against George Roy (Hancock dealer) 
in San Bernardino and Owen Harri- 
son (Richfield dealer) in San Diego. 


N. J. Distributors 
Promotion Needed 


A. W. Rich, executive director, Fuel 
Oil Distributors Assn. of New Jersey, 
thinks it’s about time heating oil sup- 
pliers get together and issue a booklet 
telling about all the advantages of oil 
heat in much the same manner that 
Natural Gas and Oil Committee, 
New York City, is doing for gas heat. 

“We have never had any such pro- 
motional literature for fuel oil,” Rich 
points out, “although many of the 
same people of this natural gas com- 
mittee represent companies our mem- 
bers have done business with and per- 
haps still do business with. 

“In the matter of promotion, the 
fuel oil dealer had to row his own 
boat and had to promote and sell the 
public on fuel oil as a means of heat- 
ing homes. And he did an outstanding 
job.” 
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Armco Steel Buildings provide garage and warehouse space for The Ohio Oil Company operation at Lima, Ohio 


How Big is a 40- x 100-foot Garage? 


Actually, it’s a lot smaller than 4,000 square feet. And 
the amount of usable inside space you lose depends on 
the type of construction. With a typical type of ma- 
sonry construction, the 8-inch thick walls would rob 
you of more than 180 square feet of space. An Armco 
Steel Building of the same outside dimensions would 
cut that space loss by more than 60 per cent. You would 
save 116 square feet—enough space for a tool shed, 
office or grease pit. 

With Armco Buildings, you get the space-saving 
benefits of load-bearing STEELOx Panel construction. 
Interlocking panel joints are only three inches deep, 
providing maximum usable inside space. And in sizes 
up to 40 feet wide, Armco Buildings provide clear 
span widths—with no obstructing columns at the cen- 
ter of the building. Greater widths are provided in 
any number of clear-span bays up to 40 feet wide 

You get the extra advantages of fire-resistance, 


weather-tightness and low maintenance costs with an 
Armco Building. There’s nothing to go wrong, no 
cracking, warping or rotting. Write us for complete 
data about easy-to-erect Armco Steel Buildings. Armco 
Drainage & Metal Products, Inc., 4795 Curtis Street, 
Middletown, Ohio. Subsidiary of Armco Steel Corpo- 
ration. In Canada: write Guelph, Ontario. Export: The 


Armco International Corporation 


Space Savings with Smaller Armco Buildings 


as compared with 8-inch masonry construction 


Exterior Dimensions Per Cent of Floor Space Saved 


--+4 


20’ x 20’ 
8’ x 12’ 
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ruck Tire an 


has been adopted as 


STANDARD EQUIPMENT 


All Leading Truck Manufacturers 
for 1956 Models 


Provides Maximum Weight-Saving and Money- 
Saving Advantages ...Now Available to Dealers for 
Changing Over Customers’ Present Equipment 


When tubeless truck tires were first offered to 
truck manufacturers several multi-piece rims were 
suggested which did not provide the maximum 
weight-saving and money-saving advantages. 
Firestone, the world’s largest manufacturer of truck 
rims, would not accept old conventional construc- 
tions and invested millions of dollars to develop a 
practical one-piece drop center rim that would 
provide the utmost weight and money-saving 
advantages. 

The Engineering Departments of the truck 
manufacturers subjected these various multi-piece 
rims to most severe and exhaustive tescs, but this 
new Firestone tubeless tire and one-piece rim com- 
bination passed every test with performance far 
beyond all others and was adopted by the Tire and 
Rim Association as standard for the industry. Once 
again Firestone research and development has 
proven to be outstanding. 

Truck engineers found the precision-engineered 
Firestone Tubeless Tire and one-piece rim combi- 
nation provides greater safety and gives longer 
mileage than the conventional tire and tube assem- 
bly. It is simple to mount and demount . . . has a 


positive air seal with no parts to wear out, break 
or cause air loss. The tire cannot run off the wheel. 
There is no danger of side rings blowing off. The 
cured-in Safetyliner clings to puncturing objects 
preventing loss of air, and this greatly reduces road 
service calls and loss from run-flat and damaged 
tires. And above all, it gives the trucker greatly 
increased pay load per axle. 

After millions of miles of testing, truck engi- 
neers also found, in addition to the many new 
tubeless tire advantages, the famous Firestone Five- 
Rib Gear-Grip tread gives longer non-skid mileage; 
the wider, flatter tread gives more than double the 
traction life; and the Safety-Tensioned Gum- 
Dipped* cord body eliminates tread cracking and 
tire growth and permits more retreads. 

Here is the tire and rim assembly that will make 
more money for the trucker . . . make more money 
for you too. You'll find it easier to sell because it 
has more exclusive selling features . . . easier to 
service because of its simplified construction. Get 
extra Customers, extra sales and extra profits with 
the new Firestone two-piece Tubeless Truck Tire 
and Rim Assembly. 


It is a simple two-piece 
assembly consisting of 
a tire and one-piece rim 
compared with the con- 
ventional assembly of 
five or six pieces. The 
new Firestone Tubeless 
Truck Tire assembly 
gives a positive air seal 
with no parts to wear 
out, break or deteriorate 
with age, to cause serv- 
ice failures. 


The new Firestone 
Transport Tubeless 
Tire is simple to mount 
and demount on the 
one-piece 15° taper 
rim. There is no danger 
of side rings blowing 
off and injuring service 
people. The tire cannot 
run off the wheel. Ic 
gives the maximum 
saving in labor and 
tire service. 


The Firestone Trans- 
port Safetyliner holds 
air better than a tube 
and eliminates delays 
and dangers of punc- 
tures and blowouts 
which resule from 
pinched or chafed 
tubes. The Safetyliner 
clings to puncturing 
objects, preventing air 
loss. Greatly reduces 
road service calls, down- 
time, and loss from run- 
flat and damaged tires. 


Enjoy the Voice of Pirestone on radio or television every 


Monday evening over ABC 


Copyright 19055, The Firestone Tire & Rubber Co. 
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Tubeless 


Piece Rim 


Firestone Safety-Tensioned Gum-Dipped* Cord 
Body Insures Longer Tire Life . . . More Retreads 


This new multi-million dollar factory combines the 
famous Firestone Gum-Dipping process with Safety- 
Tensioning, a new Firestone process which takes the 
stretch out of truck tire cords. The result is the elimina- 
tion of tire growth 
and tread cracking 
greater resistance 
to impact breaks... 
longer tire life... 
more money-saving 
retreads. 

*T.M. Reg. U.S. Pat. Off 


FIRESTONE 


restone 


r rs * PASSENGER TIRES for 


Original Equipment 


With TUBELESS 
S$ TIRES for TRUCKS 


The new Firestone See y our 


The Firestone Tubeless 


Tire and Rim combi- Transport Tubeless 
tone Repre- 
nation gives truckers Truck Tire runs up to Fires one P e 
more payload capacity 25° cooler than a con sentative for 
om every size tire. As ye . 
notional tire and tube 
complete details 
an example, it saves up combination. There is P 
62 a 4 
to 162 pounds per axle no tube nor flap to trap on this out- 
using 11.22-5 tires on rt 
at coote 
disc wheels, 116 pounds standing new 
using 11.22-5 tires oa running Transport 
4 
Tubeless will give more truck tire and 


cast wheels which is 


miles before retreading rim combina- 


and more retreads per 


tire body tion. 


the tubeless replace- 


ment size for the con- 
ventional 10.00-20. 
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MARKETS AND PRICES 


Signs Point to Firmer Distillate Prices 


RIMARY INVENTORIES of dis- 

tillates were high at mid-September 
and the movement to secondary stor- 
age was slow. Yet prices showed firm- 
ing tendencies as the trade became 
increasingly aware that time was on 
the side of refiners. 

There were some conflicting trends 
in markets east of the Rocky Mount- 
ains, however. This was pointed up 
in a number of ways. Standard of 
Kentucky, for example, raised its 
light fuel prices 0.3¢ gal., and these 
products also were buoyant at Min- 
neapolis. But discounting in distillates 
was still going on at Chicago, 

Gasoline demand continued good. 
And the fire at Standard of Indiana's 
Whiting Refinery in August had 
considerable effect in keeping motor 
fuels firm beyond the traditional Labor 
Day “hump.” 

At the Gulf, for instance, a firm 
but supple market suddenly became 
brittle as supply tightened. The same 
was true along inland waterways 
Strength in gasoline also was apparent 
in the Chicago district. But while one 
Chicago Independent wholesale: 
wanted to boost his prices 0.25¢, 
others said they were holding tight 
despite conditions at the Gulf and 
along Mississippi River. 

The effect of Standard’s product 
losses and refinery downtime seemed 
to end at Chicago. Field reports indi- 
cated there was scarcely a_ ripple 
created in the area served by the 
Great Lakes Pipe Line system. 

After last month's 30¢ bbl. rise in 
heavy fuel prices along the Atlantic 
coast, counteraction set in, mostly as 
a result of conditions outside the 
petroleum industry. 

The early September walkout of 
dock workers, which tied up some 
ports along the Atlantic and Gulf 
Coasts, threatened to back up 100,000 
b/d in bunker oil sales at New York 
harbor alone. There also was some of 
the predicted switching from oil to 
coal among large industrial accounts. 

A firm to strong market for Grade 
26-70 natural gasoline brought 0.5¢ 
price increase to 5.5¢ Group 3, 5¢ 
FOB Breckenridge. Manufacturers 
generally described supplies in Texas 
and Oklahoma as “very tight.” 


DISTRICTS 


Atlantic Coast 


Heavy fuels swung away from the 
tight 


position that brought August 
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price increases totaling 30¢ bbl. At 
New York harbor, for example, No. 6 
was offered at 10¢ off the posted 
$2.65 with no sales reported. 

Higher distillate prices in the 
southeast became general when sup- 
pliers met Standard of Kentucky’s 
0.3¢ gal. hike in tank wagon and tank 
car/truck prices for No. 2 fuel and 
diesel oil throughout its five-state 
marketing area. Miami, where tank 
wagon moved up 0.5¢, was an excep- 
tion. 

Meanwhile, distillate movement to 
secondary suppliers along the Atlantic 
Coast dropped to a trickle. This in- 
activity caused some backing up of 
product and reports indicated several 
East Coast delivered-contract cargo 
buyers were refusing to take their 
September allotments. Instance was 
disclosed of an independent supplier 
being offered several barge lots of No. 
2 fuel at “0.2¢ off.” He said he was 
unable to accept the offer because he 
had no room in storage. This appeared 
to be typical position of most Inde- 
pendent primaries and secondaries. 


Midwest Wholesale 


Suppliers’ quotations were un- 
changed for all products in the Mid- 
west. But refiners said there were 
“sharp irregularities” in Chicago’s con- 
sumer gasoline transport market and 
that jobber margins, in many instances, 
had become wider. 

While light fuels were on threshhold 
of being “in season,” a small amount 
of discounting was indicated in both 
the Twin Cities and Chicago markets. 
Heavy fuels were strong—Chicago re- 
tail prices advanced 0.25¢ and main- 
tained their strength at the higher 
level. 

Chicago suppliers said competition 
for gallonage threatened the improve- 
ment in transport gasoline prices that 
followed Standard of Indiana’s 0.5¢ 
increase last May in consumer and 
dealer tank wagon prices. While one 
supplier said he was holding to 13.25¢ 
price for regular gasoline to transport 
customers, others said “special deals” 
had reduced the general level of trans- 
port prices for regular-grade to 12.5¢- 
12.75¢ range. One instance was dis- 
closed of a transport account getting 
material at 12¢, delivered. 

Light fuel prices were subject to 
some shading at both Chicago and 
Minneapolis/St. Paul, but sellers 
showed little concern. As one supplier 
put it, there was no need to reduce 


prices, when long range weather fore- 
casts indicated a cold winter and after 
the Armed Services had bought more 
than one billion gal. of jet fuel. 


Gulf Coast 


Gasoline started in late August to 
ease at the Gulf and then tightened. 
following the fire at Standard of Indi- 
ana. Distillate supply, on the other 
hand, grew easy as demand from the 
East Coast continued slack. 

Although most suppliers said they 
were holding heavy fuels closely, one 
terminal operator declared he had 
max. 1% sulfur material to offer at 
$2.10, or 10¢ bbl. under refiners’ 
quotations for low sulfur bunker “C”. 

Gasoline was tight for September 
lifting, but one refiner sold a cargo 
of 90 octane regular at 11¢ for Oc- 
tober shipment, plus a split cargo of 
regular and premium for October. 

Refusal by Atlantic Coast terminal 
operators to take their September No. 
2 fuel allotments gave rise to reports 
that spot material could be found along 
the Gulf at 0.125¢ below reported 
low quotations. 


Mid-Continent 


Gasoline shipments to Midwest ter- 
minal points continued heavy and 
prices showed no signs of any seasonal 
easing. Heavy fuels were firm, light 
fuels still somewhat easy. 

Demand for gasoline was particu- 
larly heavy in Texas just prior to |¢ 
advance in state motor fuel tax on 
Sept. 6, and suppliers said call for 
product at Great Lakes Pipe Line 
terminals also was good, particularly 
along the Kansas City-Grand Forks 
leg. 


Western Penna. 

Lubricating oil supplies grew ex- 
tremely tight and prices for neutrals 
and bright stock rose 0.5¢, cylinder 
stocks 0.75¢ to 1.5¢. Increases were 
result of strikes at two Western Penna. 
refineries accounting for more than 
20% of the area’s lubricating oil re- 
fining capacity. Shortages brought re- 
ports of trading at prices up to “l¢ 
over” current low quotations for 
neutrals and brights. 

The supply pinch in Western Penna. 
was not limited to lubricating oils. 
Refiners who normally rely on outside 
purchases for part of their gasoline 
and distillate requirements found it 
increasingly difficult to get. 
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Gulf Coast Cargoes Sept. 9 Sept. 2 Aug. 26 
97 prem (4)13-13.6 4)14-13.6 (4)13-13.6 

96 ort pren (2)12-13 (2)12-13 (2)12-13 

93 ort 2)11.6-12 (2)11. 6-12 (2)11. 6-12 

90 ort reg 1-115 1-115 
87 reg (2)10 6-12 (2)10. 6-12 (2)10 6-12 
#4 oct rey 10-10 6 10-10 5 10-10 5 
43 oct reg 9.876-10.125(2) 9.876-10.126(2) 
79 o-t 9.76-9. 876 9.75-9.875 9.75-9.875 
70-92 ot M 

leaded 9.5-9.75(2) 9.6-9.75(2) 9.5-9.75(2) 

Albany, N. Y. 
96 ort prem 17(4) 17(3) 
89 oct reg 14.614) 14.5(4) 14. 5(4) 
Baltimore, Md. 
96 oct prem 16.2 16.2 16.2 
oct reg 12. 8-13.5 12.8-13.5 12.8-13.5 
Boston, Mass 
95 oct prev 14 3-16. 6/2) 143-16 6(2) 14.3-16 
89 oct reg 13.4-14.1(8) 13. 3-14. 1(3) 13.3-14. 1(3) 
Buffalo, N.Y 
95 ort pren 17.62) 17. 5(2) 17. 5/2) 
£9 oct reg 16(2) 16(2) 15(2) 
Charleston, C 
95 oct prem 14. 3-16 46/2) 14.3-15.45(2) 14 3-15 45(2) 
89 oct reg 12. 8-12.96(2 12.8-12.96(2)  12.8-12.95(2) 


Chicago, 
95 oct pren 6)19.75-14.8 (6)13.76-14.8  (6)13.75-14.8 
94 oct pren 14 614 12, 5/4) 13. 5/4) 
oct reg (6)12.25-13.3 (H)12 26-13.3 (6)12.26-13.3 
86 oct reg 12(5) af 
Corpus Christi, Tex 
95 ort prem 13.6-14 135-14 13.5-1 
KY oct reg 11. 5-12.5 11.5-12.5 11.5-12.5 
Houston, Tex 
95 oct prem 13.75-14.26(3) 13.75-14.25(3) 13.75-14.25(3) 
AY oct reg 12. 26(3 12.25(3) 12. 25/3) 
Jacksonville, Fla. 
05 oct prew 14 6-14.9(5) 14.6-14.9(5) 14.6-14.9(5) 
89 oct reg 13.1-13.4(7) 13. 1-13. 4(7) 13.1-13.4(7) 
Miami, Fla. 
96 oct prem 49 14.9 14.9 
uf 40 oct reg 13.4 13.4 13.4 


Mols-St. Paul, Minn. 
94 oct prem (5)13.76-14 


46 oct reg (5)12.5-12.65 (5)12.5-12.65 (6) 12.6-12.55 
Mobile, Ala. 
95 oct prem 14 6/3) 14.6(3) 14.6(3) 
89 oct reg 13.13) 13. 1(3) 13.1(3) 
New Haven, Conn. 
05 oct pran 16.603) 16. 16. 5(3) 
89 oct reg 14(3) 14(3) 14(3) 
New Orleans, La. 
5) 95 ort prom 15.7 15.7 15.7 
80 oct reg 13.2 13.2 13.2 
New York Harbor 
95 oct prem 13.95 13.95 13.95 
do barges 13.85 13.85 13.86 
89 ort reg 12 45 12.45 12.45 
do barges 11.75 11.75 11.85 
Norfolk, Va. 
95 oct prem 14 5-16.3 14.5-16.3 14.5-16.3 
« 89 oot reg 13-13.7 13-13.7 13-13.7 
Pensacola, Fla. 
95 oct prem 14.7(2) 14.7(2) 14.7(2) 
89 oct reg 13. 2(3) 13. 2(2) 13. 2/2) 
Philadelphia, Pa 
95 oct prem 16 202) 16.2(2) 16. 
80 oct reg 13.7-14.3 13.7-14.3 13,7-14.3 
Pt. Everglades, Fla 
95 oct prem 14.973) 14.9(3) 14.9(3) 
89 oct reg 13.45 13. 4(5) 13.4(5) 
Portland Me. 
95 prem 16 715 16.7(8) 16.7(3) 
89 oct reg 14. 2(3) 14.2(3) 14. 2(3) 
Providence, R. |. 
95 oct prem 16. 6(3) 16. 6(3) 16. 6(3) 
80 oct reg 14.14) 14. 1(4) 14. 1(4) 


Savannah, Ga 
95 oct prem 


(2)14.6-14.0f 


Wilmington, N.C 
95 oct prem 
RO ort reg 


Refinery 
gram Price Survey 

Prices shown in refiner 
tions, or gener il 
pipe line terminal 


specifier 
Following 
therefore are not inclu 
off a specified price; 
contracts; 
to date 
actions, 
Prices shown 


prices arrived 
of sale 


168 


) 
12.46.12 882 


189 15.3512 


offers, oF 
oyerators, by 


transport lots or barge lots 


MOTOR GASOLINE 


5 (5)13.75-14.5 


(2)14.6-14.9(3) 


89 oct req (2) 13.1-13.4(5) 
Tampa, Fla 

05 oct prem 143-1484 14. 3-14. 8(4) 14. 3-14 
oct reg 12 8-13. 3(5) 12 8-13. 3(5) 


13 9-15. 38/2) 
12.35-12.85(2) 


and terminal prices herewith are reproduced from Platt’s Oil- 
a daily publication associated with »N. 


(5)13.76-14.5 


(2)14.6-14.9(8) 


13. 9-15 35(2) 
12.3512 


—feJ prices REFINERY AND TERMINAL 


Aug. 19 
(4)138-18.5 


(2)10. 5-12 
10-10.5 
9.875-10.125(2) 
9.75-9.875 


9 5-9.75/2) 


17(3) 
14.6(4) 


16.2 
12.8-13.5 


14.3-16. 6/2) 
13.314, 1(3) 


17. 5(2) 
15(2) 


143-15, 45/2) 
12. 8-12 95(2) 


8 


13 3 
12(5) 


13.75-14.25 
12, 26(3) 


14.6-14 9(5) 
13. 1-13. 4(7) 


14.9 

14.4 
(5)13.75-14.5 
(5)12.5-12.55 


14,6(3) 
13.1(3) 


16. 6(3) 
14(3) 


14,5-16.3 
13-13.7 


14.7(2 
13.212) 


16. 6(2) 
13.7-14.3 


14.9(3) 
13. 4(5) 


16.7(3) 
14,2(3) 


16. 
14.1(4) 


(2)14.6-14.9(3) 
(2)13.1-18.4(5) 


14.3-14 8(4) 
12. 8-13 4(5) 


13. 9-15 35(2) 
12.35-12,85(2) 


y and terminal tables are sales prices, or quota- 


posted prices, 


river terminal 


types of on are not for “open spot” 
ed in price tables 
“market date-of shipment” 


prices; 
at in 


reported by refiners, 
operators, 
terminal operators, for current sales and shipments, except as otherwise 


by product 
and tanker 


transactions and 
Prices arrived at by discounts 
prices named in 
accordance with arrangements made prior 
Prices made to brokers, and prices in inter-refinerf trans 
also are not considered in the tables except as noted below. 

are for quantities ii bulk such as tank car lots, or truck 
Prices applying only to barge lotsa, 


or cargo 


MOTOR GASOLINE 


Okla. (Okia. shot.) Sept. 9 Sept. 2 Aug. 26 Aug. 19 
94 oct prem 12.625-13.5(4) 12.625-13.5/4 12.625- 15.514 x12.626-13.5(4 
86 oct reg 11.375-11.75 11.375-11.75 1).375-11.75 11375-1175 
80 oct M & below (2)10.-10.875(2) x(2)10.5-10.875(2) 10875-10874 
Okla. Group 3 (Northern shot. 

94 oct prem 12.25-13.5 12.25-13.5 5 12.25-13.5 
86 oct reg 2 11-115 
60 oct M & below 10. 25-10 75 x10,25-10 75 10-10 625 
N. Tex. (Tex. & New ree shpt 

97 oct prem 53 14-15.3 14-15 14-15 3 

95 oct prem 3 125 14.55 13.125-14.55 13.1 14.55 13.125-14 55 
86 oct reg 11.625-12.95 11. 625-12 05 11 625 1) 625-12 95 
84 ort reg 11.625-12.5 11.625-12 5 11. 625-12 5 5 
60 oct M & below (2)10.75-11.8 2)10. 75-11% 75 2 
W. Tex. (Tex. & New Mex. pu) 

97 oct prem 14.875 14.875 14.875 14.875 

95 oct prem 13-14 105 13-14.125 13-14. 125 13-14 

92 oct prem 13 13 13 13 

86 oct reg 11.75-12.7 11.75-12.7 11.76 11 75 

84 oct reg 11.75-12.25 11.75-12 25 1175-12 25 1176-12 25 
60 oct M & below 1111.5 11-11.5 1) 11.5 

E. Tex. (Truck transport lots) 

97 oct prem 13.5 35 13.5 13.5 

95 oct prem (2)13.6-13 75 (2)13.5-13.75 1135-1 5 2)12. 5-13.75 
86 oct reg 11.512 11.5-2 115-1 11 5-12 

84 oct reg 11.5-12 25 11. 5-12.25 11.5-1 11 5-12.25 
60 oct M & below (2)11-11 125 2)11-11.125 2)11-11. 125 
Cent. W. Tex. (Truck transport lots 

97 oct prem 13.75 13.75 75 13.78 

92 oct prem 13.25 13.25 13.256 13 25 

86 oct reg 11.87 11874 11.875 11.878 
Ark. (For shpt. to Ark. & ba: 

94 oct prem 12 75 12.75 12.75 12 75 

92 oct prem 12 25 12.25 12 25 2 25 

86 oct reg 11 25 11.25 11.25 11 25 

84 oct reg il 

Kanes. (For Kans. destinations -_ 

94 oct prem (4)12.75 13.2 2 (4)12.75-13.25 %(4)12.75-13.25 12.5-13 28 
84 oct reg 10. 875 10 875 

60 oct M & below (2)10.5-11 (2)10.5-11 (2)10.5-11 (2)10 5-11 
Western Penna. Bradford-Warren: 

92 oct prem ; 14.75 14.75 14.75 14.75 

86 oct reg 13.5-13.9 13.5-13.9 13.5-13.9 13.5-13.9 
Oll City: 
92 oct prem 13.75-15 13.75-16 13.7515 13, 75-15 
86 oct reg 12.5-13.5 12.5-13.5 12.5-13.5 12.6-13.5 
Pittsburgh: 
92 oct prem F 15.2 15.2 15.2 15.2 
86 oct reg....... 13.45 13.45 13.45 13.45 
Ohlo—Quotation of 8.0. Ohio for delivery to Ohio point 

86 oct reg 14 M4 14 14 
Centrat Michigan 
94 oct prem (3)14.75-15(2) (3)14 75-15/2) 3)14.75-15(2 75 
88 oct reg... . (3)13.25-13.6(2) (3)13.25-13.6(2) (3)13. 35-13 13.25 
os Angeles District: 
Rack 
93 oct prem 14.1-15.1 14.1-15.1 14.1-15. Ix 13. 3-13 85 
84 oct reg. (3)13.1-13.15 (3)13.1-13.15 15x 11.75-12.1(2 
Tank Car: 
93 oct prem 14.1-15.1 14.1-15.1 14.1-15 Ix (2)13. 3-13. 85 
84 ort reg (3)13 1-13.15 (3)13.1-13.15 %(3)13.1-13. 15x 11. 
Tank Truck (400 gals. or more) 
93 ort ves 18.9 18.9 18.9 1k 
84 oct reg. . 16.2 16.2 16.2 1h 2 
San Prancione District: 
93 oct prem 19.2 19.2 19.2 19.2 
84 oct reg. 16.4 16.4 16.4 164 
DISTILLATES & FUELS 

Gulf Coast, Cargoes Sept. 9 Sept. 2 Aug. 26 Aug. 19 
41-43 w.w. kero.. (2)8.75-9 75(2) (2)8.75-9 75/2) (2)8 75-9 752 2)8 75-9 
No. 2 fuel. .. (7)8. 5-9. 25 (7)8. 5-9 25 7)8. 5-9. 25 7)8 25 
53-57 d.i. gas oi). (3)8.75-9.25(2) (2)8.75-9.25(2) (3)8 75-0 25/2 75-0. 25 


48-52 d.i. gas oil 
43-47 gas oil 


(2)8.625-9.125(2) (2)8.625-0 125(2) (2)8.625-9.125/2) (2)8 625-4 
(2)8.5 (2)8 5-9/2) 


2)8 §~9(2) 


No. 4fuel,0-10p.t. $2.9 2 90 2 40 $2. 90 
Bunker C fuel.... (4)$2 10 2.15 (4)$2.10-2.15 (4)$2.10-2.15 $2. 10-2 15 
Bunker C fuel, 

max 1%, sulfur. (2)$2.20-2.35 (2)$2.20-2.35  (3)$2.20-2.25 3)$2.20-2 25 
Albany, N. Y. 
Kerosine/No. 1... 11. 1(9)(a) 11.1(9)fa 11.1(9)fa) 11 
No. 2 fuel 10.6(10)(a) 10. 6(10)(a) 10. 6(10)(a) x10 
Diesel oil, shops, 

11(5)(a) 11(5)(a 11(5)fa) (a 
No. 4 fuel $4.01-4.07 $4.01-4.07 $4.01-4.07 $4014.07 
no sulf 

$2,80(2) $2 80/2) $2 $2 80/2 


No "6 fuel, max 
1% eulfur $2 2.95 $2 95 $2.95 
(a) Some sellers offer voluntary 


allowance 


lots, or truck transport lots, are so designated. Prices are in. cents per 
gallon, except wax and petrolatums in cents per pound, and, where follar 
sign ($) is shown, in dollars per barrel of 42 U. S. gallor Prices d 
not include taxes or inspection fees. 

Prices are for crude oil and products lawfully produced and than 
yorted; reported as received by Oilaram and NationaL Perrot 1 New 
Put not guaranteed; for subscribers’ private use only and not for resale 
or distribution or publication. 

Gulf Coast cargo prices are by refiners selling or quoting to other 
refineries, export agents or to large tanker terminal operat 

Gasoline octane ratings are by ASTM Research Method and are mit 
mum ratings, except where letter “M’' is used t indicate the octane 
rating is by ASTM Motor Method 


when two 
inge 


Parenthetical figures indicate number of comp inies quoting 
or more quoted the price shown. Letter. “X"’ indi: 


ites price cl 
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2)12-13 
2)11,6-12 
11-115 
13.5-14 
11.6-12.5 
15.7 
13.2 
13.95 
13.85 
12.45 
11.75 
| | 
+ 
Lye 


Baltimore, Md. Sept. 9 


No. 6 fuel, no sulf 
guar 
do barges 
Light Diesel 


$2.72(5)(c) 
$2. 69(5) 


$ 
Light Diesel, 

bunkers $4: 
BunkerC, bunkers $2 
Chicago, 
Range oil/No. 1 2)10.125-11.4 
No. 2 fuel 9 25-10.3 


Kerosine/No. | 10. 8/9) (a) 10. 8(9)() 
do barges 10. 55(7)(a) 10.55 
No. 2 fuel 10.3(12)(a) 10.3(12)(a) 
do barges 10.05(5)(a) 10, 05(5)(a) 
Diese! oil, shore 
_ Plants 10.7(5)(a 10.7(5)(a 
No. 4 fuel $3.59/2 $3 59/2) 
do barges $3.53 $3.53 
No. 5 fuel $3.25(2 $3. 25(2 
do barges $3.19 $3.19 
No. 6 fuel, no sulf 
guar $2 68/6 $2 68/6) 
do bares $2 65/5) 2.65(5) 
Light Diesel 
bunkers $4. 34(4)(b) $4 34(4)(b) 
Heavy Diesel, 
bunkers $3.99(2) $3.99/2 
BunkerC bunkers $2.65(4 $2_65/4) 
Baton Rouge, La. 
Kerosine/No. 1.. 10. 3(a) 10. 3(a 
No. 2 fuel 9.75(a) 9.75(a) 
Diesel oil, shore ; 
planta 10 Ila 10. 
No. 5 fuel $2.60 $2 60 
No. 4 fuel no sulf 
guar £2.23 2.23 
do barges $2.20 $2.20 
Light Diesel, 
bunkers $4.03/2)(b) $4. 03(2)(b) 
eavy Diesel 
bunkers $3.62 $3 62 
BunkerC, bunkers $2. 20/2) 2 20(2 
Boston, Mass. 
Kerosine/No. 10.9714)(a) 10. 9(14)(a) 
No. 2 fuel 10. 4(15)(a) 10.4(15)(a) 
Diesel oil, shore 
plants 10. 8(5)(a) 10. 8(5)(a 
No. 5 fuel $3 44(4)(d $3. 44(4)(d) 


$2.72(5)(c) 
$2.49(5) 


bunkers $4. 38(3)(b $4. 38(3)(b 
BunkerC, bunkers $2. 60(5 $2.69(5) 
Buffalo, N. Y. 

Kerosine 12.15 12.1(5 
Diesel oil 12 12 

No. 2 fuel 11.6 11.6 

No. 6 fuel 9.7(2) 9.7(2) 
Charleston, S. C. 

Kerosine/No. 10. 8(6)(a) 10. 8(6)(a 
No. 2 fuel 10.4(6)(a 10. 4(6)(a) 
Diesel oil, shore 

plants 10.5(3)(a 10. 5(3)(a) 
No. 6 fuel, ro sulf 

guar 2.60(2) $2. 60(2) 

do barges 2.57(3) $2.57(3) 


$4 26(2)(b) 
$2 57(3) 


(2)10. 125-11.4 
9.25-10.3 


REFINERY AND TERMINAL 


DISTILLATES & FUELS 
Sept. 2 


Aug. 26 Aug. 19 
10. 8/9)/a 10. 8(9)(a 
10. 55(7) (a 10. 55(7)(a 
10.3(12)(a x10. 3012)(a 
10. 05(5)(a x10 O5(5)(a 
10.7(5)(a x1 7(5)(a 

$3. 59(2 $3 59(2 

$3.53 $3 53 

$3. 25(2) $3. 25(2 

$3.19 $3.19 

$2. 68/6 $2 68/6) 

$2. 6515 2.6515 

$4. 3414) (b) 34(4)(b) 


$3.99(2 


$3 99/2 


$2.64/4 $2. 6514 
10. 3(a 10 
0.75(a 9 
10. 1(a) 10 Ila 
2.60 2 40 

$2.23 $2.23 

$2.20 $2 20 

$4.03(2)(b) x$4.03(2)/t 

$3.62 $3 62 


$2. 20/2) 


$2202 


10.9(14)fa) 10 O14) (a 

10.4(15)(a x10. 4(15)(a 
10. 8(5)(a x10 8(5)(a 
$3.44(4)(d x$3 44(4)(d 
$2.72(5)(c) $2.72(5)(« 
$2 60/5) $2. 69(5) 
$4.38(3)(b x$4 384) (b 


$2.69(5 


$2. 


12. 1(5) 12.15 
12 12 

11.6 xl1 6 
9.7(2 9.7(2) 
10. 8(6)(a 10 la 
10. 4(6)(a x10.4(6)(a 
10. 5(3)(a) x10. 5(3)(a) 
$2. 60/2) $2.60(2 
$2.57(3) $2.57(3) 
$4. 26(2)(b x$4_26(2)(b 
$2.57(3) $2 57/3) 


(2)10.125-11.4 


9 


sulfur 25-835 


Cleveland, Ohio 


No Bf wl 
No. 6 fuel 


9.75° 
9 1* 
delivered Cleveland 


Corpus Christi, Tex. 


Houston, Tex. 


8.2 


No. 6 fuel, no sulf 
guar $2.2 $2.2 
do barces $2 20 $2.2 
Bunker(, bunkers $2 20-2. 25(2 $2.2 

a Detroit, Mich. 

Kerosine 12.35 12 
Diesel oil 12.25-12.4 12 
No. fuel (2)12.25-12.4/2) (2)12 
fur 11.4(2) (2)11 


25-8 35 


] 
25-12.4 
2. 25-12.4(2) (2)1 


9 


Kerosine/No. 1 10. 5(2 10 §(2) 
do barges 9.512 9.5(2 
9 


9-9 25 
9-9 25 
25 §)$2 23-2. 25 
$2 20/9 
2 $2 43 
do baraes $2 40 
Light Diesel 
Heavy Diesel 
bunkers $3 42/5 $3 42 
Junker(, bunkers $2 20/12 $2.20/12 


10.125-11.4 
25-10.3 


25-8 35 


75° 975° 
\* ,1° 
2 $2.2 
20 $2 20 
20-2. 25(2 $2. 20-2. 25 
36 12 35 
25-12.4 12. 25-12.4 
25-12. 4/2) (2)12.25-12.4 
26-11 4/2 11.26-11 4 
2 


10. 5(2 10. 5/2 
9 52 

9 5/2 » 
9-9. 25 9-9. 25 
9-9.25 9 9.25 
$2.23-2 25 5)$2.23-2 2 
$2 2019 $2 24 
$2 33 $2 3 

$2 30 $2.4 
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DISTILLATES & FUELS 


a) 


Jacksonville, Fla Sept. 9 Sept. 2 Aug. 26 
Kerosine/No. | 11. 1) 
No. 2 fuel x 10. 6-10. O(7)x 10. 68 
Diesel oil, shor: 
' $2 $2 
Bat $2 $2 
$4 5785 S78(5 $4 45205 
ke $2 $2 $2 
“ll 
$2.5 $2 82 $2 $2 
$2 4 $2 49 $2 
$1 5784 x$i S784 452 
Bunker C, bunker $2.49 $2.49(3 $2 49 
Mols-St. Paul, Minn 
Range oil/No )325-11.5 10. 125-11.5 
No. 2 fuel §-10.7 9 5-107 6-10 7 
No. 5f 
No. 6 fuel b 
sulfur 2(4) 8.2(4 8.2(4 
Mobile; Ala 
Kerosine/N« 11.104 11. 
No. 2 fuel 10 x10 6/2 10.2(2 
No. 6 fu 
guar $2 48 $2.48 $2 
do barge $2.25 $2.25 $2.25 
Light Diese 
bunkers x$4 $4 116-4, 284x $4_116(2) 
Bunker C, bunker $2.25 $2.25 $2.25 
New Haven, Conn 
Kerosine/No. 10 (a) 10 (a 10. (a) 
No. 2 fu 11)(a) 10 10.3011) 
Dir hor 
plant 1 10 74} la 10.74) (a) 
N fuel $3.60 $3.40 
No. 6 fuel i 
guar $2.70(3 $2.70 $2.70 
do barges $2 $2.67 $2 47 
Light Diesel 
bunkers $4. $4 
Bunker C, bunker $2.67 $2.6 $2 4 
New Orleans, La 
Kerosine/No. 1 10 3(4)fa 10 304) 10. 
No. 2 fuel 9.75 1 9.75 ‘ 9 ‘ 
Diesel oil, shore 
plante 10 10 10 103) 
No. 5 fuel $2.60 $2 60 $? 60 
No. 4 fuel, no sulf 
guar $2. 23/2) $2. 23/2 2 
do barges $2. 20(2) $2.2 $2.20 
Light Diesel 
bunkers $4.03(4)(b) 
Heavy Diesel 
bunkers $3. 62/3) $3. 62/5 $3 4 
BunkerC. bunkers $2 20/3) $2.20 $2.20 


New York Harbor 


Kerosine/No. | 


bunker 
Heavy Diesel 
bunkers 
Bunker ©, bunker 
Norfolk, Va. 
Kerosine/No. 1 
No. 


Light Diesel 
bunker 
Heavy Di 
bunkers 
Junker C, bunker 


Pensacola, Fla. 


Kerns 

No. 2 fue 

Diesel o 
nlant 
pla 
yne seller 


One suns 


(d) One suppli 


$2 
$2 61/4 $2 4114) 
4 40444 
$2 96 $3 99 
$2 61/5 $2 61/5 
11.1 11.1 
n10 514 19 
x10 §(2) 10.202 

luntary allowance.” 
infary silowance 
) 47 bbl. to resellers on! 


{ $2 48 
$2 6501 
$2 $2 
$2 8 
40404 1.444 
$3.99 
$2.65 
1 


39 bbl. to resellers only 


Aug. 19 


10 


10. 4045 


$2. 57/6 
$2. 54(4 


$4 48215 
$2 


$2.52 
$2 405 


$4 452 
$2 4005 
25-11 


9 #25-10 


R Of4) 


$4. 11402 
2.25 


10. 
10. 


$3 60 
$2.74) 


2 47 


$4. 
$2.67 


10 


75(4)(a) 


$2 
$2.33(2 


$2. 20(2 


0904/00 


$2 46713 
$2 61/4 
02.6115 
1.1/2 
10 2/6 


| 
| 
| 
|| | 
18 
10 8&5 
| 
8. 2(4) 
11.104 
10.22 
$2.38 
$2 25 
: 
| 
$2 200% 
NO ? do harges 10 10 fa 10 10 (a 
No. 5 fuel, high do barges 10 10 O5(19) (a 10 OF ‘ 110 
sulfur 4)8 2-8 35/2) (3)8. 2-8 35/2) (3) 8. 2-8. 38(2) $)8. 2-8 Diesel oil, shore 
No. 6 fuel, low plants. 10 10 
3)7.4-7.5 (3)7.4-7.6 (3)7.4-7.5 No 4 fuel 1)$3 (11)8% 46 ‘11/83 44-4 183 ; 
6 fuel, high do barges 1 
7. 18-7.38 16-7 18-735 to bare $34 77 12)84 4 si 4 
$)7.15-7.3! $)7.15-7.3! 15-7.35 $)7.15-7.55 No. 5 fuel $3 08 $3 $3 
do bara. $3 05 $3.05 $3 05 $1 05 
75° 9 No. 6 fuel, no sulf 
9 guar $2 $2 
a do barge $2 6515 $2 44015 
No. 6 tuel 
1%, wulf $2 83 $2 8402 
$2. 80/2 $2 
$2 ight I 
$2 $4 3404 
-2.25(2) $2 : 
= $3 99 99 3 
$2 6511 $2 65011 
9 102 9 1(2 9 Diese shore 
No. 6 fuel 35/2) 35(2) 8 plant 10.74 10 10 
No. 5 fur $3 $3.16 $3 16 $3 16 
No. 6 fuel, no sulf 
guar $2 47 
ra 4) 
$444 
$3. 
$2 
5 
$3.95-4.03(5)(b) 
rs offer 
$3. 62/5 62/5 lier quotes 
169 


fe] prices REFINERY AND TERMINAL 


DISTILLATES & FUELS 
Philadelphia, Pa. Sept. Sept. 2 


Kerosine/No. | 19. 8(10)(@) 10, 8(10)(a) 
gen 10 65(8)(a) 10. 65(7)(a) 

No. 2 fuel 10. 3(10)(m) 10, 3(10)(a) 
do barges 10 O6(6)(a) 10.05(6)(a) 

Diesel oi], shore 
plants 

No. 4 fuel 

No. 6 fuel 

No. 6 fuel, no sulf 


Aug. 26 
10, 8(10)(a) 
10. 55(7)(a) 
10,3(10)(a) 
10, 06(6)(a 


10 7(6)(a 
$4 56/2) 


$4 315 


10.7(6)(m) 
$3. 56/2) 
$3.31(5) 


10.7(6)(m) 
$4. 56(2) 
$3.31(5) 


$2.68(7) 
$2.65(6, 
$2.83(3) 
$2. 80(4) 


$2 64/7 


2 65/6 


$2. 68(7) 
$2 65/6 


$2 54/4 
$2 4014 


$2. 83(4) 
$2. 4014 
Laight Diesel, 
bunkers 
Heavy Diesel, 
bunkers 
Hanker C, bunkers 


$4. 34(4)(b) ¥4.34(4)(b) 
$5 994 
$2 45/8 


$4. 99(4) 
$2. 65(4) 


$4.99(4) 
$2. 65(8) 


Pt. Everglades, Fia. 

Kerosine/No. | 

No. 2 fuel 

Diesel oil shore 
plants 

No. 6 fuel, no sulf 
guar $2.52(3) 

do barges $2.49(4) 

Laight Diesel, 
bunkers 

Bunker, bunkers 


11. 8/5) 
10.9(4) 


11. 8(6) 
«10.9(4) 


11. 8(5) 
10. 6(4) 
10. x10.9(4) 10. 6(4) 
$2.52(3) 
$2.49(4) 


$2 40/4 


$2.52(3 
$2.49(4 


4 5784) 
$2 4914) 


“$4 452(4) 
$2.4914 


Portland, Me. 
Keronine/No. | 
No. 2f uel 
oil, shore 
plants 
No.6 fuel, no sulf 
guar $2.72(2) 
do barges $2 69 
$2.69 


11(9)(a) 
10. 5(9)(a) 


11(9)(a) 
10. 5(9)(a) 


110) (a 
10.5(9)(a 
10. 9(4)(a) 10.9(4)(a) 10.9(4)(a 
$2.72(2) $2.72(2) 
$2.60 $2.69 


Hunker C, bunkers $2.69 $2.69 


Providence, R. |. 
Kerosine/No. 1 10. 9(10)(a) 


10. 4(9) (a) 


10.9(10)(a) 
10. 4(9)(a) 


10..9(10)(m) 
10.49) (a 
oil, shore 
lants 
No. 5 fuel 
No .6 fuel, no sulf 
guar $2. 60(4) 
do barges $2.66(4) 
No. 6 fuel, max 
1% aulf $2. 84(2) 
do barges $2.81(2) 
Light Diesel, 
bunkers 
Bunker C, bunkers 


10. 8(4)(a) 10. 8(4)(a) 10. 8(4)(a) 
$3.44 $3.44 $5.44 


$2.69(4) 
$2.66(4) 


$2.81(2 


$4. 38(b) 
$2.66(3) 


$2.69(4) 
$2.66(4) 
$2. 84(2) 
$2.81(2) 


$4. 48(b) 
$2 6413 


$4.48(b) 
$2,66(3) 


Savannah, Ga. 

Kerosine/No. | 

No. 2 fuel 2 

Diewel oil, shore 
plants 

No.5 fuel 

No. 6 fuel, no sulf 
quar $2. 5015 

do barges $2 5616) 

Light Diesel, 
bunkers 

RunkerC, bunkers 


11,8(7) 
(2)10 6-10, 9(5)x 


11.8(7) 
110.9007 


11,8(7) 
10.6(7 


x10 
$3.15 


6-10 10 6(5) 
$3.13 $3.13 


$2 


$2. 69(5) 
$2. 56(6) 


x$4_578(5) 


(3)$4. 452-4. 578(2)x $4. 452(6) 
2.5605 $2 


2. $2. 56(5) 


Tampa, Fla. 

Kerosine/No. | 

No. 2 fuel 

Diesel oil, shore 
plants 


11,7(8 
x10 


11.7(8) 
10. 5-10, 8(5)x 


11.718 
10 5/6 


19.819) 


No. 6 fuel, no sulf 
guar 


$2.47(5) 


$2. 47(5) 


do barges $2. 44(5) $2. 45(5) 
Light Diesel, 
bunkers 


KunkerC, bunkers 


$4 54605) 
$2 455 


55615 
$2 145 


REPUBLIC 
\ 


Hopewell, Vo. 
Wilmington, N 
Charleston, S.C 
Sevannah, Ga 
Port Everglades, Fle 
Tampa, Fla 


NOW 
AVAILABLE 


Aug. 19 
10. 8(10)(a 
10. 55(7) (a 

110. 05(6)(a 
n10.7(6)(a 
$3.56/2 
$3.31(5 
$2.68(7 
2.6516 

$2 4313 


44) 


9014 
$2. 65(% 


11.805) 
10,6(4) 


10.644 


$2.52(3 
2.4914 


#4 45214) 
$2.49/4 


x10. 5(9) (a 


x10, 9(4)(a) 


10.9(10)(a 
x10. 4(9)(a) 


x10. (a) 
$3.44 


$2.69(4) 
$2.66(4) 


$2.84(2) 
$2.81(2) 


$4. 38(b) 
$2. 66(3) 


11. 8(7) 
10. 6(7 


10 6(5) 
$3.13 
$2.59(5) 
$2.56(6 


$4. 452( 
$2. 


SOUTHERN TERMINALS 


Panama City, Fla. 
Birmingham, Alo. 
Montgomery, Ala. 
Columbus, Ga. 
Greenville, Miss. 
Knoxville, Tenn 


DISTILLATES & FUELS 


Toledo, Ohio Sept. 2 Aug. 26 

Kerosine 11.9 11.9 

Diesel oil 9 11.9 11.9 11.9 

No. | fuel 11.65-12 05 1. 65-12. 05 11.65-12.05 
No. 2 fuel 10.65-11.05 10.65-11.05 10.65-11. 95 
No. 5 fuel 8. 25(3) 8. 25/3) 8. 25(3) 

No. 6 fuel 7.75(3) 7.75(4 7.753 


10,.65-11.05 
§.25(3) 
7.75(3) 


Wilmington, N. C. 


Kerosine/No. 1... 

No. 2 fuel 

Diesel oil, shore 
plants 

Light Diesel, 
bunkers 


10. 8(7)(a) 
10.4(7)(a) 


10, 8(7)(a 
x10. 4(7)¢a) 


10.8(7)a() 
10. 4(7)(a) 


10. 5(3)(a) 
$4. 26(3)(b) 


10. 8(7)(a) 
10.4(7)(a) 
10. 5(3)(a) 


10. 5(3)(a) x10.5(3)(a 


$4. 26(3)(b) $4. 26(3)(b) 26(3)(b) 


Okla, (Okla. shot.) 


42-44 kero 

Range oil 

58 & abv. di 
Diesel 

No. 1 fuel 

No. 2 fuel 

No. 6 fuel 


(2)9. 375-9. 875 
9.25-9 375(2) 


(2)9. 375-9. 875 
9.25-9 375(2) 


(2)9. 375-9875 
9. 25-9 .375(2) 


(2)9 375-9 875 
9, 25-9 .375(2 


9-9.75 
9-9 .375 
375-9x 
$1.75-1.90 


9-9.75 9-9.75 
8. 875-9.375 x8. 875-9.375 
25-9 «8 25-9 


8.2! 
$1.75-1.90 $1.75-1.90 


9-975 

8 875-9. 375 
§ 25-9 
$1.75-1.90 


Okla. Group 3 (Northern shpt.) 


(2)9, 25-9. 5(6) 
9, 125(2) 


(2)9. 25-9. 5(6 
9. 125(2) 


(2)9. 25-9. 5(6) 
9. 125(2) 


412-44 kero (2)9.25-9.5(6) 
9.125(2) 


8.25-0.5 8.25-0.5 
§.625-9.125(4)  «8.625-9.125(4) 

8. 5(4) x8-8. 5(4) 
$1.75-1.90 $ 


§.25-0.5 
§.625-9.125(4) 
6/4) 
$1.75-1.99 


No. 2 fuel 


No. 6 fuel $1.75-1.90 


N. Tex. (Tex. & N(w Mex. shpt.) 

42-44 kero... %,2-10 

58 & abv. di 
Diesel 

No. 4 fuel 


9.2-10 9.2-10 


9-9.75 
$1. 80-2.00 


9-9.75 


9-9 75 9-9.75 
$1.8)-2.00 $1. 80-2,00 $1 80-2,00 


W. Tex. (Tex. & New Mox. shpt.) 
42-44 w.w. kero 9.75-10.75 
No. 1 fual 9.75-10.25 
No. 2 fuel 9.125-9.5 
No. 6 fuel $2. 10/2) 


9.75-10.75 
9.75-10.25 
9.125-9.5 
$2. 10/2) 


9.75-10.75 
9.75-10.25 
9.125-9.5 
$2. 10(2) 


9.75-10.75 
9.75-10.25 
9.125-9.5 
$2. 10(2) 


E. Tex. (Truck transport lots) 
42-44 ww. kero (2)9,5-9,75(2) 


58 & abv. di 
8.75-9.75 


Diesel 
No. 6 fuel $1.75-2.00 


(2)9.5-9.75(2)  (2)9.5-9.75(2 (2)9.5-9.75(2) 
8.75-9.75 
(2)$1.75-2.00 


8.75-9.75 


8.75-9.75 
$1.75-2.00 (2)$1.75-2.00 


Cent. W. Tex. (Truck transport lots) 


42-44 w.w. kero... 9.25 
58 & ab. di. 
Diesel 
No. 2 fuel 
No. 6 fuel 


Kans. (For Kans. destinations only) 


42-44 w.w. kero.. (4)9.5-9.75 (4)9.5-9.75 
52 &bel. di. Diesel 9.125 9.125 


58 & abv. di. 
(2)9.125-9.375 (2)90.125-0.375 (2)9.125-9.375 (2)9.126-9.375 


(4)9.5-9.75 


(4)9.5-9,75 
x9. 125 9.375 


Diesel 


No. I fuel. 
No. 2 fuel 
No. 5 fuel... 


(4)9.125-9.376(2) (4)9.125-9.375(2) (4)9.125-9.375(2) (3)9.125-9.375/2 ) 
8. 25-8.75 8 25-8 75 8 25-8.75(2) 
30 


$2 $2.30 $2.25 
No. 6 fuel (2)$1.85-2.25  (2)$1.85-2.25x (2)$1.85-2.00(2) (2)$1. 85-2.00 


(a) Some sellers offer 0.5¢ “voluntary allowance.” 
(b) Some sellers offer 21¢ bbl. “voluntary allowance,” 


REPUBLIC OIL REFINING C 


ATLANTA, GA. 
1401 Peachtree Street 
PITTSBURGH, PA. 
Benedum-Trees Bidg. 
TEXAS CITY, TEXAS 
Refinery 


Highest Quality 
Petroleum Products 

e Gasoline 

e Kerosene 

e Diesel Fuel 

e Heating Oils 
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do barges 
58 & abv. di 
: | Diesel 8. 25-9.5 
No. 1 fuel 8.25-9.5 
8 5-9. 125(4) 
1.75-1.90 
$2.72(2) 
$2.69 
9.2-10 
| 
: $1.80 $1.80 $1.80 
$2 45(5) $2 45(5 
$4. 4115 $4415 
170 


REFINERY AND TERMINAL 


DISTILLATES & FUELS 


Sept. 9 
Ark. (For shpt. to Ark. & La.) 
42-44 kero 9 125 
Tractor fuel. . . 
524 bel. di. Diesel 8 625 


58 & abv. di 

Diesel 9 
No. 2 fuel § 625 
No. 4 fuel $2 50 
No. 5 fuel . $2.30 
No. 6 fuel $2 15 
Western Penna. 
Bradford-Warren: 
Kerosine (3) 11, 25-11.7 
55 cetane Diesel 10. 75(2) 
No. 2 fuel 2)10 5-10 95 


16-40 gravity fuel 10 1502 


Oil City: 


Kerosine. . . 1) 65-11.75 
50 cetane Diese! 10.4 10.75 
No. 1 fuel 10 5-11.25 
No. 2 fuel 10 25-11 

46-40 gravity fuel 10 25 
Pittsburgh: 

Kerosine 11 6-12.25 
50 cetane Diesel 10 85-11.5 
No. 1 fuel 11.§-12.1 
No. 2 fuel 2)10 85-11.35 
$6 40 gravity fuel 10 $11.25 


Central Michigan 

16-49 ww. kero 
Range oil 2)1 
P. W. distillate 
No. 2 fuel 2)1 
U. 1. gas oil 
No. 5 fuel . 


7-9(2 


No. 6 fuel i 45 & 25 2) 


Ohio Quotations of § O. Ohio for delivery to Ohio points 


Kerosine 12.5 
No. 1 fuel 12.3 
No. 2 fuel 11.3 
California - Los Angeles District: 
Raek: 
Stove dist 

PS 100 24-1002) 
Diese! fuel 

PS 200 § 75-9.25 
Light fuel 

PS 300 $2 052.10 
Heavy fuel 

PS 400 $! 70-1 85 
Tank Car 
40-43 kero 13 4 


Stove dist 


PS 100 9 25-13 5 


Diesel fuel 
PS 200 8 75-12 
Light fuel 


PS 300 $2 05-2 40 
Heavy fuel 

PS 400 $1 70-2.00 
Tank Truck (400 gals. or more 
40-43 ww. kero 17.1 
Stove dist 

PS 100 4 
Diesel fuel 

PS 200 12.5 


San Francisco District: 


Tank Car 
40-43 w.w. kero 41 
Stove dist 

PS 100 4 


Para 


30 £. 40 St., N.Y.C. EV &-4100 


Sept. 9 


Diesel fuel— 

PS 200 12.8 
Light fuel 

PS 300 2 35 
Heavy fuel 

PS 400 $2 05 


Tank Truck (400 gals or more 
40-43 kero 74 
Stove dist 

PS 100 4.45 
Diesel fuel 

PS 200 13 


Pacific Coast 


Ships’ bunkers, or deep tank ‘ots 


San Pedro, Calif. 

Diesel —PS 200 $4. 3315 
Bunker C—PS400 $1 
San Francisco, Calif. 

Diesel — PS 200 $4 
BunkerCPS 400 $1 &5 
Seattle, Wash. 

Diesel PS 200 175 
Bunker C—PS 400) $2 1004 
Portiand, Ore 


Ships’ bunkers: | dollars per bbl. of 150 liters 


Diesel PS 200 4 
Bunker C— PS 400 $2 1004 
Mexico 

Guaymas 

Diesel $5 65 
Bunker ¢ $2.74 
Manzanillo 

Diesel $4.75 
Bunker $2.75 
Minatitian 

Diesel 415 
Bunker C $2.20 
Salina Cruz 

Diesel $4.75 
Bunker ( $2.74 
Tampico 

Diesel $4.15 
Bunker ( $2.20 
Veracruz 

Bunker ¢ $2 20 


Prices are to blenders on freight basis shown; shipments may orgmate in any Mid-Cor 


tinent manufacturing district 


Sept. 9 


FOB Group 3 


Grade 26-70 5 5 (Quotation) 


FOB Breckenridge, Tex. 


(irade 26.70 5 (Quotations 


Producers contract prices, tank cars. 


Sept. 9 


Propane: 


New York Harbor 7. 75-8 


Philadelphia, Pa 
Toledo, Ohio. . . 7 
Houston, Tex. ... (2)3-3.25 


Oklahoma 

(Group 3) 39) 
Raton Rouge, La 3.3754 
Shreveport, La 3.244 
New Orleans, La 378(2 


Fluorescent color for 
solvent extractec 


Paterson 4, New Jersey 


New York 


Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 


October, 1955 NATIONAI 


DISTILLATES & FUELS 


NATURAL GASOLINE 


4.5 (Quotations) 4 5 (Quotations 


INDEPENDENT. 
MARKETERS 


Sept. 2 Aug. 26 Aug. 18 — Sept. ? Aug. 26 Aug. 19 ‘ 
9.125 9.125 9.125 12.5 12.5 12.5 3 
10 10 10 
8 625 8.625 $2.35 $2.35 $2 35 
9 9 9 $2 50 $2 50 $2 50 
8.625 8.625 8.625 : 
$2.50 $2.50 $2.50 17.4 17.6 
$2.30 $2.30 $2.30 
$2. 15 $2 15 $2.15 14.5 45 
SUL. 25-11.7 (3) 11. 26-11 
10.78(2) x10.75(2) 10. 5(2 
2)10.5-10 05 2)10 5-10.95 2)10 5-10 045 $4.3315 445 
10 25(2) 1. 25(2) 10 25(2 $1 8015 $1 80/5 $1 
65-11. 75x 11.5-11.85 11 5-11 85 $1 8504 $1 $i 
10.4-10. 75x" 10.4 10.4 
10. 5-11.25 10. 5-11.25 10.5-11. 25 96.7848 94.7804 84.7800) 
4.754 $4 75/4) 4 
4 v4 
116-12. 25 11.6-12.25 116-12. 25 62. 18 08. 186 
10. 85-11.5 10. 85-11.5 10. 85-11 5 
11.5-12.1 11.5-12.1 11.5-12 1 
3)10. 85-11 35 (3)10. 85-1135 (3)10 85-11 45 
10. 8-11 25 10. 8-11.25 10. 8-11 2h $5 65 $5.65 $5 65 
$2 75 $2.75 $2 75 
$13.5 13-13.6 13-13.6 13-13 6 $4.75 $4.75 4 75 
2)13-13.2 2)13-13.2 2)13-13.2 $2.75 $2.75 $2 75 
2 75-13.3 (2)12.75-13.3 2)12.75-13 3 2)12.75-13 
75-12.3 (2 75-12.3 75-12.3 75-12 $4.15 4.15 ‘ 
8.7-9(2 8.7-9(2) §.7-9(2 
795-8. 25(2) 7. 95-8 . 25(2) 7.95-8 26/2 
$4.75 4.75 $4.75 
$2.75 $2.75 $2.75 
3.8 $4 15 $4.15 #415 
$2 20 $2 20 } 
x$2.05-2.10 $2.00-2 10 
. Aug. Aug. 19 
$1.70-1.85 70-1.85 $1.65-1.85 Sept. 2 
13.6 13.6 13.6 5 (Sale) 5 (Sale) 6 (Sales) 
_] 
9. 25-13.5 9, 25-13.5 925-13 5 
$2.05-2. 30 $2.05-2. 30 $2 05-2 4 ; 
LP-GAS 
$1.70-2.00 $1.70-2.00 $1.70-2 00 
17.1 17.1 17.1 
7 Sept. 2 Aug. 26 Aug. 19 
14 “4 14 
«7. 7.25-7.5 7 26-7 
7 7 7 
2)3-3.25 ‘2)3-3 (2)4. 3.24 
41 41 14.) a3 3754 2 76-3 3742 2 76-3 A74% 
25/3 + + 25/4 
14 14 3745/2 + 74/2 74/2 
at 
GASOLINE PATENT CHEMICALS, : 
FIFTH AVENUE. 
NEW YORK 20,.N 
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150-160 


vis.; 


Mid-Continent 


FOR Tulea basis, for 
at 100° lO pp 


Bright Stock Conventional 


Guilt Coast 


for export 


Bright Stock vis, at 210 


0-10pt,, vi 


Solvent Refined Oils from Mid- 


(2)90) 


21 


LUBRICATING OILS 


omestic shipment only, 


4) (2)20-21¢ 


YOU'LL FIND PRICES is, 


Western Penna. Sept. 9 Sept. 2 Aug. 26 
Viscous Neutrale——No. 3 col. Vis at 70° 

200 vis, (180 at 100°) 420-426 fi. 

10 ps 205 20.5 20.6 

pt 19 4 19.5 19.5 

25 pa 20x x18 55 4)18-18. 5 

“160 vis. (143 at 100°, 400-406 fi. 

10 pt 4 14 19 

26 pt 2))7-18 bm 4)16.5-17(4) 

Bright Stock 

146-166 vis, at 210°, No. 6 col 

10 pt WS 5 

lbpt 5 19 

26 p. (4) 1902 217.5 18.5 

Cylinder Stocks 

H00 ar, filterable 12 6-13 6 5-13 

650 wr 26-14 5 x13 26-14 fx x13-13.5 

400 flawh 146 16 14 w(2)14. 5-15 

640 flash 16 7h 165 015.75 16 76 1602 


bright stock, vie. at 4 


200 vie D 
10-26 pp x21 
vie 
O10pp 
10 26 pp IK 1K A 5 
120 vim. D 
pp 1s x18 
Bright Stock Solvent 
150 160 vis., 
0-10 (2)20-22 (2)20-22 (2)20- 22 
Neutral Oils Conventional. Pale Oils 
60-85 vis 
No, 2 col 12.75 12.75 412.75 
86-110 wis 
No. 2 col 3 13 x13 
160 vis. No. 3 col 14.75 13.76 x13.75 
180 vis. No. 3 col 4 4 xi4 
200 vis. No. 3 eal 14.25 14.25 14,25 
250 vis. No. 3 col 14.5 14.5 
280 vie, No. 3 col 1475 14.75 “14.75 
400 vis. No. 3 eol 1S 15 x15 
Neutral Oils Solvent v.i 
170 180 vis 16.6-17.! 1h. 6-17, 5(3) 15. 5-17.60 
200) 210 vis 15.75-17.76(3 15.76-17.76(3) 16.75-17.750 
$00 vin 16.25 -18.26(2) 16,.25-18.26(2) 16.26-18.25(2 
Cylinder Stocks 
HOU 
olive green 15.5 165 16! 


ontinent grade erude 


Aug. 19 


20.6 
19.5 
(4) 18-18. 6(3) 


h)20 21 


15.5-16 


15.75-16.7 


FOB ship at Gu 


2)20-21 


fe] prices REFINERY AND TERMINAL 


LUBRICATING OILS 


Sept. 9 


Sept. 2 Aug. 26 


Neutral Oiis~ Vis. at 100°; 95 v.i.; 0-10 p.t.: 


100 ~is... 
200 ~is.... 
300 vis. . 
500 vis.. 


South Texas 


Vis. at 100° F FOB 8.’ 


Pale Olls: 
100 vis. No. 114 


2% col 

200 vis. No. 2-4 
col 

300 vis. No. 2-3 
col 

500 vis. No, 24% 
col 

750 vis. No. 3-4 
col 

1200 vis. No. 3-4 
col 

2000 vis. No. 4 col 


Red Oils: 
\ 


100 vis. No. 6-6 
col 

200 vis. No. 5-6 
col 

300 vis. No. 5-6 
col 

500 vis. No. 5-6 
col 

750 vis. No. 5-6 
col 

1200 vis. No, 5-f 
col 

2000 vie. No. 5-6 
col 


Gult Coast, 

Cargoes 
Grade 115/145 
Grade 110/130 
Grade 91/96 
Baltimore, Md. 
Grade 190/130 
Grade 91/96 
Grade 80 
Boston, Mass. 
Grade 100/130 
Grade 91/96 
Grade 80 
Charleston, 8. C. 
Grade 100/130 
Grade 91/96 
Grade 80 
Houston, Tex. 
Grade 100/130 
Grade 91/06 
Grade 80 


perspective 


for long range planning in the 


FACTBOOK 


National 
Petroleum 
News 


Published as a 13th issue of NPN in Mid-May. 


IF YOU ARE NOT AN NPN SUBSCRIBER, 


write now to NPN’s Reader Service Dept., 
330 W. 42 St., N.Y.C. 36 for your own 
personal copy of this ready reference 


172 


book for oil marketers. Price per copy: $1. 


NATIONAL 


16-17(3) 
16-17. 5(3) 
17-18(3) 

2)17.5-18. 5(3) 


25(6) 
75(6) 
25(6) 


75(6) 


1 


16-17. 5(3) 
(2)17-18(3) 
(2)17.5-18.5(3) 


Tex. refineries for domestic and/or export 
12. 25(6) 


13.75(6) 


14. 25(6) 


f-17(3) 16-17(3) 


16-17. 
(2)17-18(3) 
(2)17.5-18.5(4) 


12. 25(6) 
13.75(6) 


14, 25(6) 


14.75(6 14.75(6 
15(6 
15.54) 15. 5(6) 
16(6) 16(6) 


(2)17-18(4) 
(2)17. 


shipment 


Aug. 19 


16-17(3) 
15. 75-16. 5(5 


5-18. 5(3) 


13.75(6 13. 75(6) 
14, 14. 25(6) 
14.75(6 14.75(6 
15(6 15(6 
15.616 15.56 
16(6 


AVIATION GASOLINE 


Sept. 9 


(MIL-F-5572) 


Sept. 2 Aug. 26 
19.1 19.1 
17.6 17.6 
17 17.1 
19.2 19.2 
17.7 17.7 
7.3 17.2 
19 19 
17.5 17.5 
17 17 
18 18 
16.5 16.5 
16 16 


Aug. 19 


Write today for Advertising 


This Is Your 
Market Placel 


Space Rates. 


NATIONAL PETROLEUM NEWS . 


330 West 42nd St., 
New York 36, N. Y. 


PETROLEUM 
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: : 
i = 
(4)16. 6-17 12 
te 
13 
5(6) 
20 14 14. 25(6 
19 
15(6) 
12 5-13. 5x 15. 5(6) 
15 516 16(8) 
14-15 16/6) 
15 5 16(2)x 
— p10" neutrals, “ise 12. 26(6 12. 25(5) 18.2010) 
ES 13. 75/8) 
13.75(6) 
5 
HG) 
16 
12.75 
13 
‘ 13.25 
13.5 
‘ 
p 17.1 
17.1 
16,25-17.25(4) 77 17.7 
7.7 17.2 
17.2 
19 
16.5 19 17.5 
17.5 17 
18 16.5 
16.5 16 
16 
| 
| 


REFINERY AND TERMINAL 


4VIATION GASOLINE 


PARAFFIN WAX 


MIL-F-5572) Atlantic Seaboard 
Melting points are AMP, 3° higher than EMP. Prices for carload lots. Domestic prices 
° 
New Orieans, La ts Sent. 8 Aug. 26 Aug. 19 PO refinery; acale in bags or bbis.; fully refined, slabs loose Export prices FAS; seale tm 
Grad 1a \ bags or bbls; fully refined in bags or cartons 
Grade 91/96 16.5 16.5 16.5 16.5 Sept. 9 Sept. 2 Aug. 26 Aug. 19 
Grade 80 16 16 16 16 New York Domestic 
124-6 white crude 
New York, N. Y. scale 7.1(2 12 2) 2 
Grade 100/130 012 9.1(2 9 1(9)¢ 123-5 fully refined 7.05-8.45 7.95-8.45 5-8 45 8.45 
Grade 91/96 17 6(2 17.6(2 17. 6(2 17. 6(2)° 25-7 fully refined 8. 45(3 8.45(3 4503 45 
*Correct for and since Aug. 5 133-5 fully refined —8.55(3 8.55 55 
135-7 fully refined & 55(3) S55 55.5 
Norfolk, Va. 138-40 fully 
Grade 91/96 17.6 17.¢ 7.6 17.6 143-5 fully refined 8 55(2 8, 55(2 55 
Grade 80 17.1 171 7.1 149-51 fully 
refined 10 55 10.55 10 55 1 45S 
’ Toledo, Ohio 
. New York Export 
Grade 100/130 18 15 18.15 75 8.15 124-6 whit 
de 91/06 6 AS 16 65 walle cruce 
Grade 80 , scale (4)6 6-4 4/6 6-675 (4)6 6 6.75 Her 
23-5 fully refined = 5-8. 25 & N25 §-8.25 60 
8.48 SA O45 


5-7 fully refined 


JET FUEL illy refined 55 2)8-8 55 5S 
MIL-F-5624) 5-7 fully refined § 25-5 25-8 55 8. 25-8 55 25-8 55 
tu ly 
Gulf Coast, Sept. 9 Sept. 2 Aug. 26 Aug. 19 26-8. & 28-8. 88(2 25-8 55 4 BS 
Cargoes 13-5 fully refined 25-8 5 25-8. 65(2 25-8 55 55 


Grade JP-4 


PETROLATUMS 


Sept. 9 Sept. 2 Aug. 26 Aug. 19 
NAPTHAS & SOLVENTS Western Penna, ee 
carloads; tank cars, 1-1 
4 now white u(2)7 35 ) ) 27 125 ) 
Sept. 9 Sept. 2 Aug. 26 Aug. 19 white 75-7 375 6 75-7 9) (9 5 
Lily white 875-7 625-7 25 2)6. 625-7 25 16 628 7 25 
Mineral spirits 16 6 16.544 } 478-6 75 25-6 198-6 6 128-8 7802 
oft yellow x 5 5 25 256 6 
Boston, Mass. 5-5 75 5.75 55.75 286 78 
V.M. & P. Amber 25-6375 555 
naptha 1s 1s ed 5-5 375 “(2)5-5 375 75-5.375 
Mineral epirits 5 


New York Harbor 


V.M.&P 
Mineral spirit 7(5 7(5 7(5 5 


Philadelphia, Pa. 

V.M.&P 
naphtha 17 54 7 54 7 54 7 54 

Mineral spirits 16 5(5 16 55 16 


Providence, R. |. 


V.M.&P 

naphtha 14 5 195 iv § 
Mineral spirits 17 45 17 55 17 55 17 55 
FOB Group 3 
Stoddard solvent 12 37504 12. 375(4) 12.375(4 
Cleaners paphtha 12 875(3 12.875)3) 12.875 2.875 
V.M.&P 

naphtha 12 875(4 12 875(4 12.875(4 12.8754 
Mineral spirits 1) 87504) 11 87504) 11. 87504 1) 87504 
tubber solvent 12 87504 12.875/4 12. 875(4 12. 875/4 
Lacquer diluent 2)13 125-13.375 (2)13 125-13. 375 (2)13.125-13 (2/13. 125-13 
Kenzo) diluent 14. 125-1 126-14 625 (2)14.125 14.125 


Western Penna. 
Oil City 


Stoddard solvent 164 
! Power Thread 


Ohio uotations of 8. O. Ohio for delivery to Ohio points and Cut 
to 8” Pipe on the job 


naphtha 18 


Mineral spirits ix 


1 
15.875 15.875 3 The 26 Ib. PORT-A-PONY Power Drive saves you 
time and money threading pipe .. . in place! 


E. Tex. (Truck transoort lots 
@ Also pulls wire through conduit, drives winches, 
opens and closes valves. 


Cent. W. Tex. (Truck transport lots 
Stoddard solvent 5 iS iS @ One man, one hand unit 


@ Adaptable to all popular die stocks. 
@ Powerful '/, HP AC-DC reversible motor. 


WRITE FOR FULL INFORMATION 


PARAFFIN WAX 
Sept. 9 Sept. 2 hug. 26 ug. 18 THREAD-EZY MFG, Company 


Western Penna. ‘tc. in bulk 
124-4 AMP white 5 25-5 25-6 66 344 N. Brady Sevect 


> P 


crude scale 25 25-5 65 2)5 25-5 65 215 25-5 
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refined 44 2)8-8.45 (2)8-8 45 28 8 45 
0-32 fully 
475-9 25 25 S875 ) S75 
a 
agg : 
“ag 
| 
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{PJ prices TANK WAGON 


Vrices for gasoline do not include taxes, they do, however, include Inspection fees per gal., included in both gasuline and kerosine prices 
inspection fees as shown in next column. Gasoline taxes, shown in separate unless otherwise specified, are as follows 
column include 2¢ federal and state taxes; also city and county taxes Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8; Ill. 3/100c; Ind. 2/25c; 
as indicated in footnotes. Kerosine tank wagon prices also do not include Kan. 1/100c; La. 1/32c; Minn. 5/200c; Mo. 1/25c; Neb. 2/100c; Nev 
taxes; kevosine taxes where levied are indicated in footnotes. Discounts 1/20c; N. C, 1/4c; N. D. 1/20c; Okla. 2/25¢; S. C. 1/8; S. D. 1/40c; 
if any, are shown in footnotes. These prices in effect September 15, 1955, Tenn. 3/5e; and Wise. 3/1006 
as posted by principal marketing companies at their headquarters’ offices, Kerosine inspection fees only; Ala 1/2c; Fla 1/8; Lowa 1/50c; 
but subject to later correction Mich. 


Socony Mobil 


Mobilgas Aircraft Mobilgas 
Grade Grade Grade (Regular Grade) Mobilfuel Mobilheat No. 4 No. 6 
Casoline 80 91 100 Cons. Dir. Mobil Kerosine Diesel (No. 2 Fuel) Fuel Fuel 
Tases T.W. T.W. T.W. T.C. T.W. T.W Yard r.c. 70. Yard rw. tw 


New York City 


anh 6.0 15.6 16.5 14.8 14.5 14.1 11.56 7.05 
Bronx 6.0 16.6 16.5 11.1 15.0 14.5 10.6 14.2 11.56 7.06 
Kings 6.0 16.6 16.6 10.9 11.0 14.8 10.8 14.5 10 4 10.5 14.1 11.56 7.05 

ueens 6.0 15.6 15.5 14.8 14.6 14.1 1156 7.05 
Kichmond 6.0 16.6 15.5 10.8 11.1 15.0 10.7 14.6 10.3 10.6 14.2 11.56 7.06 

Albany, N. Y 60 22656 285 14.5 16.6 15.5 11.1 11.3 11.0 14.3 10.6 10.8 13.9 10 60) «7.69 
Binghamton 6.0 48 15.9 15.9 11.6 11.6 156.16 11.5 14.7 11.1 3 14.3 

Buffalo 6.0 226 236 256 15.0 16.0 16.0 12.1 12.3 15.85 12.0 15.7 11.6 11.8 15.3 10.9 
Jamestown 6.0 5.2 16.3 16.3 12.55 12.75 12 12.2 14.9 

Mt. Vernon 6.0 15.6 15.5 11.2 14.9 14.4 10.7 14.4 11 64 ¢ 
Plattaburg 6.0 16.9 16.9 12.1 12.3 12.0 15.3 11.6 11.8 

Koechester 60 2265 26 49 16.0 16.0 11.9 12.1 15.45 11.8 15 11.4 11.6 14.6 

Syracuse 60 49 16.9 15.9 11.4 11.8 1 14.8 11.3 11.3 144 

Bridgeport, Conn.& 0 16.3 15.3 10.8 10.8 14.8 10.3 10.3 13.9 

Danbury 40 16.8 16.8 

Hartford 40 14.0 «14.4 12.4 15 11.15 11.05 14.6 10.65 10.65 14.2 

New Haven. 40 14.0 16.8 t13.9 10 10.8 10.7 14.3 10.3 10.3 13.9 

Bangor, Me 90 165.2 16.6 16 6 11.6 16.0 11.5 15.1 14.7 

Portland 90 14.2 15.4 15.4 11.0 “14.5 10.9 15.5 10.5 14.1 

Hoaton, Mass 70 208 21.8 28.83 1141 16.8 °%3.9 10.9 15.5 10.8 14.5 10.4 14.1 

Coneord, N.H 706 16.2 16.2 15.5 15.1 

Lancaster 70 18.0 18.0 16.3 15.3 

Manchester 70 16.9 15.9 16.2 15.3 49 

Vortamouth 70 22 6 23.5 49 16.8 15.8 11.0 10.9 4.9 10.5 14.5 

Providence, R.1.6.0 21.8 228 248 141 #1538 “09 10.9 16.5 10.8 14.5 10.4 14.1 

Burlington, Vt 16.6 166 16 6 12.4 12.4 12.3 15.3 11.9 11.9 14.9 

Kutland 7.6 17 3 17.3 12.8 15.7 12 3 15.3 

fank Wagon Prices Buffalo N. Y¥. City Rochester Syracuse Boston Harford Providence 
Mineral Spirits 19.5 18.0 20.5 22.0 19.0 20.0 19 6 
V. M. & P. Naphtha 21.6 19.6 22.5 23.6 20.5 21.5 21 


Taxes: N.Y.C, prices are ex 3% city sales tax. Syracuse prices ex 2% city sales tax, aprlicable to price of gasoline (cx tax) 
Discounts: Mobile Kerosine New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more 
Mobilfuel DieselAll points, tank wagon less 0.5¢ for deliveries of 800 vals. or more. . 
Mobilheat-——New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more 
Notes: Premium-grade gasoline t.w. prices 2.56¢ above regular. Jamestown t.c prices are delivered prices, all other t.c. prices are FOB bulk terminals 
Effective dates: tAug. 5; *Aug. 16; *Aug. 26; xSept. 2; ®Sept. 9 


Ohio Standard 


Sohio X-Tane Gasoline 


Aviation Gas.-Cons, 1.W. (Regular Grade) Naphtl Cons. TW. 
Sohio Sohio Sohio Con- Re- S.R. Sohio Kerosine No. 1 No. 2 

(,asoline Avia. Avia. Avia. sumer sell- Sol- Varno- Sol- TW 

Taxes 80 91 100 T.W. ers S.S. vent lene vent 
Akron 7.0 23.76 24.76 27.76 19.3 15.8 19.9 21.5 22.0 22.0 15.3 
Canton 7.0 23.75 24.76 27.76 19.3 15.8 19.9 21.5 22.0 22.0 15.3 
Cincinnati 7.0 23.76 24.76 27.75 19.8 16.3 20.9 21.6 22.0 22.0 16.3 
Cleveland 7.0 28.76 24.76 27.76 19.8 16.3 20.9 21.5 22.0 22.0 15.3 
Columbus 7.0 23.75 23.76 27.76 19.8 16.3 20.9 21.6 22.0 22.0 15.3 
Dayton 7.0 23.75 24.75 27.75 19.8 16.3 20.9 21.5 22.0 22.0 15.38 
Lima 7.0 23.76 24.765 27.75 19.8 16.3 20.9 21.5 22.0 22.0 15.3 
Manafleld 7.0 23.75 24.75 27.76 19.8 16.3 20.9 21.5 22.0 22.0 15.3 
Marion 7.0 23.75 24.75 27.76 19.8 16.3 20.9 21.5 22.0 22.0 16.3 
Portamouth 7.0 23.75 24.76 27.76 19.8 16.8 20.9 21.6 22.0 22.0 15.3 
Toledo 1.0 23.75 23.75 27.75 19.8 16.3 20.9 21.5 22.0 22.0 15.3* 
Youngstown 7.0 23.75 24.75 27.75 19.8 16.3 20.9 21.5 22.0 22.0 15.3 
Zanesville 7.0 23.75 24.75 27.76 19.8 16.8 20.9 21.5 22.0 22.0 15.3 


Taxes: Menger operators can purchase aviation gasoline less be per gal. State Road Tax by supporting purchase with State Tax Exemption Form A-10 
to supplier 
Discounts: Sohio Aviation on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos, 1 & 2 Fuels—Prices are for 100 gal. or more; for 60-99 wal., add 1¢; 1-49 gal., add 2¢ 
Naphthas & Solvents Prices are for t.w. and drum deliveries of 500 val. or more 
Premium-grade gasoline prices: consumer t.w. & 5.8. 3¢ above regular, resellers 2.5¢ above regular. S.s prices are at company operated stations 
“Price subject to 0.5¢ “temporary allowance.” 
Fuel Oile—T.W Chicago, 
Standar Standar 
99 16.6 15.6 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 100 103 aula. 15.6 
of Indiana bulk plants where the company’s prices are publicly posted 150 gals. & over 15.1 
100-399 gals. 14 6 
Ked Crown Standard Furnace Oil 100 gals. & over 14.1 
(Reg. Grade) Gaso- Kero- 100 100- 100- -175- 350 850 Stanolex Stanolex 
Cons, Dir. lin sine 1-99 wale. 74 349 wale. gale. Fuel A Fuel © 
PW. gals. Rover gals. gale. gals. over & over 1-749 gals. 110.4 x9 25 
Chicago, Ll 18 8) «168 16.6 750 gals. & over x9 65 185 
South Bend, Ind 19.5 18.0¢ 17.6 16383 168 Taxes: St. Louis, Mo., gasoline tax includes le 
Detroit, Mich 188 178 168 169 149 city tax. Des Moines, Ia., kerosine and furnace 
\ aul e oil prices do not include 7c state tax. State 
Mpls.-St. Paul, Minn. 17.8 916.8 170 15 5* 14.5* 13 8° 18 3* sales, occupation, consumer and use taxes to be 
Des Moines, Ia. 17.4 15.9 16.6 14.9* 13.9% added, where applicable. 
St. Louis, Mo, *17.9 916.4 165 149 139 Discounts: Red Crown—CTW prices at some 
points subject to varying discounts for quan- 
Wichita, Kans. 16.1 14.9 18.9° 18.1 12.1 tity deliveries. 
Omaha, Nebr. 17.8 16.8 16.3 18.9 129 ~— Premium-grade gasoline t.w. prices gen- 
erally 2c above regular. 
16.1 14 Effective dates: *June 28; *July 25; xAug. 20 ; 
Milwaukee, Wisc. 6178 176 166 16 6 165 0 Sept. 1. 
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CHEVRON 
Standard ot (Regular) Av. 80 /8T Gaso- 
T.T. 


400 Gals. & over Taxes 
San Fran., Cal. 16.7 19 9 8.0 
Los Angeles 16.2 19.4 8 0 
Fresno 7.8 21.0 80 
Phoenix, Ariz. 19.4 22 6 70 
Reno, Nev. 19 1 22.3 8.0 
Portland, Ore 17.2 20.4 8.0 
Seattle, Wash 17.3 20 5 8.5 
Spokane 19 5 23.2 8.5 
Tacoma 17.3 20.5 85 
Boise, Idaho 24.6 8.0 
Salt Lake 17.5 21.3 7 0 
Honolulu, T. H 17.8 21.0 10 6 
Fairbanks, Alaska x28 #8 x32 0 70 
Juneau... 18 9 22.1 7.0 
Standard Standard 
Diesel Standard Stove 
Kerosine Fuel Furnace Oil 
‘Bebe OOT.F. 
100 gals. & over) (ex all taxes) 
San Fran. 17.6 13.0 13.0 145 
Loa Angeles 17.1 12.5 12.5 14.0 
Fresno 19 6 13.8 13.8 15 3 
Phoenix 20 3 16.4 16.4 17 9 
Reno 20 0 15.8 
Portland 19 6 13.6 
Seattle 19 6 13.7 
Spokane 22.4 16.1 
Tacoma 19.6 13.7 
Boise 296 5.3 53 
Salt Lake 18.5 13.8 11 8° 14.3 
Honolulu 18.7 13.8 13 8 
Fairbanks 133.7 
Juneau x25 6 
Effective dates: xAug. 22; *Sept. 13 
Taxes: 


Boise—Se gas tax applies to motor fuel only ; 
avgas taxes are 2c federal, 2.5¢ state 

Salt Lake—7ec vas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state. 

Honolulu—10.5 yas tax applies to motor fuel 
only; avgas taxes are 2c federal, 3.5¢ terri- 
torial. Standard Diesel/furnace oil price is ex 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawaiian gross income tax of 1% to 
reseller, 2.5% to consumers. 

Alaska-——7c gas tax applies to motor fuel only 
avgas taxes are 2c federal, 3c _ territorial 
Standard Diesel/furnace oil prices are ex be 
territorial 
Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c¢ for 40-199 gals 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal. deliveries ; for less than 40 gals 
add 5.0c gal.; except at Honolulu add 5.0c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals 
Prices for Chevron Supreme (Premium) are 
2.79¢ gal. higher, except at Boise and Salt Lake, 
which are 2.59¢ gal. higher than Chevron 
(Regular) for quantity delivered. For less than 
40 gal. deliveries, add 5.0c gal. to 400-gal-and- 
over price, except at Honolulu, add 60.0c gal 
for less than 40 gals. (Marine) and less than 
100 gal. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0¢ for 91/98, 
6.0c for 100/130 and 8.0c for 115/145. 

Kerosine-—-T.T. prices apply to deliveries of 
400 gals. and over. For other deliveries: less 
than 40 gals., and Ile. 200-399 gals., add Se 
40-199 wals., add 6c; tank car/truck trailer, 
deduct 3.5¢ 

Standard Diesel/Furnace Oil and Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 gals., 
add 1c; 200-399 gals., add 0.5c; less than 40 
wals., add 5e 

*Standard No. 2 Burner Oil. 


Fire-Chief Casoline 

Texas (Regular Grade) Kerosine 
Co. Dealer Gasoline Dealer 

‘Taxes 
Dallas, Tex. 14.8 7.0 13.3 
Ft. Worth 14.8 7.0 13.3 
Wichita Falls 15.0 7.0 13.3 
Amarillo. . 15.0 7.0 13.3 
15.0 7.0 13.3 
El Paso 16.8 7.0 14 35 
San Angelo .. 15.0 7.0 13 3 
14.9 7.0 13.3 
Austin...... 4.9 7.0 13 3 
Houston... . 14.7 7.6 13.3 
San Antonio 15.0 70 13.3 
Port Arthur 14.7 7.0 13.3 


Notes: Dealer t.w. prices apply also to all 
classes of consumers with minimum delivery 
of 60 gals. 

Premium-grade gasoline t.w prices 
above regular 


October, 


arrive at price per 
Oil subtract 1/6th.) 
Faso Casoline 
Regular Grade) 
Dealer Gasoline 
rw 


° Taxes 
St. John’s, Ntid u*25.7 17.0 x25 
Halifax, N.S. u21.7 17.0 x24 
St. John, N. B. x21.7 15.0 x24 
Charlottetown, P. «23.7 13.0 x27 
Montreal, Que x22 1 13.0 025 
Toronto, Ont x22 6 11.0 x25 
Hamilton, Ont x22 6 x25 
Winnipeg, Man x22 4 90 x27 
Brandon, Man. x25 0 9 0 x27 
Regina, Sask 7 11.0 
Saskatoon, Sask x24 6 11 0 “27 
Calgary, Alta 4 10.0 x24 
Edmonton, Alta x20 4 10.0 123 
Vancouver, B. C «22 4 10 0 025 


(Prices are per imperial! yal. 
Imperial 


to Taxes: Gasoline tases are provincial taxes 


Notes: 

Premium-grade gasoline tw. prices Se above 
regular 

* Price is for premium grade 


1Effective Sept. 12 


Humble 
Humble Gaso- Kerosine 


(-asoline 
Oil Kegular line Tank Re- 
rw 


Dallas, Tex 14 7 

Ft. Worth 148 19 9 7.0 13.3 iT 
14 7 
15 7 


Houston 7 20 0 
San Antonio 0 20 3 


Notes: 

T.W. prices are to all classes of dealers and 

Premium-grade gasoline tw price 
above regular 


SEATTLE 


SAN FRANCISCO 
® 


LOS ANGELES 


trimmed—-safely! 


WRITE, WIRE OR PHONE 
for samples and details, without 
obligation. Important: We do 
not “high-pressure” our pros- 
pects. We tell you the merits 
of our proposition and let you 
be the judge 


Elk has modern storage facilities located at the points 
indicated on the map above. These modern, nearby facili- 
ties can save you freight and also keep your inventories 


Our sensible customer-supplier agreement protects you 
against sudden market price increases and immediately 
gives you the benefit of price decreases 


PHILADELPHIA 
* 


CHICAGO 


FALLING ROCK, 


NEW ORLEANS 


ELK 


REFINING COMPANY 


Charleston 24, W. Va. 
Refiners of Highest Quality Pennsylvania Grade 
Petroleum P.G.C.0.A. Permit No. 25 
FOUNDED 1913 
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Kero- 
sine 
7 
h 
a 
> 
° 
= 2 
2 
i 2 
1 
| 
| 
= 
| 
‘ 


fy prices TANK WAGON 


Atlantic 


Refining (rade) 
Ww. 


Allentown, 
‘a 


Altoona 

‘ 
Greensburg 
Harrisburg 
Philadelphia 
Pittaburgh 
Heading 
Wilkes Barre® 
Williameport 
Wilmington, 

Del 
Hartford, 

Conn. 
New Haven 
Boston, 

M ase 
Springfield 
Prov., Kh 
Camden,N.J 
Newark 
Albany, N.Y 
Binghamton 
Buffalo 
Ktochester 
use 

atertown 
altimore, 

Md. 


( hariotve, 
Jac 


Fila. 
Miami 


Philadelphia, Pa 
Pittsburgh 


Atlantic 
sasoline 


0 
0 
0 
0 
0 
0 
0 
0 
0 
0 


Heavy Fuel Oils 


Philadelphia, Pa 


Notes: 


Premium-grade 
above regular, 
Kerosine The 
for tw 
time. Camden 
wals., 2e for 


deliveries of le 
Add le 


less than 


gusoline t.w 
except Florida 
u Pa 


100 vale 


& Del., add 
“6 than 100 wal 
for deliverie 


le 


of 


NSS 


V.M.AP. 
Ww 


19 


prices 


per 


wal 
at one 
100-259 


Mineral Spirits prices also apply to Stoddard 
Solvent 

Effective dates: ®Aug. 17; 
tAug..27; xSept. 2; *Sept. 8; 


Prices subject to 0.5¢ 


*Aug. 19; 
*Sept. 9 
‘voluntary allowance 


“Aug. 23; 


” 


(aso- Kero- 
line 


faxes 


Crown 


Kentucky 
Standard Desler 


Covington, Ky. 
Lexington 
Louisville 
Paducah 
Jackson, Mise 
Vicksburg 
Birmingham, Ala 
Mobile 
Montgomery 
Atlanta, Ga 
Augusta 

Macon 
Savannah 
Jacksonville, Fla 
Miami 
Pensacola 
Tampa 


Taxes: 

Gasoline tax column includes these city 
county taxes: Mobile, 2¢ city; Birmingham, 1c 
county; Montgomery, le city & le county; 
Pensacola, le city. Other taxes not included in 
prices: Georgia, kerosine le; Montgomery, 
kerosine, le; Mississippi, kerosine 0.5¢ 


(N.B. Prices are Continental’s tank- 
wagon prices. Current selling price 
may vary form those shown because 
f loeal conditions.) 


Cont’! 
Oil 


o Demand 
(,rade) line 
Wagon Taxes 


regular 
fank 

Denver, Colo 
Grand June 
Pueblo 
Casper, Wyo 
Cheyenne 
Billings, Mont 
Butte 
Great Falls 
Helena 
Salt Lake, | 
Twin Falls, | 
Albuquer, NUM 
Koswel 
Santa be 
Muskogee, Okla 
Oklahoma City 
Tulsa 


| 


Saves 


15% 


from 


Listed 


A full variety of models 
tank condition, new or old 


FULL PATENT PROTECTION 


VENTALARM 
niginaland Dependable 


WHISTLING TANK FILL SIGNAL 


to 30%, 


to satisfy every 


on delivery 
costs, Assures safety and cleanliness, too! 
VENTALARM 
Laboratories 
Leading Fire and Safety Authorities, 


Signols are Underwriter's 
approved by 


SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 


Canadian Branch; SCULLY SIGNAL LTD., 


286 King St. W., Toronto. Ontario 


NATIONAL 


Taxes: 


Gasoline tax column includes these city 


taxes: Santa 


Fe, le. 


Albuquerque & Roswell, 0.5¢; 


Cheyenne, le; Casper, le 


Discounts : 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals. ; 200-399 yals., 100 gals 
deduct le 


deduct 0.5¢ 


and over, 


Notes: 


T.W. prices are to consumers and dealers 


Premium-grade gasoline t.w prices 2.5¢ 


above regular at Oklahoma & N. Mexico points; 


2.43¢ elsewhere 


Faso Gasoline 
(Regular Grade) 


Atlantic City, N. J 
Newar 
Baltimore, Md 
Cumberland 
Washington, LD. ¢ 
Danville, Va. 
Petersburg 
Norfolk 
Richmond 
Roanoke 
Charleston, W. Va.. 
Fairmont 
Parkersburg 
Wheeling 
Charlotte, 
Hickory 
Mt. Airy 
Raleigh 
Salisbury 
Charleston, S.C 
Columbia 

ew Orleans, La 
Baton Rouge. 
Alexandria 
Lake Charles 
Shreveport 
New Iberia 
Knoxville, Tenn. 
Memphis. . 
Chattanooga 
Nashville 
Little Rock, Ark. 


a 


Naphthas T.W. & Steel 
Newark, N. J. Min. V.M.&P. 
3,600 gals. & over 18 19.5 
Steel bbls. 24 0 25.5 
Baltimore, Md. 
3,600 gals, & over 16.7 
Steel bbls. 25.5 
Washington, D. C. 
3,600 gals. & over 17.2 


FUEL OILS 
No.l No.2 No. t 


Atlantic City, N. J. 14 
Newark.... 14% 
Baltimore, Md. 
Washington, D. 
Danville, Va. 

Petersburg . 

Norfolk 

Richmond 

Roanoke 

Charlotte, N. C 

Hickory 

Mt. Airy 

Raleigh 

Salisbury... .. 
Charleston, 8. C 
Columbia. 

Spartanburg 


No. 6 


$3.984 $3 256 
4.32 3.28 
440 3.18 


Taxes: Louisiana kerosine prices do not in- 


clude le state tax. 


Notes: Kerosine No. | Atlantic City 
are for deliveries of 300 gals. or more; add le 
for 100-299 gals., 2c for less than 100 vals 


prices 


Premium-grade gasoline  t.w prices 


abeve regular. 
* October, 1955 


PETROLEUM NEWS 


Fuel Fuel 
16.4 16.4 14.95 14.3 
12.9 «109 15.6 14.66 
49 149 16.5 14.65 
16.9 16.9 16 6 14.65 
16.4 15.4 1495 14.3 1.9. 
16.0 14,6 14.95 13.7 16.1 9.0 ig 2 
169 14,9 14.65 17.0 9.0 
16 4 i405 14.3 16 2 9.0 2 
13.4 11.4 16 14.6 15 9 9.0 
164 1456 16 95 14.6 16.5 9.0 1 
16.0 90 6 
16.4 16.4 7.0 14.85 18.9 16 4 10.0 6 
id 4 14.1 16.5 11.0 6 
i653 1389 #890 13.8 16 6 8.5 3 
16 3 $14.9 7.0 16.7 8.5 3 
7.0 14 16.1 8.5 6 
: 29 *109 6.0 14 16.1 9.0 6 
16.0 40 60 14 13 16.1 9.0 6 
16.0 14.0 6.0 14 14 15.9 10.0 6 
166 16.6 6.0 14 13 16.0 9.0 5 
160 160 6.0 16 16 Casoline Khero- 
a! 1b 9 69 60 16 4 Cons. Dir. sine 
he 69 60 60 16 14.6 T.W. T.W. Taxes T.W. 
0 0 i6 ) 15.0 14.0 6.0 14.2 
15 0 4.0 6.0 14.2 
‘ ‘ 14 0 
: 15 0 
16.6 16.6 860 1466 189 16 0 159 
16 16 15 0 14.85 
16.4 164 9.0 Conus 17 6 
fed N-Tane Kero- 16 4 
sine 16 85 
tal 
22.0 23.0 16.4 8.0 16.5 16 
165 16.0 16 
. 16.5 8.0 16.6 16 1 
Sa No. 5 No. 6 9.0 18.8 15 
9.0 20.6 15 6 
4.0 19 3 16 
16.4 8.5 16.3 14 3 
9.0 16.5 15 
; 14.7 5 14.5 9 
14.3 14.7 15 6 
15 7 
15 3 
haue been inatalled on 
| 
ke. 
© 1955 _ Ao 
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CRUDE OIL Domestic—-in $ per bbl. of 42. U.S. gals. at the well 


SCHEDULE A AA KB 
Gravity 
Below 12 
12-12.9 
13-13.9 
14-14.9 
Below 15 2 02 
15-15.9 2 05 

16-16 9 2 OR 
17-17 9 211 
Below 18 
18-18 9 214 

19-19 9 2.17 
Below 20 2.43 250 2.35 2.41 
20-20 9 250 2.20 2.5% 2.37 1 
Below 21 2 50 2.37 
21-21.9 252 2.2% 2.64 2.39 2.45 
22-22 9 254 2.26 2.66 2.41 47 
23-23 9 2.56 2.29 2.58 2.43 2.49 
Below 24 2.56 
24-24.9 2.58 2.32 2.60 2.45 2.61 
Below 25 2.58 2.60 2.5 
25-25 9 260 235 2.62 2.47 2.53 
26-26 262 238 2.64 249 2.5 
27-27 .9 2.64 2.41 266 2.51 2. 
28-28 9 2 66 2.44 2.68 2.53 2 
Below 29 2.53 
29-29 9 2 68 2.47 2.70 2.55 2.61 
30-30 9 2.70 2.50 2.72 2.57 2.68 
31-31.9 2.72 253 2.74 2.59 2.65 
Below 32 

2-32.9 74 #256 2.76 2.61 2.67 
3333.9 27 2.59 2.78 63 2.69 
44-34 9 2.78 2.62 2.80 2.65 2.71 
35-359 2.80 2.65 2.82 2.67 2.73 
36-369 2.82 2.68 2.84 2.69 2.75 
$7-37.9 2.84 2.71 2.86 2.71 2.77 
38-38 9 2 86 2.74 2 88 2.73 2.79 
39-39. 9 2.88 277 290 2.75 2.81 
10 & above 2 90 2 80 2.92 2.77 2.83 


FIELDS EAST OF CALIFORNIA 


1 71 
1.75 
1 
1 
1 87 
1 91 

1 
2.0 

2.81 2 68 2.78 2.83 2 2 71 

2 83 2.70 2 80 2 85 4 

2 80 

2.85 2.72 2.82 2 87 2.7% E 2.09 

2.87 2.74 2.84 2.89 2.79 2.133 

289 2.76 2.86 2.91 2 41 2 79 

2.89 2.76 2.86 2.91 2.81 g 79 

2.91 2.78 2.88 2.93 2.8 2 81 

2.93 2.80 2 90 2.95 2 85 2 

2.95 2.82 2.92 2.97 2 87 2 | 

2.97 2.84 294 299 289 287 2.21 

2.99 2.86 2.96 2.91 » 23 

3.01 2.88 2 9% 3 03 2 93 2.91 22 

3.03 2.90 3.00 3.0 2.9 2.9 > 27 

$3.06 2.92 3.02 3.07 2.97 

3.07 2.94 8.04 3.09 2.99 2 97 | 

3.09 2.96 3.06 3.11 3.01 2.99 

3.11 2.98 3.08 3.13 4 03 3.01 

3.13 3.00 3.10 3.15 $05 + 03 

8.15 3.02 3.12 3.17 07 

3.17 3.04 3.14 3.19 +09 +o 

3.19 3.06 3.16 3.21 $11 +09 

8.21 3.08 3.18 3.23 415 

3.23 3.10 3.20 3 25 16 


1 M r K 
a7 1 58 
1 59 
1 1 66 
1.a7 
1 1.71 
) 1 91 177 
2.38 2.53 2.58 2 65 
O7 2 40 2.55 2 60 2 65 1 98 1 83 
2.65 
o9 2.42 2.67 2.62 2 67 1 95 1 a9 
11 2.44 259 2.64 2 69 197 1.95 
13 2 46 2 61 2 66 2.71 1 99 2 Ol 
2.61 2.71 
1 »>48 63 268 273 2.01 2.07 
a7 
17 2 50 2 65 2 70 2.75 2 03 2 
19 2.52 2.6 2.72 2.77 2.06 2 
21 2.54 2.69 2.74 2.79 2 07 2 
23 2.56 2.71 2.76 2.81 2.09 2 
25 2.58 2.73 2.78 2.43 2.11 244 
2 60 2 4 2 RO 2.86 2.18 2 39 
2.62 2.77 2.82 2.87 2 44 
2.82 
2 64 2.79 2 84 2.89 2 48 
2 66 2 #1 2 86 2.91 2 62 
2 68 2 43 2 4A 2.93 2 56 
> 70 28 290 2 95 2 60 
272 287 292 297 2 64 
2 74 2 2 94 2 66 
2 76 2 91 296 3.01 2 68 
2 78 293 2 oF 4.08 2 70 
> 2 45 + 00 8.06 272 


Prices in fields east of California were ef- 
fective as of 7 a.m., June 15, 1953, except as 
noted. Prices as shown by states and by gen- 
eral areas in most states. Details of fields 
where each company posts and exceptions to 
gravity schedule as shown above will be fur- 
nished on request to NPN. Seattered fields on 
gravity schedule as well as fields for which 
flat prices are posted are shown in the Flat 
Price Section. 


GRAVITY SCHEDULES 
ARKANSAS—Sweet Crude 


Schedule A: Arkansas Fuel, Esso, Gulf, Mag- 
nolia 


ARKANSAS—Sour & Other Grades 
Schedule M: Ark. Fuel, Esso, Ohio Oil 


COLORADO—Sweet Crude 


Schedule A: Continental, Phillips, Pure, Sin 
clair, Texaco. 
KANSAS—AII fields 

Schedule A: Carter, Cities Service, Conti- 
nental, Gulf, Phillips, Pure, Shell, Sinelair, 
Stanolind, Texaco 

2¢ below Schedule C: Sohio (6-1-55) 


LOUISIANA—Central 


Catahoula Lake & Other Fields 
Schedule N. Fase 
Hamphill & Other Fields 
Schedule O: Faso, Gulf, Stanolind 
Olla & Other Fields: 


Schedule P: Ark. Fuel, Faso 


LOUISIANA—Coastal 
Edgerly & Other Fields 


Schedule F: Gulf 
Eunice & Other Fields 
Schedule E (24-29 gravity): Cities Service, 
Sun 
LOUISIANA—FEast 
Dethi & Other Fields 
Schedule N: Esso, Sun 
Fairview & Other Fields 


Schedule O: 


Faso 


LOUISIAN A—North 
Athens-Petit & Other Fields: 
Schedule M: Feso, Gulf 
Caddo, Homer & Other Fields: 
Schedule A: Ark. Fuel, Esso, Gulf, Magnolia 


LOUISIANA—South 

Schedule P: Cities Service, Continental, Esso, 
Gulf, Magnolia, Pure, Shell, Stanolind, Sun, 
Texaco 


MISSISSIPPI—Eucutta & Other Fields 
Schedule Q: Feao, Gu 
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PETROLEUM 


MISSISSIPPI—Fayette & Other Fields 


Schedule O: Pure 


MISSISSIPPI—Overton & Other Fields 


Schedule N: Faso 


MONTANA—Sweet Crude 
Schedule A: Carter, Phillip 


lind, Texaco 


Ohio Oj, St 


MONTANA—Sour Crude 
Schedule KR: Carter, Continental 
Stanolind. 


Ohio Onl 


NEBRASKA—AIl fields 
Schedule A: Pure, Sinclair 


NEW MEXICO—Intermediate Crude 

Schedule D. Atlantic, Cities Service, Conti 
nental, Gulf, Humble, Magnolia, Phillips, Pure 
Shell, Sinelair, Stanolind, Texac« 


NEW MEXICO—Sour Crude 

Schedule C: Atlantic, Cities ervice 
nental, Gulf, Humble, Magnolia, Shell, Sinclair 
Stanolind, Texaco 


NORTH DAKOTA—AII fields 
Schedule A: Stanolind (1-1-56 


OKLAHOMA—Sweet Crude 


Schedule A: Carter, Citic ervice, Conti 
nental, Gulf, Magnolia, Phillip Pure hell, 
Sinelair, Stanolind, Sun, Texaco 


OKLAHOMA—Sour Crude 


Schedule AA ($-1-54 except a noted 
Carter, Cities Service, Magnolia (7-28-54 
Pure, Shell, Sinelair (7-24-54 tanolind ‘ 
16-55), Texaco (#-5-54) 


TEXAS—East Texas Field 

$2.90 Flat Price: Ark. Fuel, Atlantic, Citic 
Service, Gulf, Humble, Magnolia 
American, Phillips, Shell, Sinelair tar 
Sun, Texaco 


TEXAS—East Central 
Schedule B: Humble inelair 


TEXAS—Gulf Coast 
Aldine & Other Fields 
Schedule P: Pan American, 
lind 
Anahuac & Other Fields 
Schedule F: Cities Service, Gulf, 
Magnolia. Pan American, Phillips 
public, Shell, Sinelair, Sun, Texaco 
Arcola & Other Fields 
Schedule J: Atlantic, 
Texaco 
Goose Creek & Other Low Cold Vest Fields 
Schedule E (24-30 Gravity): Humble, Par 
American, Stanolind, Sun, Texaco 
Hastings & Other Fields 
Schedule EF (24-40 Gravity): Atlantic, 
Humble, Pan American, Stanolind 


Phillips, Stan« 


Humble 
Pure, We 


Pure, Sinclair 


Phillip 


NEWS 


Gulf, 


rE XAS—North, North Central 
Schedule A: Continental, Gulf, Magnolia 
Sinelair, Stanolind, Texaco 


rEXAS—Northeast 
(Asphalt Crudes) 
Cayuga & Other Fields 


Schedule K: Pan American 
Taleo & Other Fields 
Schedule L: Humble, Texace 
rEXAS— Panhandle 
Schedule A: Gulf, Humble, Magnolia, Phil 
lips, Texaco 
TEXAS—Southwest 
Kianeonia & Other Field 
Schedule I: Cities Service, Continental, Hum 
ble, Pure tanolind, Sun 
Kelaey & Other Field 
Schedule H: Humble un 
Mirando & Other Crudes 
Schedule G (24-29 Gravity): Humble, Mag 
nolia, inclair, Sun, Texaco 
Refugio & Other Crudes 
Schedule G (20-40 Gravity): Atlantic, Cities 


Humble, Phillips, Republie, Sinelair 


un 


TEXAS—Weat Central 
Schedule A: Humble Maw 


lexaco 


TEXAS—West Texas Sweet 


Schedule A: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin 
clair, Stanolind, Texaco 
TEXAS—West Texas Intermediate 

Schedule D: Atlantic, Cities Service, Culf 
Humble, Magnolia, Phillips, Pure hell, Sin- 
clair, Stanolind, Texaco. 

TEXAS—West Texas Sour 

Schedule C: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Ohio Ol, Phillips, Pure, 
Shell, Sinelair, Stanolind, Texaco 
WYOMING--Sweet Crude 

Schedule A: Carter, Continental, Ohio Oj 


Pure, Sinelair, Stanolind 


WYOMING—-Sour Crade 


Schedule Carter, Continental, Ohio OU 


Pure, inelair, Stanolind 
FLAT PRICES 
(Listings also include some fielde on gravity 
achedules) 

ARKANSAS 

Limestone Condensate Faso $2.95 
andstone Condensate ( base) 4.00 
mackover (Ark. Fuel, Gulf 2.44 
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Stanolind 
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fe] prices CRUDE OIL 


ILLINOIS 

Kastern Ill, (Ohio Oil 4-16-66) 

Basin (Ashland 7-9-54, Carter 
55, Ohio Oil & Gulf 3-16-55, 
Shell 4-19-'5, Magnolia 
4-24-6565) $2.90 

Ill. (Sohio, 10-1-64) except fields below 2.90 

Ill. (Bohio, 10-1-64) Dudley field 2.59 

Ill. (Sohio, 10-1-64) Elbridge & Stoy 
fields Schedule 

Plymouth (Ohio Oil, 3-16-55) 2.67 


INDIANA 


All flelds & pools (Sohio, 10-1-54) 
Western Ind. (Ohio 3-16-55) 


Schedule O 


Schedule O 


KENTUCKY 

Butler Co. Area (Owensboro-Ashland, 
7-12-64) 

Owensboro Area (Ashland, 7-90-54) 

Ragland Grade (Ashland, 7-9-54) 

Somerset Grade (Ashland, 7-9-4) 

Western Ky , all fieds & pools, Sohio 
(10-1664) 


LOUISIANA 

Bayou Pigeon (Republic) 

Bear (Continental) 

Bivens (Atlantic) 

Creole (Pure) 

Haynesville-Smackover Lime: 
Condensate (Ark. Fuel, Gulf) 
Crude (Ark. Fuel, Gulf) 

Neale (Atlantic) 

North Louisiana Condensate: 
Cotton Valley (Kase) 
Gloyd (Faso) 

South Louisiana Condensate (Kase) 

Sweet Lake (Pure) 

Urania (Ark. Fuel) 

Ville Platte (Continental) 


Domestic—in § per bbl. of 42 U. 8. gals. at the well 


MICHIGAN 
Only lowest and highest postings of each com- 
pany are shown below; other postings may be 
obtained on request to NPN. 
Bay Pipe Line (10-16-54) 
Elmwood $2.50 
Lake George, Stony Lake 2.98 
Leonard Pipe Line (6-1-54): 
Clare City 2.62 
Fork & other fields 2.9% 
Pure: 
Adams & Deep Kiver (6-1-54) 2.80 
Coldwater (10-28-54) 3.04 
Simrall: 
Grant (6-29-54) 2.48 
Barryton-Sun Denslow (10-16-54) 3.06 
Sohio: 
Coldwater (10-1-54) 3.04 


MISSISSIPPI 
Baxterville: 
Condensate (Gulf) 2.75 
Crude (Gulf 1.60 
Central Miss. Condensate : 
Fayette (Kaso) 4.10 
Gwinville (Esso) 3.00 
Pickens crude (Carter) Schedule D 


MISSOURI 
St. Charles (Sohio, 10-1-54) 2.90 


MONTANA 

Cat Creek (Continental) 2.90 
Darling (Carter) 2.60 
Pondera (Phillips) Schedule M 


OHIO 

Cleveland & other fields (Sohio, 11-1-54) 2.62 
Corning (Ashland, 11-1-54) 2.7% 
Corning (Seep, 11-1-f4) 2.65 
Lima (8.0. Ohio) 2.50 


PENNSYLVANIA—Penn. Grade 
(1-21-55, except as noted) 

Allegany, N. Y. (Sinclair 2-1-55) 

Bradford, Pa. (Seep, Tide Water) 

Eureka, W. Va. (Seep) 

Middle Penna. (Seep) 

Southwest Penna. (Seep) 

Zanesville, Ohio (Ashland) 


TEXAS 

Agua Dulce (Republic) 

Atlee (Republic) 

Benedum Condensate (Shell) 
Cayuga Condensate (Pan American) 
Chapel Hill: 

Condensate (Sinclair) 

Crude (Sinclair) 2.83 
Charlotte (Humble) 5¢ above Schedule B 
Clay Creek (Sun) 2.65 
Conroe (Humble, Sun, Texaco) 3.13 
Darst Creek (Humble, Magnolia, 

Texaco) 

Pearsall (Humble) 5¢ below 

Quitman-Paluxy (Pan American) 
Tomball (Humble, Magnolia, Stanolind) 3.13 
Van (Humble, Pure) 2.73 
Willamer (Pan American) 2.70 


.79 
Schedule C 
5 


WYOMING 
Beaver Creek (Stanolind) 
Big Sand Draw Condensate (Sinclair) 
Byron (Ohio Oil, Stanolind, 4-16-55) 
Garland (Ohio Oil, Stanolind, 4-16-55) 
Hidden Dome (Ohio Oil) 1.65 
North Sand Draw (Sinclair) Schedule D 
Oregon Basin (Ohio Oil, Stanolind, 

Texaco, 4-16-55) 1.75 
Riverton Dome (Stanolind) Schedule D 
Wertz (Sinclair) Schedule C 


California prices effective Sept 
SCHEDULE 2 4 
$1 68 42 $1.44 
1.72 
1 85 1 62 
1 94 5 
2.02 
2.10 


$1 68 
72 


9 
9 
9 
9 
9 
9 
9 
9 
9 
9 
9 
9 
9 
9 


SCHEDULE 
Gravit 

12 
it 


SSRN 


wo cs 
co co co ce 


coe 


Sehedule 


CALIFORNIA 


SCHEDULE 


~ 


Schedule 


. 1955. All gravities above those quoted take highest price offered for the field specified 


10 12 3 


~ 


x 


BWR 


Schedule Schedule 


Oxnard. . 

Pleasant Valley 
Race Track Hill 
Raisin City 
Richfield 

Rosedale 
Rosedale Ranch 
Round Mountain 
Santa Fe Springs.... 
Santa Maria Valley 
Seal Beach 


Alliso Canyon 
Belridge 

Buena Vista Hills 
Canfield Ranch 
Coalinga. . 

Coles Levee 
Cymric 

Del Valle 

East Coyote 
Edison 

Elk Hills (Shallow) 
Elk Hille (Stevens Zone) 
Segundo 


Elwood Midway Sunset 
Gato Ridge Mission 25 
Greeley Montaleco West (Colonia 
Juijarral Hills 1 Pool y 
Huntington Beach Montalco West (McGrath 
Inglewood ., 2 
Kern Front Montebello... 

Kern River Mountain View 

Kettleman Hills Mt. Poso.. 

Lakeview Area Newport-Anaheim Sugar 
Leffingwell Area 

Lost Hills Newport — Other Than 
MeKittrick Anaheim Sugar Area... 


Signal Hill (Long Beach). 19 
Tejon Hills <i 
Torrance. . 26 
Wasco 
West Cat Canyon—Los 
Flores... . 
West Cat Canyon (Sis- 
quoce Zone) 4A 
West Coyote 80 
Wheeler Ridge 17 
Whittier. . . 28 
Wilmington . 20 
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— 
$3.60 
2.97 
8.37 
3.08 
2.90 
2.90 
2.37 
2.77 
4 
2.00 
4.00 
2.91 
3.00 
2.96 
2.96 
é 3.15 
2.81 
i 2.49 
4.06 
6 7 9 4 15 16 
Gravity 
$1.73 $1.91 14 2626.9 2.67 2.76 2.65 
1.07 8) 27-27 .9 2.75 2.82 60 
9 1.84 2.04 28-28.9.. 2.82 2.88 2.75 . $2.84 
4 190 211 95 29-29 2.89 2,94 74 FOB 2.89 
8 1.96 2.19 02 30-80 .9.... 2.95 2.99 Ship 2.95 = 
19-19 2.18 193 Ol 2.27 09 8.02 3.06 $2.93 $3.02 3.00 
20-20 2.25 4a 05 2.34 16 32-82 9 8.09 8.12 95 3.00 8.09 8.05 
21-21 2.34 $2.04 10 2.42 23 $8-33.9..... 8.17 8.18 3.07 8.17 8.11 
22-22 211 AT (2.49 80 34-84.9.... 3.24 8.24 .09 3.14 8.23 8.16 $3.14 
: 23-23 2.18 24 «2.56 38 85-85.9.. 16 3.21 3.30 8.21 3.20 
: 24-24 2.25 30 46 36-36 .9.. «8.25 3.34 3.27 3.24 
26-26 2.82 36 64 87-37 .9 24 «3.30 8.32 3.29 
26-26 2 39 62 38-389 28 «693.35 3.37 8.33 
27-27 70 39-39 9 330 (3.40 3.87 
28-28 78 40 40.9 37 «63.45 $41 
17 22 23 24 25 26 27 28 29 a0 32 33 35 36 37 
$1 52 $1.77 $1.74 HL.80 $1.60 $1.74 
1.59 179 1.80 1.84 ‘ 4 
: 14-149 $1 87 $1.98 1.66 $1.96 96 $1.97 1.83 1.87 1.90 2 ol a 
: 15-169 4 1.73 2.02 Ol 2.04 1.90 1.94 1.97 
16-16 9 0 1.80 2.08 08 2.11 1.98 2.00 2.08 
17-17 9 7 1.88 2.14 14 2.19 2.05 2.08 2.09 
18-18 9 8 $2.12 1.95 2.20 21 2.26 2.138 2.17 2.16 4 2 
ae é 19-19 9 ‘ 9 2.18 2.02 2.26 29 2.33 2.20 2.256 2.24 1 20 
20.20 9 $2.25 42.25 2.09 2.81 86 2.39 $2.08 2.27 2.82 2.81 2 2 
21-219 2,84 8.17 3.88 43 2.47 2.17 2.36 2.89 2.89 
22-22.9 2.42 8 2.88 2.24 2.44 50 2.55 . 2.26 2.44 2.45 2.47 
23-28 .9 2.61 5 2.44 2.81 2.61 57 2.68 $2.49 2.34 2.52 2.52 2.54 5 2 
Gee 24-24 9 2.659 2 2.49 2.388 2.68 64 2.71 2.55 2.41 2.60 2.58 2.60 4 2 « : 
at 25-25 9 2.66 9 2.58 2.46 2.65 10 2.79 2.62 2.49 2.68 2.64 2.66 1 i 
3 26-26 | 2 6 2.64 2.53 2.72 16 2.86 2.68 2.57 2.76 2.70 2.71 2 e 
heme ick 27-27 2 2.71 2.60 2,78 82 2.92 2.74 2.65 2.84 2.76 2.77 5 2 o 
gor? Si : 28-28 9 2.78 2.67 2.84 85 287 2 76 2.98 2.80 2.78 2.91 2.83 2.82 2 3 : 
Peet, oe 29-29 56 2.84 2.74 2.90 91 2.95 .. 8.08 2.87 2.80 2.98 2.89 2.88 » 8 
80 80 1 2.90 2.82 2.95 96 4 04 . 8.07 2.92 2.87 3.04 2.94 2.93 8.23 
31-31 8.00 9:08 8.12 2.98 2.94 8.11 3.00 2.99 
82-82 8.08 8.05 8.17 8.05 8.01 8.16 3.05 8.05 
: 33-38 3.10 8.10 3.22 3.11 8.08 8.20 8.11 3.11 4 
34-34 3.17 8.27 3.17 3.15 3.24 8.16 3.17 
35-85 84 8.23 8.38 324 3.28 8.21 38.24 ) 
36 86 39 8.28 . 8.87 3.28 3 
38 88 8.87 3.45 8.35 
: 49-89 8.41 8.49 3.39 
37 34 
: 2 35 
18 84 : 
27 
! 
10 
42 


CRUDE OIL Foreign—in $ per bhi. of 42 U.S. gals., except as noted 


Venezuelan Crude Prices 


Prices per bbl. for cargo-lot quantitiés, FOB vessel at ports shown; effective at time vessel tetoes 1... wauing; subject to change without notice, 
and to availability and other terms stated below; 2¢ per bbl. aifferential per degree of gravity applies for gravities below and above those shown, % 
except as noted. Prices for crude oil sold at points other than those indicated subject to variation from prices shown below to reflect any change in 


transportation and terminalling requirements. 


Creole Petroleum Corp. 


Crude 

Bachaquero 

Tia Juana Heavy 

Lagunillas Heavy 

Tia Juana Medium 

Tia Juana 102 L. P 

Tia Juana Light 

Mara 

Cumarebo 

San Joaquin 

Oficina 

Guanipa 

Tigre 

Mulata.. 

Jusepin. 

uire 
emblador 

Pedernales 


Gravity API 


ceo © 


Price (Bbl.) 
**16.5-16.9 $l 


9 


x 


FOB Effective Date 
Las Piedras or Amuay 
LasPiedras or Amuay 
Las Piedras or Amuay 
Amuay 

Amuay 

Amuay 

Las Piedras or Amuay 
Tucupido 

Puerto La Cruz 
Puerto La Cruz 
Puerto La Cruz 
Puerto La Cruz 
Caripito 

Caripito 

Caripito 

Boca de Uracoat 
Capure (Pedernales) t 


Colon Development Co. Lid. 


West Tarra 
La Cruces/Los Manueles. . . 


37.0-87.9 
30.0-30.9 


2 
2 


99 Cardon 
58 Cardon 


Compania Shell de Venzuela 


San Joaquin 
Oficina. . 
Paconsib 
Lagomar 
Mara 
Cabimas 
Lagunillas 


approx 
Bolivar Dist. Heavy 


*912.5-1 


pote 


Puerto La Cruz 
Puerto La Cruz 
Cardon 
Sardon 
‘ardon 
‘ardon 
‘ardon 
‘ardon 


(flat) 


Socony-Vacuum Oil Co. of Venezuela 


San Joaquin 42.0-42.9 


34.0-34.9 


3 
2 


06 Puerto La Cruz 
86 Puerto La Cruz 


a> 


Differential per 14 deg. grav.: *2.5¢ bbl. **3.5¢ bbl. tShallow draft. 


Middle East Crude Prices 


Prices are per bbl. of 42 U. 8. 
taxes, etc., if any; FOB loadi 


ted 


Crude 


Arablan (ex 
Export (7-27- 
ply (7-24-68) 

Arabian (ex Rastanura 
M. E. Crude Sales (7-21-53) 

Basrah (ex Fao, Iraq) 9 1.92 
Faso Export (7-27-68) 

Tranian (ex Bandar Mashur) 84-84.9 1.91 
BP Trading Ltd., Esso Export, Shell Petroleum 
(10-29-54), CFP, Iranian Branch, Iran Cali- 
fornia Oil (11-1-54), Gulf International 
(11-65-54), Soc.-Vac. Overseas Supply (11-3-54). 
The Texas Co. (Iran) (11-4—54), American 
Independent, Iran Atlantic, Richfield Iran, 
Signal International, Sohio-Iran Trading, Tide 
Water-Iran (4-29-55), Hancock International 
(5-24-55), Pacific Western-Iran (6-26-55), San 
Jacinto Eastern (6-23-55). 

Iranian (ex Abadan) 1.86 
BP Trading Ltd., CFP, Iranian Branch, Esso 
Export, Shell Petroleum (10-29-54), Gulf In- 
ternational (11-56-54), Iran California Oil 
(12-29-54), Soe.-Vac. Overseas Supply (11-3-64), 
The Texas Co. (Iran) (11-17-54), Iran Atlantic, 
Richfield Iran, Sohio-Iran Trading, Tide Water- 


Gravity Price 


36-86.9 $1.97 
), Soc.-Vac, Overseas Sup- 


84-84.9 1.93 


gals., exclusive of local port or other governmental charges, sales 


Z rt for gravities shown; 2¢ per bbl. differential per 
degree of gravity applies for gravities below and above those shown. 
Persian Gulf 


Crude Gravity Price 
Iran (4-29-55), Hancock International (4-80-55), 
Pacific Western-Iran (5-26-55), San Jacinto 
Fastern (6-23-55). 

Iranian (ex Abadan) 1 1.67 
BP ‘Trading Ltd., CFP, Iranian Branch, Shell 
Petroleum (10-29-64), Iran California Oil 
(12-29-54), Soc.-Vac. Overseas Supply (11-3-54), 
Tide Water-Iran (4-29-55), Pacific Weatern- 
Iran (5-26-55). 


Iraq (ex Fao, Iraq 86-86 9 1.92 
B rading Ltd. (7-16-63), Soc.-Vac. Overseas 
Supply (7-24-68) 

Fao, Iraq) 

Shell Petroleum (7-20-58) 

Kuwait (ex Mina-al-Ahmad!) 81-81 9 1.72 
BP Trading Ltd., Gulf Exploration (7-16-53), 
Soe.-Vac. Overseas Supply (11-83-64) 

Qatar (ex Umm Said)...........40-40.9 2.08 
BP Trading Ltd. (7-16-53) 

Qatar (ex Umm Said) as 39-39 9 2.06 
Shell Petroleum (7-20 53), Soc.-Vac. Overseas 
Bupply (7-24-53) 

Qatar (ex Umm Said) 36-36 9 
Easo Export (7-17-63) 


Fastern Mediterranean 


Crude Gravity Price 
Arabian (ex Sidon, Lebanon)... ...86-36.9 $2.89 
Export (7-17-63), Soe.-Vac, Overseas Sup- 
ply (7-24-63) 
Arabian (ex Sidon, Lebanon).....84-84.9 2.86 
M. E. Crude Sales (7-21-53) 


Crude Gravity Price 

Iraq fex Tripoli, Lebanon / 

B 86-96 .9 2 

B (7-16-53), Esso 

(7-17-68), Shelt Petroleum (7-20-63), Soe.-Vac. 
Overseas Supply (7-24-63) 


Canadian Crude Prices 


Postings of Imperial Ol! Ltd. Prices are tm Cane- 
dian dollars per bbl. of 36 Imp. gal! 


Alberta (effective 9- 1-65): 


Acheson /Stony Plain D-2, D-8, L.C. 


Duhamel D-2, D-3 
Excelsior D-2 

Fenn-Big Valley D-2, D-3. 
Golden Spike D-2, D-3 
Joarcam-North 
Joarcam-South . 

Joffre Viking. ... 
Ledue-Woodbend D-2, D-3 
Malmo D-2, L.C.. 

Malmo D-3. 

New Norway [)-2 

New Norway 
Pembina Cardium 
Redwater D-3 


Manitoba (Effective 2-16-55): 
Daly area-Missiesippian.. . . 
Virden area-Missiasippian.... 


Ontario (Effective 4-25-55): 
Springs Receiving Station 
Sarnia by t. w. or t. ¢. P 
12th Line Recetving Station 


Saskatchewan (Effective !-7 55): 
Eureka-Viking. 2 
Smiley-Viking...... 


Turner Valley (Alta) Crude (2-1-5655): Prices 
FOB producers tankage, hegin with 33 
grav. at $2.665 with 2¢ differential per deg. of 
grav. to 64 & over at $3.285. 


Far East Crude Prices 


Prices are in U. 8. dollars per bbl. of 42 
U. S. gals., ex local port or other government 
charges, for crude within gravity range stated, 
loaded in full cargo lote, FOB port indicated 

Seria Light 

Sarawak Oilfields Lat 
37-38 

$2 60 

Lutong, Sarawak 
41-64 


Crude 
Company 
Gravity API 
Price 

Effective Dates 


Crude-Products Index Up 1% 


BLS figures with petroleum indexes based on Platt’s 
OILGRAM quotations follow (1947-49 equals 100): 


July 
1955 
120.5 


Aug.* 
1955 
120.5 


Aug. 
1954 
Crude 120.1 
Crude and 

products 
Gasoline 115.1 
Kerosine 114.5 
Distillate fuels 118.6 
Residual fuels 109.0 


113.0 111.6 
113.6 
115.3 
117.9 


103.8 


109.3 
113.6 
110.9 
114.4 

91.2 


All com- 
modities 


Change 


110.8 
(*) Preliminary, (r) revise 


110.5(r) 110.5 +-0.3 


Change Aug. ’55 
Aug. vs. 
July Aug. ’54 
+ 0.4 
September 15 


Month Ago 
Year Ago 


1.4 


NPN Gasoline Index 


Dealer index is an average of dealer tank wagon prices 
ex tank in 50 cities 


Dealer T.W. Tank Car 
(cents per gal.) 
15.90 12.46 
16.22 12.31 
16.20 12.15 


Tank car index is weighted average of following whole 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Oklahoma, Chicago District, Minneapolis-St 
Paul, Western Pennsylvania, California, New York Har 
bor, Philadelphia, Jacksonville, Boston, and Gulf Coast 


Lubricating 
oils 

Natural 
gasoline 


72.7 71.7 69.7 


71.6 71.6 63.6 


ds 
**18 5-18 | 
Fiat 05 
*26 5-26 30 
*25 0-25 52 
*29 5-29 40 
48-48 9 .40 
41.0-41 O4 
30. 0-30 53 
24.5-24 25 Armiate L.( 2.62 
36. 0-36 90 2.49 
32-32 9 82 246 
**16 5-16 21 2.18 
4 5-20 05 2.136 
5.6 
2- 1-65 2.30f 
2 
41.0-41.9 04 55 2.56 
32. 0-32.9 82 55 2.46 
33 0-83.9 70 55 2 66 
*29 0-294 45 55 3.6 
*29 5-29 9 40 56 2.29 
*22 0-22 .4 6 2 42 
15 56 249 
2.9 70 55 
ficina 2 82 
8.00 
20 
aa 
115 + 41.5 
—0.8 + 3.6 
| +0.7 + 4.2 
1-§.2 
+ 80 


STATISTICS 


Alabama 
Arizona 
Arkansas 
California 
Colorado, . . 
Conneeticut 
Delaware 
District of Columbia 
Florida 
Georgia 

Idaho 

Illinois 

Indiana 

lowa 

Kansas 
Kentucky 
Louisiana 

aine 

Maryland 
Massachusetts 
Michigan. . 
Minnesota 
Missisai 
Missouri 
Montana, . 
Nebraska 
Nevada... 
New Hampshir« 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio. . 
Oklahoma 
Oregon 
Pennsylvania 
Khode Island 
South Carolina 
South Dakota 
Tennessee 

‘exas 

Utah 
Vermont 
Virginia 
Washington 
Weat Virginia 
Wisconsin 
Wyoming 

Total 

Daily Average 
Change from previous year 
Total change 
Percentage change in Daily A verage 
*In general, these figures Include all gasoline 


Tax Ratet — 


Gasoline Consumption by States, May, 1955* 


(American Petroleum Institute figures) 


Month of — 


May April 1955 ay 1955 
Cents vallons Gallons 
7 6% 549 000 69 ,000 


Mas 1954 


—-5 Months Ending With 
May 1955 May 1954 
Gallons Gallons 
329 ,000 310 


Callons 
63 ,941 000 


5 29 494.000 30 ,042 ,000 26 495 ,000 143 ,555 ,oc* 130 ,885 
41,700 ,000 43 614,000 40,472 ,000 199 288 000 194 , 880 000 
6 459 ,925 ,000 480,471,000 442 ,000 2 242 405 2 ,785 
6 49 849 000 49 ,000 47 254,000 223 ,000 210 068 
54,717,000 58 607 ,000 52 ,861 ,000 262 061 ,000 244 ,062 000 
12 12 ,000 11,148 ,000 55 ,000 49 
27 , 268 ,000 17,140,000 18 ,232 ,000 83 ,292 83 000 
119 915 ,000 107 ,086 97 816 ,000 588 ,847 ,000 536 ,084 
6 92 ,000 92 545 ,000 85 ,000 443 ,539 ,000 418 ,259 
20 ,749 21 948 20 ,053 ,000 86 ,545 85,155,000 
225 831,000 262 , 164,000 241 012,000 1,101 485 ,000 1,046 ,5C8 
143 632 159 865 ,000 140,114,000 654 ,276 ,000 607 ,694 ,000 
111 ‘690 ,000 114,271 103 ,386 ,000 443 ,000 416 ,748 000 
84 000 89 309 000 80 ,628 ,000 400 ,981 353 ,000 
65 632 ,000 68 403 61,100 303 ,870 ,000 288 000 
70 691 68 ,000 59 871,000 331 ,076 ,000 292 444,000 
20 000 27 653 ,000 22.170 ,000 104 ,977 ,000 94 ,623 
63 938 000 64 656 ,000 60 ,221 298 ,572 276 000 
95 872,000 103 826 ,000 92 ,000 463 ,735 ,000 427 ,000 
205 ,188 216,107,000 196 ,211 ,000 946 895 872 000 
99 ,737 ,000 107 000 100 ,000 424 197 ,000 395 ,675 ,000 
49 000 53,175,000 45 ,452 ,000 237 ,965 ,000 224 ,000 
133 ,904 ,000 135 ,645 ,000 126 ,970 606 000 587 ,133 
21,787,000 23 561.000 23 , 432 94 176 92 ,000 
53 51,215 ,000 49 215 811,000 206 ,563 000 
9 996 10,679 9,168 46 000 89 470 000 
12,379 000 13,967 ,000 12,739 60 ,802 56 ,990 000 
152 ,209 154,516,000 137 ,024 ,000 686 ,781 644 ,006 ,000 
24 872 27 ,623 25 000 129 877 ,000 120 ,527 ,000 
282 899 000 305 ,656 280 ,559 ,000 1 000 1 ,033 ,000 
107 ,806 ,000 108 ,000 93,152,000 504 ,000 465 ,342 
80 696 000 29 915,000 30 376 ,000 103 ,827 ,000 99 ,770 
242 000 253,117,000 240 ,400 000 1,130 1 065,112,000 
6! 71,709 77,124,000 70 ,569 ,000 353 324 130,000 
48 080 53,495 49 229 032 000 219 249 000 
237 ,254 ,000 247,131 227 112,000 1 098 228 000 1 
18 000 19 650,000 17 ,464 ,000 91 260 000 81 764 
52 ,609 51,930 49 , 160 ,000 249 610 000 239 744 000 
29 000 31,394,000 31,265 119 818 000 110,977 
B01 000 85 000 79 381,808 000 373 381.000 
378 375 ,697 ,000 353,371,000 1 540 000 1,797 ,291 000 
24 312 ,000 23 ,733 23 429 ,000 109 140 000 100 944 000 
8 451.000 10,286 000 9 364 41 865 10,172 000 
97 ,732 98 494 000 86 228 000 448 653 000 115 825 000 
70,461 73.308 000 68 125 000 324 614,000 304,195 000 
41,777 417,470 000 36 180 821 000 165 
99 368 114,473 101 000 504.000 124 623 000 
11,808 000 13,597 ,000 12,777 54 54 610.000 
4564 531,000 1,758 426 41,353 575 21,255 .038 19 947 555 
152,151,000 153 ,498 000 140 438 000 140 762 000 132,103 ,000 
+404 851,000 + 1,307 ,483 000 
+9. 8% +6.6% 


sold or consumed within the confines of the state, regardless of whether for taxable or nontaxable purpose. 
‘These are State tax rates per gallon. In addition there is the Federal tax of two cents (2¢) per gallon, 


reported by The Texas Co. to American 
in ¢ per gal.; 
with August 1 


Posted 

Dealer Service 

t/w price Station 
(ex tax) (ex tax) 

Average U. § d-16.22 d-21.75 
Portland, Me 15.40 20.90 
Manchester, N. H 15.90 20.90 
Burlington, Vt 16.60 1-22.90 
Boston, Mass d-13.90 d-17,90 
Providence, R. | d-11.90 d-15.90 
Hartford, Conn d-13.40 4-15,90 
Buffalo, N.Y, 16.00 23.30 
New York, N. Y 15.50 23.90 
Newark, N. J 14.00 4-16.90 
Philadelphia, Pa. d-14.50 d-17,90 
Dover, Del 18.40 d-20.90 
Baltimore, Md 14.90 4-19.90 
Washington, D. C 15.40 21.60 
Charleston, W. Va 16.30) d-21.90 
Norfolk, Va 15.10 20.90 
Charlotte, N. C 16.20 22.90 
Charleston, 8. C 15.10 21.50 
Atlanta, Ga 16.60 i-23,00 
Jacksonville, Fla 16.10 19.90 
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Gasoline Prices for 50 US. Cities 


Averages of prices for regular grade gasoline on September 1 as 
Petroleum Institute. Figures 
(i) and (d) indicate increase or decrease as compared 


Birmingham, Ala. 
Vicksburg, Miss. 
Memphis, Tenn. 
Lexington, Ky. 
Youngstown, Ohio 
South Bend, Ind. 
Chicago, Il. 


Gasoline Detroit, Mich. 
Tax Service Milw aukee, Wisc. 
(incl. 2¢ Station Twin Cities, Minn. 
federal) (incl. tax) Fargo, N. D. 
Huron, S. D. 
7.76 d-29.51 Omaha, Neb. 
9.00 29.90 Des Moines, Ia. 
7.00 27.90 St Louis, Mo. 
7.50 i-30.40 Wichita, Kan. 
7.00 d-24,90 Fulsa, Okla. 
6,00 d-21.90 Little Rock, Ark. 
8.00 d-23.90 New Orleans, La. 
6.00 19 30 Houston, Tex. 
6.00 29.90 Albuquerque, N. M. 
6.00 d-22.90 Denver, Colo. 
7.00 d-24.90 Casper, Wyo. 
7.00 d-27.90 Butte, Mont 
8.00 d-27.90 Boise, Ida 
8.00 29.60) Salt Lake City, Utah 
8.00 4-29.90 Reno, Nev. 
8.00 28 90 Phoenix, Ariz. 
900 31.90 San Francisco, Calif 
9.00 30.50 Portland, Ore 
8.50 i-31.50 Spokane, Wash. 
9.00 28.90 (*) Includes 1¢ city tax 


NATIONAL 


16.40 21.90 10.00% 31.90 
16.00 d-23.40 9.00 d-32.40 
15,30 20.90 9.00 29.90 
17.00 i-23.00 9.00 i-32.00 
16.30 20.90 7.00 27.90 
17.70 22.90 6.00 28.90 
16.80 i-22.74 7.00 i-29.74 
17.30 | 8.00 31.27 
17.30 22.90 8.00 30.90 
15.90 21.90 7.00 28.90 
16.40 21.70 8.00 29.70 
17.20 22.60 7.00 29.60 
15.80 20.90 8.00 28.90 
15.90 21.40 8.00 29.40 
16.40 21.90 6.00* 27.90 
14.90 19.90 7.00 26.90 
i-15.20 i-19.40 8.50 i-27.90 
15.30 20.40 8.50 28.90 
15.00 20.50 9.00 29.50 
14.70 20.00 6.00 26.00 
17.40 23.50 8.50** 32.00 
16.60 22.90 8.00 30.90 
17.50 25.00 8.00" 33.00 
i-19.90 i-26.50 9.00 i-35.50 
i-19.10 i-25.00 8.00 i-33.00 
1-17.50 i-23.70 7.00 i-30.70 
19.10 25.20 8.00 33.20 
19.40 22.90 7.00 29.90 
16.70 22.50 8.00 30.50 
17.20 23.40 8.00 31.40 
1-19.50 i-25.50 1-34.00 
(**) Includes 0.5¢ city tax 
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A customer 


Sohio sold on comfort and acid resistance 


of uniforms made with @ 


“Our 2.500 station men wanted a more comfortable uniform than 


ays L. W 
Richardson of retail operations, Standard Oil Co., Ohio. “We 
tested every fabric 


our heavy standard uniform of the past 20 years 


we could and chose one made with ‘Orlon 
It alone combined acid resistance and high strength with a con 
fortable weight for all-season wear.” 

lake a tip from Mr. Richardson. Uniforms made with Du Pont 
“Orlon’* acrylic fiber pay dividends in comfort and long service 
In neatness, too. These sturdy uniforms shed wrinkles easily 
hold a press, even through wet weather. Customers are 


* sure to 
be impressed by their trim, efficient look 


And properly made 


hit ear-round uniforn 


iron easily and «pure 


RLON 


G.U. 8. PAT. OFF 


contaming 


bor more information about modern prac tical 


with Orlon 
tive free folder: Du Pont Com 
pany. Dept ION, Room 2537, Ne 
mours Bldg. Wilmington 98 Del 
In Canada, write to Du Pont 
Company of Canada 
Room A 5-0. P. O . 660 
Montreal. Canada 


Du Pont makes fibers, not fabrics or uniforms. 


*Orlon 
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THIS MULTI-DRAWER NATIONAL CASH REGISTER has 4 sepurate drawer and sales total 
for each attendant which provides complete protection of all records and money handled. 


“Our System 


saves us*2,000 year... 


pays for itself every 12 months!” 


—Ed Nusser’s Standard Service Station, Detroit, Mich. 


“Previous to the installation of our 
new National System, it was neces- 
sary to pick all departmental records 
off the tape, and this manual task 
required from one to two hours per 
day,’’ writes the owner of this modern 
service station. 

“Now with our modern National 
System, departmental totals are auto- 
matic and instantly available. In ad- 
dition, our National Cash Register 
has a separate cash drawer for each 
attendant so that it is easy to fix 
responsibility for all records and 
money handled. Since lost charge 
slips and incorrect records have been 


eliminated, this has meant a sub- 
stantial saving to us. 

“Since our National Cash Register 
itemizes all sales, including charges, 
mistakes in addition cannot occur. 
Our National posts charge sales and 
credits directly on the customer's 
ledger card, and also provides the 
customer with an itemized charge 
slip for his record. 

“‘Conservatively, I believe that our 
National System is saving us at least 
$150 per month in record keeping 
alone. With all of its other advan- 
tages, I consider it one of the best 
investments I ever made.” 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


977 OFFICES 


IN 94 COUNTRIES 


THIS BUSY SERVICE STATION uses a 
modern National System to obtain depart- 
mental sales records and cash and credit 
control, 


Are you obtaining all of the profits you 
should from your station? A National 
System can provide you with informa- 
tion that makes money plus the pro- 
tection that saves money, and soon pay 
for itself while doing it. Call your near- 
by National representative today and 
let him show you how. His number is listed 
in the yellow pages of your phone book. 


*TRADE MARK REG U 6. PAT. OFF. 
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$ A cylindrical wire rack, mounted on 
two wheels, puts canned oil right beside 
@ customer's car at any spot on the 
driveway of Al Bell, Mobil dealer in 
Monterey, Calif. it speeds service for 
the customer whose oil is low, and it 
saves much backtracking for Bell and 
his three man staff. The rig holds 30 
cans of oil in six stacks and is kept 
filled with all of the common grades 


$ 

A prominent and simple reminder 
of important lube room services is 
used by Mobil dealer Walter Meyer- 
Radon in Glendale, Calif. Under the 
heading: “Your Car’s Health Chart” 
he lists 10 periodic services most cars 
need, with the appropriate mileage 
interval for each service, on a sign 
4 x 3 ft. One sign hangs in the lube 
room and the other in the front win- 
dow. Whenever a customer's car is 
serviced he gets a small folder listing 
the same services and mileage inter- 
vals. There are ten columns of boxes 
in the folder, each box large enough 
for writing in the mileage when each 
service was performed. 


$ 


Oil marketers frequently hear of 
dealers who must scramble for cash 
to meet sales tax, social security 
charges, insurance and similar pay- 
ments. One dealer always has enough 
in the bank because he sets aside a 
portion of every bank deposit. He 
divides his annual insurance costs by 
365, and finds it runs almost $10 a 
day. To this he adds the actual sales 
tax from his daily report. He sub- 
tracts the combined figure from each 
day’s bank deposit, and enters only 
the difference in his check book. The 
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Money-Making Ideas 


reserve sum is in his bank, but is re- 
corded on a separate ledger sheet. 
Checks for quarterly sales tax pay- 
ments, for example, are deducted from 
this special account, rather than from 
the regular check book 


$ 


Air-conditioned rest rooms are a 
new feature at the Standard of Indiana 
station run by Virgil Williams, in Mid- 
land, Mich. Williams is on one of 
Michigan’s main tourist routes with 
heavy transient volume during sum- 
mer months. This past summer he 
advertised his rest rooms with road- 
side signs at points three miles north 
and south of his station 


Maps of big cities are easy to get, 
but Union Oil dealer Harold Lunan 
found there weren't many maps of 
Gresham, Ore., and the surrounding 
territory. He spent $120 to print 3,000 
maps imprinted with his own name. 
Map distribution at his station, per- 
sonal calls and local business houses 
are credited with bringing in 200 new 
customers. 

$ 


A fleet of white automobiles has 
been put on the road by British- 
American Oil Co., Ltd. The fleet 
carries a crew of marketing specialists 
on the rounds of B-A dealers who 
want help in either merchandising o1 
management problems. In the process 
the men will take note of worthwhile 
practices that have paid off for one 
dealer, and will pass them on to other 


dealers. 


Customers like coffee breaks, too. 
Esso dealer Bob Deakin, Red Bank, 
lenn., is getting a lot of new customers 
by offering free coffee to all who drive 
in. Costs him about $1.00 a day, not 
counting what he spends to plug the 
new service on the local radio 


$ 


Post card reminders to customers 
can sell many other things besides oil 
change and iubrication. A West Coast 
Tide Water dealer, George H. Muller 
of Oakland, Calif., lists 14 items on 
the cards he sends out. Included is 
a new service, Battery Clean-Up, not 


usually considered as separate opera- 
tion at most stations. Muller sells a 
lot of battery jobs at $1.75 which 
includes cleaning, painting, recharg- 
ing if needed, and rubber pads unde: 
the cables at the terminals 


$ 


In these days of automatic trans 
missions it’s better to get the cus 
tomer’s engine started with a booste: 
battery hook-up than to push or tow 
the stalled car. It’s safer and easier, 
says Willard Storage Battery Co., be 
cause there’s no danger of a sudden 
burst of speed when the engine takes 
hold and the gears cut in. With the 
increasing number of 1 2-volt electrical 
systems, a dealer who provides emer 
gency starting service can cope with 
either a 6-volt or 12-volt battery by 
carrying two 6-volt batteries, a set of 
emergency starting cables and an emer 
gency jumper cable in his service car 
The jumper cable can be used to hook 
up the two 6-volt batteries in series 
for starting an engine with a 12-volt 
system 


$A old but good idea for promot- 
ing tire service is displaying a single 
tire big enough to attract attention by 


its size alone. c. @ Mobil 
dealer of Berkeley, Calif., got hold of a 
17.00 x 16 tire, formerly used on the 
landing gear of heavy aircraft. There is 
plenty of room on the sidewall for this 
sign: “Flats Fixed—65¢” 
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You Never Need Miss Sale 
with the DUNLOP Line 


With a Dunlop Franchise in your pocket you can have a full line of top quality 


tires for every need, all backed by the longest tire-building experience in the 
industry 


You needn't miss a single sale! 


Dunlop's multiple warehouse set-up assures you prompt delivery of any type, any 


size 


And to help you sell, you benefic by Dunlop's powerful national advertising, 


plus complete dealer level promotional programs, plus retail sales assistance by 


experienced Dunlop field merchandisers 


It all adds up to steady, year ‘round, customer-satisfying, money-making sales for 


Dunlop Dealers 


BIG PROFIT OPPORTUNITY COMING UP 


Dunlop's High Performance Silent Traction Tire now available with black 
or white sidewalls, tubed or tubeless, for passenger cars, station wagons 
and light trucks. 


DUNLOP TIRE AND RUBBER CORPORATION 


Factory and Executive Offices, Buffalo 5, New York 
DUNLOP — FOUNDERS OF THE PNEUMATIC TIRE INDUSTRY 


The line designed to produce 
profits at the service station level 


TIRES FOR IMPORTED 
CARS 


GOLD CUP PASSENGER SUPER GOLD CuP FAMOUS LINE OF 
CAR TIRES TRUCK TIRES FARM SERVICE TIRES 


Nylon or rayon, tubeless A terrific highway tire Dunlop Open Center A complete line of 


or tubed, cushion or plus three great special Rear Tractor, 3-Rib Front sports car tires backed 
conventional, there's a purpose tires —~ the Highway Tractor, Non-skid Implement by the greatest experience in 
Dunlop Passenger Car Tire Extra Mileage, Trakgrip and 5-Rib Implement this specialized field gives 
for every budget — and Extra Mileage Trakgrip Tires cover every farm you the inside track on 


every need. ... in nylon or rayon. service need. this fast growing market. 
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Bennett pumps with such deep enthusiasm — just as 
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MPANY Bennett Pump Di 


Build your sales with 


~ Sign of the most progressive stations 


ISLANDER 


™ MODEL 244 AWT 
for water and 
Modern, fluorescent lighting p/us convenient water supply 
models include plus dependable, accurate tire inflation . . . all combined 
mushroom light in one attractive, efficient unit right at the island . 


fixture, fluorescent 
wad terechet types. give you eye-appealing layout, ease of entrance 


and exit and quick service with ECO ISLANDERS. 
The world’s most modern stations rely on ECO 
ISLANDERS to give them the added sales advantages 
that keep customers satisfied. Ask your JOHN WOOD 
Representative for full information about the 

ECO Islander and how it builds sales and profits. 


ECO TIREFLATORS 
ore available for 
installation on 
drive, wall, post 
or in overhead re- 
mote locations — 
fo meet any sta- 
tion's needs, 


District Offices: Albuquerque * Atlanta * Baltimore * Boston * Buffalo * Charleston * Chicago * Cleveland * Dallas * Denver * Detroit + Kansas City 
Little Rock * Los Angeles * New Orleans * New York * Philadelphia * Pittsburgh + Rochester + Salt Lake * Seattle + $t. Paul * San Francisco 


IN CANADA; Toronto + Montreal * Vancouver * Winnipeg EXPORT: John Wood International Corporation, 29 Broadway, N. Y, Cable ““WOODINTER” 
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@ more light per dollar 
@ more light per lamp 


@ and five times more 
light in sub-zero 
temperatures! 


44% MORE LIGHT AT NORMAL 
TEMPERATURES | 28436 


Guardian Series 7000-RS (and 6000-RS) ‘’T’”’ 
Lights, equipped with the new Rapid Start 
lamps, give 44% more light than fixtures 
equipped with standard Slimline lamps, even 
at normal operating temperatures (75°F .). From 


the operator’s standpoint, this means 44% more ae 


light at no increase in fixture cost. It means that 


a 4 lamp fixture now gives essentially the same ill 1) ° ti 
illumination as a conventional 6 lamp fixture. u na on 
Similarly, maintenance and replacement costs 


are reduced one-third. V 


FIVE TIMES THE LIGHT AT BELOW 0°F. at 


Conventional fluorescent lamps even in an en- 

closed fixture lose up to 40% of their original re) 
efficiency when ambient temperatures drop to 30 
0°F. The new Rapid Start lamps actually attain 


more efficiency at 0°F. than at 72°F! below zero! 


EASY COLD WEATHER STARTING Catalog showing the 


Service Station Lighting Equipment is available on request 
The open circuit voltage of the ballasts furnished Write for your free copy today 


with the new Series 7000-RS (and 6000-RS) 
provides instant and reliable starting, even at 
temperatures as low as 0°F. .. . another major 
advance in outdoor lighting! 


complete Guardian Line of 
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Starting at once! 


that S-P-E-L-L-§ greater-than-ever 


Starting at once... 
Nation-wide magazine advertising! 


Bleed pages in the Saturday Evening Post 
(the first will run September 17th) .. . adapts 
in Look, Collier’s, Popular Science! 

These powerful ads tell the story of terrific 
strain NASCAR driving puts on cars and equip- 
ment-—hour-after-hour high speed in biting 
dust and dirt . . . bring home to readers the 
tremendous superiority of the Purolator 
Micronic. 


EAT 


Nation-wide point-of-sale advertising! 


Wherever there are NASCAR races . .. wherever 
motorists drive in for gas and oil and car 
service, there will be Purolator display material 
selling motorists on the Purolator Micronic 
... telling them the reasons for its magnificent 
Nascar performance, the why and wherefore 
of its tremendous highway efficiency. 


4 i 
4 
2 N nts are stock cars the sar 2 The 
ship HVE nd your customers dre. stock 
> rolator Filters used he same filters 


OGRAR 


PUROLATOR 


Purolator Profits! 


9 out of 10 NASCAR drivers 
use Purolators. These men 
know cars—and how to get 
the most out of them. Here's 
what two of them say: 


LEE PETTY, Star Nascak driver, 
says: “Trap dirt with Purolator 
Oil Filter.”’ 


BUCK BAKER, outstanding 
Nascak performer, says: ‘I pro 
tect both my racing car and my 
family car with Purolator.”’ 


“Purolator” and “Micronic,” Reg. U.S. Pat. Off 


... America’s No. | FIL TER 4 


PUROLATOR PRODUCTS, INC. + Rahway, New Jersey, and Toronto, Ontario, Canada 


the 
* 
plenty' Here the most powerful, most convincing proof wa 
‘ oof filter guperiority ever offered! And it’s all Purolator 
_,. No other manufacturer can touch it! 
Dramatic, packed with human interest, factual, 
‘ purolator new Nascak program will capture trade and & 
will increase your gales dealers. will gell — 
puild you" dealers’ gales - SELL PUROLATOR® ead 
OW. Now— AND FROM Now On! q 
For proFits tie in all your dealers FULL 100%. 
write, wire OT phone for snformation- 
4 4 


NEW OFFICERS of the National Congress of Petroleum Retailers 
ore shown after their election during the ninth annual con- 
vention in Detroit. Left to right, front row: John M. Huemmrich, 
treasurer; John W. Nerlinger, Jr., executive secretary; Cash B. 
Hawley, president; Samuel Rosenwasser, 2nd vice president; 
James Stagge, 3rd vice president. Standing: Lionel Berdou, 


director; John 


S. Costello, director, Walter F. Faxlanger, 
director; William D. Snow, general counsel; Thomas Fountain, 
Jr., director; Joseph Martino, director. John Williamson, a 
director, is not shown. Ten states are represented by these 
men who will help manage the affairs of service stations 
across the country 


Blaine M. Peck, a veteran of 22 
years with Utah Oil Refining Co., 1s 
general manager of marketing for the 
firm. He succeeds P. L. Vander Jagt, 
who has been appointed vice president 
of marketing and a company director 

Karl K. Crandall, former manage: 
of Utoco’s sales service department, 
is promoted to the new post of man 
ager of bulk sales. He continues to 
direct the company’s advertising 

Ralph H. Castleton becomes sales 
manager, reseller division. J. Robert 
Armstrong becomes assistant reseller 
manager. Fred Blatz is appointed ex 
eculive in the tire and accessories 
division, 


Frank B. Ful- 
enwider ap- 
pointed — assistant 
sales manager of 
Tide Water Asso 
ciated Oil Co.'s 
central division. 
He will be based 
in Tulsa. C. W, 
Hart, who holds 
a similar post, 
will continue in F. B. Fulenwider 
that capacity, The 
two men have been assigned to spear 
head Tide Water's divisional market- 
ing expansion program. The program 
involves increased service station con 
struction and broader services to dis 
tributors 


188 


Fulenwider comes to Tulsa from 
Los Angeles, where he was assistant 
sales manager. He has been with Tide 
Water in West Coast marketing areas 
for 22 years. During that time he held 
a Variety of posts in product sales and 
IBA merchandising. 

Robert H. Mar- 
tin is named cen- 
tral division man- 
ager of Rocky 
Mountain Oil 
Gas Assn. in Cas- 
per, Wyo. He 
will be in charge 
of the company’s 
oil and gas activ- 
ity in’ Wyoming. 
Martin has been 
with the James 
Emrick Co., Casper, for the last four 
and a half years. Before that he 
worked on Wyoming newspapers. 

Henry H. Hewetson is elected a 
vice president of Standard Oil Co. 
(New Jersey). He joined the company 
in 1924 as a student engineer. In 
1950 he was elected a director of the 
company. He has served in Canada, 
South America, Europe, and the U.S. 
as an engineer and as a manufacturing 
and marketing executive. 

Hewetson was elected a director and 
vice president of Imperial Oil Ltd. in 
1940. He became president of that 


Martin 


company in 1945 and chairman ot 
the board in 1949. 


Adrian Ogle, Berkeley, Calif., is 
appointed first executive director of 
California Gasoline Retailers Assn. He 
will take office during CGRA’s con- 
vention at Fresno Oct. 14-16. 

Ogle is also first vice president of 
National Congress of Petroleum Re- 
tailers. In his new post he will lead 
a drive to raise association member- 
ship to 3,000 by next fall. 

Harry W. Stewart, who retired last 
spring as Sacramento's division man- 
ager of Shell Oil Co., is appointed by 
Gov. Goodwin J. Knight to the $14,- 
500-a-year job of California director 
of employment. Gov. Knight had pre- 
viously named Stewart to the state 
industrial accident commission. He will 
resign from that position to take the 
new post. 

Shell Oil Co. is realigning its opera- 
tions in lubricants, fuel oil, liquefied 
petroleum gas, and special products. 

B. G. Symon, manager of the lubri- 
cants department, will manage a new 
industrial products department. This 
department will handle marketing of 
lubricants and all special products ex- 
cept LP-gas. J. L. Minner, fuel oil 
manager, becomes manager of a new 
fuel oil and LP-gas department. These 

(Continued on p. 192) 
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GREAT NEWS FOR OIL MARKETERS 


NEW CANFIELD HTS MOTOR OIL 


SLUDGE 


-IDLING, 
p-START, LONG-! 

RS USED IN STO 

VARIABLE-SPEED SERVICE 


1,500,000 MILE ROAD TEST PROVIDES DRAMATIC PROOF 


Screen and timing gear cover after 50,000 Screen and timing gear cover after 50,000 miles 
miles of service using a high grade MIL oil. of service using new Canfield HTS motor oil 


New motors, with oil filters removed, were installed in a test fleet of 30 taxicabs. 
All units were operated under identical city driving conditions for 50,000 miles 
each . . . equivalent to one year’s service. 


High grade solvent extracted oils meeting every service level (ML-DS), including 
Canfield HTS Motor Oil, were used thruout the entire test. The unretouched photo- 
graphs shown above, prove conclusively that new Canfield HTS motor oil stopped 
the formation of ‘‘cold”’ sludge in stop-start, long-idling, heavy traffic service. 


R 
WEIGHT 


AVAILABLE IN MUL 


nite wine ot CANFIELD OIL COMPANY 


_ PHONE FOR FULL General Offices: Cleveland 27, Ohio 
DETAILS TODAY! pants, Coroopolis, Pa, Cleveland, Ohio, Jersey City, N. J, Memphis, 
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about oil people 


(Continued from p. 188) 


two new groups will handle business 
formerly divided among the old lubri- 
cants, fuel oil, and special products 
departments. 

C. B. MacGlashan, manager ot 
Shell’s West Coast fuel oil department, 
becomes manager of fuel oil and LP- 
gas on the West Coast. A. L. Wiest, 
West Coast lubricants department 
manager, becomes manager of indus- 


trial products there. 
T. F. Shaffer, special products man- 


ager, becomes assistant manager of 


industrial products. 
Bi D. E. Hendricks, assistant to the 
UY lubricants manager, becomes manager 
7 


of the lubricants division of the in- 
dustrial products department. F. Preu, 
FASTER SAFER DELIVERIES assistant to the special products man- 
/ ager, becomes manager of the products 
division of industrial products. C. M. 
Mockler, assistant to the fuel oil man- 
ager, becomes manager of the fuel oil 
division of fuel oi! and LP-gas. J. G. 
Fuller, also assistant to the fuel oil 
manager, becomes manager of the LP- 
gas division of fuel oil and LP-gas. 
Shell says the consolidation of de- 
partments is “designed to improve the 
efficiency” of its product distribution. 


pump driven 
by the P.T.O, drives 


hydraulic motors on 
product pump and | G. C. Richard- 


son becomes man- 
ager of the new 
supply and dis- 
OPERATE PRODUCT PUMPS... HOSE REELS Pution division 
of Cities Service 
Equip your fleet with new Roper Pump-Motors — the hydraulic power units | Oil Co. (Del.). 


designed especially for fuel transfer applications. Compact and rugged, these | His — responsibil- 
pump-motors offer greater flexibility and convenience of hook-up... operate | ities will include 
at slow speeds... increase product pump life... are /ess costly to operate in | Procurement — of 
oil products, sup- 
plying them to the 
marketing divi- 
| sion, and = supervision of company 

Richardson will be based in Bartles- 

@ Operates one or more pumps or reels @ Offers greater flexibility and convenience ville, Okla. He has been with Cities 


the long run. Ideal for operating both product pumps and hose reels, you'll 
find Roper Pump-Motors your best buy in hydraulic power. Get all the facts G. C. Richardson 


today! 


@ Eliminates auxiliary engines @ Power input is smooth, shockless Service since 1935, and has held a 
number of executive positions in 
Bartlesville and Chicago 


@ System increases product pump life @ Drives other. makes of pumps 


@ Explosion-proof at no extra cost @ Convenient dual system for split loads 
Dr. Herbert R. Jensen is appointed 
supervisor of Educational Activities 
for the American Petroleum Institute 
Jensen is former professor of educa- 
Write for Bulletin or see your tion and director of the Instructional 
Roper Distributor Materials Center at Colorado State 
‘ollege of Education. is new post, 
GEO. D. ROPER CORPORATION College « f I duc ition. In ms new post 
Jensen will direct the API's school 
480 Blackhawk Park Avenue ‘ 
Rockford, Illinois program. Currently more than 6,000 
schools are using the API materials, 
and plans are being made to add 3,000 
to 4,000 more schools during the next 
term. Jensen has had extensive experi- 
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mr. Vacuum 


turns 


stormy 


weather 


into extra sales... 


Vacuum power comes into its own during bad 


driving weather. 


Motorists everywhere turn to Mr. Vacuum for 


woond help in keeping windshields clear of rain and snow. 


And that means extra sales for you. It means a 


“plus” — an extra benefit you can offer your service 


customers—because the AC Combination Fuel and 


Vacuum Booster Pump supplies extra power to keep 


wiper action steady and keep windshields clear. 


PUMPS @ Mr. Vacuum assures more vision for your customers, 


more profits for you! 


Acuum ® 


An AC Combination Fuel and Vacuum 
Pump boosts fuel to engines, boosts 
wiper action, and boosts sales for you! 


STANDARD FACTORY EQUIPMENT ON MORE NEW 
VEHICLES THAN ALL OTHER MAKES COMBINED! 


AC SPARK PLUG DIVISION « GENERAL MOTORS CORPORATION «= Flint, Michigan 
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about oil people 


ence in the audio-visual educational 
field. He was manager of the audio- 
visual center at Columbia University 
and during World War II, was a lieu- 
tenant Commander in the Navy, serv- 
ing as a visual-education consultant, 


Sherman D. Archbold, for the past 
four years manager of Esso Standard 
Oil Co.’s Inland Waterways depart- 
ment, is now responsible for co-ordi- 
nating the tanker construction pro- 
gram of Standard Oil (New Jersey). 
Archbold has had 35 years experience 
with the Jersey company. 

J. EK. Stoveken succeeds Archbold 
as manager of the Inland Waterways 


department. Stoveken will take on his 
new job later this year when he com- 
pletes his present assignment as marine 
manager with Lago Oil and Transport 
Co., Ltd., Aruba, N. W. I. 
e 

Robert F. Piculell joins the Sta-Vis 
and H. K. Stahl Oil Companies as gen- 
eral sales manager. Sta-Vis purchased 
the H. K. Stahl Co. on July 1, and 
will continue to expand the Stahl 
marketing operation. Piculell has been 
in the oil business 17 years. He was 
formerly petroleum procurement man- 
ager of Midland Co-operatives, Inc. 
His new headquarters are St. Paul, 
Minn, 


“OPACO SEALED HAND PUMP. 


YOU CAN PUMP LIKE THIS... 


NOT LIKE THIS... 


Compare Opaco with other single-acting piston-type 


hand pumps... 
can be— easier by 50%! 


find out just how easy hand pumping 


Unnecessary, trouble-causing exposed parts have 


been engineered out. 


Mechanical Shaft Seal (shown in 


circle) eliminates packing leaks —no gland nuts, 


no replacement of packing .. . 
handling inflammables. 


to exposure or deterioration. 


Models for handling petroleum products, 


alcohol and other liquids on 


gives added safety when 
Linkage and moving parts 
are totally enclosed — Weather Sealed . 


. not subject 


FARM, INDUSTRY AND FOR GENERAL USE 


WRITE FOR BULLETIN NO. 


800 TODAY 


Red Jacket Manufacturing Co. 


One the World's of Subm P A: 


OPACO 


NATIONAL 


Wilfrid S. Fen- 
ton is named east- 
ern division sup- 
ervisor of fuel oil 
sales for Tide 
Water Associated 
Oil Co. Fenton 
will be  head- 
quartered in New 
York. The divi- 
sion includes 13 
eastern seaboard 
States. 

Fenton joined Tide Water in 1948 
as an engineer. In April, 1954, he was 
transferred to the company’s export 
sales department as foreign sales rep- 
resentative for Europe, the Middle 
East and North Africa. 

a 

A. B. Wilder, E. I. du Pont de 
Nemours & Co., is chairman of the 
Chicago section of American Society 
of Lubrication Engineers for the 1955- 
56 season. R. G. Grothus, Bell & 
Howell Co., is vice chairman. J. N. 
Waddell, Henry H. Cross Co., is 
| secretary and treasurer. 

| William K. Whiteford, Pittsburgh, 
| president of Gulf Oil Corp., is elected 
a director of proctor & Gamble Co. 
Whiteford has been president of Gulf 
since 1953. Before that he was chair- 
man of the board of British-American 
Oil Co., Toronto. 


W. S. Fenton 


Joseph L. Seger, executive vice 
president of Carter Oil Co., Tulsa, is 
elected a director of Esso Research 
and Engineering Co. Named to the 
executive committee of Esso Research 
Board are Stanley C. Hope, president 
of Esso Standard Oil Co., and Cecil 
L. Burrill, chief economist of Standard 
Oil Co. (New Jersey). 


Julius C. Herklotz joins Shell Oil 
Co. as a salesman in the New York 
area. He is a recent honor graduate of 
\the petroleum section of the indus- 
‘trial distribution department at New 
| York City Community College, Brook- 
ya. 


| T. J. Connell becomes district man- 
ager in Rhode Island for Esso Stand- 
lard Oil Co. Connell has been stationed 
‘in Massachusetts as assistant district 
|manager and most recently as market- 
‘ing assistant for service stations. He 
‘replaces D. Z. Blakeney, who will 
take a new assignment in Connecticut. 
William E. Wesson, 
Conn., distributor for The 
is re-elected chairman of 
necticut Petroleum Industries 


Waterbury, 
Texas Co., 

the Con- 
Com- 
1955 
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mittee. Wesson joined Texaco in 1915, 
and came to Waterbury in 1935. He 
has been a member of the state com- 
mittee since 1938 and an executive 
zommittee member since 1948. 

D-X Sunray Oil Co. announces a 
re-alignment in its central division 
(Wisconsin and northern Illinots). L. P. 
Heldridge and O. B. Blankenship con- 
tinue as division manager and assist- 
ant division manager, respectively, at 
Madison, Wis. H. C. Disterhoff, form- 
er district sales manager at Rockford, 
Ill., becomes an assistant division 
manager. G. Lee Taylor, former dis- 
tributor sales manager at Minneapolis, 
becomes assistant division manager 
for distributor sales. H. E. Babb, 
former territory salesman at Jackson- 
ville; Ill, is promoted to specialty 
merchandise and sales promotion 
manager. All will be based in Madison. 


Charles B. Compton, division man- 
ager of Standard Oil Co. (Ky.), is 
new chairman of the Kentucky 
Petroleum Industries Committee. B. 
Willoughby, district manager of Gulf 
Refining Co., Louisville, is new vice- 
chairman. 

Compton succeeds C. H. Coe, state 
manager of The Texas Co., Louisville. 


Dwight M. Hills, Atlanta, is named 
southeastern district chairman of the 
Oil Industry Information Committee. 

Hills, who is southeastern district 

manager of Sinclair Refining Co., will 

serve from 1956 to 1958. He succeeds 

John S. Morrison, Atlanta, division : 

manager of American Oil Co. containers 

J. O. Sanders, Atlanta, division 
manager of The Texas Co., is elected POPOMMOote brand name sales 
vice chairman of the group. 

W. A. McAfee ; new product, you can really get the jump on competition by shipping 
becomes associate 
manager of Stand- 
ard Ol Co of - 8 trade mark and bearing the “Red-S” label of the Steel Shipping Container 


Whether you're selling an established brand name or marketing a relatively 
in new steel shipping containers. New steel containers decorated with your 


California’s San . 2 Institute, will create brand preferences build the kind of customer 


Francisco divi- 


; goodwill that brings in repeat orders. They 
sion. McAfee is wi New steel containers are made 


former manager not only add sales appeal to products but 


of the marketing versal Specifications of leading they afford maximum protection 
department's BPRS: ee consuming industries and to con guard against losses due to leakage 
wholesale dis- form to Bureau of Explosives and 
tributor division. W. A. MeAfee Interstate Commerce Commission 
R. M. Douglas, regulations 
former manager of the company’s 
Oakland district, becomes manager of 3 
wholesale sales in the wholesale dis- Tt4 Better to Shipp Stedt 
tributor division. 

S. W. Warne, former manager of STEEL SHIPPING CONTAINER INSTITUTE 
the marketing department's personnel 2 & 600 Fifth Avenue, New York 20, N. Y. 
division, moves up to manager of the : 
personnel division of the company’s | 


and product contamination 
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Working like horse- 
with little 


Richfield Distributors get help and plenty of it! Every 
Richfield Distributor knows that one phone call —or 

one post card-—brings action from Richfield officials fast. 
Richfield does not compete with its distributors, and 
Richfield Distributors have specifically defined 

territories Richfield is just as interested in building 

up that territory potential for you as you are, 

In addition, you get hard-hitting advertising and promotional 
support as a Richfield Distributor. So, if you'd like to 

have the Jast laugh —instead of the horse laugh 

and a future full of smiles, look inte 

the advantage of being an independent distributor with a 


big name brand. Write. wire or telephone 


RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, N. Y. 


Serving the Eastern Seaboard from Maine through Florida | 
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Western operating division. The West- 
ern operating division includes seven 
western states. 


e 

Leon F. McGrath, assistant man- 
ager of the Chicago sales division of 
Standard Oil Co. (Indiana), is appoint- 
ed Chicago metropolitan area chair- 
man of the Oil Industry Information 
Committee. McGrath began his oil 
career 47 years ago as Standard Oil 
office boy. 

Ragnar C. Giske is appointed to a 
newly created post of Washington 
state sales manager for General Petro- 
leum Corp. Giske, former district 
sales manager in Seattle, has been with 
General Petroleum since 1937 and has 
spent much of his time in the North- 
west in marine sales and lubricating 
engineering assignments. 

H. J. Byers, who for the past two 
years headed Arizona sales for Gen- 
eral Petroleum, succeeds Giske as dis- 
trict sales manager in Seattle. Byers 
has been in sales work with GP since 
1942. 

James F. Bly, former district sales 
representative in Tucson, Ariz., suc- 
ceeds Byers as Arizona district sales 
manager. 

Joseph D. Cardoza, former manager 
of Tide Water Associated Oil Co.’s 
northwest marketing district, is ap- 
pointed district marketing manager in 
Honolulu. 

Donald J. Smith, who was manager 
of the Honolulu district, replaces 
Cardoza as northwest district manager 
in Seattle. 

Hudson W. Kellogg is now manager 
of Ethyl Corp.’s gasoline testing divi- 
sion, replacing the late J. Clifford 
Pope. Kellogg has been assistant man- 
ager of the division since 1946. He has 
been with the Ethyl Corp. since 1929. 


Robert G. Pugh takes on the newly- 
created post of manager of customer 
service for Standard Oil Co. (Ohio). 
Sam H. Elliott, vice president in 
charge of sales, said the new post is 
designed to keep close check on the 
customer’s “pulse.” Comments from 
customers will be channeled to Pugh 
for attention. Pugh has been with 
Sohio since 1950 when he started as 
a service station salesman. 


Joseph A. Kelly, vice president of 
Cities Service Oil Co., is appointed 
chairman of the petroleum division 
fund-raising campaign for the Travel- 
ers Aid Society of New York. Kelly 
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will be assisted by Edwin Collins, vice 
president, Esso Standard Oil Co., and 
James Dyer, president, Sinclair Oil 
Corp. 


J. L. Hampsten of Boise, Idaho, ts 
new Salt Lake City regional manager 
for Sinclair Refining Co. Hampsten 
succeeds M. N. Wells, who is on tem- 
porary duty as Salt Lake City man- 
ager. 

Socony-Mobil Oil Co. has made a 
series of promotions in its Eastern 
region. 

In the New York City division, 
Walter J. Ancker is appointed man- 
ager of Bronx sales district, succeed- 
ing G. Albert Klaffky, who now heads 
the Manhattan sales district. Klaffky 
replaces Charles P. Price, who is ap- 
pointed to special assignments at divi- 
sion headquarters. 

Lambert G. Vaile is appointed man- 
ager of the Brooklyn sales district, re- 
placing E. H. Strickland. Strickland is 
transferred to the New York City divi- 
sion headquarters to handle special 
assignments. 

Wesley E. Kern succeeds Vaile as 
retail marketing assistant in the 
Queens district. Dean H. Arnold re- 
places Ancker as retail marketing as- 
sistant in the Bronx district. 

Edward W. Merli, formerly legal 
staff assistant in New York City divi- 
sion, is appointed general assistant in 
the real estate department at Socony- 
Mobil headquarters. 

In the Lakes division, Lionel E, 
Reed, former operating manager, is 
now at headquarters heading up motor 
vehicles and transportation the 
company’s newly organized operating 
department. 

Larry P. Adams replaces Reed as 
operating manager in the Lakes di- 
vision. 

William C. A. Meyer, formerly 
with the Lakes division, is appointed 
to Standard-Vacuum’s products de- 
partment, 

Clifford H. Ashley, former indus- 
trial sales engineer, Lakes division, 
now holds the newly-created job of 
chief engineer. 

William F. Nutting, formerly as- 
sistant manager of Socony’s training 
station in Hartford, Conn., is ap- 
pointed manager of the new company- 
operated International Mobilgas sta- 
tion in Garden City, N. Y. The station 
is part of the retail training laboratory, 
where oil marketers from foreign 
countries learn the latest servicing 
methods. 

(Continued on p. 196) 


Recess retains gasket 
in coupler and assures 
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Advantages of 

KIM operation 

¢ Gives quick, easy starts 
¢ Reduces motor wear 

Prolongs life of battaries 


d Reduces fuel « pti 


dé Saves warm-up time 

¢ Cuts cost of terminal 
heating 

¢ For stationary or mobile 
engines — diesel or gas 

Four models — easily 
installed 


it's this simple— equip your 
cars and trucks with KIM 
Hotstarts and you end ma- 
jor worries of winter opera- 
tion. Engines purr like kit- 
tens. Starting is fast and 
smooth. You don’t use as 
much fuel and you spend 


less on repair bills. 


See your dealer or write 


for literature. Many of the 


Superior quality 


Larger diameter cam ears 
for longer service life 


Extra 
Hi-Strength Stainless } 
forged Steel pins 
handles —greater 
—greater safety and 
economy longer 
service 


Uniform heavy wall thickness 


—no weak spots 


proper placement 


EVER -TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 


— precision 


Uniform wall thickness 


—no weak 


Extra heavy reinforcing rim 


Time to Install 


Hotstart 


electric 
pre-heater 


.. for Gas and Diese! 


Engines 


> 


smartest fleet operators in 
the country know KIM, use 
KIM, like KIM. Why don’t 
you profit from their experi 
ence? Sold and installed by 
leading automotive sup- 


pliers 


KIM HOTSTART 
MFG. CO. 


West 917 Broadway 


1, Washi 


can make all these claims 


Superior quality 
—precision machined 
—accurate tolerances 


| 
| 
COLD | 
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DEATHS 


William Keen, 63, who retired last 
July as manager of Atlantic Refining 
Co.'s domestic marketing operations, 
died Aug. 26 at Bryn Mawr, Pa. 

Keen joined Atlantic in 1907. For 
35 years he held various positions in 
the company’s New England market- 
ing region, In 1948 he was promoted 


BENEFIT 
from these 


FEATURES: 


top of floor... 


1S DESIGNED TO FIT THE LIFT TO THE CAR...NOT THE CAR TO THE LIFT! 


to manager of domestic marketing op- 
erations at the company headquarters 
in Philadelphia. He was a member of 
the Operations and Engineering Com- 
mittee of the American Petroleum In- 


stitute, 

Keen is survived by his wife, a son, 
William Jr., of York, Pa., and a 
daughter, Mrs. Donald Campbell of 
Riverside, R. I 


BETTER LUBRICATION . . . car is supported by its frame, 
wheel suspensions are completely relaxed assuring free flow 
of lubricants. Wheels are free for tire and brake service. 
FAST, PROFITABLE MAINTENANCE WORK . . . because 
of greatest under-car accessibility. Compact H-Frame of lift 
parallels car frame. 

COST INSTALLATION .. . 
and simple plumbing to install. Wheel locator mounts on 
no floor depression. 


just one jacking unit 


Choose from 8 great models with safety features such as . . . automatic, 


positive locking, safety latch .. . 


and ‘‘Magne-Guard” low oil control. 


Write for complete information today! 


THE JOYCE-CRIDLAND COMPANY 


_ Designers and Builders of Lifting Equipment Since 1873 ee 
—ULS.A.; 2027 E. FIRST STREET, DAYTON 3, OHIO 


CANADA: MIDLAND FOUNDRY & MACHINE CO., LTD., MIDLAND, ONTARIO 
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Robert J. Crawford, 46, manager of 
Sun Oil Co.'s refinery accounting de- 
partment, died Aug. 20 while on vaca- 
tion at Eagles Mere, Pa. 

Crawford joined Sun in 1933 as an 
auditor. He later handled special as- 
signments for the company’s produc- 
tion and marketing departments and 
became manager of refinery account- 
ing in 1947. 

In 1941 he served with an advisory 
group which assisted the government 
in setting up procedures for gasoline 
rationing. That same year he was as- 
signed to handle Sun’s accounting for 
100 octane avgas supplied to the 
Armed Forces. 

Crawford is survived by his wife, 
the former Helen May Arkwell of 
Worchester, Mass. 


O. D. Robinson, 69, chairman of 
the board of Republic Oil Refining 
Co., died Aug. 19, at his home in 
Coraopolis, Pa. 

Born and raised in Titusville, Pa.. 
Robinson went to work at the age of 
16 for the Canfield Oil Co.’s refinery 
at Coraopolis. His job was office clerk, 
which included not only making out 
pay-roll checks but climbing the stor- 
age tanks and measuring them every 
night. Before he was 19, he had or- 
ganized his own company, the Robin- 
son Oil Co. Partnership with M. L. 
Benedum (with whom he organized 
seven companies) began in 1909, when 
Riverside Oil Co., one of the first to 
produce casinghead gasoline, was 
formed. The Republic Oil companies 
were organized in 1925. 


William Savage, Gulf Oil Co. dealer 
in Detroit and active API member, 
died Aug. 26. Savage, former school 
teacher turned service station dealer, 
was on the general committee of the 
American Petroleum Institute. He was 
a member of the API's service station 
advisory committee, and the only 
dealer appointed to the special study 
group to draft API Marketing Divi- 
sion’s statement of objectives. Savage 
also was a member of the Brand 
Names Award Committee. He was a 
graduate of the University of Detroit. 
Surviving are his wife, Ruth, and two 
daughters, Joan, 14, and Martha, 12 


Dr. Graham Edgar, 68, consultant 
to the Ethyl Corp., died Sept. 8 in 
Greenwich, Conn. Edgar developed 
the octane scale and was a prominent 
figure in the research that led to the 
development of the first 100-octane 
aviation gasoline. He joined the Ethyl 
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Corp. in 1924 as research director. He 
became a vice president of the com- 
pany and a vice president and director 
of Ethyl-Dow Chemical Co. He re- 
signed from these posts in 1952. 

Surviving are his widow and a 
daughter, Mrs. Warren Fales of West- 
port, Conn. 


H. Earl Clack 

The oil industry lost a long promi- 
nent marketer in the death Sept. 2 of 
H. Earl Clack. Clack, 73, was on a 
business trip in Great Falls, Mont., at 
the time of his death. 

He was board chairman of H. Earl 
Clack, Inc., Havre, Mont., which he 
founded in 1913, and a director of 
Husky Oil Co., Cody, Wyo., which 
acquired the Clack Company last De- 
cember. 

Born and raised in Texas, Clack 
struck out at the age of 17 to “seek 
his fortune.” He landed in Havre, 
Mont., where he obtained a contract 
to haul gravel for the construction of 
the Great Northern railroad. When 
construction was completed, Clack’s 
contract had expired and he was 
broke. But he owned the horses and 
wagons he had used on the job, so he 
started a dray line. In 1904 he began 
selling gasoline and kerosine as a side- 
line to his draying business. His first 
supplier was Continental Oil Co. A 
few years later, he built one of the 
first drive-in stations in the Inter- 
mountain area. 

In 1913, Clack became an Inde- 
pendent jobber and named the new 
firm after himself. He did well among 
farmers and other consumers in the 
area, but could not interest other deal- 
ers in carrying his brands. With per- 
gallon margin on gasoline dwindling, 
Clack realized he had to be fast on his 
feet to stay in business. So he put up 
another pump at his station. He 
labeled the pump “Hi-Power,” and 
through it pumped the premium gaso- 


line of his day, selling it for L¢ a gal 
lon more than regular. At the end of 
the first day, he had sold six gallons 
of “Hi-Power” to every gallon of 
regular. 

He decided to stop price cutting and 
sell quality. He passed on the extra 
penny to his dealers, giving them a 3¢ 
a gallon margin instead of the going 
2¢. That was in 1916. Four years 
later, he was serving 10 of the large 
Montana conmunitics 


By 1922, Clack was ready to move 
to other markets. He began setting up 
a string of stations in eastern Wash- 
ington. In the late "30s, he moved into 
northern Idaho to close the gap be 
tween Washington and Montana 

The company experienced a steady 
growth, culminating in its integration 
last December with Husky Oil Co., a 
leading producer and refiner. At the 
time of the integration, the Clack com- 
pany had 200 outlets 2 


ALL STEEL PORTABLE SERVICE STATION 


ANOTHER VALENTINE INSTALLATION 10’ x 25’ 


Comes 
STORAGE 1717" 


BOTTOM SHELF 1274" 


= 


= 


LOCATION FOR 
come 


Delivered 
and set 
on your 
site for 
less than 
$5,000.00 
in most 
parts of 
U. 4 


ELECTRICAL OUTLETS 
PROVIDED TO CUSTOMER 


When your unit leaves our factory on our truck, it in erected and ready to set on your 
foundation. All you have to do is connect up your services! 


Standard unit contains 2 restrooms, includin 


stool and lavatory in each—" INSTANT INVEN- 


| TORY” steel shelving all across front of unit—All wiring (in rigid conduit) and breaker box 
giving you more than adequate service for outside pumps, etc. Walls and ceiling contain 
approx. 4” of fire-proof insulation, 3 floors: steel, plaswood, grease-proof tile! 


PARTIAL LIST OF SATISFIED CUSTOMERS 


Gaseteria, Inc., Indiana; Hoosier Petro inc., Indiana; Deep Rock, Okiahoma; Clark Ol) & 
Refining, Wisconsin; McCall's Service Stations, Kansas; Ritz Oil, Missouri. Pius many many 
more. Each of these customers have purchased more than one—Some now have as many as 


15 Valentine Units! 


LET US HELP PLAN YOUR 1955 EXPANSION 
Write Us Today For Full Details! No Obligation: 


VALENTINE MANUFACTURING, INC. 


P.O, BOX 667 
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OCTOBER 


American Society for Testing Materials, Com- 
mitte De2 Petroleum Produeta and Lubri 
‘ants, Statler Hotel, Washington, D 
Oct. 26 

Texas Mid Continent Oil & Gas Asen., annual 
meeting, Hotel Baker, Dallas, Oct. 3-4 

Oil Progress Week, Oct. 9-15 

AAmerican Society of Mechanical Enginers, 
lubrication conference, Antlers Hotel, In 
dianapolis, 10-12 

Indiana Independent Petroleum Assn., 
Severin, Indianapolis, Oct. 12-13% 

South Dakota Independent Oil Men's Axssen., 
annual meeting, Merchants Hotel, Mitchell 
Oct. 12-14 

Nebraska Petroleum Marketing Ine., annual 
meeting, Paxton Hotel, Omaha, Oct. 15-19 

Petroleum Marketers Asen. of Texas, annual 
meeting, Adolphus Hotel, Dallas, Oct. 10-21 

Arkansas Independent Oil Marketers Axssn., 
annual meeting, Iakuyette Hotel, Little 
Rock, Oct. 20 

Pennsylvania Petroleum Aassn., annual meet 
ing, Manor Inn., Pocono Manor, Oct 

National Assen. of Oil Equipment Jobbers, [th 
annual meeting, Hotel resident, Kansas City 
Oct. 24-25 

Virginia Vetroleum Jobbers 
Hotel, Roanoke, Oct. 27 

Empire State Petroleum Axssn., fall meeting, 
Concord Hotel, Kiamesha Lake, Monticello, 
Oct, 40-Nov. 1-2 

Independent Vetroleum Assn. of America, an 
nual meeting Jefferson Hotel, St Lauis, 
Oct, 40-No 

National Lubricating Grease Institute, annual 
meeting, Kdyvewuter teach Hotel, Chicago 
Oct. 80-No 1-2 

APetroleum Marketing Trades Show, Hotel 


New Yorker New Yorh City 
N 1-2 


Hote! 


Assn., Roanoke 


COMING MEETINGS 


BIRMINGHAM 3 IE 


TANK 


Division of 


THE INGALLS IRON WORKS COMPANY 


MAIN OFFICE: Birmingham, Ala. 


SALES OFFICES: New York, Chicago, Pittsburgh, 


Houston, Atlanta, New Orleans 
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NOVEMBER 


National Oil Jobbers Council, annua! meeting, 
Sherman Hotel, Chicago, Nov. 2-4 

Society of Automotive Engineers, fuels and 
lubricants meeting, Bellevue-Stratford Hotel, 
Philadelphia, No 9-10 

AAsen. of American Battery Manufacturers, 
Inc., Edvewuter Beach Hotel, Chicago, Nov 
14-16 

AAmerican Petroleum Credit 
Hotel, Cleveland, Nov. 14-16 

American Petroleum Institute, 45th annual 
meeting, San Franciseo, Calif., Nov. 14-17 

Transportation Group of the Petroleum Indus- 
try, annual meeting, San Franciseo, Calif, 
Nov, 14-17 

AOil Dealers Assn. of Arkansas, annual meet 
ing, Marion Hotel, Little Rock, Nov. 17-1* 


Assn., Carter 


DECEMBER 


Interstate Oil Compact Commission, Hote! La 
Fonda, Santa Fe, Dec. 1-% 

The Oil Industry TBA Group, annual meeting, 
Chase Park Plaza Hotel, St. Louis, Dee. 5-6 

Packaging Institute, Petroleum Packaging 
Committee, Benjamin Franklin Hotel, Phila- 
delphia, Dee. 6-7 

Oil Industry Information Committee, full mem 
bership meeting, Waldorf-Astoria, New York 
City, Dee, 


JANUARY 1956 


AtThe Kentucky Petroleum Marketers Assn., 
0th annual meeting 
ille, Jan. 10-12 


frown Hotel, Loui 


— 


NATIONAL 


ASouth Carolina Oil Jobbers Assn., annua! 
meeting, Hote! Columbia, Columbia, Jan 12 

ANorthwest Petroleum Assn., annual meeting, 
Hotel Nicollet, Minn., Jan, 25-26 


FEBRUARY 

AAmerican Society for Testing Materials, Com 
mittee D-2 Petroleum Products and Lubri 
cants, Statler Hotel, Dallas, Feb. 5-10. 

APrivate Truck Council of America, Ine., an- 
nual convention, Hotel Cleveland, Cleveland, 
Feb. 9-10, 

Alowa Independent Oil Jobbers Assn., annua! 
meeting, Hote! Fort Des Moines, Des Moines, 
heb. 22-23 

AMissouri Petroleum Assn., annual meeting, 
Chase Hotel, St. Louis, Feb. 27-29. 

AAmerican Petroleum Institute, Division of 
Marketing, Lubrication Committe, Sheraton- 
Cadillac Hotel, Detroit, Feb. 28-29 


MARCH 

AWisconsin Petroleum Assn., annua! meeting 
Hotel Schroeder, Milwaukee, March 7-%. 

AVhio Petroleum Marketers Assn., Inc., spring 
convention and trade exposition, Deshle:- 
Hilton, Columbus, March 20-22 

AFlorida Petroleum Marketers Assn., Ine., 
annual meeting, Georve Washington H tel 
Jacksonville, March 20 
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EMPLOYMENT 


Position Vacant 


Wanted — Experienced man for selection of 
service station sites in Greater Chicago area. An 
excellent opportunity in the sales organization of 
a vigorous independent refining company. P-7441 
National Petroleum News 


Selling Opportunities Offered 


Wanted: Manufacturers’ Representative. Must 
be presently contacting Major Oil Companies, in 
dependents, oil equipment pump and 
tank installers, truck tank manufacturers. ° 
sell petroleum marketing valves and fittings 
RW-7501, National Petroleum News 


jobbers, 


Want experienced commission salesman or agent 
for mastic coating and weather proofing by larve 
established firm, Leads furnished. Territory 
Ohio, Michigan, Indiana. Reply in strictest cor 
fidence. Write Box SW-7747, National Petroleum 
News 


Position Wanted 


Aggressive Salesman—Ffifteen years experience 
in gasoline and oil, Wholesale, retail, and sta 
tion management. Presently employed. Good refer- 
ences. PW-7644, National Petroleum News 


EQUIPMENT. ~uused-surplus 


Wanted 


Wanted 4 spindie sealing machine for round, 
quart size, motor oil cans. State location, age 
of machine, general condition and price. W-7652, 
National Petroleum News 
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NEW 
JERSEY 


3,000,000 GALS. SOLD IN 1954 


1,500,000 GALS. SOLD IN 1954 


RU TO FRANKLIN ST. AT RR. STATION 


Send for brochure G 


BERNARD P DAY. Pres 


AUCTIONLERS: F. P. DAY, A. E. FRENCH, S. A: McDONALD 
7 Dey Street, New York, N. Y. 


STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 12,000 Gal. Cap. 
Coiled and Non-Coiled 
Cleaned — Painted — Tested 
Heavier — Sater — Cheaper 
Other Tanks Too 
Also — Complete Tank Cars 
8,000 and 10,000 Gal. Cap. 
Your Inquiries Solicited 


MARSHALL RAILWAY 
EQUIPMENT CORPORATION 


50 Church Street 
New York 7, 


FOR SALE 


One 5,000 gallon 1947 Fruehauf Trailer 
One 5,000 gallon 1948 Fruehauf Trailer 
One 5,500 gation 1951 Fruehaut Trailer 

All with 1020 tires and 3” manifolds 


ABSHIRE OIL CO., INC. 


123 South Main St., Goshen, Indiana 
Phone: 3-118 


BUSINESS OPPORTUNITIES 


Bulk Oil Plants—Propane Gas plants 
properties throughout the midwest e special 
properties. Petroleum Markete 
Bank Bldg Minnenpoli Mir 


selected 


in petroleum 
60 Produce 


nesota 


Wanted to Buy — Petroleum distributorship in 
the western New York arena Write HO-726* 
National Petroleum News 

late model troche, 


electr 


Florida Fuel oil business 5 
ticket printing meters, 
metered bulk plant 
counts, ‘54 season 
could be operated ¢ 
Area fuel oil (ood 

selling Sacrifice Risse Jr 
166 22nd Ave N. F t. Petersburg 


1,000,000 vol ie, 6 au 

sales 


NEWS 


CLASSIFIED 


RECEIVER’S SALE by order of SUPERIOR COURT OF N. J. 
ASSETS OF REIN MOTORS, BERGEN COUNTY U-DRIVE-IT, PARAMOUNT HUDSON, INC. 


2 OPERATING “VOLUME” 


CAR & TRUCK RENTAL SERVICE 
6.2 ACRE BUSINESS & RESIDENTIAL SITE 


TO BE OFFERED SEPARATELY AND AS ENTIRETY 


ABSOLUTE AUCTION 


Subject to approval of Chancery Division, Bergen County Superior Court of N. J 
PARAMUS: 471 FT. ON ROUTE 17 COR. LINWOOD AVE. 2.5 ACRES. 24 PUMPS, 50,000 GAL. CAPACITY 


GAS STATIONS 


INCLUDING 15 CARS, 23 TRUCKS 


175 ESSEX ST. COR. NEWMAN ST. 2.5 ACRES, 234 FT. ON ESSEX ST. 7 PUMPS, 20,000 GAL. CAPACITY 
10 CAR AUTO SHOWROOM. CAR & TRUCK RENTAL SERVICE. 9500 SQ. FT. SHOP UNDER SEPARATE LEASE 


HASBROUCK HEIGHTS, 6.2 ACRES BUSINESS & RESIDENTIAL LAND 249 FT. ON ROUTE 17 


THURSDAY, OCT. 20 evxs cius, 375 union st., HACKENSACK 


Digby 9-2000 


WANTED: 


Experienced Man to manage Oil Equipment 
and Storage Tank Manufacturing Business 
Excellent opportunity for the right man with 
rapidly expanding Company. Beginning salary 
$8,000.00 to $10,00000 depending upon 
experience. Only experienced personnel 
need apply. All applications will remain con 
fidential, also traveling salesmen positions 
open for experienced personal. Write com 
plete past history to 


P-7741 National Petroleum News 
330 W. 42nd St., New York 36, N.Y. 
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P 7729, NATIONAL PETROLEUM NEWS 
520 N MICHIGAN AVE, CHICAGO 11, ILL 


FOR SALE 


One 2000 gallon two compartment trailer 
with 614 Diamond T Tractor. Good condition 


C. H. MILLER 


325 Fourth Street, Zanesville, Ohio 
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This index is published as a conven- 
ience to the readers. Every care is 
taken to make it accurate, but Na- 
HONAL PETROLEUM NEWS assumes no 
responsibility for errors or omissions 
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You pay more for 


EXTRA 


THE METER. 


Accurate at any rate of 
delivery, at any pressure 


Every buyer of a Tokheim pump gets the extra 
value built into the famous Tokheim pump and 
meter units without additional cost. These twin 
performers, proved and improved for more than 
a quarter century under every operating condi- 
tion, are two good reasons for the consistently 
superior performance of Tokheim pumps. The 
new “300” series is unchallenged in its field. Ask 
for a demonstration. Write for new bulletin 


MODEL 300 


THE PUMPING UNIT— 


with air separator, self ad- 


There 1s no substitute for TOKHEIM QUALITY! justing, hydravlic by-pass 


and regulating valves 


TOKHEIM CORPORATION 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
FORT WAYNE SINCE 1901 INDIANA 


Subsidiaries: Tokheim N.V., Leiden, Holland — GenPro, Inc., Shelbyville, Ind 
Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto, Ontario 
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Increase your fall changeover 
profits by switching to multi- 
graded oils for all-weather use. 


For fall changeover be ready to— 


OFFER YOUR CUSTOMERS MULTI-GRADED OILS 


FOR SALE UNDER YOUR OWN BRAND NAME 


Throughout the country car owners are getting 
to know the basic advantages of multi-graded 
oils for modern high-output engines: low enough 
viscosity at low temperatures to provide easy 
starting and prompt lubrication; and high vis- 
cosity at high operating temperatures to prevent 
excessive consumption and to give adequate 
protection, 


Sun can supply you with finished multi-graded 
oils or base stocks to blend your own SAE 5W- 
20 and SAE 10W-30. 


Both ways, you get a low-carbon product that 
helps reduce combustion chamber deposits and 
eliminates preignition and knocking. In addi- 
tion, Sun’s Multi-Graded Oils have a high level 
of detergency to prevent harmful sludging in 
cold weather. There’s proof, too, that their con- 
tinued use can reduce octane requirements by 
several numbers. 


Get set now for more profits ahead. For com- 
plete information call your Sun Representative 
today at any of the offices listed below. 


HU bbard 2-7765 DALLAS 


HA rrison 7-2562 DETROIT 


W Oodward 1-7240 


PRospect 1611 NEW YorRK CITY. LE xington 2-9200 


PHILADELPHIA ...KInysley 6-1600 


JACKSONVILLE ... EX brook 8-5715 PITTSBURGH GRant 1-1645 


WI Ilbank 2131 


GA rfield 8930 


CLEVELAND ....VU lean 3-6100 MONTREAI TORONTO 


GENERAL WHOLESALE DEPARTMENT 


SUN OIL COMPANY, PHILADELPHIA 3, PA. 


IN CANADA: SUN OIL COMPANY, LTD., TORONTO AND MONTREAL 


CHCA... 
.....Gladstone 3581 


